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A highly-efficient and portable % to 2” Pipe and Bolt Machine of exed ~ 
tional merit. 272 to 8-inch with geared tools and drive shaft. 


Curtis W. M 

Josern A. Gi 

Model-B is a compact, portable utility machine embodying many advanced _. 
features heretofore available only on higher priced machines . . . Complete 
range ¥% to 8-inch pipe; % to 1’ inch bolts . . . Rack-and-pinion feed; ... 

60% more power: .. . one-piece cast steel-iron base and cap—no flimsy sheet- —— 

metal housing; . . . socket for pipe legs to form inexpensive but sturdy stand; eg 

..or can be furnished with rugged portable stand with steel wheels or rubber- a 

tired wheels . . . All-steel geared universal % to 2-inch chuck—with safety a 

automatic chuck wrench ejector: . . . hinged full-range reamer: . . . sliding on 

wheel or knife cutoff; . . . ring-type opening adjustable dieheads—no hinge Sadseription + 

per year, $3.0) 

. Automatic gear-driven oil pump. . . Gears fully enclosed and run in oil vu year, $6.0 

.- Adequate motor ventilation . .. Choice of 110 or 220 volt universal reversi- m0 for thr 

ble motor .. . Easily portable when mounted on stand with 17-inch wheels... es 


Weight approximately 280 lbs. . . Price $354.00 and up. 











} Ev. 
jj BENERC : 
| y 7 ‘PIPE T@LS « & q| 
Highest Quality * WARREN, OHIO *« For~ “V7 Year tiv 
Sold by Leading Supply Houses Everywhere! = 
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March issue. The article is com- 











Everyone is’ inventory-conscious 
these days and it is generally 
agreed that the industrial distri- 
butor who knows the most about 
his inventory is the one who will 
fare best in the approaching com- 
petitive market. You, as an execu- 
tive of a distributing company or 
a salesman, will find all of the 
answers to your inventory control 
questions, in a special article in the 


plete in all respects. It clearly ex- 
plains what can be accomplished 
with perpetual inventory records, 
how to set them up and how to use 
the facts they supply. You'll want 
to read and keep this article. 

@ Gazing into a crystal ball may 
be one way of charting your future 
plans but we’ve got a better sys- 
tem. One of the features next 
month will be an article by Walter 
Crowder, editor, in which trends 


affecting the supply industry will 
be carefully and thoroughly ap- 
praised. 

@ For those particularly interested 
in products (and quizes), there 
will be a roundup quiz on the “To 
Sell More... .” pages which were 
published during the last 13 
months. Remember, Mr. Salesman, 
you'll be correcting your own paper 
so you’d better put on your think- 
ing cap now so you'll be ready 
to supply the answers. 











“YOUR HOLO-KROME 
INDUSTRIAL DISTRIBUTOR IS 


READY TO SERVE YOU FROM 
HIS WAREHOUSE STOCK” 





THREE QUARTERS of a MILLION 


users and prospective Socket Screw users are reading 
each month, in their favorite Industrial publications, 
the above fact... This Holo-Krome cooperative adver- 


tising is only one of the many productive ways in which 





Holo-Krome aids in building sales for H-K Distributors. 


The HOLO-KROME SCREW CORP. Hartford 10, Conn. 
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HOLO-KROME /S SERVING ITS DISTRIBUTORS 


2 MILL SUPPLIES © FEBRUARY, 1947 





a 3 » 
3 MG 
o 
J Be Ay 
= 








_UMi | 



































Designed for hard industrial use, 
the All-Purpose Transfer Pump 
with adjustable bung hole odap- 
fer fits any 2 inch bung hole. 















TRANSFER PUMPS 


handle fluids 
faster, cleaner 


OU’VE noticed hundreds ot drums and barrels coming 
into your customers’ plants. You know they all contain 
fluids essential to modern industry. Have you ever wondered 
how these barrels are emptied . . . how fast they are emptied? 
Graco All-Purpose Transfer Pumps will save your custom- 
ers elbow grease and do a far superior job of handling 
viscous materials as well as fluids. These pumps dispense 
glycerine, linseed oil, turpentine, paints, glue, dyes, inks as 
well as lubricants which, for example, can be transferred 
to 2'/, gallons per minute. Pump transfer keeps materials 
free from dirt, grit and other abrasive substances. 

There are extra sales and real profit possibilities for you 
in selling Graco Transfer Pumps. Write today for Graco’s 
new industrial catalog No. 1306. It will bring you details 
on transfer pumps and the complete Graco Line of lubricat- 
ing and maintenance equipment. 











@ FOR EXTRA PROFITS 











Transfer your attention to Graco Transfer Pumps. If you can 
pour it in a drum, you can pump it out. 








GRAC 





GRAY COMPANY, IN Cc. MINNESOTA 
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GRACO SQUARE 


MINNEAPOLIS 13, 





Complete unit. 
Slip it on, line it up 


and tighten while 


The simplest, sighting: 


surest mechanism ever 
devised for holding 
wheels to shafts. 


TAPER'LOCK.... “22. 


,  shrunk-on fit. 
A New Cost-Saving Taper Bore Sheave ~*~ ~— 










Disengages 
with less effort than 
any other sheave. 
Easy on. Easy off. 


mul! 
D }> 
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DGE 


—» of Mishawaka, Ind. 





Complete 


: 


range of sizes in 


For details about cost-saving developments in power 

Dual Duty (A and B); transmission equipment, call the Transmissioneer — 
your local Dodge distributor. He’s factory-trained, 

B, C ond D grooves. qualified to suggest ways to improve machine per- 


formance and increase production. Look for his 
name under ‘‘Power Transmission Equipment”’ in your 
classified telephone directory. 


DODGE MANUFACTURING CORP., MISHAWAKA, INDIANA 


Vepprright, 1947, Dodge Mfg. Corp. 











IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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PERMATEX offers you these four top-notch, 
anti-corrosive, assembling compounds as the 
answer to your production and maintenance 
problems! Each one has valuable characteristics 
that make it best for certain types of assemblies! 
Form-A-Gasket No. 1, a paste...sets hard. 
Form-A-Gasket No. 2, a paste...sets pliable. 
Aviation Form-A-Gasket, a liquid...sets tacky. 
Pipe Joint Compound, a liquid...sets flexible. 
me” = All of these Permatex assembling compounds 
make pressure - tight unions . . . leak - proof 
to gasoline, kerosene, fuel oil, diesel oil, hot 
or cold lubricants, hot or cold water, salt water, 
illuminating gas, glycerine and numerous other 
liquids and gases! 
Descriptive literature on request. 








san PERMATEX COMPANY, INC., BROOKLYN 29, N. Y. 
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FROM STOCK... SUPER 


AST IRON 









Good news for production men! You can get quick 
delivery from stock of Super Carbide Tipped Milling 
Cutters designed especially for cutting cast iron. 
Available in all standard sizes, these cutters incor- 
porate up-to-the-minute design improvements that 
cut costs, speed production and improve finishes. 
For the extra toughness and efficiency of carbide 
tipped mills plus the advantages of Super Tool 
engineering and design combined with surprisingly 
low prices . . . specify SUPER Carbide Tipped 
Milling Cutters . . . and see the difference! 


Carbide “Tipped “Jools 


21650 Hoover Road, Detroit 13, Michigan 
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FORGED For 
Strength 

Toughness 

Durability 


ACCURATELY CONTROLLED 


MACHINING 
ASSURES 


Correct alignment - Smooth bore 
Uniform wall thickness 
Clean sharp threads 
Properly proportioned 
deep sockets 





Socket welding fittings available 
for use with Schedules 40, 80, 160 and double extra strong pipe. 
Screw end fittings available in three classes, 2000 Ib., 3000 lb. and 6000 Ib. 
Each type can be furnished in carbon steel, carbon molybdenum 

steel, chromium molybdenum steel, or various 


types of stainless steel. 


WATSON-STILLMAN CO. « ROSELLE, NEW JERSEY 
Sold Through Leading Distributors 
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THE SKILLS 


of aluminum paint specialists are 
devoted entirely to making Permite 
Aluminum Paints --- in America's only 
pliant designed to make aluminum 
paints exclusively. 
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and Ready fo use.... 


To prevent costly evaporation of petroleum products, to aid in pre 
serving the quality of refrigerated goods, to reduce temperatures in 
trucks and buses, in railroad cars and buildings — as well as to 
prevent rust and corrosion . . . American industries use Permite 


Ready-Mixed Aluminum Paints: liquid insulation. 


Aluminum painted surfaces of tanks or other structures reflect the sun 
- reduce interior heat many degrees. Thus liquid losses are mini- 
mized, cold temperatures maintained. Air conditioning systems 
function with less effort, at lower cost. 


The quality of heat and light reflectivity in Permite Paints — as well 
as their rust preventive properties -— is due to the meticulous 
balancing of pigment (99%-+ pure aluminum) and an exclusive 
vehicle of synthetic resins and specially adapted oils. These stabilized 
ingredients cause a protective film of overlapping metallic flakes to 
build up flat and smooth, to form a reflective finish that's impene 
trably hard and silvery bright. 


Paint buyers everywhere are quick to appreciate the superior results 
they get with Permite. It pays to recommend Permite Aluminum 
Paints at every opportunity. 


ALUMINUM INDUSTRIES, Ine. 
Cincinnati 25, Ohio 


LUMINUM PAINTS 
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Armstrong Top Quality Wrenches 
HOLD-DOWN and 
SET-UP TOOLS Mean Increased Profits for You 


All Types ond Sires 


More and more buyers everywhere are specifying Armstrong 
Wrenches, which can mean but one thing—plus volume and 
increased profits for the Distributor of Armstrong Wrenches. 


The Armstrong Wrench is not just another wrench, but a top 
quality wrench. The Armstrong line of top quality wrenches com- 
prises a complete line of drop forged carbon steel wrenches, 
including 19 different types, drop forged alloy steel wrenches, 
including 12 different types, and alloy steel detachable socket 


ive wrenches with a large assortment of driving units . . . plus an 
engineering service to cover your requirements for special 
wrenches. 


The other ten major Armstrong tool lines have these same 
profit building characteristics. That is why more and more 
jobbers catalog, stock and sell the eleven major Armstrong lines 
“Across the Board.” 


ARMSTRONG BROS. TOOL CO. 


apmsYacniniss “The Tool Holder People” 
CHAIN TONGS 305 N. FRANCISCO AVE. CHICAGO 12, U.S.A. 


i Eastern Whse. and Sales: 199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif. 





ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Room: ] 
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A Few Facts You Should Know 


About 7% Wd: op- ‘ 
Le ] 


SIMPLE CONSTRUCTION + EASY TO OPERATE + FACTORY TESTED 









To understand the operation of the ““Acorn”’ Die, one should see it in 
relation to the “Acorn” Die Holder as pictured at the right in sectional 
view. The feature which makes the “Acorn” Die so convenient and accurate 
is the manner in which the four prongs or threaded lands are compressed 
when the holder cap is screwed down onto the holder. As all bearing sur- 
faces on the holder and die are ground to insure correct alignment and = ADJUSTING 
accuracy, even pressure is brought to bear on each of the prongs simulta- CAP 
neously so that they all adjust equally and concentrically. This is done te 
quickly and automatically by tightening the cap and turning up the lock 
nut. No other adjustments are necessary. 

A positive adjustment to size can be obtained by using the threaded 
plug which comes with every “Acorn” Die. This plug has actually been 
threaded by the die in which it is shipped and has been carefully checked 
for accuracy. Thus, if it is used as a setting plug, accuracy of the set up will 
be assured. For close to shoulder work, quick change over of jobs, accurate threads, 
recommend "'Acorn’’ Dies to your customers. 


ad ww . 
HOLDERS ADAPT toon Dies FOR ANY MACHINE 


Regular ‘‘Acorn’’ Die Holder with longi- 
tudinal float which allows the die to 
follow its own lead independent of any 
lag in the machine. This holder may be 
used on practically all automatic screw 
machines and any other machines which 
provide for automatically reversing the 
die or rod at the instant when the de- 
sired length of thread has been cut. 











those 
RELEASING i 

with | 
Releasing ‘‘Acorn’’ Die Holder, while as 
suitable for all machines, is especially every 
recommended for hand operated ma- Let 
chines. The improved clutch mechanism 
allows the holder to be released with- It off 
out shock. ucts © 


ADAPTER fined 












The “‘Acorn’’ Die Adapter permits the lines. 
use of ‘‘Acorn”’ Dies with existing round 6 He 
die holders. It consists of three parts, and 
a Cap to hold and adjust the die, a reach 
Lock-Nut to secure the adjustment and 
a Body. The shank fits round or spring Inv 
die holders of corresponding size. 
to Ca 
ALLI 





LP and DIE CORPORATION - Greenfield - Massachusetts 
end its New Heaven Division The GEOMETRIC TOOL COMPANY 
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Allis-Chalmers Franchise Tailor-Made 
to Fit Exact Markets You Serve! 


ES, TAILOR-MADE . . . you select from 

any number of eight product lines. Choose 
those with the best sales possibilities for you... 
with assurance that A-C franchise products cover 
every major industry. 


Let’s take a look at this new franchise. 
It offers: 1 A share of factory business. 2 Prod- 
ucts with established markets. 3 Sharply de- 
fined sales territory. 4 Choice of eight major 
lines. 5 Competitive prices, profitable markup. 
6 Helpful training programs. 7 Merchandising 
and promotional aids. Plus advertising 
reaching over 414 million readers monthly. 


Investigate now . . . excellent territories open 
to capable dealers. Write: Dealer Sales Dept., 
ALLIS-CHALMERS, MILWAUKEE 1, WIS. Azim 
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Transformer 


Motors. Gener 
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Single, multiple V-belts. 
Five types for applica 
tions to 6,000 hp. Ad 
justable speed sheaves 
to 600 hp. Constant 
speed sheaves for ap- 
plications to 6,000 hp. 
Pumps, Wide Line 
Types: single-stage, dou- 
ble-suction ; single-stage, 
single-suction; multi- 
stage. Includes chemical, 
solids, fire pumps and 
famous A-C close-cou- 
pled line of Electrifugals. 


s Sizes to 200 KVa 


Distribution type units: 
15 kv and lower. In- 
strument types up to 15 
kv. Instrument units in- 
clude current, potential, 
outdoor oil-filled meter- 
ing units. 


tors: a-c 


Capacities up to 200 hp. 
Types include: two and 
three phase squirrel- 
cage, wound-rotor, syn- 
chronous, direct-current, 
gearmotors, and motor- 
generator sets. 
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Controls 








Franchise! 


8) 


Welders in a-c types: 
200, 400, 750, 1000 amp 
sizes. Type d-c units: 
40 and 75 amp sizes. 
Includes electrodes, 
holders, helmets, cable, 
filter lens, etc. 


Imp 


Vacuum pumps: 214 to 
28/2 in. hg. Capacities: 
52 to 5,750 cfm. Rotary 
compressors range in 
size from 5 to 35 psig 
with capacities ranging 
from 60 to 5,000 cfm. 


or Motors to 200 hp 


For all motor types. In- 
cludes general purpose 
across-the-line magnet- 
ic; combination and re- 
versing units in open, 
dust-tight or water-tight 
enclosures. 


“h r 
Ke 
] 


Small indoor units, 
manually and electrical- 
ly operated ; large motor 
starting equipment; 
subway, pole line oil 
switches for cross arm, 
framework mounts. 


Oy 
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ll A NEW SALES PEAR 





Thor offers a full selection of hammer tools for 
working with metal, stone, brick, concrete, wood 
and other materials. 


Look Ahead 





Get Ahead wa 


Stay Ahead with 





12 - 





with the “Sling Shot Drive” 






PORTABLE 
ELECTRIC 
HAMMERS 


with 





U-100 Hammer 


AME & oe . 


L 


To help you profit from unprecedented spring de- 
mands for construction, and maintenance tools, 
Thor’s U-100 Hammers will be featured in all Thor 
advertising in leading trade papers during March and April. Cash in on 
this promotion by building your sales plans around Thor Hammers. Sell 
them for dozens of jobs on stone, wood and metal—drilling, channeling, 
cutting, gouging, chipping, scaling, ete. Order your stock now! 


INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. Jackson Bivd., Chicago 6, Illinois 


Birmingham Boston Buffalo Cincinnati Cleveland Denver Detroit 
Houston Los Angeles Milwaukee New York Philadelphia Pittsburgh 
St. Louis St. Paul Salt Lake City San Francisco Toronto, Conada London, England 


PORTABLE POWER 


WOLe 





ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY JOB! 


MILL SUPPLIES © FEBRUARY, 1947 












DELIVERY 
WITHIN 24 HOURS 


from OE mn OE 


















Sewtee 
THE REAL SOURCE OF PROFIT 


Progressive distributors have learned that there are more 
ways than one to determine the real profit on a line of products. 
For instance, it makes little difference what the mark-up is if 
" they can’t make prompt delivery. Also, they have learned 

that once a product is sold it must remain sold. Rejections 
are costly items both in volume sales and customer good will. 


It makes little difference how you figure profit on bearing 
CATALOGUE bronze you ,will do |better with Johnson UNIVERSAL Bars. 
80 pages, lists and de- Your margin between cost and selling price is both wide 
scribes the most com- and constant. You offer your customers the widest range of 
plete bearing service in : 
ine eethh, Wale foto sizes on the market . . . over 350. From our well stocked, 
FREE copy. strategically located warehouses you can get immediate 

service on any size. Rejections because of flaws or poor 


quality are unknown. 





No matter how you compare it, the Johnson franchise is your 


best bet in bearing bronze. Write for details TODAY. 


wJOHNSON @™® BRONZE 


SLEEVE 


SLEEVE BEARING UE ARING HEADQUARTERS 
5935 $. MILL STREET Wy NEW CASTLE, PA. 
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THE BIG LINE WITH THE WIDE MARGIN 
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ADVERTISED TO YOUR CUSTOMERS 


Gilmer Advertising to your customers says, “Get 
in touch with your Gilmer Distributor. ” This 
advertisement appears in the current issues of— 


FACTORY MANAGEMENT AND MAIN- 
TENANCE + INDUSTRY AND POWER + 
| MILL AND FACTORY + POWER 


cannery» 


Round Endl 


% V- s in " »gs Belts- jssion. 
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GILMER SALES POLICY 
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This is what the Gilmer Sales Policy offers: 


1. A "buy-through-Distributor” policy; no factory 
sales in competition. 


2. A widely-experienced District Manager affords 
frequent direct sales help. 


3. Engineering assistance when needed from fac- 
tory power transmission specialists. 


4. Distributor protection. 
5. Uniform discount schedules. 
6. A profit on every sale. 


7. Full jobber profit. on non-stocking Special Pur- 
pose Belts. 


8. Catalogs, direct mail, and national advertising 
in a balanced program. 


9. Monthly bulletins from the factory. 
10. Stockroom and merchandising aids. 
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REGISTRATIONS 


SHOW 












Ford spring engineering provides unsurpassed endurance. 
Ford special alloy spring steel, with tensile strength of 200,000 
| pounds per square inch, assures high fatigue resistance, while 
deflection rates scientifically proportioned to each vehicle’s 
] gross weight assure good riding with generously ample load 
capacity. Long-wearing shackle bushings of steel-backed 
bronze reduce maintenance expense. Ford special, wrapped 
“safety eyes” on heavy duty front springs (illustrated) re- 
duce stress on main leaves, afford longer life and extra safety. 
Hydraulic double-acting shock absorbers on light duty models 


further ease the ride and control the load. 


ONLY FORD GIVES YOU ALL THESE 
LONG-LIFE TRUCK FEATURES: Your 
: choice of two great engines, the 100-H.P. 
V-8 or the 90-H.P. Six—semi-centrifugal clutch that 
needs no maintenance lubrication—rear axle design 
that takes all weight-load off the shafts (34-floating 
in half ton units, full-floating in all others) —heavy 
channel section frames, doubled between springs in 
heavy duty models—big, easy-action brakes, with 
heavy, cast drum surfaces, non-warping and score- 
resistant—extra-thick sheet metal in cabs, cowls, 





MORE FORD TRUCKS 


IT— OPERATORS 


KNOW IT! 






The 1'4-ton heavy duty Ford chassis 
of 158-inch wheelbase provides cor- 
rect load distribution with standard 
12-foot bodies. This body is by 
Watkins Body Corp., Buffalo, N.Y. 


FORD TRUCKS 
LAST LO 


ONE big reason: 
FORD SPRINGS STAND UP! 
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skirts and fenders—all told, more than fifty such 
examples of Ford endurance-engineering. That’s 
why FORD TRUCKS LAST LONGER ... why 
7 out of 11 of all Ford Trucks built since 1928 
are still in service. No wonder the average age of 
all Ford Trucks in use is nearly 9 years! Stamina 
is built into them! See your Ford Dealer NOW! 


FORO TRUCKS 


IN USE TODAY THAN ANY OTHER MAKE 
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Since — 
Signing up. 
with 
Goodyear 


I've got 
millions of 


extra ‘ 


heey Goodyear Industrial Rubber 
Products advertisement, many of which 
reach millions of readers, is a “sales- 
man” for Goodyear distributors. For 
each ad carries a special notice that 
directs customers right to your door. 
That’s just one of the eight valuable 
advantages wrapped up in a Goodyear 
franchise. The blueprint at the right 
lists them all. Look at them and you'll 
see why Goodyear products are among 
the first three money-makers in the field 
—on the word of leading supply houses. 
Ifyour present deal is not giving you all 
these eight helps, why not switch to one 
that will? Inquire now about a Goodyear 
franchise in your territory. Write: 
Goodyear, Akron 16, Ohio or Los 
Angeles 54, California. 


Salesmen” 
working for me 





8-POINT BLUEPRINT 
FOR SALES SUCCESS 


Goodyear Industrial Rubber Products 


Reputation of “the greatest name 5. Technical sales assistance of the 
n rubber ° G.1.M.— Goodyear Technical 
Mon 


Proved quality that brings . ‘ 
v vy) y ] Hard-hitting, business-getting 
repeat business direct mail campaign 


ressive national advert Leadership in new-product devel 
opments pioneered by Goodyear 
Research Laboratory 


8 Substantial profit margir 


rotit opportunities each sale 


GOOD*YEAR 


THE GREATEST NAME IN RUBBER 
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The salesman with the most items “‘in his bag’’ has 
a better chance of filling any customer's need than 
a salesman with fewer items. That's why Worthing- 
ton Distributors’ salesmen have such big batting 
averages based on number of calls. 


MORE THAN 5000 ITEMS 
IN WORTHINGTON’S TWO 
VALUABLE FRANCHISES 


1. Industrial Machinery Franchise, including com- 
plete lines of standard: 


1. Centrifugal Pumps... 2. Steam Pumps... 3. Power 
Pumps...4. Rotary Pumps...5. Vertical Air Compres- 
sors...6. Horizontal Air Compressors... 7. industrial Meters 
for Oil, Hot and Cold Water ... Plus Other Related Items 


With seven complete lines plus related equipment 
. . . how can a salesman miss when he sells Wor- 
thington. Especially when these products all carry 
the proved sales value of the Worthington name, 
famous in pump and machinery manufacture for 100 


WORTHINGIES. Oe 














. 


ll. Multi-V-Drive Franchise, including complete lines of: 


1. Worthington QD Sheaves... 2. Worthington-Goodyear 
V-Belts 


Two top-flight lines in the power transmission field! 
The Worthington QD Sheave — the only sheave 
that’s easy to get on, easy to get off, yet always 
tight on the shaft. And the Worthington-Goodyear 
EC Cord V-Belt — another sales-getter in Wor- 
thington’s 2-Way Multi-V-Drive Plan that gives 
industry the benefits of balanced drive performance. 


OTHER FRANCHISE ADVANTAGES THAT 
MAKE WORTHINGTON PRODUCTS 
EASY AND PROFITABLE TO SELL 


Protected territories, under selective distribution 
plans. 


A sound merchandising plan, supported by a clear- 
cut, published statement of policy. 


Nation-wide sales and engineering service. 


years! Simplified, easy-to-read Dealer Catalog. 
is MILL SUPPLIES © FEBRUARY, 1947 
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Related: Produtt Selling 





---BY MAKING 
IT EASIER TO 
BUILD 


OF RELATED 
PRODUCTS! 





A comprehensive advertising campaign in leading 
industrial and engineering publications . . . Readers’ 
attention called to your name, listed in THOMAS’ 
REGISTER ...A full supply of well-planned direct- 
mail literature and sales helps. 


3 MORE WORTHINGTON 
FRANCHISE ADVANTAGES 


Consider the advantages of the nine complete lines 
in Worthington’s Two Franchises when you tackle 
the problem of Related Products Selling. 


1. Once a salesman has sold a customer on the more 
worth in Worthington to get the first sale, the transi- 
tion to another line introduces no new name to 


build sales resistance. 







2. When you have the Worthington 8 in 1 Franchise 


you are selling 8 complete lines of industrial ma- 
chinery that can be capitalized on with the same 


selling effort and the same selling expense. 


3. This places you in the enviable position of sell- 
ing related products and related accessory items that 
will increase your sales volume — not only in 
Worthington products but in other related items 
which you may carry — again with the same sell- 


ing effort and the same selling expense. 


SEND FOR FACTS 


A few desirable territories are, still open. Write 
today for complete details on either or both of these 
profitable Worthington Franchises — the Indus- 
trial Machinery and the Multi-V-Drive. 


WHEN YOU SELL WORTHINGTON-—YOU SELL RELATED PRODUCTS 


WO RT H J N nt T Ad INI Products Based on Market Research 
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WORTHINGTON PUMP and MACHINERY CORPORATION 


Merchandising Division — General Offices, Harrison, New Jersey 
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Broaching may give you unusual opp ' Continental broaches are ground by 
tunities for increasing production, redugmg _— skilled broach-makers to exceedingly 
unit cost, holding closer toleran and close tolerances. Extreme care in design 
improving finish . . . all sary © = and workmanship insures that each Con- 


manvfacture successfully in 19 tinental broach is fitted exactly for the job 


Coctinantel Tost Wetkes ee in the it is intended to do. These are reasons why 
field of broaching, a cess now widely Continental-made broaches produce more 


used throughout metal-working in- parts per grind, more grinds per broach. 
dustry as one e fastest methods to Write to Continental today for folder No. 
remove stock recision limits. 12791, “Problems Solved By Broaching.” . 
eee L 
Ke produc 
I TOO 


> 
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CONTINENTAL TOOL WORKS 
bE SEES oo) 2 2 ae Om ae ¢ 2er fearon, 
DETROIT 6, MICHIGAN 
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THE FAMOUS 


IS A SYMBOL OF 
SECURITY 


It inalies ESNA Elastic Stop Nuts 
Self-Locking, Self-Sealing and Reusable 


As a result, all ESNA Elastic Stop Nuts 
protect assemblies against the effects of: 
VIBRATION: Elastic Stop Nuts lock in posi- 
tion anywhere on a bolt or stud. Vibration, 
impact or stress reversal cannot disturb 
prestressed or positioned settings... . 
CORROSION: Elastic Stop Nuts keep the 
working threads on the bolt and nut bright 
and rust-free to protect their strength and 
permit easy removal without damage to 
the bolt... THREAD FAILURE: Elastic Stop 
Nuts dampen impact stresses and materi- 
ally reduce the shocks against bolt 
threads that frequently cause metal fatigue. 
+ + « LIQUID SEEPAGE: Elastic Stop Nuts 
produce a radial-reactive pressure against 


the bolt threads inside the Red Elastic 
Collar that makes Elastic Stop Nuts self- 
sealing against liquid seepage. .. . COSTLY 
MAINTENANCE: Elastic Stop Nuts are re- 
usable. (Torque tests on aircraft bolts 
prove that adequate locking torque is 
maintained through 15 on-and-off cycles.) 
They do not deform the bolt, damage the 
threads, gall the finish, or rust. 

This wide range of protection permits 
full purchasing and inventory standardiza- 
tion and its resultant economy. For further 
information address: Elastic Stop Nut Cor- 
poration of America, Union, New Jersey. 
Sales Engineers and Distributors are con- 
veniently located in many principal cities. 


The RED ELASTIC COLLAR is ... 


PERMANENTLY CLINCHED to prevent 
turning under application and subse 
quent operational stresses 


PERMANENTLY SECURE 


bratic 


does 


on effects. The 


not cut) full contact th 


against vi 


bolt impresses 


reads 


PERMANENTLY TIGHT against mois 


ture 


in collar 


REUSABLE. The Red 


its grip after repeated usage 


retains 


Bolt threads have 100% « 


and a full metal 


Elastic 


ESNA ELASTIC STOP NUTS 


TRADE MARK 


INTERNAL 
WRENCHING 


PreopuUcrTs OF: 
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ELASTIC STOP NUT CORPORATION OF AMERICA 
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“ROUGHING IT” THE EASY WAY 


Another problem solved by BW Hi! 


Applying a new facing to a big western 
dam posed a problem for the contrac- 
tor. The old face had to be “roughed” 
with compressed air into an irregular 
pattern to hold the new concrete. That 
meant finding an air hose that could 
“take” high pressures, heat and oil 
from the compressors, shocks from 
sharp falling rocks and contact with 
rocky surfaces. To handle this job, 
BWH recommended tough Bay State 
Air Drill Hose. 


The cube of this rugged hose is made 


with the highest-quality, extra-heavy 
rubber . . . able to withstand the 
deteriorating action of hot oils. Several 
plies of strong duck, bonded together 
with long-life friction, form the carcass. 
Since the contractor selected 2” hose, 
the duck had to be 40% heavier than 
for smaller sizes. 


Tube and carcass were encased in a 
stout rubber cover . . . the strongest 
ever devised to resist surface damage. 
This powerfully built hose performed 
perfectly . ... helped the contractor 


finish the job withouc costly delays. 


Bay State Air Drill Hose is just one of 
the many quality products manufac- 
tured by BWH. Whatever industrial 
rubber goods you need, look to BWH 
for dependable ruggedness . . . BWH 
distributors for dependable service. 


HAVE YOU A JOB WHERE STAMINA COUNTS? 
Bring us your toughest problems . . . 
we're specialists in solving them. Con- 
sult your nearest BWH distributor, or 
write direct. 


Boston Woven Host & RUBBER COMPANY 


Distributors in All Principal Cities 


WORKS: CAMBRIDGE, MASS., U.S. A. * 


MILL SUPPLIES © FEBRUARY, 1947 


P.O. BOX 1071, BOSTON 3, MASS. 





... one of the many ways Carboloy 
helps distributors sell more 


This current advertisement on Carboloy Masonry Drills is typical 
of the “push” Carboloy continually puts behind all its products. 
Nation wide promotion, reaching an audience of millions through 
the trade and general press, helps distributors ring up more and 


more sales. Carboloy Company, Inc., 11131 E. 8 Mile Ave., 
ARBOI OY Detroit 32, Mich. 


(TRADEMARK) CEMENTED CARBIDE WRITE FOR RESALE DETAILS ON CARBOLOY MASONRY DRILLS (open line) 
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Smoothly...Accurately...at Lowest Cost — 


Youu NEVER BE LEFT IN A HOLE... 
if you use Morse Reamers on every reaming job 
you have. In whatever type you need, Morse 
Reamers will do the job to your tolerances... 
smoothly . .. quickly ...and keep on doing it time 
after time, far longer than your usual expectations. 

For Morse Reamers are made to last... and 
last ...and last. Like all Morse Tools, they are 
made to deliver the greatest number of cuts under 
proper working conditions . . . that is, when ade- 
quate metal is left in the hole to enable the Morse 


MORSE has the right 
REAMER to make it go 





... ND bow does 


Your Reaming Go. 






Reamer to perform as it is designed to perform. 

All types of standard Morse Reamers... and 
special reamers, too...are available through 
your Industrial Supply Distributor. A few of these 
types of Reamers are shown on the facing page. 
In addition, Morse makes drills, cutters, taps, dies, 
and special tools which, like Morse Reamers, 
will never leave you in the bole. Ask your Industrial 
Supply Distributor to get you the Morse recom- 
mendation that will give you top reamer perform- 
ance on your particular job. 
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The Original Manufacturer of Twist Drills 


NEW YORK STORE: 130 LAFAYETTE ST. @ CHICAGO STORE: 570 WEST RANDOLPH ST. © SAN FRANCISCO STORE: 1180 FOLSOM ST. 


MILL SUPPLIES © FEBRUARY, 1947 27 











STERLING SANDER - 
— APPLICATION NO. [341 





Thomas Z. MacGilacuddy, President 
of the 10th National, sharpens 63 
pencils in 5 minutes with his 

Sterling Sander! ‘Puts banking on a 
production basis,’ says MacGilacuddy. 














Sharpen pencils? Well, maybe. But there are hundreds of practical applications for 

the Sterling Sander .. . on furniture, machine tool bases, mill work, boats, 
trucks and buses, displays, toys, school equipment, leather goods—even caskets. 
There's an application practically everywhere! 


Sterling Tool Products Co. 
384 East Ohio Street 
Chicago 11, Illinois. 


STERLING portaste exectric 
AND air-priven SANDERS 
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"mm because it’s made in 


M* after mile of Spang C W Pipe is produced 
in uniform 21-foot lengths. Why? Because 
uniform lengths mean extra profit for you. 


This convenient size requires less cutting and threading 
... fewer joints are needed .. . installation time is re- 
duced . .. standard lengths are easier to handle and 
transport. These advantages save you money in time 
and material on every plumbing and heating job. 


Spang CW Pipe has other uniform qualities that 
ill help cut your costs. Its accurate diameter speeds 


UNIFORM LENGTHS 


threading and improves quality of threads. The 
smooth inside surface will increase customer satisfac- 
tion because it minimizes possibility of valve-clogging 
scale. The excellent workability of Spang C W per- 
mits it to be easily cut, bent, coiled or welded. 


Put these profit-making advantages to work for you 
by using Spang C W Pipe. Due to the accelerated 
demand, you may not be able to get all the Spang 
CW you want. But everything possible is being 
done to correct this situation. 
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A SOUND MOVE FOR YOU IN ANY INDUSTRY 


You'll find it good business to help your customers 
improve production by replacing inefficient power 
transmission drives with positive roller chain and 
sprockets. Baldwin-Rex roller chain drives are 98% 
efficient. 


In virtually all industry, the installation of Baldwin- 
Rex roller chain drives is a sound move toward 
eliminating power waste ...a big help in increas- 
ing machine output. And in addition, they absorb 
shock loads that might otherwise damage machinery. 












For complete data on Baldwin- 
Rex roller chain drives .. . 
applications, sizes, horse- 
power tables, etc. .. . send for 


WIN-REX 


- ROLLER CHAINS 


your copy of Catalog M-2A. BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 


These long-lived chains are easy to install and, 
as they are not dependent on tension for effective 
operation, they do not slip or creep throughout 
their lifetime. Lack of tension also eliminates any 
preload that might shorten bearing and shaft life. 
Frequent adjustments are unnecessary, reducing 
maintenance and eliminating need for expensive 
take-up mechanisms. 


A Baldwin-Rex roller chain drive is a sound move 
for your customers ...and good business for you. 








378 Plainfield Street, Springheld 2, Massachusetts 
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SELL POSITIVE CLUTCH SCREW DRIVERS for top versatility. 
Positive clutch lets free spindle idle until operating pres- 
sure engages jaws. This No. 18 Driver is assembling com- 
mercial refrigerators on a production basis. 






é 
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SEll ADJUSTABLE CLUTCH SCREW DRIVERS for uniform 
production. Adjustable clutch automatically drives every 
screw to uniform tension, then releases spindle. This 
No. 10 Scrugun provides exactly correct driving torque 
for delicate carburetor assembly. 





SELL 90° ANGLE DRIVE MODELS for working in the most 
limited clearances. These tools also have Adjustable 
Clutch. This No. 10 Scrugun is driving metal screws in 
electric toaster housing assembly. 





These Vpaseefioe ve 


Have AL ths Answers 
for MORE ASSEMBLY SALES! 


Yes, sir! You can sell Van Dorn Portable Electric Screw 
Drivers and Nut Runners for driving self-tapping screws, 
wood screws, machine screws and nuts and bolts in every 
type of assembly work. Sell Positive Clutch Models for 
versatility . . . Adjustable Clutch Models for driving to 
. . 90° Angle Drive 


Models for working in close quarters or around corners. 


a uniform, predetermined tension . 


Every one of these cost-cutting Van Dorn Tools is 
light, compact, easy to handle . . . powered for top-speed 
performance in turning out accurate, uniform work with 
minimum operator fatigue. Seven different capacities 
give you a big market to shoot at, in everything from 
the most delicate screw driving operations to driving 
and tightening nuts and bolts up to 1'' diameter, or lag 
screws up to 3/44"' by 6"'. 


Van Dorn advertising is selling these tools to your 
customers this month in leading industrial magazines. 
Take advantage of it by pushing them now! The Van 
Dorn Electric Tool Co., 717 Joppa Road, Towson 4, Md. 
FOR POWER SPECIFY 





(DIV. OF BLACK & DECKER MFG. CO.) 


PORTABLE ELECTRIC TO oO LS 
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Every Forge Shop is a prospect 


MARVEL Saws make money for forge shops in many ways. (lst) they cut 
off billets for a small fraction of the cost of cutting-off with a hammer. 
(2nd) these billets are so accurate in size that they exactly fill the dies with 
no excess fin, not only simplifying trimming and finishing, but getting extra 
billets from many bars. (3rd) they keep all hammers busy on production 
work for these “world’s” fastest saws can keep ahead of any schedule. (4th) 
they reduce cutting-off labor costs to an absolute minimum. It takes only 
one operator and a helper to keep the saw illustrated running because all but 
the No. 18 Giant Hydraulic Saw (at the right) are automatic—feed, measure, 
and cut-off identical billets; requiring no more attention than automatic 
screw machines. 


Every forge shop in your neighborhood is a prospect for MARVEL SAW— 
not only because of the extra profits they permit but because they release skilled 
labor for production work. The local MARVEL Sawing Engineer will give 
you technical assistance and help turn prospects into sales. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People" 
5700 Bloomingdale Ave. Chicago 39, U. S. A. 
Eastern Sales Office: 225 Lafayette St., New York 12, N. Y. 
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ANHAT 


UBBER TRANSMISSION 


tan offers a complete range of special surfaces on the driving 
transmission belts to meet all the needs of industry. These are 

ble in Manhattan’s patented Compensated Belt with ply- 
equalized. 


lE H — HYCOE DRIVING SURFACE — 


low-tension operating surface available for general service. The 
ing graphs and list of 7 advantages show how the Manhattan 
Surface contributes to belt, bearing, and power economy. 


ntages 
. Less bearing, shafting, and hanger troubles 
. Operations less affected by atmospheric conditions 
. Higher overload capacity or margin of safety 
. Less wear on pulley side 
. Can be dressed without injury to the belt 
. High production efficiency 
. Material reduction in belting costs 


LE — FRICTION SURFACE — 


d for heavy drives where a slight amount of starting-slip only 
detrimental. Also practical in extremely dusty surroundings or 
there are chips, grit, or other foreign substances present. 


LEB — BAREBACK SURFACE — 


td duck surface for drives where slip is necessary, as on the 
take-ups on rolling operations, loom winding, paper take-up 
and on automatic stops and shifter drives. 


LE BB — BARBACK BOTH SIDES — 


d for special conditions where slip is necessary on both sides, 
feed belts on tractor and small steam saw mills. 


= a Soe halo 
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Figs. 2 end 3—Show the performance choracteristics of Condor Compensated Belt with 
Hycoe Surface on pulley side compored with those of standard rubber beit. 


CONDOR COMPENSATED BELT (Manhattan's patented belt with Equalized Ply 
Stresses) is furnished with Style H Surface, unless otherwise specified. 


CONDOR STANDARD and other BELTS are made with Style F Surface regularly. 


CONDOR WHIPCORD ENDLESS BELTS are made with Style F Surface, unless other- 
wise specified. 


Manhattan also makes Non-Spark, Oll-Proof and Acid-Proof belts—For complete } 
service from a single source. USE MANHATTAN BELTING. 


ses RAYBESTOS- MANHATTAN. inc 


| MANHATTAN | 





Six sizes, /2" to 2” 








SW Bigger 


was a worthy companion for the Yarway 
Impulse Steam Trap—so the Yarway 
Strainer was born. 


Every mill supply salesman knows—the 
better the product, the greater the sales 
. and the easier made! 


That's the secret of the steadily growing 
popularity of Yarway Fine Screen Strain- 
ers. These strainers meet a long-felt need 
for a better strainer that will out-perform 
and out-last old types. 


Originally Yarway didn’t want to make 
strainers, but could not find one we felt 


Supply house sales records speak for 
themselves—through original and repeat 
orders—of the success Yarway Strainers 
are making. Completely described in 
Yarway Bulletin S-201. 


YARNALL-WARING COMPANY 


111 MERMAID AVENUE, PHILADELPHIA 18, PA. 
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How more sales of DELTA equip- 
ment help you sell more supplies— 
No. 9 of a series. 
















A single sale of a Delta 14” Band long life of the band saw. 
Saw nets you a nice profit. More 2. ... write additional, profitable 


than that — it opens up extra orders for attachments and 
business on supplies which are accessories that make opera- 
regularly used . . . and often tion of the saw safer, more 
used up. efficient, more convenient. 


Thus, wherever one of these 
popular units is in operation, 
there’s a live opportunity for you 
to: 


Build up your supply accounts, 
by first selling Delta Band Saws 
to use more supplies. Push Delta 
Band Saws aggressively among 
1. ... handle the re- cabinet shops, furniture 


placement business factories, pattern shops, 
on saw blades — —.., maintenance depart- 
continuous orders LTA ments, and other pros- 
that keep coming in MILWAUKEE = ects in your territory. 
during the entire Make your calls now. 


*Trade Mark Reg. U.S. Pat. Off. 
0.48 
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CI) You sell more Miter Gages. 


CI You sell more Guide 
Fence Attachments, 


[ You sell more Wood-Cutting Blades. CD You sell more Height 


Attachments, for in- 
creasing the capacity 
of the saw from 61/4” 
below the guide to 
12%”, 


[) You sell more Metal-Cutting Blades. 


C) You sell more L) You sell 
V-Belts. more Port- 

able Elec 

tric Butt 

~ You sell more [-) You sell more Welders, 
lamp Attachments, Screw Feed Attachments. for band 
saw blades 


LE — yy 
az 
oy 
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_. pl a m DELTA MANUFACTURING DIVISION 


ROCKWELL MANUFACTURING COMPANY 


MILWAUKEE 1, WISCONSIN 
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When you sell Pyrex and Corning 
Gauge Glasses to your customers, 
you can be certain that they will 
withstand the pressures for which 
they are recommended. Actual routine 
tests assure your customers of trouble- 
free service from these gauge glasses. 

Because they are machine drawn, 
Pyrex and Corning Gauge Glasses are 
easy to install and installation strain 


“PYREX" and “CORNING” 





TESTED 


Pressure... 


is reduced to a minimum. The hard 
smooth surface resists abrasion. They 
have remarkable resistance to the 
corrosive action of steam and _ hot 
water. 

If you want satisfied gauge glass 
customers, recommend Pyrex and 
Corning Gauge Glasses from Corning’s 
complete line. Corning Glass Works, 
Corning, New York. 


are registered trade-marks and indicate manufacture by Corning Glass Works, Corning, N.Y. 


im /urex Cauge Classe: 
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**Hallowell’’ Shop Equipment of Steel is hitting an 
all-time high with mill, shop and factory mainte- 
nance men. It's sturdy, all-steel construction — 
welded or hydraulically riveted joints — smooth 
splinter-proof surface eliminates frequent replace- 
ments. We make everything for the shop — trucks, 
tool stands, work benches, stools, foreman's desks, 
chairs — all of steel — all of sturdy construction. 

“Unbrako" Screw Products are first with mainte- 
nance engineers and mechanics. Their precision 


FIG. 732 
PAT'D - PATS. PEND. 
DRAWER 1S EXTRA 








a eee 


and accuracy — their quality and strength keep STOOLS 
them in constant demand. The knurled head of the FIG. 1334 
“‘Unbrako" Socket Head Cap Screw is a feature 


) that saves time and money. The knurled cup point 
of the ‘‘Unbrako" Socket Set Screw makes this a 
Self-locking set screw that will never back-out in 
spite of the most chattering vibration. 
“Unbrako” and ‘Hallowell’ Products are sold 


# & 
entirely through distributors —if you do not 
ard Ft already carry these products — why not let us help 
you to serve your customers promptly and efficiently. 
1ey 
the OVER 43 YEARS IN BUSINESS 
J STANDARD PRESSED STEEL CO. 
PAT'D & 


JENKINTOWN, PENNA., BOX 519 


Boston @ Chicago @ Detroit @ Indianapolis @ St. Louis @ San Francisco 


: Gail 


Reg. U.S. Pat. Of. 


PATS. PEND. 





g's 
a SCREW PRODUCTS 
PAT'D - 
PATS. PEND. 
N.Y. 








You can’t screw socket screws in or out, without a hex 


socket ch,— so why not get #25 #50 
“SiBowell” Yellow. Wandie Key Kk a uae most F i E;.LO S$} 


all hex bits. 
SELF-LOCKING NUT 
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a . Ve Whatever your need in small parts —lock , 
| ois washers, flat washer al washers, SnoP 
/ and retainer rings, ¢ all kinds 
# clamps, 
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— you in every WY: 
Another Diamond 
the new lock wash 
book .-: ’ 
Washers.” A booklet ev 
agent, design engineer and production man 
should have- Yours without obligation. Just 
j write t0.+° FLAT WA 
Outstanding in : 
GEORGE K. GARRETT COMPANY, INC. a peur da weal 
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’ : Norton Company 
— worcester 6 
* Massachusetts 
Gentlemen: 
We have yecen Ly run some tests with Norton's 
w 32 D 4nding 1 tne results 
obtained were 8° far ah of a ything we nave 
d ever that it 43 reco % the 
e & Norton Company nd of their representa 
ers tives here to rvey na sugges the 
proper 32 ALUNDUM whee gpecifice jons for 
, tool, and anternal grinding 
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machines 





This low-cost DURO Router-Shaper- 
Carver can be converted from one 


Mc 
As: 


use to another in a few seconds 





An ideal machine for these quick-changing times— 
when the ability to shift rapidly and economically from 
one set-up to another is vital. 

Here is an unusually flexible machine that can be 
used for routing, shaping and carving wood, metal or 
plastics. Combines high speed (20,000 R.P.M.) power 
(1200 watts at the spindle) and solid, heavy construc- 
tion that gives smooth, vibrationless cutting. Is extremely 
flexible—can be transformed quickly into a Shaper or 
Carver. Standard equipment handles 1/4”, 5/16” and 
3/8” bits for routing—5/16" and 1/2” bore shaper 
cutters—and all standard cutters for carving. Has many 
special features including: Specially designed G. E. 
Universal Motors, New Departure Precision ball bear- 
ings, precision machining throughout; Table can be 
instantly adjusted to any height without holding foot 
pedal. Chuck is part of spindle and holds adaptor and 
cutter close to work, thus preventing whip. Many other 
exclusive features. Unusually low-priced. 

Send for Catalog — giving full specifications and 
prices on the DURO Shaper-Router-Carver—and other 
DURO quality Machines including Drill Presses, Circular 
Saws, Band Saws, Flexible Shafts, Lathes, Sanders and 
Electric Drills. 


DURO “OOS 


MACHINE TOOL DIVISION 


©MURO METAL PRODUCTS CO..2658N. KILDARE AVE., CHICAGO 39, ILL 


ALSO MAKERS OF DURO HAWD TOOLS CEl 
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Moisture Protected PUMP MOTORS 


Assure Dependable Power for Water Supply 















entury’s triple insulation is especially effective 
in resisting high humidity and dampness — 
thus the windings are protected against premature 


deterioration. 


Hundreds of thousands of Century motors are 
providing a long life of satisfactory service on 
pump installations of many kinds and sizes, from 
small fractional horsepower farm water systems 
to large city and industrial pumping plants. 


They start quietly, run quietly and with an unusual 
freedom from vibration. 


Century motors are built in a 





wide range of types, in sizes 
from 1/6 to 400 horsepower — 
for any type of pumping service 





Century 

Vs horsepowe? yan 
rates & 
motor ope’ m 
water system. 





—in any climate —and all 
other electric power applica- 
tions. Specify Century motors 





for all your electric power 
requirements. 








503 





¢ On Farms ¢ For City Water Supply 
e In Industrial Plants - For Fire Protection 


CENTURY ELECTRIC COMPANY 1806 Pine St., St. Louis 3, Mo. 


Offices and Stock Points in Principal Cities 
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to sell this great © 


in our new =e 


sincerely im 


in full SUP ARISTO POWER TOOLS, INC. 


601 West Washington Boulevard Chicago 6, Illinois 
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Steps to profitable sales ... NEED 

. - APPROVAL . . . PREFERENCE. 
GORHAM High Speed Steel Tool Bits 
give you all of these sales advantages 
—they’re needed in greater quantities 
because of newer manufacturing meth- 
ods which are being developed daily 
—they have always been a superior 
product, therefore have already earned 
the approval of industry—their out- 
standing quality and performance have 
established a preference by exacting 
ki / ’ manufacturers. Supply GORHAM High 


/ A 
RE Speed Steel Tool Bits for your cus- 
tomers’ toughest or most complicated 


GORHAM STANDARD production jobs. The final result is 


FOR THE COMMERCIAL good business for you. Our stocks 





FIELD are ready for prompt delivery. 


GORHAM GORMET 


meer GORHAM TOOL CO. 


HARD MATERIAL 14400 WOODROW WILSON « DETROIT 3, MICH. 
re 
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Tencan IRON 


Contains Extra Copper PLUS ‘Molybdenum 





—for these parts of your product and for these sheet metal applications in your plant where low-cest resistance te rust is needed—and for corrugated metal drainage products 


44 








Keeping the Toncan fron 
name in front of your cus- 
tomers is the purpose of 
this and similar adver- 
tisements which are ap- 
pearing regularly in... 
AMERICAN ARTISAN, 
ARCHITECTURAL REC- 
ORD, ENGINEERING 
NEWS-RECORD, IRON 
AGE, SHEET METAL 
WORKER and STEEL. 








ee enn 
Ee 





Ma 





Yes, it’s extra copper—actually, twice as much as contained in copper- 
bearing steel—plus molybdenum that gives Toncan Iron the greatest 
rust-resistance of all ferrous materials in its price class. 


For nearly 40 years, Toncan Iron has been a leader in its field—impart- 
ing longer life, lower cost and greater user-satisfaction to all types of 
sheet metal products. In countless installations Toncan Iron repeatedly 
has demonstrated its ability to outlast other ferrous materials. 


Made from highly refined open-hearth iron, Toncan Iron is uniformly 
ductile . . . fabricates readily and easily by all methods. 
For low-cost, unfailing rust protection in every type of sheet metal 


product, make it a point always to specify long-lasting Toncan Iron. 
Full information on request. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES CLEVELAND 1, OHIO 
Export Department: Chrysler Building; New York 17, New York 
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“TAPS OF DISTINCTION 








AD WELL TAP AND DIE COMPANY GREENFIELD, MASSACHUSETTS, U.S.A 


CALIFORNIA OFFICE, THREADWELL TAP & DIE CO. OF CALIF., 1322 SANTA FE AVE., LOS ANGELES 21 








UM! 
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Ws. listributor... 


This is one of a series of full-page adver- 
tisements appearing each month in indus- 
trial publications with a total circulation 
of more than 350,000 to help you sell 
# KENNEDY Valves. 













y From cil 


pistributor a 
& 











n 
wody © crowed Peg 4 bv 
pront® A pe sent © . 
mr) 
copy 


& Bou WANT THESE CHECK VALVE FEATURES 
- you'll find them in this KENNEDY design 
1 Generous Strength . . . 


AM ports ere of high-grede dense metal with ample thickness end rounded 


Lasting Tightness . . . 
Discs and seats seat eccurstely, and their ro 
end tas pedal qooviiem ter toe at cane ea ae 


3 Long Life... 

Mony Kennedy volves heve been in daily wie « quarter century end more. 
4 Wide Range of Selection . . . 

sere tet onectty the right type fer your particular requirements in the 

























eee eet inte all parts, and edjustments or ether attention ere a 
; wl 


hydrant? C 


Sim 





gee 


ATKINS 
membe 
metal 
ting 
—they 
of siz 








It will pay you to stock and recommend KENNEDY Extra-Value 
Valves. You will find that their many superior features make 
them sell readily and earn repeat orders. Write for Catalog and 
complete information. 


THE KENNEDY VALVE MFG. CO.° ELMIRA, W.Y. 














MILL SUPPLIES © FEBRUARY, 1947 








For Unusual Results on Unusual Jobs 























These records emphasize that the impres- —real savings in the face of today's 
— sive cutting ability of Atkins “Silver Steel” |= many unreal conditions. 
Blades is not limited by types and shapes Let an Atkins Engineer show your cus- 
of metal. They are typical of scores of tomers or prospects—on the material 
. similar reports showing comparable or and the work they choose—that Atkins 
skins even more spectacular performance. Blades assure unusual results on any cut- 
Similar Results With A ; R ting job. Write for details today. 
| Cutting Bands They prove that simply changing 
a... BAND SAWS - so blades can effectively change cutting pisiietainats 
ae rs of the famous Atkins ose cut- | time for the better. This is highly signifi- FTO USERS 
membe Fast and ke Atkins ‘’Silver Steel’ Hacksow Blades will per- 





metal ee ery specially tempered nea nis Me gig dt 
ing ed an c : 

yas “a available 1" a parler 
ie seen tempers and tooth sp’ 


. : form with complete satisfaction, when used with 
door to higher production at lower costs, any tensioning device now being marketed. 


with less downtime —decreased tool costs 














Home Office and Factory: 402 South Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon 
Branch Offices: Atlanta * Chicago * Memphis * New Orleans + New York ¢ San Francisco 


¢ 


py —e. ¢. ATKInNns AND COMPANY 









“a ) 
ATKINS BLADES TAKE THE WACK OUT OF HACKSAWING 
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THAT FAKEF GOOD CUITERS' 


Helical Plain Milling Cutters with End Teeth (hole 
type, high speed steel) ... Differ from regular 
helical milling cutters only in having spiral angle 
decreased at one end to permit forming strong end 
teeth. They make a slabbing cut and an end cut 
at one pass of the cutter. Can be supplied to order 
with either right-or-left-hand spiral and with end 
teeth of squared, chamfered or rounded corners. 


Here’s the kind 
mill work that 
puts it right up to the cutters... to hog out the work 
fast and economically. Two cuts, each 244” x 5%”, are 
being milled simultaneously in seven rectangular pieces 


having rounded bottom edges which seriously reduce 
holding areas. Climb milling with these Brown & 


Sharpe cutters makes possible these generous size cuts 
“at the fast feed of 1” per minute. Work is held securely 
in a stock vise equipped with special jaws. Brown & 
Sharpe milling cutters are expertly designed and made 


of finest steels to precise standards to give more produc 


tion with maximum accuracy between sharpenings... 
more cutting, less sharpening. Brown & Sharpe Mfg. 
Co., Providence 1, R. I., U. S. A. 


IBS FRE 2 wrge buying through the Distributor 








COMPLETE LINE 
for a complete sales job! 


of 
v 
“/ 


¢ 
¢ 


Ir is the line that ah yost a type for 


"every industrial ser and stands 


“back of you with ldW cost, depend- 


“able performance. 


i 


All of these couplings, developed 


- from the laboratory of experience, 


; have ample margin of capacity over 


actual requirements. This means a 


4 longer service life with lowest main- 


_ tenance costs. 


We suggest that you send for Book 
No. 2045 so that you can get com- 
This book describes 


each coupling—tells how to select 


plete details. 


them— gives service classifications 
—service factors and horse power 


ratings. 


LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 4, Los Angeles 33, Seattle 4, 
Toronto 8. Offices and Distributors in Principal Cities. 


4 
ae 


TYPE ‘‘RC’’ Roller Chain 
Flexible Coupling without 
casing. Has great flexibility 
of design for meeting special 
conditions. Has patented di- 
vided roller feature which 
combines the advantage of 
double roller chain with the 
more rugged and simple con- 
struction of single width 
chain, 


COUPLING with Style “R” 
Revolving Casing. Rust-resisting — dust- 
tight — complete protection. No external 
projections—oil-tight fit—easy to lubricate. 


TYPE ‘‘A”’ Flexible Coupling 
for low speeds and heavy torque. 
Made on the double slider prin- 
ciple, The floating intermediate 
member is made of electric steel, 
and engages with faces of both 
cast iron flanges, permitting a slid- 
ing movement. 


RIBBED Compression Couplings. They 
are split and can be easily installed or 
removed from shafts in place. Standard 
couplings made of cast iron. 


KEYLESS Compression. Cou- 
plings. They afford simple means 
for connecting abutting shafts of standard 
diameter tolerances without key seats. 
Recommended for medium or light loads, 


COUPLINGS 


COMPRESSION 


FLEXIBLE -- FLANGED FACE - - 
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PNEUMATIC 


Write for complete catalog showing tools for drilling, 
screw-driving, nut-setting, sanding, grinding, pol- 
ishing and other production jobs. Simply 
clip this ad to your letterhead. The Aro 
Equipment Corp., Bryan, Ohio. 


THERE'S AN ARO 
JOBBER NEAR YOU 


. | . ' , 
or aon, 
a 


eee, 
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Few lines offer so large a volume 
of profitable sales. RUST-OLEUM 
fills a nation-wide need for posi- 
. tive rust protection. Every inch of 
tustable metal is part of the huge 
market for this fast-selling prod- 
uct. All industries need RUST- 
OLEUM. Indoors or out, it gives 
lasting protection. 


Every factory, public utility, and 
mill is a present or future Rust- 
Oleum buyer. Sales come fast— 
tepeat orders are frequent. No 
complex technical knowledge is 


— 


ee ee 





required by salesmen. The largest 
industrial advertising campaign in 
RUST-OLEUM'S history is under 
way in 1947—over a million read- 
ers a month in trade papers alone. 


Ask us to show you what this can 
mean to you in building new busi- 
ness and revitalizing old accounts. 
Now is the time to plan your stock 
—before spring maintenance pro- 
grams start. Get all the facts. Our 
policy of selective distribution 
assures fast, profitable turnover on 
minimum stock. 


SELL 


LASTING PROTECTION | 


OLEUM sTops RUST... 
AND YOU PROFIT 


with THESE 9 SALES Fe atyRES 
na Se ee 


@ Rust-Oleum is quickly applied over any 


rusted surface. No sandblasting or time- 
wasting chemical cleaners are required. 
Wirebrushing removes scale, blisters, 
dirt, etc. Brush, dip or spray. 

It penetrates remaining rust particles — 
incorporates them in film and spreads an 
unbroken protective coating on the 
surface. 

Rust-Oleum per gallon covers 30% more 
area than ordinary paint—a substantial 
saving. 

It goes on 25% faster—with greater ease— 
less worker fatigue means a BETTER job. 
Depending upon conditions, Rust-Oleum 
outlasts ORDINARY paint two to ten 
times on most jobs. 


RUST-OLEUM corporation 





2413 Oakton Street, Evanston, Illinois 


MAIL THIS COUPON — TODAY! 


ical Eres Te 
Rust-Oleum Corporation, 2413 Oakton St. Evanston, III. 


rf 

i 

i Gentlemen: We'd like to know more about Rust-Oleum 

1 and your plan of sales promotion. Please send us full 

i information immediately. 

i Name___— ect 

4 Firm___ . ae ee — 
Address___ - sd 

{ ae State 











| 





ee ee | 
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| How a Disstoneer reduced saw-sharpening 
| from once every hour to once every 75 hours 






’ 


It was in the plant of Allwoods, Inc., Toledo, Ohio, where plywood of 
various kinds and thicknesses is cut in shapes or radio cabinets, toys and 
other products. The company had been using a combination circular 
saw which required resharpening every 1 to 1% hours, with a down 
time of 5 to 10 minutes. Even after resharpening, the saw would cut rough 
after the first few cuts and considerable sanding was necessary. 


The Disstoneer* who studied the problem recommended a Disston 
Inserted-section Carboloy-fitted Saw with alternate beveled teeth. After 
75 hours of use, without resharpening, the Carboloy-fitted saw cut as 
smoothly and easily as when first placed on the machine. Cutting was 
faster, sanding costs reduced, results more uniform and production 
increased. 


One company executive stated that in all his experience with cutting 
tools, this saw was the only tool he ever bought that out-performed the 
manufacturer’s claims and surpassed his own most optimistic expectations. 
*DISSTONEER—a man who combines the experience of Disston leadership and sound engineering 


knowledge, to find the right tool for you—to cut wood, to cut metal and other materials—and TO 
CUT YOUR COST OF PRODUCTION—not only on special work, but on ordinary jobs as well. 


STEEL . . . Everybody who wants to obtain steel, can help himself to get 
it by ummediately starting scrap into the channels that serve steel mills. 


DISSTON INSERTED SECTION CARBOLOY FITTED SAW 


Used in many manufacturing plants 
for sawing plywood, asbestos pipe 
covering, aluminum, cardboard, lami- 
nated phenol resinoid products, many 
others. Teeth are held firmly in place, 
eliminating up and down or lateral 
movement. Large open guilets allow 
free discharge of sawdust, reducing 
friction and permitting faster feed. 
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This Disstoneer advertise- 
ment, with adaptations, will 
be seen by your customers 
in the February 15th issue of 
Business Week, the February 
15th issue of Modern In- 
dustry, the February 13th 
issue of American Machin- 
ist and the February issue of 
Mill and Factory. 


HENRY DISSTON & SONS, INC. 
223 Tacony, Philadelphia 35, Pa., U.S.A. 
Branches: Boston, Chicago, Detroit, Memphis, 
New Orleans, Seattle, Portland, Ore., San Fran 
cisco, Vancouver, B.C. Canadian Factory: 
Toronto. Australian Factory: Sydney, N.S.W- 


Fo 
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For single or multiple cuts... 


Mo-MAX HIGH SPEED 


MO-MAX “Sto >} 


thems we 00 
tak CLEVELAND Twist om co. A 


...will give you BETTER RESULTS 


These Ground Tool Bits, made of the famous 
MO-MAX High Speed Steel, have been used for 
many years ...in thousands of plants... under 
all conditions. Without exception they have 
proved conclusively that they perform better 
than other high speed steels. <> They are finish 


ground on the sides after hardening. Specially 
packed for convenient handling, rust prevention 
and quick identification of sizes. < MO-MAX 
High Speed Cut-off Blades, too, have the same 
superior Cutting qualities. Try them both! 
You'll say they are the best you've ever used. 


re, 1 


“CLEVELAND” 
DISTRIBUTORS EVERYWHERE 
ARE READY TO SERVE YOU 
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There's no 









Some of today’s higher costs can’t be avoided, 


| 
| 





— a 

I —_ but you can sharply reduce your controllable 
oe costs by simplifying systems and procedures 
J throughout your organization. 

== EXAMPLE: A wholesaler recently adopted a 





| 


Kardex-simplified stock control system that: 


| Enables two girls to do clerical work that 
formerly required six girls. 


epee” 


2 Makes it possible, through closer inventory 
control, fo speed turnover and reduce his 
merchandise investment by thousands of dollars. 

















room for cost-heavy systems AND profits 


3 Assures him a controlled stock of quick-selling 
items needed to get —and hold—day-to-day busi- 
ness from important customers. 


Whatever type of business you are in, and whether 
your costs are high in sales... inventory ... produc 
tion . . . ledger . . . or personnel, Remington Rand 
simplified systems can pay you extra savings by 
reducing these controllable costs. Let's talk it over! 
Phone our nearest office for booklet GRAPH-« 
MATIC MANAGEMENT CONTROL, or write SYSTEMS 
DIVISION, 315 FOURTH AVENUE, NEW YORK 10, N.¥. 


Simplify and save ...with KARDEX Reminglon Rand 


THE FIRST NAME IN BUSINESS SYSTEMS 
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MUST HAVE 
ALL FIVE... 


QUAL emphasis upon all five vital qualities makes 

Columbian Tape-Marked Pure Manila Rope a balanced rope! 

In a good rope none of these qualities should predominate, 
for the accenting of one quality is at the cost of the others. 


STRENGTH .. . The test for breaking strain alone does not make 
quality! The minimum point established by the United States Bureau 
of Standards is one which Columbian Manila Rope has considered a 
minimum for years. Our standards were so high we had to make no 
change to meet government requirements. But strength alone is not 
enough. COLUMBIAN Balanced Manila ROPE has equal emphasis 
on all five! 


COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn, “The Corddge City,” N. Y. 
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DROP FORGED STEEL ' 


VALVES, FITTINGS & FLANGES 
——"—— 
FOR 





2| 


SAFE and SURE control of vapors and 
liquids at high pressures and high tempera- 
tures in modern steam generating plants is 
dependent on piping materials having an in- 
herent “plus” of strength and toughness. Drop 
forged steel Valves, Fittings, and Flanges 
made by Vogt play a vital part in the smooth, 
efficient operations of leading power plants. 


Catalog F8 is the drop forged 
steel Valves and Fittings Blue Book. 
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| frmounctaig! 


A NEW LENOX PRODUCT & 


LENOX 
”\ | Pasccscon-Wailer 


2 }| GROUND FLAT STOCK 








\\ 
WES 

















USAGE — Saves time and insures accuracy in making TEMPLATES, JIGS, 
GAUGES, MACHINE PARTS, SHIMS, FIXTURES, TOOLS, and DIE WORK. 
More economical for toolmakers to use as expensive machining and grinding 
operations necessary to bring mill stock to accurate measurements are 
eliminated. 


PRECISION GROUND — Thickness within plus or minus .001" of specification, 
accurately squared on edges and ends. Smooth Finish. 


STANDARD SIZES — 18” pieces 1/64" to 1” thickness in various widths. Indi- 
vidually packed in grease proof envelopes. Special sizes on application. 


HEAT TREATMENT — Instructions on envelope. Can be either Hardened by Oil 
or Water Method. 


DELIVERY — Prompt delivery from stock. 


is JIGS TEMPLATES | | SHIMS 
DIE WORK FIXTURES we 


AMERICAN SAW & MFG. CO. SPRINGFIELD 1, MASS. 3 


eee 
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Some items in your stock sell more readily 
than others—and American Hand Trucks 
are one of them. Distributors handling 
American Trucks find this to be true. 


American Hand Trucks sell more readily 
because accurately machined wheels 
and bearings make them easy-rolling 





and perfect balance makes heavy 
loads easy for the trucker to handle. 
In addition, American Trucks stay 
on the job longer—their pressed- 
steel construction makes them 
almost indestructible. 


Write today for details on Ameri- 
can Pressed-Steel Hand Trucks 

—the easier-selling, profitable 
hand truck line. 





Tein Pally pay Aguas 
4220 Wissahickon Ave., Philadelphia 29, Pa. H A N D T R U re K S 
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SEE YOUR ALLIS-CHALMERS DEALER TODAY 


Need Electrodes? Allis-Chalmers mild steel, alloy 
steel, stainless steel, cast iron and hard surfacing elec- 
trodes are production-proved in A-C’s own shops. 
They have to be good! And they're sold by standard 


American Welding Society number. 


Need Accessories? Check the wide Allis-Chalmers 
line of quality-built equipment. You'll find helmets, 
electrode holders, cable, cable connectors, clamps, 
receptacles, gloves, garments... in a variety of sizes, 
types and styles. 

















For All Welding 
Requirements... 


It will pay you to stop in 
at your nearby Allis-Chal- 
mers welder dealer. You'll 
like his friendly, efficient 
service. And you'll find it 
easy to pick the right equip- 
ment from his large and 
varied line. Try Allis-Chal- 
mers the next time you 
need arc welding electrodes 
or welding accessories. And 
when you need new ma- 
chines, check the Allis-Chal- 
mers line of Ampac a-c and 
Weld-O-Tron d-c welders. 
There’s a size and type for 
practically any requirement. 
ALLIS-CHALMERS, MIL- 
WAUKEE 1, WISCONSIN. 
A 2146 
1847 W947 NY 
A CENTURY 
OF SERVICE Fy) 
to Industry 


THAT MADE 


Sy America Great g 
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Sold Only Thry Authorized 


af SIOUX Distributors 


Ah 


STANDARD THE = . WORLD VE 
y a 
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BOTH 


or 
2VA" SHANK—for general use—in 
16 standard shapes; 3 cuts 
(Coarse, Medium, Fine); Ve" to 
1%” stock diameters. 





Ye" SHANK—for precision work 
—in 9 standard shapes; 1 cut 
only; %"' to 4%” stock diameters. 


i BOTH TYPES 


GROUND (Bur) TYPE 








gd HIGHEST QUALITY 


NICHOLSON ROTARIES present no exception to the well- 
known Nicholson slogan, A File for Every Purpose. 
And their quality is no let-down from that which in 
regular files enables Nicholson to guarantee Twelve 
perfect files in every dozen. 

You’ll find them perfectly rounded, true centered, 
accurately cut or ground. No wobble, no chatter! 


HAND CUT (File) TYPE 








High-quality high-speed tool steel, expertly hardened, 
gives them their basic quality for long service. 


DISTRIBUTORS —You’re missing a good bet if you haven't 
yet signed up on Nicholson Rotary Files and Burs. 


NICHOLSON FILE CO., 91 ACORN ST., PROVIDENCE 1, R. I. 


(In Canada, Port Hope, Ont. ) 
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CORBIN “QUICK-SIGHT” LABELS GIVE 
YOU MORE SALES PER MINUTE 


Hunting Time is Jost time ... and this is especially 








true in the back of the store where you keep your 
“screws and nuts.” 

CORBIN “Quick-Sight” Labels reduce your hunting 
time because they tell you the whole story at a glance. 


Bright colors locate each type; identifying words and 





figures are large enough to be read several feet away. 

Your Hardware Distributor is anxious to supply you 
with an inventory planned for rapid turnover . . . and 
to help you keep it up. Work toward a full CORBIN 


line and be prepared to serve all comers promptly — 





with uniform quality. 
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DIVISION 


Corporation 


CORBIN SCREW 


The American Hardware 


T 
NEW BRITAIN ° CONNECTICU 


Warehouses: Chicag° 













nage 
New Britain 
etlig es 





*ecutaR siotwe™ 
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have birthday P® 
but seriously, they heve established such wond 


records, they ™meY well deserve birthday celebrations—some 
people proudly assert they jast 10, 15, 20 years and more! It's 
downright amazing the wey years slide over the gleaming sur- 


And here ore a few excellent reasons: witt Cans ore built from 
heavy-9eus® steel in @ rugged one-piece body that soaks UP 


The Witt organization is now celebrating its 60th yeor with 


objective? make the best Cans made, so Yo" can offer them 


with genuine pride --- and with real profit! 


(We hope the time is not far awoy when ample supplies of materials will 
enable us to provide witt Cans to all who want them in whatever quan- 


tity needed.) 


' 








Uy | TO 
Ler, rm 
7 | E WITT C 
“ CMW) adn ORNICE COMPANY 


CINCINNATI 14, OHIO 


ORRUGATE 









RAD 


BAN 


GRII 














NY 








A BIG WORD IN PRODUCTION MANAGEMENT 


DRILL PRESSES 


RADIAL DRILLS 


RADIAL CUT-OFFS 


BAND SAWS 


GRINDERS 





New products should mean new tools—the plant equipped with modern, 
flexible, highly efficient machine tools will have the jump on manufacturers 
using equipment and methods that are obsolescent. 


At relatively small cost almost any plant can improve its manufacturing 
processes and keep those processes flexible by re-tooling with Walker- 
Turner light Machine Tools. 


Flexibility is ensured—not only because each unit costs little and can be 
moved, set aside or even scrapped when its work is done, without financial 
hardship—but because each machine has a wide range of performance in 
speeds, spindle travel and size of work accommodated with full visibility 
and efficient operation. A Walker-Turner equipped shop can change its 
production set-up over a weekend at little or no cost. 


And it won't be a compromise, for these machines were operated on 24 
hour-day schedules throughout the war years. They are now being ordered 
in thousands of plants for in-the-line production wherever metals, wood and 
plastics are drilled, cut or shaped. 


Management is realizing that its past investment” in machine tools which 
have become obsolete can be profitably written off with replacements of 
light, highly productive Walker-Turner Machine Tools. A complete catalog 
will be sent on request. 


SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 


MILL SUPPLIES © FEBRUARY, 1947 





65 











ONLY Dayton v-Belt 
Distributors enjoy these 
8 BIG ADVANTAGES 


7) U urpassed V-Belt Quality! 
ns 


Packaged for Low-cost tent 
ling and Faster Service 


Catalog in 
st Complete a“ 
© oe Industrial y-Belt Fiel 


Factory Man in the Distrib- 
0 utor’s Territory! 


ining Program 
Complete Train pe 
for Distributor Sales Force 


Sales Helps and Advertising 
6 to Fit Pistributor’s Needs! 


A Complete V-Belt Line _ 
Q .Fit Every Power Drive Need! 


Warehouse Stocks to -_ 
8) Up Pistributor’s Stocks 





FACTORY MAN in the 


Distributors Territory Ff 





Dayton Rubber maintains factory -trained power 


transmission engineers in key cities throughout 
the country. Their job is to act as power transmis- 
sion specialists for Dayton V-Belt Distributors. 

Maintaining trained factory men in the Distrib- 
utor’s territory is one of the on-the-spot services 
that help Dayton V-Belt Distributors sell more 
V-Belt Drives. It is a service that is backed by 
the greatest name in V-Belts ... Dayton Rubber 
... the World’s Largest Manufacturer of V- Belts. 
It is a service that is backed up every month with 
hard-hitting advertising in the country’s leading 
trade publications. It is one more reason why 
Dayton V-Belt Distributors are making real 
profits selling Dayton V-Belts. If vou would like 
more information, write, 


THE DAYTON RUBBER MANUFACTURING COMPANY 
DAYTON 1, OHIO 





1p SL) 





ton muspex 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 





6° 
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BLACKHAWK 


Clicks with SAFETY MEN 











Blackhawk Socket Wrenches give your 
customers the “LOCK-ON”’ safety feature! 
Combinations “click” together rigidly and elimin- 
ate danger of sockets dropping off into machinery or 
injuring workers. And for extra sales ammunition, show them 
how patented Thumb-release “LOCK-ON” cuts costs by speeding 
work — avoids delays from sockets falling off handles or sticking on 
nuts. Only “LOCK-ON” gives you this big combination of sales advantages. 


A Product of BBACKHAWK MFG. COMPANY, Dept. w1727, Milwaukee 1, Wisconsin 


You Can Get Your Customers ta Always necify 
LACKHAWK 
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THAT GIVES YOUR CUSTOMERS — 


IMMEDIATE AND PERMANENT 


COST CUTTING RESULTS 


ELP your customers in their battle against ris- 
ing production costs by selling them MIL- 
WAUKEE POWER DRIVEN WIRE BRUSHES. 


These TOOLS which are used for a wide variety 
of production jobs aid materially in speeding up 
operations and increasing product quality. 
Through the ability of MILWAUKEE POWER 
DRIVEN WIRE BRUSHES your operators are able 
to work more smoothly and at a better maintained 
pace. The result is a greater overall efficiency and 
cost savings along the production line. 


There are numerous types of these TOOLS which 
enable you to do the broadest and most profitable 
selling job in all plants. 


Now is the time to go after this business. We are 
at your service. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 8, WIS. 
QUALITY 
ILWAUKEF WIRE WHEEL BRUSHES * WIRE CUP BRUSHES » WIRE SCRATCH BRUSHES 
BRUNE: : 


The Key to Industrial Brush Problems 


FLUE BRUGHES © FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES FOUNDRY BRUSHES 


yh Bt ce 
Peisnd SAS ys aisten 
ysce 
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Get SMOOTH SURFACES 
for Z 
Accurate Layout Work , 


1 SIMONDS 


“RED STREAK”’ Precision-Finished 


MAKE YOUR OWN GAUGES, dies, jigs, 
templates, stamps, shims, machine parts 
and small tools...with Simonds Oil 
Hardening Flat Stock, made of Simonds 
own alloy tool steel, uniformly annealed 
for easy machining and proper hardening. 


SAVE TIME AND MONEY with this Flat 
Stock which is cut to 18”’ length and accu- 
rately ground to standard thicknesses and 
widths. No need for the expensive machining 
required to grind ordinary stock to size. 


145 STOCK SIZES .. . special sizes to 
order. Get “Red Streak” Flat Ground 
Stock from your Simonds distributor, or 
the nearest Simonds office. Immediate 
delivery from stock on most sizes. 


a AND STEEL CO, | 
FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 
SIMONDS 


ABRASIVE CO 


SIMONDS Paabeaien, A. SIMONDS 


STEEL mis . CANADA SAW CO. (TO. 


ee OR a Grinding Mr 
Special Electric Wheels Simonds Products 


Furnace Steels end Grains for Caneda 


~ ome eng ener 


MONTREAL TORONTO VAmCOUVER 
J0mn ee 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 
S. Green St., Chicago 7, Ill; 416 W. Eighth St., Los Angeles 14, 
Calif.; 228 First St., San Francisco $, Calif; 311 S.W. First Avenue, 
Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Wash. Canadian 
Factory: 593 St. Remi St., Montreal 30, Que. 
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CUTTING EDGES 


THAT STAND uP MAKE WISS 


SNIPS FIRST CHOICE 


@ WISS Tinners’ Snips enjoy the 
confidence of experienced me- 





chanics from coast to coast. To 
them the WISS name has always 
meant ease of handling — accu- 
rate cutting— extra durability. 
Because of their perfect balance, 





tough unbreakable frames and 
above all, “blades that really 
cut"’, Wiss snips are record sell- 
ers. Production is still limited but 
the maintenance of Wiss quality 
will always be on an ‘‘unlimited” 
basis. 
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Write today for FREE 
ss booklet ! 


, a le, 
Was, 23 SG © 


HERE'S THE 
LOW COST 
™, TO YOUR 
CUSTOMERS 


per $1,000 of financing 


12-Month Terms 
24-Month Terms 


36-Month Terms......... 107.50 


iAL CREDIT 
COMPANY 


COMMERC 


a 17 A , ) 
¢ . 


Capital {MORE 2, ND- 


BALT 


FINANCING OFFICES 


72 
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NO CREDIT RISK-NO COST- 
NO CONTINGENT LIABILITY 


Here is a plan that helps you close more sales of heavy 
machinery and equipment .. . by offering prospective 
buyers the convenience of liberal, low cost, Commercial 
Credit financing. 

Under our plan you get your full selling price in cash. 
We purchase your customer’s paper from you without 
recourse .. . and you are in no way liable if your customer 
fails to complete his payments under the financing agree- 
ment. 

Many buyers now are using this plan to pay for 
machinery and equipment . . . to a total of hundreds of 
thousands of dollars. Thousands have sent for and read 
the booklet shown at the left. Many of your customers 
know about this plan . . . from advertisements they have 
read in business magazines. 

Send for this booklet . . . and learn how our plan will 
work for you. Write to the nearest Commercial Credit 
office listed below for Booklet No. HI-1. 


COMMERCIAL FINANCING DIVISIONS: 
BALTIMORE, NEW YORK, CHICAGO, LOS ANGELES 


SAN FRANCISCO, PORTLAND, ORE. 


IN PRINCIPAL CITIES OF THE UNITED STATES AND CANADA 
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12-Point Universal Sockets 
5273 — 3/8” Opening 


5274 — 7/16" Opening 
5275 — 1/2” 


Opening 
5276 — 9/16” Opening 


$277 — 5/8” Opening 
5278 — 11/16” Opening 
5279 — */ -§ ~ ae 


5280 — Soe Hele, 18” 


Set 5200UA — 3/8” Drive 
Same as 5200UB, but without Speed Handle 5280 
You'll want to order these sets for stock right away be- 
cause they're new, they fill a long-existing need, and they 
can be used in making up Tool Sets. for War Veterans. 


PLVMB TVVL CVUMPANY 


2218 S$ Santa Fe Ave., Los Angeles 54 


PLVM 


Lteamline 


a 


Set 40088 — 1/2" Drive 


sit 


5416 — 1/2” Opening 

re = rites Opening 
$422 — 11/16" Opening 
rh : = Opening 


5428 — 7/8” Opening 
5430 — 15/16” Opening 
$432 — 1” Opening 
Attachments and Box 
5449 — Reversible Ratchet 
$461 — Extension, 5” 
5463 — Extension, 10” 
5467 — Hinge Handle, 15” 
5470 — Universal Joint 
5480 — Speed Handle, 18” 
5495 — Metal Box 


Set S400AA — 1/2” Drive 
Same as 5400AB, but with Cardboard Box instead of 
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Metal Box 5495 


wTVVLS 








| Muiighying POWER 


SKILLE 





Williams’ “Supergockets” actually are more than wrenches; they are an 
extremely flexible systegh for multiplying the skill and productivity of human hands. 
“Supersockets”, wit their almost endless combinations of handles, parts and 
different socket types, enable the operator to assemble a special tool to fit exactly 
the particular job fat hand. 

Five different pattérns, with drives ranging from 1/4 to 1” square, cover every conceiv- 
able industrial Application. They provide the utmost in speed, safety and power. 
These rugged time-saving tools are sold by Industrial Distributors everywhere. 
Descriptive |j erature will be mailed on request. J. H. Williams & Co., Buffalo 7, N. Y. 
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Precision 
Built 


Valveless 


ee 


Scaling 
Hammer 


Interchangeable 


“Dalbo” 
Hose Ends 


Dallett’s—**‘Dalbo’’.—Air Hose Fit 
tings and Couplings are machined 
: leak- 
proof—with safety locking sleeve. 


from solid bar stock—~are 


4 > in most 
Dallett chisels and blanks are made in 1 
-taine isels are 
standard shanks— safety retainer chise ; 
, smé Y atic 
available for most makes of small pneum 
tools. 








Safety Retainer 
Chisels 


PNEUMATIC ~ 


U Ait] F 
EQUIPMENT 
3 = 


ACCESSORIES 


SINCE 188? 


MILL SUPPLIES « FEBRUARY, 


1 


MASCHER aT LIPP| 
Manufacturers of 


wn os Safety Retainer 


Chipping Hammer 

a 
Dallett Pneumatic Tools are made in a 
number of sizes and designs for many 
specific uses ... valve and valveless type, 


with button, lever or handle control: 











“Dalbo” 


Interchangeable 


Pipe Ends 
Forged Tools 


‘Spear cap “Dalbo"” 


Coupli 
Write for Forged Uplings 


Tool Bulletin No, 210 





“Dalbo” 
Pneumatic 
Fittings 


DISTRIBUTORS 
A Dallett distri 
be available 
now. Write y 
tails, 


butorship may 
in your territory, 


s for complete de- 
Address Dept. HK 


NCOTT STREET, PHILADELPHIA 33, PA. 
Pneumatic Tools and Accessories 
DISTRIBUTORS In Principal cithe 


5 throughout the 
| States, Canada, Europe and South America. 


1947 











-FOLD... 


POWER TRANSMISSION SERVICE 









DICK’S | 


BALATA BELTING 


— - 


ROPE V-BELT DRIVES 


BARRY 


STEEL SPLIT PULLEYS 












1. Barry Steel Split Pulleys . . .to help you help your industrial these drives is to give them power transmission which will give 
power using customers save time, labor, material and power. long, economical service with a minimum of attention. 
These pulleys are of lightweight, all welded construction. In- Dick Rope V-Belts used on these drives are resilient but prac: 
stallation is easier and quicker... there is less wear and tear tically stretch-free. Strength is maintained without loss of 
on shafts and bearings ... less lubrication and maintenance. elasticity. The cast iron sheaves are carefully machined to pro- 
Because of the spot welded, tubular construction, the Barry is a vide proper belt contact for maximum efficiency and ype 
strong pulley under all conditions of stress and strain. The pulley belt wear and are balanced for smooth running at all speeds 
face is engineered to assure true running belts, longer belt life and loads. 
and maximum efficiency in power transmission. 3. Dick's Balata Belting ... to give your industrial power: 


using customers longer life and higher efficiency in power trans 
mission under tough operating conditions, and especially where 
belt is exposed to water, moisture and steam. 


Barry Split Pulleys are made in a full range of sizes with both 
straight and crown faces. 


2. Dick Rope V-Belt Drives . . .to0 enable you to furnish your This, the “Original Balata Belt,” is recommended or 
customers with power transmission drives which can be depended ye agar elevating = penne tg It i, of hans ery — 
on for engineered high efficiency thereby reducing power and uck construction and will meet the — © re _ 
maintenance cost and assuring maximum dependability. economically and with high efficiency. ponies on 5 

consistently low. You can easily prove the sound investment 
These drives are available for all types of installations where it value of DICKBELT and DIXITBELT to the most cost-minded of 
is possible to apply V-belts. To provide your customers with your customers. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 





San Francisco, Cal. Chicago, III. Seattle, Wash. 
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COMING YOUR WAY...THIS 
FAMOUS LINE OF HAND TOOLS 
IN SENSATIONAL--- 


The new OVAL designing of New Britain Drive Parts 
throws out the useless bulk in old, round shapes and adds 
material where it is really needed—in the direction of strain! 


will give Extraordinary strength has been packed into slim, streamlined 

Handles with palm-fitted grips that are a revelation in “feel” and 
phe utility. Also coming, are bulk-free heads on modern Ratchets 
to pro of startling reduced weight but amazing turning power, plus 
ninimum sure-action simplicity... you'll have new-day, precision balanced 
} speeds Screw Drivers and rugged Box and Open End Wrenches that 

breeze with ease through the toughest jobs in the tightest 
Bee corners. Here, indeed, are Mechanics Hand Tools that make 


ly where money! The New Britain Machine Co., New Britain, Conn. 


r power 
» cotton 
service 
osts are 
vestment 
nded of 


. ERITREA NOWTOOLS 
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Talk of the Trade 


BOSTON BREEZE: The Hub City meeting of the National and American 
Associations was so well attended, many old timers remarked that it looked ! 
like a national convention of a few years ago. .. . It had all the appearances 
















































of a national meeting too, including reminiscing. . . . One of the stories told / 
was about the ball playing days of Ed Sullivan (Sullivan Tool & Supply Co., eM 
Hartford). . . . Sully, it seems, was a star pitcher and was really starring in 
the big game of the year. . . . He had the opponents whipped, the score was ” 
1 to 0, it was the last half of the ninth, two men out, a man on second base 
and two strikes and no balls on the batter, . . . The catcher signalled to 
Sully, for one on the outside, Sully shook his head; the catcher signalled for 





one on the inside, Sully refused. .. . “I just knew,” Sully recalled, “that one 
right down the alley would fool the batter”. . . . That’s where Sully put it 
and the batter put it out of the ball park. . . . That was many years ago, of 
course, but Sully still hears about it. . .. Recently he was soliciting an order, 
the prospect admitted the items were of the best quality and the price was se CY 
standard but he refused to buy. . . . Sully demanded to know why and he got . 
the answer: “You're the so-and-so that tried to pitch a third strike—-I lost five 
bucks on that game.” 

IN ATTENDANCE: The presence of Vernon L. Houston (Henry Walke Co., 
Norfolk), Jack Simpson (Pittsburgh Gage & Supply), Ray Neal (R. C. Neal 
Co., Buffalo) Irv Lameux Jr., (Indianapolis Brush & Broom Mfg. Co.), Bill 
Patterson (Frick-Lindsay Co., Pittsburgh) and many others added to the 
national convention atmosphere. 

BLUNDER: Gordon Vaughan (W. M. Pattison Supply, Cleveland) and Jim 
Tate (Dumore) got an opportunity to kid each other, thanks to our blunder in 
the December issue when “gremlins” transposed names under their pictures. 
CHRISTMAS STORY: There’s a story making the rounds in the southwest 
about Dan Searight (Walter Tips Co., Austin, Texas). . . . Dan received a 
nice fat turkey from a customer for Thanksgiving Day but forgot to feed him 
regularly with the result he had to wait until Christmas before the bird was 


~ % 


nt 





° 





.P 


— NODAY, ni 





fat enough to eat. 

ON THE ROAD: National Association officers were scheduled to leave early 
this month for their annual regional meetings on the West Coast. 

JOBS: Ed Healy (Hartfield-Healy, Buffalo) recently declined appointment as gemet 
chairman of the Erie County Democratic Committee, pointing out that busi- quality 
ness affairs require “all my time and energy”. . . . Ed managed two of the And] 
late President Roosevelt’s successful campaigns in Erie County. . . . Frank wel hi 











Pidgeon (Pidgeon-Thomas Iron Co., Memphis) has been elected to the board 
of directors of Union Planters National Bank & Trust Co., succeeding his am, Co 
brother, the late Phil Pidgeon. roved 

ABROAD: Bob Black (Black & Decker) and Paul Hartshorne who formerly ~ B lines 

was with H. Channon, Chicago, and who has been with the government in . fl thus n 
Washington for the last five years, each has a daughter studying at the 

University of Geneva. . . . Each girl was selected through the University of 





enkins 


; : . : ile rP 
Delaware’s plan of having outstanding students in universities throughout the notes 


country spend their junior year abroad. . . . Paul says from all reports, his aid of | 





daughter is having a real experience. fers, me 
GRAPHIC ILLUSTRATION: One of the members of the New York Chapter, ional B 
Power Transmission Council, scored on the contention that having items “in — 
stock” is vital by pointing out that a salesman siopping in for his “coffee and” a 





in the afternoon avoids the spots that have only a lonely piece of cake show- 
ing. ... “That indicates a merchant overly cautious on inventory. . . . the 
restaurant with an abundance of cake in mid-afternoon may wind up with 
more pieces left over but he’ll attract customers and his gross and net will é 


be better”. R.W.B. _— 
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DAY, more than ever before, man- 
wement is aware of the need for 
quality equipment for fire protec- 
.And Jenkins Distributors, assup- 
rsof Jenkins Valves for Fire Pro- 
ion, can offer management valves 
roved for faultless operation on 
lines in all types of buildings, 
\thus make profitable extra sales. 
enkins complete line of approved 
Protection Valves, designed with 
aid of leading fire protection en- 
ers, meet the specifications of the 
ional Board of Fire Underwriters 
Associated Factory Mutual Fire 
trance Companies. They are 
le, tested and guaranteed to meet 
just average conditions, but the 

severe conditions to which they 
ht he subjected...a policy which 


paid off in emergencies, time and 


again. That’s why Jenkins Valves are 
so commonly found on fire fighting 
pipe lines...the one place where pos- 
sibility of trouble can’t be tolerated. 
Fire line valve business is just one 
more way that Jenkins perfection of 
design and construction pays off to 
the Jenkins Distributor. Add indus- 
try-wide advertising, top-flight engi- 
neering service, and the Selective 
Distribution Policy, and you'll see 
why he tells you “there's 
no better bet than the 
Jenkins franchise!” 
Jenkins Bros., 80 White 
Street, New York 13; 
Bridgeport, Conn.: 
Atlanta; Boston; Phila- 
delphia; Chicago: San 
Francisco. Jenkins Bros., 


Ltd., Montreal. 


NEW FOLDER ON JENKINS VALVES 
FOR FIRE PROTECTION 


Detailed information and description of seven- 
teen different types of fire protection valves— 
including sizes and service. A handy reference 
an excellent sales tool for the distributor. 


JENKINS 
VALVES 


Types, Sizes, Pressures, Metals for Every Need 





A line of rubber items sufficiently com. 
plete to permit effectively supplying the 
requirements of the trade solicited. 


QUALITY 


A quality of product uniformly good 
and capable of delivering service result 
that should reasonably be expected. 


PRICE 


A price basis inducing and making po 
sible aggressive competition with reasom 
able profit return. 


FREEDOM 


Freedom from competition from hi 
source of supply, either direct or indirect 
among the trade covered by his day to ¢ 
solicitations. 


> 
oO 
onal 
o 
A. 
_ 
z 
So 
a. 


SELLING 


Selling helps of reasonable amounis # 
that his sales force may be given the # 
vantage of specialized training and a kne 
edge of the product sold. 


REPUBLIC’S 
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WwW. F. CROWDER, Editor 


NALESMEN 


ALESMEN who sell are the backbone of this industrial 
\ supply business. 

It has been fairly easy over the past several years for 
the salesman to end the month or year with a comfortable 
sales volume to his credit. The job has been to get the goods, 
not to sell them. This has naturally led to some complacency 
on the part of some salesmen. 

As we again enter a buyers’ market, it is time for intensive 
self-analysis by salesmen. Are the functions of good supply 
salesmen being adequately performed? The things the sales- 
men do over the next few months, or don’t do, will have a 
profound effect on their competitive sales position over the 
years ahead. Old customers are being held and new customers 
developed by the things salesmen are doing in today’s transi- 
tion market. A careful review of the basic principles by old 
and experienced salesmen and a check of individual perform- 
ance against the requirements will point the way for self- 
improvement. It will help to insure them a good slice out of 
tomorrow’s market. 

This same checking job should also be done by the host 
of new salesmen who have entered our industry. The survey 
which appeared in the November issue of Mitt Supp.ies 
indicated that there had been a 33 percent increase in the 
number of salesmen employed by distributors in the year 
since V-J Day. Some of these newly employed salesmen 
have had supply selling experience; others have had selling 
experience in other lines; and still others, while having a 
good background, have had no selling experience. Regardless 
of the experience or background these new men have their 
spurs to win. And the winning will be easier and more suc- 
cessful if they do an individual job of self-analysis and 
development that will enable them to meet the requirements 
of a good supply salesman. 

The requirements or standards against which the old or 
new salesman can do his job of necessary self-analysis may 
be divided into three categories. The salesman has a respon- 
sibility to (1) his customers, (2) his firm, and (3) himself. 
These are the three angles in the selling triangle. 

From past surveys Mitt Suppiies has conducted among 
buyers—the customers of salesmen—certain requirements 
always stand out. The good salesman should 


® know his products 
® be reliable—no fast ones for the immediate sale 


FEBRUARY, 


R. W. BARNETT, Managing Editor 
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WHO SELL 


® exercise consideration for the buyer’s time 

© be cooperative—suggest practical solutions to problems 

® anticipate needs and know requirements 

® supply current information on products, prices and 
applications 

® possess good personal habits—courteous, clean, tem- 
perate, alert and obliging. 


The successful salesman also has certain responsibilities 
to his firm. The good salesman should 


®@ be loyal to his firm 

® cooperate in carrying out his share of the company’s 
sales program 

© give proper attention and weight to the various manu- 
facturers’ lines handled by the firm. Sell the complete 
line 

© promptly fill out reports and forms (it is a nuisance, 
but we all have to do it if we are to know where we 
have been and where we are going) 

®be dependable in carrying out assignments and in 
meeting commitments 

® work—just plain w-o-r-k. 


The salesman in his job also has certain responsibilities 
to himself. There are certain things successful salesmen have 
discovered which help them do a'better job. These things 
they do because they like the job or because they know these 
things will help them succeed. In many cases the salesman 
has to take himself by the seat of the pants and push to 
insure that they are done. Too frequently these necessary 
things take the form of chores. 


To help himself to a share of success, the salesman should 


© know his customers—all buying factors, products, re- 
quirements and in detail. Keep a list of the personal 
characteristics of each buyer that are significant. 
Follow up requests 

© know his market—potentials, products used, quantities 
used. Appraise changes and adapt selling to new 
requirements 

© schedule calls on terms of customers’ potentials, avoid- 
ing costs of misdirected effort 

® plan work—only small proportion of time is with 
customers, make that proportion as large as possible. 
What are you going to “talk”-sell-today? 
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® route to avoid backtracking 

® analyze sales to customers by lines to reveal blank 
spots on shipping lines 

@keep records of major equipment sales, uses and 
replacement requirements 

© develop related products list for sales in each major 
line then sell ’em something more 

® make record of hot prospects for subsequent calls with 
manufacturers’ men 

® keep informed: new products, new techniques. Read 
your copy of Mitt Suppiies each month and study 
your manufacturers’ literature 


This is an imposing list of requirements. Others might be 
added. And there is lots of overlapping among the three 
categories of responsibilities. All, however. have an impor- 
tant bearing on the salesman’s success. There are personality 
boys who waive the rules and get away with murder—for a 
time. But for every Diamond Jim Brady, there are a hun- 
dred thousand salesmen who succeed because they work. 

In a more basic sense, salesmen perform a vital role in 
our whole economy. As someone remarked in commenting on 
the economic future of this country, “No job is created until 
the products of our factories are sold.” The high level of 
prosperity so much desired for the years ahead cannot be 
attained unless salesmen—all salesmen—fit themselves and 


ECONOMISTS 


\ T THE TURN of the year a number of well known econ- 


do their jobs. 


omists were invited by the National Industrial Con- 

ference Board to participate in a round table discussion 
of “The Business Outlook for 1947.” Highlights from their 
remarks are well worth careful study. Sales of distributors 
and their salesmen go up or down as the curve of business 
itself goes up or down. There was quite a general belief 
that we would get some sort of a down turn in business 
activity sometime during 1947. The timing and severity were 
alone in dispute. Of course, the economists could be wrong 
—again. Certainly if we do get a recession in 1947, it will 
be the best advertised in history. 

Selected comments follow: 

“In my judgment, there is no possibility of a severe de- 
pression like that of the early 1930’s. The accumulated 
deficit of both consumers’ durable goods and business invest- 
ment are sufficient to prevent that. So, I think the re- 
cession will be more in the nature of the 1920-21 experience, 
but not anything like so drastic.” 


Milton Gilbert 
U. S. Department of Commerce 


“My guess is that the termination of this boom is not so 
soon as most people guess, and that when it comes it will 
be worse than most people have guessed. I would put the 
timing somewhere toward the end of 1947 or over into 1948, 
rather than earlier.” 

Bradford B. Smith 


Economist, United States Steel Corp. 


Yes, salesmen who sell are the backbone of our American 


competitive system. 





In this editorial, we have set forth some stiff obliga. 
tions, duties and responsibilities for the supply salesman, 
We have indicated his responsibilities to the other two angles 
of the selling triangle—to his customers and to his firm, 
In every joint venture, in every occasion where people work 
together, the responsibilities work both ways. 

We would like to hear from you salesmen. In the two-way 
street, what do you feel your customers could do to make 
your lot easier? To be sure, the customer is always right 
hut what could he do that would help? Then there is the 
firm you work for. We have set out some standards of 
performance for you in discharging your obligations as a 
salesman to your company. What can your firm do to help 
make your efforts more successful? 

Write us your thoughts on what can be done. How could 
your customers help? And what can your firm do to 
help you sell more goods? Let’s give your ideas an airing. 
Your names will not be disclosed if you so request. It is 
your thoughts we want to get out in the open. Write the 


editor. 


VIEW 1947 


“So I would just like to say this: that if the demands 
turn out to be moderate, I expect lower average prices and 
lower total production for the entire year 1947 than in 
1946. Also, I say that supply will catch up with demand 
much more quickly than is generally anticipated. Much 
higher prices and increased production will melt the so-called 
backlogs of demand very, very quickly. Win, lose or draw, 
there will be few if any backlogs for industry’s Christmas 
next year.” 


Clyde L. Rogers 
Vational Industrial Conference Board 


However, although there is likelihood of a real recession 
or a settling period during 1947, I do not think that it can 
go very far because of the importunate demand that under 
lies it, and that after that recession, we are still capable of 
moving forward strongly for a while.” 


Edwin B. George 
Economist, Dun & Bradstred 


“I freely admit that we have a lot of adjustments to come 
in 1947. Agricultural prices are too high; they ought 
come down and will come down. But I think the industria 
prices are too low and ought to go up and will go up. Th 
net effect will be to leave the BLS general wholesale pritt 
index about what it is now as an average for 1947.” 


Lionel D. Edie 
Lionel D. Edie Co., New Yor 
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MARKETING PROBLEMS EXPLORED 
AT JOINT MEETING 


250 distributors and manufacturers gather at Boston to discuss such vital subjects 


as selection and training 


of the American Supply & Ma- 
chinery Manufacturers’ Association, 


T E MARKETING Metuops CoMMITTEE 


seeking to equip distributors and manu- 
facturers with information 
successfully in the approaching com- 
petitive market, last month sponsored 
the second in a series of regional meet- 
ings with distributors. The session was 
held in Boston under the joint auspices 
of the American Association and the 
National Supply & Machinery Distribu- 
tors’ Association. 

More than 250 gathered in the Copley 
Plaza Hotel to hear a series of eight 
discussions in an all-day session that 
was climaxed by attendance of the en- 
tire delegation at the 54th annual ban- 
quet of the New England Iron and 
Hardware Association. Ralph W. Car- 
ney, vice-president in charge of sales 
for Coleman, Inc., Wichita, Kansas, was 
His 
Man 


the only speaker at the banquet. 
talk was entitled: “A 
Speaks Up.” 

The day-long sales conference fol- 
lowed the pattern set when the Market- 
ing Methods Committee staged its first 


Business 


regional meeting in Chicago in conjune- 
the Central States 
Four general topics were dis- 


tion with Associa- 
tion. 


cussed both from the distributors’ angle 










































James Geddes 








to operate 


of salesmen, market evaluation, sales meetings, etc. 





Date City 
February 10 Memphis 
February 25 Cleveland 
March 25 Philadelphia 





Three More Meetings Scheduled 


A series of five meetings were scheduled by the Marketing Methods 
Committee of the American Association. 
Chicago and second last month in Boston, already have been held. 
The other three meetings are planned as follows: 


Two sessions, the first in 


Meeting Place 
Peabody House 
Hotel Cleveland 
Warwick Hotel 








and from the manufacturers’ standpoint. 
Each speaker was limited to 20 min- 
after both 
cussed a subject, 20 minutes was al- 
lotted for 
tions. 


utes and, sides had dis- 


general discussion and ques- 


Topics discussed were: 


Sales Training 
The Distributor's Sales Meeting 
Market Evaluation as a Part of 
Sales Planning 
Better Sales Promotion 


Introductions were made by James 
G. Geddes (H. K. Porter, Inc.), who is 
chairman of the Marketing Methods 
Committee, and the question and an- 





Walter Kemphert 
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swer periods were conducted by W. W. 
Kemphert (Worthington Pump & Ma- 
chinery Corp.), chairman of a sub-com- 
mittee on Sales Methods. Mr. Kemp- 
hert also summarized the entire pro- 
gram. 

The meeting was called to order by 
IF. Marsena_ Butts, 


and 


vice-president of 
the National 
Mr. Butts is president of 
Butts & Ordway Co.. Boston distributing 


areas one two for 


\ssociation. 
firm. After welcoming the delegates, 
Mr. Butts introduced the two association 
presidents, Theodore F. Smith (Oliver 
Iron & Steel) of the American Associa- 
tion, and William M. 
National group. 
Tate 

first speaker and he 
Training from the Manufacturer’s stand- 
point: the distributor’s viewpoint on the 


Patterson of the 


James (Dumore Co.) was the 


discussed Sales 


same subject was presented by J. J. 
(Pittsburgh Gage & Supply 
Co.). Both pointed out that sales train- 


Simpson 


ing is deserving of the best thought, 
action and follow-through of every dis- 
tributor and every manufacturer. They 
also agreed that training must be a 
continual process, designed to develop 
each salesman to the best of his ability. 
Both Mr. Tate and Mr. Simpson sup- 
ported their statements with case his- 
tories from their experience. 
Experiences were also cited by Miles 
Stray (J. Russell & Co., Holyoke) and 
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DISTRIBUTORS 


Ray Neal 
R. C. Neal Co. 


A. S. Gould (The Oster Mfg. Co.) when 
they spoke on “The Distributor’s Sales 
Meeting”. Mr. Gould emphasized four 
points in his recommendations for the 
holding of orderly sales meeting that 
will bring satisfactory results. The four 
points are: The why or the purpose of 
the distributor sales meeting; the what 
or the material for the distributor sales 
meeting; the how or the method of 
presentation for the distributor sales 
meeting; and the follow-through after 
the distributor sales meeting. 

Mr. Stray explained the setup in his 
company for sales meetings and 
enumerated the various types of co- 
operation expected from manufacturers. 

In summarizing these talks, Mr. 
Kemphert declared: 

“It was felt that if distributors and 


M. 
J. Russell & Co., 


1. Stray 
Inc. 


manufacturers alike really understood 
and appreciated the value of properly 
conducted distributor sales meetings to 
be developed for their mutual good, 
they would get together on a common 
ground to eliminate the general com- 
plaint of poorly conducted distributor 
sales meetings, which, incidentally, is 
a challenge to distributors and manu- 
facturers alike. 


Market Evaluation 


Howard Begg (Squier, Schilling & 
Skiff, Newark) and Jack Proven (Ster- 
ling Tool Products Co.) were the two 
speakers on “Market Evaluation as a 
Part of Sales Planning”. Mr. Proven 
devoted most of his talk to explaining 
the material presented in the Ameri- 
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Jack Simpson 
Pittsburgh Gage & Supply Co. 


S PEA K 


H. B. Begg 
Squier, Schilling & Skiff 


can Association’s booklet, “An Analysis 
of the Distribution of Industrial Sup- 
plies” and to pointing out how the ms 
terial could be utilized. He also stated 
that the association is preparing to con- 
duct another study of manufacturers’ 
sales figures and that the results will be 
published in a second booklet. The fig- 
ures for the second survey will be 1946 
sales figures; those on which the first 
booklet was based were 1940 figures. 

Mr. Begg declared that market evalu- 
ation is not only sound business but 
plain commonsense. He then outlined 
how his company has evaluated markets 
and quoted the results obtained. 

It was generally agreed, as Mr. 
Kemphert stated, that “market evalus 
tion is definitely a fundamental part of 
sales planning for the manufacturer 





nalysis 


evalua: 
part of 
facturer 


MANUFACTURERS SPEAK 


James Tate 
The Dumore Co. 


and the distributor. It outlines the job 
to be done for a given territory as the 
very foundation for sales planning as 
the basis for effective and economical 
sales operations; the responsibility of 
which should be shared by both the 
manufacturer and the distributor”. 


Promotion 


“Better Sales Promotion” was dis- 
cussed from the distributor’s standpoint 
by Ray Neal (R. C. Neal, Inc., Buf- 
falo) and from the manufacturer’s 
viewpoint by James McCullough (The 
Yale & Towne Mfg. Co.). The value 
of sales promotion as a part of sales 
planning and the importance of de- 
veloping good sales literature as effec- 
tive sales ammunition were stressed by 


the speakers. As in the case of most 


J. A. Proven 
Sterling Tool Prod. Co. 


other operations, the speakers empha- 
sized that close cooperation between 
manufacturer and distributor is neces- 
sary to make sales promotion pay big 
dividends in increased sales with in- 
creased profits to both manufacturer 
and distributor. 

The importance of mailing lists also 
was stressed and both speakers illus- 
trated the point by citing experiences. 

The meeting adjourned in late after- 
noon and that evening a reception was 
held before the banquet. Five associa- 
tions cooperated in sponsoring the din- 
ner: National Supply & Machinery Dis- 
tributors’ Association; American Supply 
& Machinery Manufacturers’ Associa- 
tion; New England Iron & Hardware 
Association; National Wholesale Hard- 
ware Association, and American Steel 
Warehouse Association. 
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J. McCullough 
Yale & Towne Mfg. Co. 


A. 8. Gould 
Oster Mfg. Co. 


Gordon W. Farr, president of the 
New England Iron & Hardware Associ- 
ation, presided at the dinner and Mr. 
Butts was toastmaster. Seated at the 
head table and pictured below (left to 
right) were R. H. Russell, executive 
committee, National Association ; 
Charles W. Henderson, Jr., retired sec- 
retary, New England Iron & Hardware; 
Henry R. Rinehart, secretary-treasurer, 
National Association; Mr. Patterson, 
president, National Association; George 
W. Putnam, vice-president, New Eng- 
land Iron & Hardware; Mr. Carney; 
Mr. Farr; Mr. Butts; Walter S. Doxsey, 
president, American Steel Warehouse 
Association; Fred H. Lovejoy, president, 
New England Chapter, Steel Warehouse 
Association; Thomas J. Fernley, Jr., 
executive secretary, N.W.H.A.; and 
W. R. Guild, sect.-treas. N.E.I. & H.A. 








RECAPTURING THE SELLINGID 









Manufacturers’ representatives have work cut out in helping 
to prepare distributors’ staff for competitive market con 
ters 
J. G. 
ning, 
ANUFACTURERS’ service engineers the G.I. On-the-Job Training Program. workers who have any contact with at a 
and field representatives have These prospects are working at vari- customers or customers’ men. In ad- Co. | 
their work cut out for them if ous inside jobs which will give them dition, it provides for filling in gaps of Wins 
the rise in the number of new salesmen a thorough understanding of the firm’s product knowledge and application for R. § 
employed by industnal supply firms stocks, warehousing procedure, paper experienced salesmen. The formalized mana 
since V-J Day is any indication. A routine, and some idea of what the part of the program is based on the the p 
survey conducted by Mitt Suppiies customers do with the products they reports and other data required by the extret 
recently (On The Move, Mitt. Supruirs, buy from the firm. These men are em- Veterans’ Administration which guides 
November and December, 1946) ployed in the firm’s headquarters. serv- the progress of the On-The-Job trainee. 
showed that industrial supply firms, ing the tobacco industry chiefly, and in Less detailed records are kept of produ 
particularly in the Southern states, the company’s two branches in the employees who are not under the as to. 
have increased their sales staffs consid- furniture manufacturing center of High veterans’ training program but these Mr. N 
erably. Since many distributors re- Point, N. C., and in the textile district prospects get the benefit of all the specia 
gard the manufacturers’ man as a_ of Burlington. N. C. Between the three training lectures and speakers. Mr. manuf 
potent factor in the training of new units in the three different industrial Nicolas’ idea is that knowledge of prod- to giv 
salesmen and in stimulating the selling localities, Kester Machinery’s salesmen ucts and their applications are essen- on the 
performance of ‘experienced men, in- must pack a wealth of product knowl- tial to all distributor employees who Machi 
creased demands for such missionary edge, product application and customer handle or sell stock since it increases The 
work on the part of manufacturers’ men knowledge. the efficiency of the service in filling Kester 
are bound to result. orders, obtaining substitutes and advis- guishi 
Typical of the experience of many Inclusive Program ing customers. gram | 
industrial supply firms which have in- Having been an industrial supply interes 
creased iheir sales staffs recently is A. R. Nicolas, sales manager. after salesman himself, Mr. Nicolas has a the m 
the experience and program of the consultations with Jules Kester, presi- great respect for manufacturers’ repre- discus: 
Kester Machinery Co., Winston-Salem. dent, and Lindsey Kester, vice-presi- sentatives and depends on them to from | 
N. C. This firm has added several men dent, has instituted a program of train equip Kester Machinery Co.'s em- ances 
to the sales staff and in addition, has ing which is designed to train sales- ployees salesmen, prospects and other still i 
several othef men in training under man prospects as well as all inside inside employees——with knowledge of during 
produc 
The why’s and wherefore’s of vaive applications are expounded for the by litt 
benefit of Kester Machinery Co.’s outside salesmen by Mr. Swinney. From shelves 
left to right: C. B. Robertson, R. S. Flynn, Mr. Swinney and R. R. Moore. 
A. R. | 
pillow 
gener: 








Chatting before the meeting starts are 
Francis Kester, Conrad Robertson and 
Lindsey Kester. 
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Factors involved in the 
sale of dial thermome- 
ters are discussed by 
J. G. Swinney of Man- 
ning, Maxwell & Moore, 
at a Kester Machinery 
Co. sales meeting in 
Winston-Salem, N. C. 
R. S. Nicolas, sales 
manager who arranged 
the program, is at the 
extreme right. 


products and their applications as well 
as to disseminate selling fundamentals. 
Mr. Nicolas has instituted a series of 
special instruction sessions to which 
manufacturers’ men are being invited 
to give concentrated, expository talks 
on their lines as handled by the Kester 
Machinery Co. 

The qualification—‘“as handled by 
Kester Machinery Co.”—is a distin- 
guishing feature of Mr. Nicolas’ pro- 
gram since it more or less assures the 
interest of all employees 
the meeting because the items being 


attending 


discussed at each meeting are taken 
from the stock While 
ances must be made for certain items 
still in supply, the 
during the session is placed on the 
products which are in stock. Little 
by little, as products reappear on the 


shelves. allow- 


short emphasis 


shelves, the meetings can be expanded 


A. R. Nicolas, sales manager of Kester, looks over a small 
pillow block being offered on the market by Ira Valentine, 
general manager of Precision Products, Atlanta, (right). 


to include those missed at previous 
meetings. By concentrating on in stock 
products, the manufacturers’ man can 
better acquaint his listeners with the 
features, selling points and applications 
and illustrate these with the product 
itself. 


man to 


This. in turn, kelps the sales- 
concentrate on products in 
stock, assuring good sales and good 
deliveries. The effect on turnover and 
volume is equally beneficial. 

Mr. Nicolas prefers manufacturers’ 
men to compress their talks into one 


two-hour stretch. The meetings are 
scheduled for 5 o'clock, closing time 


on a Friday night, and last to 7 o’clock. 
Although two hours is a long period, 
Mr. Nicolas believes that it is an effec- 
tive compromise between the unavoid- 
able restiveness of men who have been 
working all day and the demand by 
time to 


manufacturers’ men for more 
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Lindsey Kester (left) 


details before the start of a sales meeting. 
of Browning Mfg. Co., (center), is an interested party. 





go through an entire line. 

To divide the session to permit time 
out for dinner, which is provided by 
the Kester Machinery Co., would make 
the meeting only half effective since 
most men find it difficult to regain the 
concentration of the initial half of the 
meeting. Experience has led Mr. Nico- 
las to believe that most presentations 
are improved by trimming. By sticking 
to important details, the speaker main- 
talk 


listeners do not wish to miss any point 


tains interest in his since his 
brought up. The apprehension of miss- 
ing a brilliant selling point or a par- 
ticularly useful principie of application 
keeps the men’s minds on what the 
speaker is saying. 

Another induced Mr. 
Nicolas to talks 
demonstrations in a two-hour session is 


factor which 


concentrate the and 


(Continued on page 252) 





vice-president, and Jules Kester 
(right) president, of Kester Machinery, attend to a few 


Roy Burton 
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TAILORED COUNT-OF-STOCK 





INVENTORY 





St. Louis firm checks invén- 
tory every 30 days utilizing 
employees’ slack time for 
physical counts of all items 











Lester Dahm keeps the supply department at his finger tips through 
positive inventory control. 


has worked out a system of in- 

ventory control tailored to its 
particular needs. As explained by Les- 
ter Dahm, manager of the supply de- 
partment, the system combines sim- 
plicity of operation with a content of 
detailed information concerning all im- 
portant phases of inventory records. 

The system revolves around the use 
of specially designed inventory sheets 
and a systematic rotation of physical in- 
ventory count that results in an on-the- 
spot check of each line every 30 days. 
Separate inventory books, consisting of 
stapled sheets bound in a standard file 
folder, are’ made up for each of the 
various lines. For example, one such 
book may cover different types of ham- 
mers and hatchets, (i.e.) #3981 Pro- 
duce Hatchets; #6621 Ripping Ham- 
mers; #832 Tack Claws, etc. Another, 
as shown in the illustration, may be de- 
voted to hack saw frames. 

Each book is assigned a date of the 
month. On that date, the book is sent 
to the warehouse for a physical count 
of the items in it. The allocation of 
dates for the monthly count is done on 
a basis which (1) assures a rather even 
flow of books to the warehouse for in- 
ventory taking purposes, and (2) recog- 
nizes busy periods in the warehouse 
when employees there have less time 
than usual for counting activities. 

It is the use of so-called idle time 


(ji: HarpwakeE Co., St. Louis, 


that makes the task of a monthly count 
comparatively simple and inexpensive. 
Mr. Dahm pointed out that there always 
are periods during the day when ware- 
housemen are not busy. During such 
moments stock men pick up a book and 
begin counting until some other more 
urgent duty calls them. Some of the 
larger books may take as much as two 
hours for a count. Many of the smaller 
ones take as little as five minutes. 


Many Benefits 


“All in all,” Mr. Dahm said, “we 
have experienced no difficulties in get- 
ting the monthly physical count done 
on time. The accurate information thus 
obtained is only one of the dividends 
gained. Warehouse employees, for ex- 
ample, cannot help but be completely 
familiar with the location of every bit 
of stock. This, of course, facilitates 
speed in storing stocks and filling 
orders. Also, we find that fewer things 
get lost and that stocks are kept neater.” 

The inventory sheets are 17 by 11-in. 
in size, fitting comfortably within a 
standard file folder. Across the top of 
the sheet is space for the name of the 
supplier of the line covered in the book, 
the supplier’s address, his sales repre- 
sentative and his address and phone 
number. 

For the purpose of analyzing the 
sheets and the various kinds of infor- 
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mation set forth, it is easier to view 
each sheet as having two distinct parts. 
The left hand half of each sheet is de- 
voted to a description of the item, dis- 
counts, prices and other information, 
including shipping, freight allowance 
and routing. The first vertical column 
on the left, is headed “date” and in this 
column is placed the date of the latest 
price sheet received from the supplier. 
The next six vertical columns are de- 
voted, respectively, to price and dis- 
count information: list price, discount 
received from supplier, net cost to Cen- 
tral Hardware and then three different 
resale prices—A, B and C. Price A 
represents the wholesale price in stand- 
dard package units, price B the whole- 
sale price for broken package quanti- 
ties and price C the retail price for 
over-the-counter sales. 

The next column is devoted to a 
description of the item covered and 
next come two columns: package quan- 
tity and weight. However, neither of 
these latter columns is used and on the 
next print order, the headings “mini- 
mum” and “maximum” will be substi- 
tuted. These headings will apply to the 
minimum and maximum stocked quanti- 
ties of each item. 


Stocks and Purchases 


It is on the right half of the inven- 
tory sheet that the records of inventory, 
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CONTROL 


A sample inventory book: 
Central Hardware Co. collects 
inventory and purchasing data 
on sheets like this. It is bound 
with staples in a standard file 
folder. 


John Jones Forred Steel Tool Co. 


purchases and receipts are kept. There 
are 12 double columns on the right side 
of the sheet, each headed “date” and 
sub-divided into “O.H.”, meaning on 
hand; and “ord.”, meaning ordered. 
Thus each sheet covers a full year’s 
activity. 

In the example shown, the first col- 
umn is dated 5-1-46 and in the “on 
hand” column is the figure “0”. This in- 
dicates that on May 1, 1946 there were 
no #200 hack saw frames in stock. The 
figure, “100” in red crayon in the 
“ordered” half of the first column indi- 
cates that this quantity had been 
ordered prior to May 1. The figure 
“200” in black pencil above the red 
“100” represents orders placed as of 
and since May 1, but prior to June 1. 
Thus, there are 300 hack saw frames 
on order. 

In the next column dated 6-1-46, there 
still are none on hand and the 300 on 
order with a red zero indicating that 
no more had been ordered. In the 
double column dated 7-1-46, a total of 
135 is shown as being in stock. In the 


“ordered” half of the column is a red 
“200” and above it a black pencilled 
“100”. The figure 135 represents the 
stock on hand as of July 1, as reported 
by actual warehouse count. This indi- 
cates that the order for 200 had been 
received and that 65 had been sold, 
leaving 135 in stock and 100 on order. 
At this point, it was decided to order 
200 more, thus explaining the red 
“200” shown in the “on order” col- 
umn. The black “100” represents the 
balance of stock on order carried over 
from June 1, 


Guide to Buying 


The inventory books are the basis on 
which purchases are made, Mr. Dahm 
explained. “As the books are received 
from the warehouse, with the latest 
count entered, I look over each one and 
then, in the light of the information 
shown, plus, of course, other consider- 
ations such as orders on hand, future 
purchases are decided. 

“Admittedly, when compared to a 
comprehensive perpetual inventory sys- 
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tem, there are some disadvantages ap- 
parent. But there are advantages, too, 
and I believe the advantages outweigh 
the unfavorable considerations. It is 
true that there is no way for spot check- 
ing against possible loss of inventory, 
but where there is suspicion such a fact 
may be readily ascertained by checking 
invoices against inventory. Also, there 
is no way of knowing for certain, except 
by running out to the warehouse, 
whether there is sufficient inventory on 
hand to fill a large order. However, 
when such occasions arise, it is a sim- 
ple matter to get on the intercommuni- 
cations system and have a spot check 
made. 

“However,” concluded Mr. Dahm, 
“the perpetual system does not seem to 
have what we need in the light of the 
multiplicity of items handled and their 
rapid movement in and out. Further- 
more, it is pretty hard to beat the in- 
formation supplied by a month-to- 
month physical count. This method 
gives you a fresh and accurate start 
every 30 days.” 





“HOW | ADDED 
90 NEW CUSTOMERS 


Salt Lake City salesman refuses to take suggestion 
that he "try to take care of old friends only", works 





E. C. Langenbacker 


C. “Jack” LANGENBACKER moved 
up from the order department at 
® The Galigher Co.. Salt Lake City, 
to outside salesman not so long ago. 
This was at the time when, due to 
scarcity of merchandise, it was a ques- 
tion among distributors as to whether 
it was wise to have salesmen calling on 
even old 
As for trying seriously to drum up new 
ones: “Forget it”, was the opinion of 
many. “Just try to take care of old 
friends”. However, not being saturated 
with that theory, Mr. Langenbacker 
adopted one of his own—which was 
“scarcity or no scarcity, good times or 
bad, it takes customers—the more the 
better—to produce business.” 

“When I was first put on the terri- 
tory,” he said, “I fell heir to the usual 
line of customers to be found in our 
area—a few sizeable industrials, some 
laundries, bakeries, small machine 
shops, etc. I had not been at it long 
before it was impressed upon me that 
the field was not going to produce 
enough sales productive contact hours 
unless I began, and at once, to increase 
the number of my prospects. 

“To begin with, I keep a close and 
continuous study of what we have in 
our own warehouses for things that 
are available to me and help me in get- 


customers, ones, too often. 


90 


on theory "the more customers the better" 


ting a new customer on the books. For 
example, I found that there were avail- 
able quite regular supplies of wrenches, 
electric drills. files. file handles, twist 


drills, grinding wheels, wire brush 
wheels, penetrating oils, etc. These 
represent quite largely supplies for 


mines and smelters, held there as serv- 
ice stocks for their annual requirements. 
After consultation with our department 
heads, it was decided that I could sell 
at least part of these stocks, in order 
to have merchandise to work with to 
establish my new contacts, a general 
rule being that if there were no back 
orders on an item it could be consid- 
ered available. 


Entire Field Studied 


“The next step was to make a careful 
survey of my whole territory for possi- 
ble new outlets. I loeked into many 
places where ordinarily the industrial 
supply salesman would feel that there 
was little or no likelihood of making 
worthwhile customers—as, for example. 
hardware and sporting goods stores, 
refrigerator service companies, cinder 
block manufacturers, automotive sup- 
ply dealers, garages, and any kind of 
small industrial plant that had not been 
In the lot, there 
were 25 hardware stores, seven auto 


called upon before. 


repair shops, three service supply houses 
and 15 miscellaneous types, among the 
latter being a few of our sub-stocking 
distributors. I went into the last, not, 
of course, with the line of ours which 
they were stocking, but with certain 
other lines or items on which we have 
the exclusive and which would fit in 
with what they were already carrying. 
They turned out to be quite good cus- 
tomers and considerable business has 
resulted. 
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“Scanning the foregoing list, it will 
be seen that there are only two dealer- 
ship classes—hardware and_ sporting 
goods dealers and automotive dealers. 
When I would go in to these dealers | 


would find two characteristic attitudes. 


First, with hunger for merchandise 
gnawing at their vitals, any items that 


[ had to deliver, if at all associated 
with their field, were taken almost on 
Second, I 
found that many of them had always 
looked upon our house as one associ- 
ated with heavy machinery and sup- 


sight, and with gratitude. 


plies, only, and had never thought of it 
as one having many lines of merchan- 
dise that they could sell successfully 
to their retail trade. I began at once 
to open accounts with them on many of 
our cataloged items. 

“Two of the hardware and sporting 
goods stores had gun repair shops in 
These amount to fair-sized 
classification. 


connection. 
machine shops in our 
They are now our good customers on 
adjustable taps and dies, bar steel, spe- 
cial sizes of screws, buffing wheels and 
many other items. One of them actu- 
ally is also in the manufacturing busi- 
ness. making shell-loading equipment. 
Special screws are sold to this com- 
pany in thousand lots. There are quite 
a number of employees and a large 
complement of machine tools in the 
Walking into the excep- 
tionally fine sporting goods retail de- 
partment on the main floor, no one 
would imagine that one flight down was 
a complete, small factory operation. 
“In general, the hardware dealers 
represent limited outlets on resale items 
for the industrial supply house, having 
been able to obtain their supplies from 
their regular hardware jobbers. I find, 
however, that in certain lines such as 
(Continued on page 257) 


basement. 
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“STOCK EM 





in hand to build and maintain cus- 
tomer satisfaction and a real vol- 
ume of business. 

This is the basic principle underly- 
ing the 24 years of development of 
J. N. Fauver Co., Inc., Detroit distribu- 
tors who characterize themselves as 
“fittings and piping specialists”. 

Complete service to industry in fluid 
power line installations is provided by 
the company’s trained crews. They ar- 
rive at the customer’s plant in a well- 
equipped and well-stocked installation 
truck, prepared to provide “one-trip” 
service that keeps production lines in 
service. 


Vin AND SERVICE must arrive hand 


Backing up this service is a large and 
complete distributor stock. 

“We base our stock on 90 days’ 
supply of the fittings and appliances 
needed to service accounts requiring 
hydraulic, lubrication, pneumatic and 
filtration equipment.”’ says Mr. Fauver, 
president of the company. 

“We would not be justified in carry- 
ing this huge stock were we not cer- 
tain, from our experience and because 
of our service methods, that it is no 
gamble. 

“The advantages of having the parts 
at hand in Detroit for delivery to the 
customer’s production line the same day 
they’re needed have been proved time 
after time to us and customers.” 

This self-serving method of distribu- 
tion has been developed by Mr. Fauver 
through personal experience in the 


J. N. Fauver 


(left), president, and Carl 
manager, discuss their stock of fittings for fluid power lines. 


TO SELL “EM” 


Fittings and piping specialists concentrate 
on “one trip" service to keep production 
lines moving; 90-day supply of stock 
maintained by Detroit distributor 


S. Abbott, sales- 





Keeping the bays of the stockroom well filled is the keynote to the Fauver 
system of rendering service. 


sales and installation of fluid power 
lines, 

In 1923, his office and field force was 
three—himself, a combination  secre- 
tary and phone girl, and a high school 
boy to make deliveries after school 
hours. 

As distributor for Parker Appliance 
Co., Cleveland, he started by carrying a 
pocketful of fittings on his calls——soon 
hecoming convinced that this on-the-spot 
delivery of the specific fitting required 
was a sure-fire means to building his 
business. 

Today, ten experts, trained under his 


direction, are heads of as many instal- 


MILL SUPPLIES © FEBRUARY, 1947 


lation crews. Any one of them is fully 
qualified to take charge of a complete 
contract for the installation of the fluid 
They 
have done it during the war years. 
They also are available to advise or 
to supervise the customer’s own em- 


power lines for an entire plant. 


ployees in the installation of such equip- 
ment. And, as a third variant, they 
often install a mock-up or the complete 
piping for one machine as a pilot job 
for the guidance of the customer’s own 
employees in handling the rest of the 
installation on a production line. 
In addition, each of the seven sales- 
(Continued on page 255) 
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In front of the new building which houses the Blackstone 
Co., are (left to right) Clarence Ushrea, truck driver; Sha 
Leonard, order filler; W. H. McNeely, Norton Co., repre- 
sentative; W. G. Miles Jr., manager of warehousing and 


shipping; Cliff Schultz, vice-president; E. C. Blackstone, 








president; 


windows 


James F. Williamson, 
Johnson, stenographer; Mrs. H. J. Erickson, bookkeeper; 
Hugh Reynolds, district manager of U. S. Rubber, and 
John F. Rawis, sales engineer for U. S. Rubber. 
in structure are in front. 


bias ok 








secretary; Cora Lee 


Only 


IT’S ALL ON ONE FLOOR 


New Memphis firm puts emphasis on three essentials: location, design of 


building and arrangement of stock; entire warehouse becomes display room 


HE NEW OFFICE and warehouse 
T owned by E. C. Blackstone, who has 

opened his own mill supply and 
machinery firm, bearing his name at 
600 Madison Ave., Memphis, is a re- 
sult of careful planning and 26 years 
experience. “Mr. Blackstone, who is 
president and treasurer of the new firm, 
was formerly president of J. E. Dil- 
worth Co., Memphis, and before that 
he was connected with Woodward-Wight 
Co., New Orleans, for 11 years. The 
new firm has a capitalization of $100,- 
000. The building cost approximately 
$35,000. 

Other officers are: Cliff Schultz, vice- 
president, also formerly with the Dil- 
worth firm; James F. Williamson, secre- 
tary; William G. Miles, Jr., manager 
warehouse and shipping department. 
There are five salesmen covering the 
territory within 150 mile radius of 
Memphis. 

Three basic essentials were desired 
by Mr. Blackstone in going into the mill 
supply business. 


1. Location. 
2. Design of building. 
Arrangement of 


The result of these essentials is em- 
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bodied in the one-story 80-ft. front by 
1241-ft. long, brick and concrete build- 
ing with basement space of 36 x 80-ft., 
which is not a part of the main building, 
and is used for storage of heavy items 
and to house his two trucks at night. 

The location was considered impor- 
tant because Mr. Blackstone believed 
that a supply house away from the con- 
gested area of downtown district was 
what customers wanted and would at- 
tract customers to his place. 

The building was erected on one of 
the main thoroughfares, about a mile 
from the downtown area. It is on a 
corner on which the side-street is 
lightly traveled and on which side are 
the loading doors. The firm can be 
reached easily from all highways and 
all parts of the city, without customers 
having to go through the heavy traffic. 
There is plenty of parking places 
around the building. 

The next essential factor was the 
type of building suitable for mill sup- 
plies, and the very important feature 
was the kind of floor to carry the load. 
He had seen many firms who had part 
wood, part concrete, which were not 
strong enough to carry heavy items with 
the constant hazards of break-throughs 
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in the floor, sinking of floors, causing 
loss and breakage as well as accidents. 

This was eliminated in the new build- 
ing, which has a solid concrete floor 
through the entire warehouse that sits 
firmly next to the ground. The walls 
are of brick with no windows, but well- 
lighted and ventilated, and present no 
fire hazards. 


Safety Features 
. 

There are only two entrances to the 
building—through the office in center 
front and at the double-door side street 
warehouse entrance, situated in the 
middle of the building, and the short- 
est distance from any one point in the 
warehouse to save much walking, as 
well as time in getting in and out 
shipments. 

There are certain evils that go with 
every business, Mr. Blackstone con- 
tends: one is breaking in after hours 
and materials being picked up and 
not checked out: especially small items. 
Since there is no possible way to enter 
or leave the building except through 
the two entrances, Mr. Blackstone be- 
lieves he has eliminated this problem. 
And by having no windows, there is 
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no chance of robbery after the build- 
ing is closed. The front office is glass, 
but since the street is well-lighted at 
all times, breaking in is not likely. 
Even so, it would be impossible to get 


_ into the warehouee. 


The firm does a large transit cash 


| business, and the chance of materials 


getting out without being checked out 


_ from this source is impossible. 


Mr. Blackstone did not provide for a 
special display space, although he be- 
lieves this to be good advertising, but 
decided to eliminate this in his plans 
and concentrate on his entire ware- 
house serving as a general display to 
show the customer what he has to offer, 
with only a window display next to the 
office. On the other side of the office 
is a large space for an advertising bill- 
board, as can be seen in the picture. 

Upon entering the front office, the 
well-lighted warehouse is in full view 
back of it, and customers walk right 
into the warehouse, and there is all the 
stock, carefully arranged in shelves. 
bins and racks, with proper identifica- 
tion as to item, sizes, etc. Or if cus- 
tomer comes to the warehouse en- 
trance, he steps right into the center 
of warehouse with all stock in view. 
Customers can select materials from 
actual stock. 


Since Mr. Blackstone opened for 


business, he has been more convinced 
that this is what the customer likes. A 
salesman goes around with the cus- 
tomer and he selects materials, finding 
many items he wants in addition to 
what he came after, and getting a 
minds-eye view of all stock. Repeat or- 
ders are easy after even one visit. There 
is another advantage of this method 
over a display room, it saves time and 
steps. From a display, a customer can 
decide he wants such and such an item. 
then the salesman has to go into the 
warehouse and get it out, sometimes to 
find they are out of the size or material. 
This way, the items are selected and 
put on a truck and wheeled right out 
to his truck or car, all in one operation, 
without loss of time. Mr. Blackstone 
has found, too, that customers like to 
handle the item themselves, and often 
pick up easily handled materials and 
put them on the warehouse truck. 


Quick Service 


The keynote of the entire building 
plan was to facilitate easy handling of 
materials so customers could get to his 
place, pick up materials and out with- 
out delay or confusion. 

The best advertising a firm can have, 
Mr. Blackstone believes is to get the 
customer to your place and let him see 


your stock and to do this, you have to 
make it convenient for him. 

If the one-story building is possible, 
Mr. Blackstone believes, it is more de- 
sirable, as customers can have the 
full range of the warehouse to browse 
around in or get out quickly if they 
desire, without having to climb steps or 
ride freight elevators to other floors. 
All stock is arranged in aisles or rows 
in bins, racks and shelves. 

Another advantage of the location 
and one-floor plan, which has meant 
additional orders is that many com- 
mercial truck drivers are sent by cus- 
tomers to pick up items, and they want 
to get away as quickly as possible. 
These drivers often influence orders. 
One instance Mr. Blackstone cited was 
that of a driver seeing some extra large 
sizes of V-belts hanging on racks, ar- 
ranged according to size. The next 
day he returned with a large order for 
the extra size belts he had seen. Com- 
mercial drivers are treated as customers 
and are encouraged to view the stock, 
while their trucks are being loaded. 

In arranging stock, Mr. Blackstone 
has all the heaviest items as near the 
loading doors as possible. He has 
three five-tier racks facing the loading 
doors for iron and steel, which saves 
time and easier handling to load or 
unload. 
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good will. 


To make itself more valuable to customers, this Phila- 


delphia distributing firm works a four-way plan of 


courteous order expediting and 


4ERE IS NOTHING more important to 
the success of an industrial supply 
firm than its customers. Obvious as 
this may sound, the many headaches of 
operating under wartime restrictions 
and shortages sometimes made that sim- 
ple fact hard to remember. As less and 
less time and effort are required of dis- 
tributors to overcome these disappearing 
problems, more and more thought and 
action will have to be devoted to satis- 
fying customers completely. 

One distributing firm has put into 
operation a four-way program aimed at 
making its services of greater value to 
customers and, at the 
veloping customers into better sources 


of business. Theo. C. Ulmer. Inc., Phila- 


same time, de- 


delphia, is assuring itself a sound post 
war market by re-vitalizing customer 
consciousness. and exploring all avenues 
of increased customer service. 

\ major part of this program is be- 
ing carried on by a newly organized 
order expediting department whose 
function it is to keep customers fully 
informed at all times as to the status 
of their back orders. Although the back 
order checking function is nothing new 
for distributors. Ulmer. Inc.. is treating 
it. not as a necessary evil. but as a 
ready-made opportunity for cultivating 
customer good will. 

According to Joseph Flynn, in charge 
of the reorganized expediting depart- 
ment, the principal value of this func- 


tion of the business lies in furnishing 


intensified selling 


for it. In other words. intelligent timing 
is essential if customers are to be im- 
pressed by the service. And to keep all 
customers informed on the exact status 
of their unfilled Ulmer 
requires the full time of four men and 


orders with 
three girls. 

The investment, in the eyes of man- 
agement, is a sound one, for it mini 
mizes waste motion in order checking 
throughout all departments concerned 
and develops a more intimate knowl- 
edge of customers’ needs and character- 
istic ways of doing business. 


Follow Through 


The expediting system is based on 
segregation of customers’ orders into 
fairly equal alphabetical sections, with 
one man responsible for the back or- 
ders of each customer group. It is his 
job to initiate purchasing of material 
required through the firm’s purchasing 
agent, advise customers of the supplier’s 
expected delivery, and notify customers 
of any subsequent changes in order 
status. 

“To do this accurately,” says Mr. 
Flynn, “each of us has to have his own 
file copies of orders as received from 
customers, partial material shipments 
made on each order, purchase orders 
placed by us on our suppliers and rec- 
ords of material shipment as it goes out. 
Our correspondence with customers and 
suppliers must be kept up to date re- 


information to customers before they askbYligiously and properly filed so that we 
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Joseph Flynn, formerly in expediting work with Baldwin 
Locomotive Co., is applying streamlined methods that build 
Miss Marge Walzer helps with correspondence. 


can determine in an instant the status 
of. any part of any unfilled order. 

“Before the new system was 
tuted,” Mr. Flynn explained, “the proc- 
was too confusing to operate 
smoothly. There were not enough copies 
of customers’ orders, purchase orders 
and partial shipment invoices, as pre- 
pared on our billing machines, to pro- 
vide copies for filing with our current 
order records. There was no headquar- 
ters for this vital information. To check 
on the status of an order, when the cus- 
tomer got desperate and asked for it. 
meant going to the shipping room and 
digging out an inadequate record after 
much hunting. Now, each man in this 
department has at hand copies of all 
orders and requisitions concerning his 
group of customers, and he doesn’t wait 
to be asked by an anxious customer 


insti- 


ess 


for information. 
“As soon as our supplier advises us 


when material on a customer’s order | 


will be shipped, we write the customer 
accordingly,” Mr. Flynn said. “If, for 
instance, delivery of a certain item is 
promised four months hence, we write 
the supplier again near the end of the 
four months’ period to find out if de- 
livery will be further postponed. If so. 
we write the customer again, and tell 
him why delivery will be late. In this 
way we avoid the unhappy moment when 
the disappointed customer calls us to 
ask where their sorely needed material 
is. And they appreciate it, 
they know we are doing our best to 


because 


take care of them. It improves relations 
all around—with customers and with 
suppliers, and it provides a means for 
us to tell at any time where and how 
much material is on open order.” 
Theo. C. Ulmer plans to continue the 
valuable expediting function, even 
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George Knapp, sales manager, 


though many firms consider it necessary 
only in emergency periods when deliv- 
eries fall far behind demand. In fact, 
the expediting function is the backbone 
of Ulmer’s policy of building post war 
business on maximum service to cus- 
tomers, 

As pointed out by Theo. C. Ulmer, 
Jr., general manager and _ secretary, 
“Our business is a service to industry. 
Any buyer can get almost any of his 
needs from any of the several industrial 
supply firms in Philadelphia and vicin- 
ity. The only reason a customer will 
bring his business to Ulmer, Inc., is be- 
cause he gets more courteous and thor- 
ough service here than any where else. 
We’re going all out to make industry 
here want to do business with us.” 

The other three campaigns aimed at 
expanding sales volume profitably, with 
customer welfare foremost, are being 
conducted with the intent of developing 
each present and new account to its 
fullest worth. Under the direction and 
encouragement of George Knapp, sales 
manager, this goal is being approached 
through: 

1. Personal contact 
counts. 


with house ac- 
2. Increasing the purchase of cus- 
tomers who buy regularly, but not 
enough. 

3. Sales 


lines. 


promotion by individual 
\s Mr. Knapp reasons, there is a 
large potential increase in business for 
the mill supply firm that applies inten- 
sive effort in these directions. 
“House accounts,” added Mr. Knapp, 


Keeping customers satisfied and sold on 
Theo. C. Ulmer, Inc., is the big job of 
Roy Stock (left), 25 years with the 
company, and Bill Wagner. 


believes that better 
service and more intimate customer knowledge are the 
straightest pathway to increased business. 





keeping simpler, 


“that have been doing business of a sort 
with us for years by ordering only oc- 
casionally and in small quantity, have 
had little or no personal contact serv- 
We've kept 
them on our books, whether profitably 
or not, simply because it has become a 
habit. 


ice from our salesmen. 


“From now on we're allocating three 


salesmen, two of them new with our 
company, to personal calls on these 
so-called ‘house accounts’, 


We 


of our house accounts can be developed 


along with 
their other duties. believe many 
into regular purchasers worthy of our 
best sales and service endeavors. Those 
we find to little likelihood of 
becoming good regular customers we 


have 


want to get off our books, so that we 


” 


can do better by the others. 


Other Potentialities 


The other group of customers who 
hold potentialities for increased busi- 
ness, according to Mr. Knapp, are those 
who have purchased regularly through 
Ulmer salesmen in the past, but who 
have not bought a wide enough variety 
of lines in view of their requirements 
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The new order copy system makes everybody’s record- 


including Norman Terrence’s in his 


position as head of the shipping department. 


Mr. Knapp contends the failure of 
these customers to buy more different 
items regularly from Ulmer is largely 
due to the fact that such customers have 
not been made aware of just how com- 
plete Ulmer’s facilities for sales and 
are. “We’re going to correct 
that, too,” said Mr. Knapp. 

Lastly, there is to be a rejuvenation 
of Ulmer’s sales promotion, an activity 
that bogged down somewhat during the 


service 


war. Post war promotion is being or- 
ganized around individual product line 
effort to get new 
customers as well as to better acquaint 
with their dis- 
tributor’s complete stocks. 

Mr. Knapp summarizes Ulmer’s pro- 


advertising in an 


established customers 


gram for bigger and better business 
like this: “Difficulties of keeping the 
mill supply industry going during the 
war, in the face of obstacles like man- 
power and material shortages, forced 
their serv- 
But we haven’t forgot 
that our importance in the years to come 
depends on doing our utmost for those 
We have our plans made, 
and we're going ahead to a definite 


most distributors to pare 


ices to the bone. 


we serve, 


| ” 
goal, 


a 
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p OD. K. Towner, president and gen- 
; eral manager, goes through the 
} mail, converting country orders 
| into work orders, City orders are 
= passed on to the city desk. 
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Shipping orders, in triplicate, are made out by Miss Minnie 
Baldwin. The work order sheet, showing items fo be back- 
ordered, is then sent to D. Muston of the purchasing de- 
portment. 


PAPER WORK CUT 
SHIPMENTS SPEEDED 


Towner Hardware Co., Muskegon, Mich., by adopting the 








A Tower Han of order handling was accomplished at 


system shown in the accompanying flow chart. Instead of 
having several different order forms, D. K. Towner, president, 
decided to operate only with “work orders” and “shipping 
orders” and, he reports, the system has simplified the work. 


Orders Grouped by Class 


Work orders are grouped by class or commodity. Thus 
items on one order from a customer may be listed on several 
work orders. To insure that the shipping department knows 
when an order is completed the work orders are numbered. : 
For example, 1-3 would mean that a sheet is the first of 
three sheets making up a complete order; 3-3, of course, 
would be the final sheet. 

The unfilled portion of a work order becomes a back order 
and is filed under manufacturers’ names. The file is checked 
constantly against incoming shipments, and when the back 
ordered items are available the work order is re-routed 
through the shipping department. 











Two copies of the shipping order go 
to the customer who signs the pink 
copy and returns it with the truck 
driver to the matching department 
where it is compared with the white 
copy received from Miss Baldwin. 


Faaa 
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Phone and city mail orders are routed 
through the city desk where Foster Gilbert 
(left), Thomas E.. Erickson (right) and A, J. 
Noble (not pictured) write up work orders 
for transmission to the shipping department. 

















Items on work orders that are not in stock are | 
marked with a zero by Bob Johnson (left) while 
available items called for on work orders are 


gathered by Weston Newell (right). 

















Working from the white shipping order, all priced, 
the billing department makes out statements for 
customers. 














Pricing is done by Oden Knudsen on the white 
copy of the shipping order. 





CATALOG DISTRIBUTION 


Survey among purchasing agents supplies "food for thought" for industrial 


distributors who are contemplating new catalogs; six questions answered 


survey of preferences in industrial 

literature this month turns to the 
purchasing agent and his reaction to cer- 
tain aspects of catalog delivery and 
presentation. The information reported 
here was secured from full time pur- 
chasing agents only and should, there- 
fore, be significant. 

The findings resulted from analysis 
of the following questions and answers: 

Each respondent was first asked 
whether an advance mailing announcing 
a new catalog increases interest in the 
catalog when it arrives. 

Affirmative and negative answers to 
this question were almost equal. Know- 
ing that he can whet the interest of 
half the purchasing agents beforehand. 
the advertiser can study his catalog 
and decide if its value justifies the cost 
of an advance mailing. 

The men who indicated that an ad- 
vance mailing piece increases their in- 
terest were asked: “Is the length of 
time that elapses between the receipt 
of the advance notice and receipt of 
the catalog itself important in determin- 
ing the attention you give the catalog?” 
Their answers: 


BOE eck vbebecnsans dans seeee 


MM EvGu hss cunndesens OO 


T Epwarp Stern & Co., continuing 


This indicates that the advertiser must 
toe the line if he is to get the maximum 
benefit from his advance mailing, proves 
that an incorrectly timed advance mail- 
ing can lose a great deal of its punch. 

The next step: to determine the best 
possible timing. “How time 
should elapse between the two mail- 
ings?” 

This question was asked of only 37% 
of the respondents (those who react 
favorably to advance mailings and feel 
that the timing is important) and not 
all of those gave classifiable answers. 


much 


Because catalogs-are 50 important a part of the in- 
dustrial supply business, permission was obtained 
from Tide magazine to reprint the accompanying 
article on catalog delivery and presentation.—The 
Editors. 
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prior notice. 


quarters of this latter group. 


copies (for department heads, etc.) 





Summary of the Findings 


Ir you plan to issue a new catalog or a new edition of an old one, consider an 
advance mailing to announce it. Approximately half of all purchasing agents 
interviewed said they give extra attention to catalogs anticipated because of 


Time your advance notices carefully. Over three-quarters of those who react 
favorably to advance notices stated that the elapsed time between the two 
mailings is important. This interval should not exceed two weeks, say three- 


More than two out of every three purchasing agents prefer to receive their 
new catalogs by mail; the others like to have it delivered by the salesman on 
the account. Though this finding is open to conflicting interpretation in general, 
it can frequently be resolved by analysis of the specific circumstances. 

You may find it advisable to send duplicates of your catalogs to many firms 
because most purchasing agents indicate that they can make good use of extra 








A percentage tabulation of the results 
would be likely to give unjustified 
weight to these responses. A definite 
trend does show up, however: 


(a) More than one-quarter of the 
answers show that the catalog should 
follow the advance mailing in one week 
or less. 

(b) Over half indicated that the in- 
terval between advance mailing and 
catalog should be from one to two 
weeks. 

(c) Almost all the others favored a 
30-day interval. 


These results seem to call for an ad- 
vance mailing that precedes the catalog 
by less than two weeks. If you plan 
your campaign accordingly, the advance 
mailing should achieve its greatest im- 
pact. 

Asked whether they prefer delivery 
of a new catalog by mail or by sales- 
man, the purchasing agents replied: 


By mail 
PY REMMER 6 050050454 29% 


These replies readily lend themselves 
to conflicting interpretations: more than 
two of every three purchasmg agents 
prefer to receive the catalog by mail. 
This may mean that they prefer to see 
the salesman only when he has a better 
reason for a call. On the other hand, 
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the fact that the others express a pref- 
erence for a personal delivery by the 
salesman, may mean that they all would 
appreciate this service—but many be- 
lieve it is unnecessary and do not wish 
to make a messenger of the salesman. 

Since no further information is avail- 
able on this question, the astute adver- 
tiser might well: (1) test deliveries 
both ways; (2) be guided by the prac- 
ticability of personal delivery; (3) 
employ a combination of both, taking 
into consideration the salesman’s rela- 
tions with his own customers. There is, 
however, sufficient evidence of an atten- 
tion bonus to warrant study of individ- 
ual cases. 

Because catalogs are frequently ex- 
pensive, there is often a tendency to 
seek minimum rather than maximum 
distribution. To test the wisdom of such 
action, purchasing agent 
asked: 


each was 


(1) “In general, do you believe that 
duplicate catalogs in the hands of de- 
partment heads and foremen are valu- 
able?” The answers: 

Duplicates would be useful. ..... .82% 
Duplicates would not be useful. .18% 

(2) “In your own plant are there in- 
stances where duplicates of particular 
catalogs are desirable?” The answers: 

(Continued on page 257) 
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Be on guard against 


“A NO MERCHANDISE COMPLEX” 


Sales manager warns that salesmen and execu- 


tives can fall prey to idea that business is bad 


merely because delivery on a pet line is very slow 


NE OF THE THINGS for a salesman- 

ager to guard against in these times 

is what I call the merchandise 
complex, although perhaps it should 
be called the no merchandise complex. 
And I am free to say that sales man- 
agers and other executives, as well as 
salesmen, can very easily become a 
prey to it. 

What I mean is this. Every sales- 
man, all of us in fact, have certain pets 
that we can sell best, because we are 
deeply interested in them and know 
most about them. With one salesman 
it may be batteries, with another elec- 
tric tools, with another compressors, 
and so on. 

Now they all know that these favorite 
items by no means represent the bulk 
of their monthly sales in all items. 
But Mr. Battery Man, for example, 
got in the habit of believing in the 
past that his day was spoiled if he 
did not make what he thought was a 
reasonable number of battery sales. 


Can Lose Pep 


Comes along the time, now, when 
there are no batteries, or at best only 
dribbles, and his whole house of cards 
comes tumbling around his ears. No 
batteries available, no sales, a sales- 
man’s life is hardly worth living any 
longer, he thinks. Similarly with other 
salesmen and their pets. I have known 
salesmen, some of them tops, to take 
this pet business so to heart that they 
would lose their old pep, become list- 
less, appear almost sick and one was ac- 
tually losing weight over it. 

Mind you, this new mental disease, 
the merchandise complex, which all of 
us are getting to a certain extent, is 
rampant at a time when most all dis- 
tributors, industrial supply and others, 
are actually selling more merchandise 


By FRANK C. COCHRANE, 


Sales Manager 
George A. Kreplin Co., 
Oakland, Calif. 

















every month than they sold the same 
month last year, and for the most part. 
more than they ever sold in their his- 
Our books will show it, and, I 
will 


tory. 
think, most 
to the same thing. 

Therefore, there must have been mer- 


other houses agree 


chandise to sell right along, and there 
still is—lots of it. 

Certain things can be done to help 
salesmen get over the merchandise com- 
plex. 

(1) Starting right with themselves, 
managers should refrain from repeat- 
ing over and over among themselves. 
and to outsiders the things they could 
do and the places they could go if they 
could only get some merchandise. | 
have it on authority from men who 
call regularly on the distributors who 
say they get the identical remark, al- 
most: “Oh, everything is going fine, 
if we could only get 
sell.” This is put brightly, with a 
smile, almost as though it were some- 
thing original and to be a bit proud 


something to 
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of. Instead of that, [ think manage- 


should be talking about the 
merchandise they de have or that is on 
This false 
Polyanna note, have 
merchandise and have had right along. 


ment 


the way. would ring no 


because we do 


for our sales figures prove it. 

(2) Give salesmen some guidance 
and help in the form of actual field 
assistance by a competent supervisor. 
with a normal mental outlook, who can 
pitch in and help the salesman with an 
irate customer, who has to be put off on 
some item, by showing, in just a few 
words how that cannot be helped, and 
then going on to talk about the numer- 
ous items that are available and get- 
ting him to discussing them. 

For example, we happened to have, 
hecause of certain reasons, a supply 
of some 50 tons of solder. For a con- 
siderable time. that solder has been 
something to talk about in a big way. 
In a great many cases it has got dis- 
gruntled customers interested, buying 

(Continued on page 259) 
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the mill supply house lost a tre- 

mendous amount of free advertising 
by not advantageously using factory 
furnished folders. 

When we opened our house here in 
Sioux City, we wrote to all manufac- 
turers and distributors and asked for a 
liberal supply of these folders. The 
response was good. Most of the folders 
had our name and address printed 
on the front page. 

Folders which did not carry our 
name and address were taken to a 
local printer. The following was added 
to the face sheet: 


[ HAS ALWAYS been my belief that 


Distributed by 
SIOUX MACHINERY & SUPPLY CO. 
315 W. Seventh St. Telephone 5-7646 
SIOUX CITY, 17, IOWA 


A select customers’ list was worked 
up and folders sent as first class mail. 

We had our salesmen check on re- 
sults for this type of distribution. From 
our investigation we were convinced 
that in most cases, when the envelope 
was opened, the envelope and folder 
went into the wastebasket. 


GETTING THE MOST 


Intent on keeping promotion pieces out of customers’ waste baskets, 
distributor fastens folders to equipment instead of mailing them 


We decided to try another plan. The 
folders, sorted, were placed on a large 
table in the billing department. A 
folder was included with each invoice 
or statement mailed out. 

After we had followed this plan for 
90 days, we made another check. Our 
salesmen, in making their calls, asked 
for such and such a folder. In prac- 
tically no case was the customer able 
to locate the requested folder for the 
salesman. 


Third Method Tried 


Still of the belief that factory adver- 
tising folders could be made to reach 
the proper source, and “stick” 
they reached there, we tried a third 
plan. 

The folder table was moved to the 
shipping department, with instructions 
that a folder must be placed in every 
box that was shipped. On open, and 
crate shipments, the folders were either 
nailed to the outside or fastened by 
cord to the piece of equipment. 

In order to better check results, we 


when 
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had the head shipping clerk keep a 
list which gave us the name and ad- 
dress, date of shipment, and type of 
folder used. 

At the end of 60 days we had our 
salesmen make a check, using the list 
names furnished by the shipping de- 
partment. On these checks the sales- 
man went to the foreman, department 
head, purchaser, or service department, 
and asked to borrow such and such a 
folder. 

We were agreeably surprised to find 
that at least 60 per cent of our folders 
not only reached the proper people 
but they were in evidence when our 
salesmen made the check calls. 

In our warehouse, handled under the 


construction department, we carry 


around 200,000 feet of wire rope of 
various sizes and types. We are trying 
to promote the use of wire center, im- 
proved plow steel, preformed wire rope. 
We have found that once the account 
is “sold” on this type, repeat business is 





A folder is placed in every package 
before it leaves the shipping depart- 
ment. 


Every major piece of equipment on the 
display floor has a folder attached to it. 
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FROM FACTORY FOLDERS 


By C. W. MONROE 


better and operation results are more 
satisfactory. 

Every reel or section of wire rope 
that leaves our Sioux City warehouse 
carries with it a folder on the advan- 
tages of preformed wire rope. This 
folder is furnished us free by our sup- 
plier and it carries our name and ad- 
dress as distributor. 

Recently we have been using a sec- 
ond wire rope folder which explains the 
advantage of I.P.S., and carries cuts 
showing the different strand construc- 
tions, and explains regular and lang 
lay. 

We can definitely notice the results 
of using this folder in re-orders. More 

today 90 per cent of our wire rope 
volume is preformed. 

We have a very active welding de- 
partment. We are trying to make this 
department headquarters in the Sioux 
City area for all types of welding sup- 
plies and equipment. Using our wire 
rope folder promotion experience as a 
measuring stick, we now have on hand 





C. W. Monroe, author of the aceom- 
panying article, is president and gen- 
eral manager of Sioux Machinery & 
Supply Co., Sioux-City, lowa. His firm 
specializes in mill supplies, machine 
tools, contractors’ welding and power 
plant equipment. The main display 
room of the company is 100 x 60-ft, 
with a rear stockroom 100 x 90-ft, and 
a basement warehouse 100 x 150-ft. 
Specialty salesmen are employed for 
the welding department, for power 
plant equipment, and for the wire 
rope and general construction depart- 
ment. 





The Author and His Company 











six different folders which are being 
sent out with all shipments of welding 
supplies and equipment. It is too early 
to check results but we are confident 
that the same method here will bring 
similar results. 

Along the same line, every major 
piece of equipment shown on our dis- 
play floor has a factory folder attached 


to it. Besides this we have a small 
table on the display floor which car- 
ries free folders for buyers. 

We believe we have hit on the proper 
method for distribution of free factory 
folders. At any rate, we are getting 
results, and that is more than we did 
under the first two plans which we 
tried. 





Transfer Dock 


Lorenze Co., Klamath Falls, Ore., ends 
confusion and congestion in ware- 
house by installing 65x100-ft. dock 


ReducesHandling 


WHEN THE Lorenze Co., Klamath Falls, Ore., built an addi- 
tion to older buildings, one large section was planned for 
use as a transfer dock for merchandise unloaded from freight 
cars. The new building is 300-ft. long and 100-ft. wide. 
The fact that allowance was made for a dock 65 x 100-ft. 
indicates the importance of the feature in the eyes of Lorenze 
Co. officials. And the arrangement, officials report, has 
eliminated confusion and congestion in addition to speeding 
up the unloading of cars. 

Merchandise is unloaded directly from the cars onto the 
dock floor. However, the stock is not kept there for any 
great length of time, the dock not being a stock room in any 
sense. As quickly as possible, the merchandise is trans- 
ferred to its proper department in the warehouse. 

A wide ramp leads down from ground level so that trucks 
may back in and load at truck-bed level. In case some mer- 
chandise comes in that is to be sent out without delay, the 
trucks take it from there and it never reaches the warehouse. 


along railroad siding. 





At most it may be kept on the transfer dock a day or two. 
When merchandise is to be placed in the warehouse it is 
moved on floor trucks. 
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Salesman believes in ferreting out problems and offering sug- 
gestions even though they reduce sales; says “what you lose 


SELLING SAWS 


in one direction you make up in another" 


T GETS NOISED AROUND when a sales- 
man is doing a good job in any 
line. And, when looking for some 
special information on selling saws and 
associated equipment to contractors or 
owners of large, group building proj- 
ects, we heard the name of Chet Wood 
mentioned more than once in that con- 
nection. For that reason. and not be- 
cause his name is Wood, not a bad han- 
dle for a saw salesman by the way, he 
was selected as the one to contribute 
the information. 

Moving with caution, we decided 
first to approach his boss, Sales Man- 
ager R. G. Spangler of the Zonne Elec- 
tric Tool Co., Los Angeles, to see if 
what he would say of Chet would be 
anywhere near what he would say at 
him in their Saturday morning sales 
meetings. So Mr. Spangler will make 
the introductory remarks. 

“Along with our complete industrial 
service, we also cover the contracting 
“Chet Wood covers this 
field and is equipped with the knowl- 


field,” he said. 


edge and ability to give it complete 
and offer 
recommending the right tool for every 


coverage, expert advice in 


phase of a construction job. As a mat- 
ter of fact, before he came with us 
about three years ago, he had been a 
building contractor. Therefore, he can 
talk the contractor’s language. 


Foresight Rewarded 


“An this 
service can be seen at the Kaiser Com- 
munity Homes project in Los Angeles, 
at which site is also located Kaiser's 


example of engineering 


southern California production and as- 
sembly plant. In this plant the housing 
units are fabricated not only for the ad- 
jacent project, containing some 600 
units, but for other similar Kaiser proj- 
ects totaling about 6,000 units. The 
cost per unit, including lot, is $8600. 

“Mr. Wood spent considerable time 
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—- 


Lee Eppler (left), 





purchasing agent of Kaiser Community Homes, is 


described by Salesman Chet Wood as the managerial type, conversant with 
all the material, equipment and production. 


working with the engineers and others 
in the Kaiser plant and his efforts have 
resulted in the placing of orders with 
our company for most of the light saw- 
ing equipment, such as electric wood 
saws, routing equipment, sanders, etc., 
together with the various supplies that 
go.with this equipment. His ability to 
help solve the various production prob- 
lems, which come up naturally in large- 
scale enterprises such as this, and to 
adapt the various tools to the exacting 
requirements of the work, proved in- 
the 
With this “preview” in 


valuable .to customer.” 
hand, Chet 
was approached to give his version 
of how to sell power saws for the pre- 
fabs. It is characteristic of him that 
he started out by modestly giving much 
of the credit for his success on this job 
to someone else. In so doing, he con- 
tributed a thought that is worth noting 
carefully. 

“When starting out on this project. 
which was early in 1946,” he began, “I 
was most fortunate to come in contact 


at once with a purchasing agent of the 


managerial type, if this is the right 
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term, conversant at first hand with all 
the material, equipment and production 
problems. He was Lee Eppler, purchas- 
ing agent plus. The ‘plus’ is very im- 
portant, for I have learned that on every 
hig job of this character there is one 
top man who has the vision to see it as 
a whole—not as it appears just now 
or next week but six months or a year 
from now, when operations are at a 
maximum. This man may be a general 
manager, purchasing agent, production 
superintendent or someone else. It is 
important that the salesman recognize 
this individual for what he is and co- 
operate with him completely from the 
start. 

“In this particular case, it was known 
that ultimately millions of board feet 
of lumber would need to be processed 
and fabricated into parts for thousands 


did, 


there was nething but a great bare area 


of houses. Arriving as | when 
containing only the most meager begin- 
nings of a plant and organization, it 
would have been very easy for a sales- 
man to be put off, even if he had the 
vision himself to see what was coming. 
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THE PREFABS 


By HENRY W. 
West Coast Editor 


This one and that one would be in- 
clined to decide that one or two or a 
half dozen pieces of equipment of vari- 
ous kinds would do at the start. to be 
added to here and there later as. re- 
quired. In these days. such a hand-to- 
mouth plan cannot be followed. Deliv 
ery dates on most things are too far in 
the future. What Mr. Eppler knew he 
would need several months hence he 
was willing to order at once without 
quibbling. That helped me immeasur- 
ably in my efforts to service the cus- 
tomer and have the right machines and 
supplies on the job, and enough of them 
at all times to keep up with increasing 
production schedules.” 

At this point, it seemed appropriate 
to ask Mr. Wood just what equipment 
and supplies he had sold to the account 
during the 
jotted down the items in the following 


intervening months. He 


list as a close approximation, without 
checking back through every order: 


Radial saws, 1% to 5 hp. ae 
Be IR con wcsaneccacs Seb eae tees we 25 
SIN Sos doy pw eoeie sans deen eee es 2) 
MEO tech Tel ne scdsd awaits 3 
Portable power saws..............e00e00. OO 
ING ks 0a as aka rien vole’ Ws 
SEO EEL CE CCE EE REP EEE Cree 6 
eer ree ieanueetenes ete 2 
MINN Shiro b caw hecue sds itsvedessees 1 
ee ET EE EPSP PR EME Cope errr 

REE WEEE 685.15 550s000dsandevaaaas ‘oa 
Sanding belts and disks (approx) 500 per month 
ig Fee By the hundred 


Router bits (carbide and plain) Large quantities 
Grinding wheels .... .Large quantities 
“Run through this list.” Chet) con- 
tinued “and it will be noted that quan- 
tities of router bits are being sold, both 
plain and carbide. These are used for 
making cut-outs in panels, notably fur- 
nace panels. The design of the houses 


calls for the extensive use of plywood 


YOUNG 


scoeeaieeaeel 





Knowing everyone and getting them to know you and your 


company is 


important 
builders, according to Chet Wood (center). 


in working with contractors and 
On the left is 


H. J. Frazier, assistant purchasing agent of Kaiser Com- 
munity Homes, and on the right is R. G. Spangler, Zonne 
Electric sales manager. 








All work at the Kaiser plant is done on a production line basis. The assembly 


line begins here with house sides suspended from overhead 


The fabricating plant is a busy place. 


for such panels. Now, the glue in the 
plywood seems to be allergic to ordi- 
nary router bits, wearing them out at a 
rate very disturbing to the customer and 
to the salesman as well, if he keeps the 
best interests of his customer always up- 
permost. In the beginning. | was selling 
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trolleys. 





This is a general view. 


them ordinary bits at the rate of two ot 
three hundred a month. This was bad. 
and the bigger the bit orders the more 
they stuck in my crop. 

“So after awhile a conference was 
called on the matter and it was decided 
to go to carbide bits. I had the pleas- 
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ure of seeing my plain-bit orders drop 
from the hundreds a month, at around 
$1.50 to $4.50 each, to about 10 carbide 
bits at $10 to $30 each. 

“TI repeat, for emphasis, that I had 
the pleasure of seeing my orders drop 
on this item. Any salesman will feel 
the same way who is working with and 
for contractors or builders, for he gets 
just as interested as they are in the 
satisfactory progress of the job. If he 
sees a way to bring about an economy 
such as this, or to speed up the work 
in some other direction, regardless of 
its effect on his personal sales sheet, 
he should be for it one hundred per 
cent. What you lose in one direction 
you are bound to make up in another, 
is my theory. 

“Another thing to remember is that 
the salesman should do his share of 
ferreting out problems or anticipating 
things that are approaching the prob- 
lem stage, which means his share in 
keeping the job running smoothly. 

“By way of example, the floors of 
these housing units are given a parquet 
effect by dividing them up into 12-in. 
squares, grooved around the edges and 
then filled. These grooves are best cut 








Watching a workman operate a router are E. W. Hostetter, Jr., assistant 
productior superintendent, and Chet Wood. 


with a router. At a certain stage of the 
work it became evident that we would 
not be able to get enough routing ma- 
chines soon enough to prevent a bottle- 
neck in that department. This led, tem- 
porarily at least, to an application of 
milling saws, which we could get, and 
which worked out quite satisfactorily 
before a bottleneck could develop. 
“Once started on a large construction 
jeb, be faithful to it. Be particularly 
faithful at the beginning when they are 





All parts for one complete house (above) are transported as a “package,” 
to the building site. And below is a prefab ready for occupancy. 
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laying the groundwork and need you 
most, for that is also the time when you 
should be laying the groundwork which 
will determine your share in the ‘profits’ 
of the enterprise. 

“At the inception of this particular 
job and for weeks after, when the actual 
amount of materials was not large, 
plans were being made and facilities 
laid out, and everything they did need 
was needed at once. During this stage, 
I was there practically every day. I 
brought out any amount of material and 
¢ juipment in my car, to save a few 
fuurs of time, for at that period they 
did not even have any trucks in opera- 
tion. As time went on, and they pro- 
cured their own pick-ups they were able 
to get some of the material themselves, 
when our regular daily delivery sched- 
ules were not fast enough. 

“But I kept up these daily calls for 
a long time, for it was also important 
that I meet and become acquainted 
with the new men as they came on the 
job—assistants, superintendents, fore- 
men, etc., even down to a large number 
of the workmen. Insofar as my experi- 
ence and knowledge of the products 
we had to sell were concerned, naturally 
I sought to operate as a sort of walking 
bureau of information. But in doing so 
I did rot restrict myself to saws and 
electric tools. If I had knowledge of 
something they needed, but foreign to 
our line, where it could be obtained, or 
how it should be used, I passed the in- 
formation along to whomever might be 
in need of it. All this helps with the 
contractor and builder, for new methods 
and new materials are coming along 
at such a swift pace these days that he 
will appreciate and will make use of 
any ‘know-how’ or ‘know-where’ that 
you, as a salesman, may have picked 
up along the road.” 
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P.O. “PETE” BOYLAN DIES 


Retired sales manager of W. M. Pattison supply, Cleveland, was known throughout 


industry, was familiar figure at conventions, served in supply field 48 years 


one of its most widely known and 

highly respected members last 
month when P. O. “Pete” Boylan died 
at his home in Cleveland. Mr. Boylan, 
who celebrated his 69th birthday last 
November, retired as sales manager of 
the W. M. Pattison Supply Co., Cleve- 
land, in November 1945. He had served 
the company for 48 years. 

A native of Cleveland, Mr. Boylan en- 
tered the supply industry as an office 
boy for W. M. Pattison Co., when it 
was founded in November, 1897. He 
advanced steadily through the company, 
rising to the position of sales manager, 
a post he held for 26 years before his 
retirement. The high esteem in which 
he was held by executives of the firm 
and fellow workers was clearly shown 
when he retired. The executives and 
members of the company’s sales force 
honored him at a luncheon and pre- 
sented him with several gifts. 


[': INDUSTRIAL SUPPLY industry lost 


Mr. Boylan was a member of the 
Cleveland Athletic Club for many years 
and was an outstanding bowler and 
golfer, winning numerous bowling tour- 
naments. His ability on the golf course 
was widely known in the supply indus- 
try. He seldom missed an opportunity 
to “battle it out” on the links with 
others in the industry when golf matches 
were commonplace at Triple Mill Sup- 
ply conventions. Mr. Boylan was a 
familiar figure at the conventions and 
took an active part in discussions and 
the drafting of plans for improving the 
supply industry. Although, on occa- 
sions he held different viewpoints than 
some of the other leaders, his opinions 
were sought constantly and were al- 
ways highly respected. 

Mr. Boylan was an outstanding sales- 
man and frequently surprised even his 
colleagues with the size of orders he 
obtained. He believed implicitly in ob- 
taining orders on his sales ability and 





One of the most recent photographs of Mr. Boylan (right) is this one taken 
in November, 1945, when W. M. Pattison executives and members of the 


sales force honored him at a luncheon. 


With him in the photo is A. C. 


Vaughan, treasurer and only surviving member of the group that founded 


the Pattison company. 
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Although this picture of Mr. Boy- 


lan is an old one, he was well 
known in the industry even at the 
time it was taken. 


the ability of his firm to render service. 
He often told the story of how he ob- 
tained an enormous order for shipment 
to a South American country despite 
the fact that the buying agent was in- 
His 
argument that the buyer wanted good 
and recognized products and wanted to 
deal with a reputable firm won the 
But, Mr. Boylan always 
added, it took an entire day of repeat- 
ing the argument and sticking firmly 
to established prices. 


tent on getting price concessions. 


order for him. 


Mr. Boylan was born in Cleveland. 
the son of Owen and Rosanna Boylan. 
He attended Immaculate Conception 
School in Cleveland. 
ber of Gilmour Council, 
Columbus. 

His wife, the former Catherine Flem- 
ing, died in 1941. Surviving him are 
three daughters, Mrs. Kathleen Mona- 
han, Mrs. Helen O’Brien and Mrs. Mar- 
garet Kelley; a son, Peter O. Boylan, 
Jr., of Cincinnati; five grandchildren, 
and a sister, Mrs. Margaret Cushing. 


He was a mem- 
Knights of 








Production Men 
Can Teach Things 








The men who use the products you 


sell are good sources of product 
information says T. J. Ropke. 


THE MEN who use the products sold 
by an industrial supply salesman can 
expand the salesman’s store of knowl- 
edge about products and product ap- 
plication according to T. J. Ropke, 
Brothers Mill 
Supply Co.. Louisville. Ky. Mr. Ropke. 
who has been “selling industrial sup- 


salesman for Sherman 


plies for a little more than a year, 
doesn’t presume to know everything 
about salesmanship but he is sure knowl- 
edge of products and their application 
is a fundamental which no 
can afford not to improve. 
Mr. Ropke has worked in production 
on finishing and on steam pumps. He 
has a working knowledge of many tools. 
supplies and 


salesman 


equipment. However, 
tools, supplies and equipment aren't al- 
ways used the same way in all shops 
and the salesman, who gets around to 
quite a few different mills and factories, 
has an unusual opportunity to improve 
his store of knowledge of applications. 
As a former man, Mr. 
Ropke stresses the implementation of 
product knowledge obtained from manu- 
facturers’ men and from study, with the 
experienced observations of men who 
use the products the salesman sells. 
Therefore, Mr. Ropke advises fur- 
ther always follow up a sale with an 


production 
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ALES TIPS om SALES MEN 


active interest in how your products 
are used and regarded in the back 
room. It helps the salesman improve 
his knowledge of applications, im- 
plants customer confidence and extends 
the salesman’s acquaintanceship with 
men who are potent factors in all sales 
the production men, 


Customers’ Application 
Of Tools instructive 


Dick Johnson, Norman Supply Co., 
Norfolk, Va., inspects a steel wire 
fence to learn a point about its 
design. 


\s A NEW industrial supply salesman, 
Dick Johnson has found out that knowl- 
edge of products and applications can- 
Mr. John- 
son is 29 years old and had had a 
year and a half’s experience on the in- 
side in the Norman Supply Co., Norfolk. 
Va., before entering the Army. He served 
35 months, having been with the 29th In- 
fantry Regiment of the 106th Infantry 
Division through France, Belgium and 
Germany. He was released from serv- 
ice last June, and returned to the 
Norman Supply Co. where he was of- 
fered the job as outside salesman. 

Mr. Johnson obtained a fair idea of 
what sort of products an industrial 
supply firm handles before he went 
into the Army so this did not present 


not be stressed too greatly. 
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much of a problem in his initial ad- 
venture into selling. However, applica- 
tion is another story and Mr. Johnson 
leaves no source of information on this 
subject untapped. He is an omniver- 
ous reader of all manufacturers’ litera- 
ture on applications, handbooks and 
magazine articles. However, he believes 
that the 
sells provide the most valuable lessons 
as these applications deal with those 
problems he encounters day in and day 
It might be a good idea to know 
the applications of a certain tool in a 
textile mill but, if there are no textile 
mills in your territory, such knowledge 
is merely academic according to Mr. 
Johnson. 

Since the policy of the Norman Sup- 
ply Co. is to take full advantage of 
manufacturers’ offers to instruct sales- 


men who use the tools he 


out. 


men at their own schools, Mr. Johnson 
is looking forward to his first visit to 
one of these. 


Memory Helps 
But Records Are a “Must” 





His invaluable note book set aside, 
Lewis A. Mease, Steinman Hard- 
ware Co. salesman, discusses a 
problem with a customer. 


(ALTHOUGH A good memory is a definite 
asset to the industrial salesman, memo- 
randa in writing are necessary if costly 
and 


errors inaccuracies are to be 


avoided and sales opportunities capi- 
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talized upon, according to Lewis A. 
Mease, salesman for Steinman Hard- 
ware Co., Lancaster, Pa. 

“After serving a group of customers 
for some time,” says Mr. Mease, “a 
salesman can pretty well systematize 
his calls without a written schedule. 
But, as in all occupations, it’s the little 
things, easy to forget. that often count 
most. That’s why I wouldn’t be with- 
out my ‘little black book’. I make 
constant use of it for jotting customers’ 
requests for information, sales leads and 
valuable information I gather in in- 
formal discussions with the people I see 
every day.” 

Mr. Mease believes his record book 
has been helpful on numerous occasions 
where, without it, he would have ne- 
glected opportunities for expanding his 
clientele or increasing sales. Getting 
clues, hints and factual data down in 
writing relieves the mind of cluttering 
with “a thousand things to do”, 
assures that when related subjects come 
up in the future the necessary informa- 
tion is available between the familiar 
black covers. 

“Of course,” adds Mr. Mease, “the 
records should be kept up to date. The 
data book defeats purpose if it 
becomes a pigeon hole for ideas you 
never will use. or grows into something 


and 


its 


so bulky you can’t find something when 
you want it. Like file drawers, it has to 
be reviewed and cleaned out periodi- 


cally.” 


Service Individuality 
Leads to Orders 


“PircH IN and get greased up if it 
will help the customer” is the selling 
motto of H. E. Robbins, salesman for 
the Southern Equipment Co., San Di- 


ego, Calif. Having previously been 
in the service department of a middle 
Western distributor of contractors’ 


equipment, the Waterloo Construction 
Co., Mr. Robbins utilizes the knowledge 
and skills so acquired in his selling 
work, whether in connection with con- 
tractor or general industrial accounts. 

“Service the individual way, is what 
I call it,” says Mr. Robbins. “Mostly 
you would call it trouble shooting, but 
it pays in orders in the end, I carry 
a well-equipped tool box in my car at 
all times—a collection of perhaps $200 
worth of hand tools. gauges, 
ments, etc., together with complete serv- 


instru- 


ice manuals on harvester equipment 
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H. E. Robbins, salesman, shows his ‘‘stock in trade’—a well-stocked tool 
kit and a suit of coveralls. 


and motor grader. Also, and what is 
just as essential, | carry a coverall suit 
into which I hustle at the slightest hint 
of real trouble or incipient trouble in 
any of the equipment. 

“Selling 
means that you must be practically one 


contractors successfully 
of their men, not only talking their 
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language but doing their stuff and dress- 
If I bring a 
new machine on the job and ask one 
of the 
out, I hop onto his machine in the 


ing and acting the part. 


drivers to get on and try it 


meantime and keep it moving dirt while 


he is testing out the new one. This 
(Continued on page 259) 
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NEW PRODUCTS 


with sales 


possibilities 





Flashlight 


Durable Plastic 





RECENTLY ANNOUNCED is a new flash- 
light case made of a tough, durable 
plastic designed to withstand abuse. 
According to the manufacturer, it can 
be tossed into a tool box without break- 
ing and stepped on without denting or 
bending. Being plastic, it is a non-con- 
ductor of electricity and can be safely 
used around power lines. Except for 
metal parts, it resists corrosion of ex- 
hausted dry cells and is unaffected by 
oils, greases, gasoline or water. Temper- 
atures ranging from 30 degrees below 
zero to 150 degrees above are said to 
cause no warping, cracking or deteri- 
oration. The lens is the unbreakable 
type and does not check or discolor 
with age.—Ideal Industries, Inc., Syca- 
more, Ill.—Mitt Suppiires, February 
1947. 


Electric Hand Grinder 
Dual Purpose 





A NEW ELECTRIC HAND GRINDER is a 
dual purpose tool for use either as a 
straight hand grinder or with an at- 


tachment which converts it to a flexible 
shaft tool. The flexible shaft conversion 
includes a ball or hanger, in which the 
motor housing is clamped. a 36-in. flex- 
ible shaft which chucks into the driving 
motor, and a choice of three different 
hand-pieces. The manufacturer offers 
the new grinder in two different kits:— 
the standard includes the power unit, 
shaft, hand-piece and nine accessories 
(mounted wheels, files, arbors); the 
deluxe kit includes the power unit, 
shaft, hand-piece and 27 different ac- 
cessories packed in a permanent wood 
case. The motor is 14 hp; the chuck 
has 14-in. capacity. Two other available 
attachments convert the hand grinder to 
bench- and lathe-mounted operation.— 
The Dumore Co., Racine, Wis.—Mi. 
Suppuies, February 1947. 


Hand Truck 


Heavy Duty, Light Weight 








A NEW GENERAL SERVICE HAND TRUCK, 
built to handle the heaviest practical 
manual trucking loads with ease and 
speed, has been developed. The manu- 
facturer points out that ease of opera- 
tion results from four features; light 
weight of aluminum construction, per- 
fect balance, a long 7-in. steel nose that 
facilitates “breaking” a load, and solid 
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rubber tired, ball bearing wheels. The 
truck is 53 in. high by 18 in. wide and 
has 9-in. wheels. Except for the steel 
nese, construction is of aluminum al 
Thermoid Co., Trenton, 
Mitt Suppuies, February 1947. 


loy castings.- 


he fF 


Electric Hoist 
Portable, Roller Chain 
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A NEW LINE of roller chain electric 
hoists of 14, ¥% and one-ton capacity 
has been announced. The one-ton hoist 
weighs only 87 pounds, light enough 
for one man to install or move without 
The hoists utilize double- 
reduction, totally enclosed worm gear 
drive and have precision ball bearings 
throughout. A cast steel frame assures 
load carrying on steel from hook to 
hook. A patented self-energizing motor 


assistance. 


brake, requiring no adjustment, inter- 
locks with the controller to provide safe 
operation. Control is by means of sin- 
gle-bar grip, and the alloy steel roller 
chain operates over an extra large 
sprocket. An unusual feature claimed 
is that the hoist can be operated in an 
inverted position, advantageous when 
the suspension point is high. Instead of 
carrying the hoist to the suspension 





Flashlig! 
Electric 
Hand Ti 
Electric 
Skid Bo: 
Lathe D 
Air Val 
Lapping 
Centeri 
Tube Fi 
Ladder 
Air Co 
Drill Hi 
Wet G 
Auger | 
Masonr 
Surface 
Screw 
Power 
Tool $' 
Centrit 
Hole L 
Welder 
Weldin 





point, th 
length, 

and sus} 
is then | 
Whiting 
PLIES, | 


Skid 
Coll 





THERE 
skid pl 
tion fe 
by ind 
are pre 
inch gs 
Panels 
12 in. 








en we “SS C2 


PRODUCT 


Flashlight 
Electric Hand Grinder 
Hand Truck 
Electric Hoist 
Skid Box 

Lathe Drawbar 
Air Valve 
Lapping Machine 
Centering Pilot 
Tube Fitting 
Ladder 

Air Conditioner 
Drill Head 

Wet Grinder 
Auger Bit Set 
Masonry Drills 
Surface Grinder 
Screw Drivers 
Power Tool 

Tool Steel 
Centrifugal Pump 
Hole Locator 
Welders’ Goggles 
Welding Electrode 








 PAGE.NO. 


MAIN FEATURE =.’ 


108 | Durable plastic 

108 | Dual purpose 

108 | Heavy duty, light weight 
108 | Portable, roller chain 
109 | Collapsible 

109 | Positive grip 

109 | Fingertip control 

273 | Precision flat surfacing 
275 | High speed threading 
275 | Self-flaring — 

277 | Light, safe 

279 | Spray regulation 

279 | Eight spindle 


281 | Improved model 
281 | Interchangeable heads 





283 | Carbide tipped 
283 | Hand operated 
283 | Suction pickup 
288 | Shockproof plastic 
288 | Ready-to-use 

290 | Self-priming 

290 | Quick aligning 
292 | Speed shift 

292 | Shielded arc 





MANUFACTURER 


Ideal Industries, Inc. 

The Dumore Co. 

Thermoid Co. 

Whiting Corp. 

The Market Forge Co. 
General Die & Stamping Co. 
Mead Specialties Co. 
Spitfire Tools, Inc. 

Landis Machine Co. 
Brockway Company 
Gepfert Ladder Co. 

Black Mfg. Co. 

Commander Mfg. Co. 

The Hisey-Wolf Machine Co. 
Bruno Tools 

Vascoloy-Ramet Corp. 
DoALL Co. 

Keller Tool Co. 

Casco Products Corp. 
Marshall Steel 

Chain Belt Co. 

Knu-Vise, Inc. 

Chicago Eye Shield Co. 
American Chain & Cable Co. 

















point, the cable is run out to the desired 
length, the hoist turned upside down 
and suspended from the hook. The load 
is then attached directly to the hoist.— 
Whiting Corp., Harvey, Il.—-Mi1.1. Sur- 
PLIES, February 1947. 


Skid Box 
Collapsible 








THERE IS NOW BEING MARKETED a new 
skid platform-collapsible box combina- 
tion for transporting loose materials 
by industrial truck. The skid platforms 
are provided with sockets to receive one 
inch standard pipe as corner posts. 
Panels for the sectional boxes are each 
12 in. high and are provided with loops 


of steel which engage with the pipe 
stakes. The all-steel panels, made to 
withstand abuse, can be built up to 
any desired height. Features include 
easy stacking of panels when not in 
use, combinations for two-ended, two- 
sided or three-sided boxes, and easy 
tiering of full or empty skid boxes.— 
The Market Forge Co., Everett, Mass.— 
Mitt Suppiies, February 1947. 


Lathe Drawbar 
Positive Grip 





DESIGNED FOR PRODUCTION USE on pop- 
ular model half-in. collet capacity 
lathes a new improved lever type draw- 
bar is now on the market. According to 
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the maker, the drawbar is particularly 
useful where there is a slight variation 
in work diameter. Positive gripping 
tension is applied over the range of 
three adjustable positions. The draw- 
bar thus adapts itself to the stock diam- 
eter, whether it be undersize, oversize 
or standard, without the necessity of 
taking the unit apart.—General Die & 
Stamping Co., New York.—Mu.u Svup- 
pies, February 1947. 


Air Valve 
Fingertip Control 





A PNEUMATIC CONTROL VALVE designed 
for easy telegraph-key operation, and 
either vertical or horizontal surface 
mounting, is being marketed. Its ca- 
pacity permits fast action to cylinders 
up to 4-in. bore, and the valve is 
(Continued on page 273) 








OW THEY DO IT 


Distributors tell how they use order number continuity to facilitate 
record-keeping, employ chute for rapid package handling, acknowledge 
orders effectively and store sprocket wheels 










ACKNOWLEDGMEN 


Gentlemen: 


We acknowl 


We will ship on or about 


Card Simplifies 
Order Acknowledgment 


the 
Factory Supply Co., Muskegon, Mich., 
an acknowledgment card is immediately 
filled out and mailed to the customer. 
The card carries information on prob- 
able shipping date and has space for 


When an order is received by 


110 


— AND DELIVERY ! 


edge with thanks recei 





NFORMATION 







Date 


pt of your order No. 







FACTORY SUPPLY CO. 
Muskegon, Michigan 


additional data which might be helpful 
to the customer. In the event an order 
is to be shipped direct from the factory. 
the card is sent to the customer after 
shipping information is received from 
the supplier. The cards are also used 
to keep customers posted on the status 
of back orders. 
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Numbered Sprocket Board 
Speeds Stock Handling 


A glance at the sprocket storage rack 
used at Mills & Lupton Supply Co., 
Chattanooga, Tenn., tells whether or 
not the desired type and size is in stock, 
and helps to eliminate error in selection. 
The rack consists of a planked back to 
which bolted, 
Rods are long enough to accommodate 


rods are horizontally. 
the normal maximum stock of all reg- 
ular sizes carried. Under each rod is 
an identifying number when the sprock- 
ets are hung with the backboard in an 
inclined position. James Campbell, in- 


dustrial supply salesman, here selects 


a sprocket ordered by a customer. 


Norman H. Pickle, sales specialist in 
drills and abrasives, and son of L. E. 
Pickle, president, says the acknowl- 
edgement card system has proved 
very popular with customers. 
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Order Number Continuity Aids Record Checking 


A simplified system for numbering 
sales and purchase orders and invoices 
has been adopted by the Forslund Pump 
& Machinery Co., Kansas City, Mo. Ac- 
cording to O. A. Forslund, owner, it 
permits quick, accurate order tracing 
and checking whenever a question arises 
concerning the status of an order. In 
the number 6-12180 on the sample forms 
shown, the “6” designates the year 
1946. The identifying number is identi- 
cal on the purchase and sales orders 
and invoice, thus correlating the custo- 
mer, source of supply and material 
ordered. If the material were being pur- 






Chute Speeds 
Package Handling 





Light and medium-size packages of 





merchandise are quickly and safely 






moved from the second and third floor 






warehouses of Hajoca Corp.'s branch 
in Chattanooga, Tenn. to the street floor 
this sturdy 






shipping department via 





chute of riveted steel. The chute was 






installed when the building was erected 
the 


second floor level, shows the drop-gate 





several years ago. This view, on 







(at left of the supporting stanchion) 






which is used to halt packages from the 





third floor when necessary. Consider- 






able savings in man-hours of handling 





labor result from daily use of the chute 
for 






material customers” 






in assembling 





orders, 


















S53 


chased for stock, instead of for ship- 
ment to a customer as in the example il- 
lustrated, the letter “S 
been added at the end of the number. 


” 


would have 


eesce Pee 


4 


In this way the receiving clerk is in- 
formed whether the material, when re- 
ceived, is to be applied to a back order 
or sent to stock. 


O. A. Forslund finds his order number- 
ing system a logical and simple one 
for tracing the progress of any order 
on the books. 
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To Sel Micrometer — 


YOU NEED THE ANSWERS 


The micrometer caliper is 
one of the most important 
gaging instruments in any 
machine shop. You'll be 
more likely to get a full 
measure of business from 
each customer contact if 
you know something about 
how 


“mikes” work and 


where. Answers to ques- 


tions are on page 261. 


QUESTIONS: 


1. Match the keyed letters on the draw- 
ing with the following micrometer 
terminology: 


Hub (or sleeve) Frame 
Anvil Cap 
Thimble Spindle 


2. The micrometer was first introduced 
to industry in this country in (a) 1650 
(b) 1775 (c) 1912 (d) 1877. 


3. What are the three general types of 
micrometer now in use? 


4. Each numbered vertical division on 
the hub (or sleeve) of the micrometer 
jllustrated equals .100-in. Therefore, 
each small division equals (a) .050 in. 
(b) .005 in. (c) .025 in. (d) .001 in. 


5. The thimble of the micrometer trav- 
els on an internal screw having exactly 
40 threads to the inch. Therefore, one 
complete revolution of the thimble 
causes it to travel right or left exactly 
(a) .025 in. (b) .250 in. (c) .040 in. 
(d) .004 in. 


6. Since the beveled edge of the thim- 
ble is graduated into 25 divisions, what 
distance is travelled by the thimble 
when it is revolved just one of these 
divisions? 

7. The maximum spindle travel on a 
one-inch ‘micrometer is (a) one inch 
(b) two inches (c) % inch (d) % 
inch. 

8. The micrometer shown is made for 
accurate reading to (a) hundredths 


(b) tenths (c) ten-thousandths (d) 
thousandths of an inch. 


9. What.is the reading shown on the 
micrometer illustrated ? 


10. If the thimble were revolved clock- 
wise until the 21st division on the 
beveled edge coincided with the hori- 
zontal line on the hub, what would the 
reading be? 


11. If the thimble were revolved coun- 
ter-clockwise until the 3rd division on 
the beveled edge coincided with the 
horizontal line on the hub, the reading 
would be (a) .130 in. (b) .180 in. 
(c) .153 in. (d) .128 in. 


12, Name some applications of outside 
micrometers. 


13. Are there any micrometers which 
read accurately to less than thousandths 
of an inch? 


14. How close an estimate beyond 
thousandths of an inch may be made 
when using an ordinary thousandths mi- 
crometer? 


15. Is the. one-thousandths micrometer 
sufficiently accurately for ordinary shop 
work? 


16. How do screw thread micrometers 
differ from regular outside microme- 
ters? 


17. What are the standard sizes of mi- 
crometer? 


18. Micrometers may be fitted with 
rounded anvil attachments for measur- 
ing (a) soft material (b) thickness of 
curved surfaces (c) shallow holes (d) 
rough surfaces. 


19. When the anvil and spindle faces 
of a micrometer wear, the micrometer 
(a) must be thrown away (b) can be 
adjusted by the user (c) reading must 
be increased by the amount of wear 
(d) must be returned to the manu- 
facturer for adjustment. 


20. How does an inside micrometer dif- 
fer in appearance from an outside mi- 
crometer? 


21. What are some of the common 
applications of inside micrometers? 


22. How is the inside micrometer made 
adaptable for measuring a range of dis- 
tances from 11% in. to 32 in. without 
being unwieldy? 

23. Describe briefly the appearance of 
the depth micrometer. 


24. Where is the depth micrometer 
used? 


25. How may a measurement taken by 
a micrometer be preserved on the instru- 
ment without danger of alteration? 
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THE BieSleeS THAT HELP 


A RAILROAD KEEP Geared for Action 


SBORN BRUSHES ride the rails, help keep the 

rolling stock rolling for modern-minded Erie. 

In the Meadville shops alone, newly equipped with all 

the latest-type production and maintenance devices, 

brushes play an important role in department after 
department. 

They deburr threads, clean and polish gauge cocks, 
globe and feed valves on air brakes. They help keep sig- 
nalling and other safety equipment up to par. They’re 
kept busy, day after day, conditioning and recondition- 
ing welding torches—the most important single repair 
tool along a railroad’s entire right-of-way. 

When you see a railroad train, you don’t think of the 
p«:wer brushes that help keep it rolling along on sched- 
ule. Neither do you think of brushes when you see an 
automobile, a typewriter or a telephone. Yet without 
power brushes and modern brushing techniques, all 
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Photographs 
courtesy The 
Krie Railroad 





these articles (and almost any others you can think 
of!) would be more costly to make and maintain. 


In almost every industry, Osborn brushes can help speed 
up manufacture, cut costs—and produce a better, more 
uniform, more saleable product. 


Why not get the facts today as applied to your busi- 
ness? Without obligation, of course! 


THE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


LOsborn @. 
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WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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Order per Volume Size of Order per 
Sales Salesman per Average Working 

Area Indicator perDay Salesman rder ay 
North Atlantic Nov. 386 16 $14,900 $35.00 120 
Dec. 380 15 15,170 38.30 95 

Southern Nov. 379 17 $39,000 $36.50 112 
Dec. 323 16 18,100 36.70 111 

North Central Nov. 294 20 $16,120 $31.00 99 
Dec. 278 15 15,660 35.50 88 

Western Nov. 492 11 $15,100 $37.60 114 
Dec. 480 13 14,750 52.70 114 

Pacific Nov. 359 12 $13,150 $32.20 70 
Dec. 411 12 13,650 37.40 63 


THE SALES INDICATOR for the last month of 1946 dropped 
to 334. This is a 10 percent drop from the October peak 
of 372 and due, in part, to a normal seasonal slump. The 
size of average order in December was up to $37.40, while 





orders per working day was down to 95, and orders per 
salesman per day at 15. The average salesman's volume 
for the month was $16,150. 
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OSTER no. 562 











“TOM THUMB’ 


threads nipples as short 
as 31/2" in the 2” size. 
No nipple chuck needed 





This portable threading machine is a'natural" for Distributors’ 
Salesmen. Practically every plant has need for this fast, 
accurate unit. 

One big sales point is the design and construction of the 
FRONT CHUCK. Its powerful, extended jaws make it easy 
to thread both ends of short nipples without using a nipple 
chuck. (See illustration above.) 


Other Important Sales Advantages 


The quick-opening, adjustable die-head handles the 
complete range from !/," to 2". (Extra range !/," pipe.) 
Bolt range is !/." to |!/.". Equipped with the Universal 
Drive Shaft (as illustrated below) the machine has 
ample power to drive geared die-stocks from 2!/2" to 
8" capacity. . 

The universal, bar operated, three-jaw FRONT CHUCK 


Examples of Speeds 


Total floor to floor time including 
chucking, threading, reaming, cham- 
fering, and cutting off on |" pipe is 
only 46 seconds; 2" pipe only 61 
seconds. All other sizes within range 
of machine are handled at propor- 
tionately fast speeds. 


For complete information on this top- 
notch sales producer, write for cata- 


log "LIST NO. 8-E". 








is quick-acting and positive gripping. The universal, wheel 
operated, three-jaw REAR CHUCK is quick-acting and 
positive centering. 


Spindle, shafts, and worm gear are all ball bearing 
mounted. Those features plus helical reduction gears 
and other features make a smooth, frictionless drive 
for fast, accurate threading. Many other advantages. 


. 











The Oster No. 562 "TOM 
THUMB" equipped with spe. 
cial, universal drive shaft has 
anple power to drive geared 
die-stocks from 2!," to 8” 
capacity. 


thy 


for faster, better threading=™ 





THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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U. S. First to Ratify 
I. S. O. Convention 


The United States has become the 
first country to ratify the convention 
setting up the 25-nation International 
Organization for Standardization. The 
action was taken at a recent meeting of 
directors of the American Standards 
Association. Dr. P. G. Agnew, vice- 
president and secretary of ASA said he 
had received notice from Charles le 
Maistre, secretary of the United Nation- 
als Standards Coordinating Committee, 
that the U. 


with its official acceptance of the new 


S. was first under the wire 


constitution and by-laws. 


Priority System 
Virtually Dead 


THE LAST REMNANTs of the priority 
system, which ruled distribution of basic 
materials during the war, were virtually 
wiped out by the Office of Temporary 
Controls early last month. 

Issuance of the CC rating is now lim- 
ited to the three following cases by 
amendment to Priorities Regulation 28: 
1. Items needed to fill military orders 
which cannot be deferred without hurt 
to the defense program or to health and 
welfare of enlisted personnel. 

2. Items needed to provide essential 
utility services or, in emergencies, to 
eliminate serious hazard to life, health 
and safety of a large group of people. 
3. Material and equipment required to 
maintain or 


increase production of 
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building materials in short supply. 
Eliminated by the amendment is all 
government priority aid to business for 
production materials. maintenance and 
repair, and capital equipment or con- 
struction materials required to start or 
maintain an individual plant or busi- 
Hardest 
hit by the action are veterans anxious to 


ness or to alleviate hardship. 


start a new business and small firms, 
as they now have to compete with es- 
tablished companies ‘for materials in 
short supply. 

Only the limited MM rating for the 
military and the emergency AAA rat- 
ing for civilian production remain in 
effect. The HH 


housing rating was 


| | Ee ud 
ONDJFMAMJJASOND 


abandoned with the collapse of the Wy- 
att housing Curently out- 
standing CC ratings, even for uses now 


program. 


denied government aid. will be hon- 


ored until used up. 


Good Year Forecast 
For Safety Equipment 


Members of the Safety Equipment 
Manufacturers’ Association forecast two 
to three times pre-war production levels 
in their industry during 1947 at the 
annual convention held in New York 
City in January. Shortages of glass and 
scarce metals are expected to be over- 

(Continued on page 262) 


Factory Shipments Rise A Third In Six Months 


Expanding production 





cs 


and rising prices have - 
boosted the dollar 
value of factory ship- 
ments one-third in the 
past six months. Al- 300 
though consumers are 
absorbing the in- 
creased flow of goods 
at present, it is un- 
likely they can cone 20 
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Dollar Value of Shipments 
Index, 1939 = 100 
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tinue to do so in such 
volume. Unlike past 
boom periods, durable 
goods shipments are 





Nondurable Goods 
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not now running much 00 wv 
ahead of non-durable. 
It is expected that the 
gap will widen in the 
next few months as 
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OUTLIVE TWO! 


LUBRIPLATE Lubricants actually 
condition bearing surfaces and 
stop progressive wear. They pre- 
vent rust and corrosion and resist 
steam, hot water, many acids and 
other adverse conditions. LUBRI- 
PLATE is in a class by itself. Use 
it and make one bearing outlive 
two. Write or phone for facts 
and figures. 


FOR YOUR 
MACHINERY 
© general oil type 


led bearings, wit 
and bottle oilers. 


No.2 — Ideal ~- 
lubrication, ring © 
feeds, sight —- as we 
— Becous ; 
oe a. le life it reflects —_ 
sendee performance in most ~ % 
Sacioeed gears (speed reducers). 
a he most popular 
‘or general ap- 


plication - 
— For a wide 
pond especially 
“200 degrees F. 
tio 
_ 130-AA — Known no 
~ superior lubricant for op hao 
heavy duty bearings, wire ney bo 
is is the - 
ARING — This is —_. 
OA icbricont thot has —— 
de acciai the ge 
wide I 


range of grease 
at tempera- 


nwide os 
en gears, 


o¢ ast 
ALERS From coast TO CO » 


‘Sup \4 r\e) 
YOUR ciagsirigo TELEPHON 


ADVERTISEMENT) 


REFLECTING SERVICE 





The old saying "service is the Divine Com— 
mittment of Man" surely applies to the in- 
dustrial supply salesman. That word ser-— 
vice is his "middle name" and it has had 
much to do with building up his reputation 
and success, as well as that of his com— 
pany. There is nothing of more importance. 


» 


There are numerous ways and means of re— 
flecting service in our daily work. One 
mighty good way is to properly bring LUBRI- 
PLATE lubricants to the attention of every 
lubricant user in your district. You will 
be performing a great service by impressing 
them as to how LUBRIPLATE reduces friction 
and wear——-how its use cuts down power con-— 
sumption—-how it protects machine parts 
against rust and corrosion and finally how 
economical its use is. 


% % 


The advertisement appearing on this page, 
also in over twenty other trade magazines, 
refers to the use of LUBRIPLATE for lubri- 
cation of ball and roller bearings. Prac— 
tically every plant you call on uses ball 
and roller type bearings on electric 
motors, production machinery and various 
types of equipment. Ball and roller bear-— 
ings represent a sizeable investment and 
are deserving of proper care and attention 
in order to make them last. The right 
lubricant properly applied is of paramount 
importance in lengthening the life of these 
bearings. 


¥ 


You will be reflecting a real service by 
prevailing on your customers to use LUBRI- 
PLATE on all their ball and roller bear-— 
ings. Show them why BALL BEARING LUBRI- 
PLATE should be used on the general run of 
these bearings operating at speeds up to 
5000 RPM and LUBRIPLATE No. 205 at speeds 
above 5000 RPM. The results will prove 
very gratifying to you and your customers. 


"LUBRIPLATE FOR SERVICE" 
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How FAR GENERAL BUSINESS is going to 
decline and when, in 1947, the recession 
will start seem to be the main concerns 
of leading economists. Agreement is 
almost complete among them that the 
economy is in for some kind of setback 
during the next twelve months. Opin- 
ions vary, though. on just which factors 
will be mainly responsible, how severe 
the slump will be and when it is likely 
to set in. 

These views are brought to light in a 
booklet issued by the National Industrial 
Conference Board, entitled “The Busi- 
ness Outlook For 1947”. 

The analysis of inventory accumula- 
tion remains a ticklish problem. Dur- 
ing 1946 the rate of increase in physical 
inventories was about $7 billion. In the 
1936-37 inventory boom the rate was 
near $4 billion. It is believed that last 
year’s unprecedented’ rate of inventory 
piling cannot continue much longer 
and, that when it slows down there will 
be a considerable slackening in general 
demand. This, in turn, will depress 
prices and initiate a business downturn. 

Also, consumer purchases of soft, or 
non-durable, goods has been at an ex- 





Dec.* Nov. Dec. 
1946 1946 1945 
Total Production ........ 179 182 164 


Durable Manufactures ... 209 213 186 
Non-durable Manufactures 168 172 156 


*These figures are preliminary and subject 
to minor revision on the basis of additional 
data. 





ceptionally high level. Because. annual 
net personal savings are down to about 
one-half of what they were in 1945, 
there is little chance of expanding con- 
sumer expenditures beyond the present 
rate. However, the production of dur- 
able goods is expected to rise and gradu- 
ally ease the’ pressure on non-durables 
purchases. Thus, purchasing power is 
slowly being diverted from expendi- 
tures or non-durables to durables, for 
which there is still a great unsatisfied 
demand. 

Such diagnoses of economic symptoms 
is hazardous, and the forecasters make 
about pointing that out. 
Neither do they ignore the probable 
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effect created by too much pessimistic 
trouble-hunting. They realize that the 
country can again talk and think itself 
into a business recession that can have 
much more serious consequences than 
actual conditions warrant. 

The next six months should bring a 
rise in durable goods output, unless a 
new wave of wage increases in heavy in- 
dustries pushes prices out of consumer 
grasp. Assuming serious labor strife 
does not materialize, and the demand 
for durable consumer goods proves as 
great as its promise, increased activity 
in durables - production. should offset 
most of the slackening in non-durables 
production, 

Federal Reserve Board production 
figures for December show a slight drop 
in all three indexes, due primarily to an 
expected seasonal letdown. The year- 
end level for all indexes, however, is 
above the corresponding index figures 
for all production categories in Decem- 
ber 1945. In the case of durable goods 
production its is 12 percent higher, for 
non-durables it is about seven percent 
higher, and for total production approxi- 
mately nine percent higher. 
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Source: Board of Governors of the Federal Reserve System. 
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THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, O. 





@ These bright new boxes with clear, easy-to-read labels are 
making a hit with mill supply men. 

“National” Wood Screws now are packed in these new boxes 
and, as fast as supplies permit, Cotters, Stove Bolts and all 
other “National” fasteners will be shipped to the 
mill supply trade in these eye-catching containers. 

A feature of these new boxes is the simple 
J color scheme of the labels, to aid in quick 

identification. White background means Steel; 

Yellow=Brass; Blue=Blued Steel. Black 

printing means Flat Head; Red = Round Head; 
Blue = Oval Head. Thus, a black and white label 
indicates flat head steel screws; a red and yellow 
label, round head brass screws, etc. 

Remember, the “National” quality line is the most 


complete line of fasteners made by one manufacturer. Sold 


through leading distributors. 
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The readers have their say on this page— 


your ideas on distirbution are solicited 





A Burro-Riding 
Distributor Reports 


Ir PossIBLeE will you please mail me 
copies of November, December, Janu- 
ary and February Mitt Suppuies. I 
am down here in the desert and moun- 
tains on a ranch 45 miles south of Tuc- 
son and 21 miles north of Nogales, Ari- 
zona-Mexico. Coyotes, jackrabbits and 
rattlers are plentiful in season and 
whoever tells you it doesn’t rain in 
“these hyar parts” is a liar. 

It also gets cold and windy 3,500 feet 
up on this plateau high above the Santa 
Cruz Valley. Some day I'll have my 
picture taken riding my burro who goes 
by the name of Helitrope with a mean 
disposition too. When I do, I'll send you 
a copy. Hope you had a Merry Christ- 
mas and will have a Happy New Year. 

Alvin M. Smith 
President, Smith-Courtney Co. 
Richmond, Va. 
Kenyon Ranch 
Nogales (Tubac) Arizona 


> The copies of Mill Supplies are on 
their way. We're looking forward to 
seeing the picture of you as a burro- 
rider. Why not have Irv Lemaux 
(Indianapolis Brush & Broom Mfg. 
Co.), who’s also staying at Kenyon 
Ranch pose with you. 


Editorial on Cash 
Discount Recommended 


Your EprroriAu in the December issue 
of Mitt Suppties on the subject of 
“Cash Discount” is timely. I hope it 
will receive the careful thoughts of 
every manufacturer. 

Every distributor is seriously con- 
cerned about this most important mat- 
ter and it invariably becomes the first 
topic for discussion among any group 
of distributors. 
distributor’s overhead is 


Percentage wise, the 
increasing 


120 


month by month, but his profits are 
In most cases, the distributor is 
forced to allow his customer a uniform 
cash discount of 2% for payment on 
the 10th of the following month and 


there are 


not. 


too many complexities in- 
volved to enable the distributor to fol- 
low hundreds of manufacturers’ terms in 
the invoicing of their goods. Invari- 
ably distributors must absorb reduc- 
tion in cash discounts and any further 
absorption on their part will result in 
disastrous circumstances. 

Obviously manufacturers have their 
problems too, but the proper method 
approaching «this situation is through 
adjustments in prices and not through 
a reduction in the cash discount and 
placing the absorption on the distribu- 
tor. 

Lloyd B. Mize, 
President, 
Industrial Supply Corp. 
Richmond, Va. 


A Westerner 
Visits the East 


Last Ocroser I concluded an eastern 
trip on which I spent considerable time 
with about a dozen of our largest sup- 
pliers in the East and Middle West. 
The sole object of that trip was to sell 
rather than to buy. The product I had 
to sell was the Pacific Coast and par- 
ticularly our southern California ter- 
ritory; that is to say, their market po- 


tentialities. 
I carried with me a great amount of 
factual material of all kinds, which 


showed population breakdowns, indus- 
trial activities, distances between cen- 
ters, market potentials, etc. In short, 
this information indicated clearly what 
the manufacturer would need here in 
order to supply the territory, what the 
mechanics of distribution are going to 
involve and what the time element is as 
compared with that of supplying ter- 
ritories near the supplier. All this was 
with the view of seeking to secure allo- 
cations of equipment and supplies and 


MILL SUPPLIES ¢ FEBRUARY, 1947 


stated time of deliveries sufficient to give 
adequate coverage of the territory. 

In talking to my friends the sup- 
pliers, I said that I was going to pull 
no punches. That I was not there to 
plead for merchandise but to bring 
about a better understanding of this 
rapidly growing area, in order that al- 
locations and quotas might be stepped 
up while there is yet time. For their 
own protection, if for no other reason. 
I believe that the manufacturers should 
increase their quotas. 

There is a vast, not fully realized, de- 
mand in the area for all products. This 
is no wartime puff but a very permanent 
thing. Therefore, the distributors must 
have adequate quantities of equipment 
to sell and deliver, comparable with 
those allotted to other parts of the 
country, in order to do a commensurate 
selling job. 

The demand comes from the people 
and the industries, two or three thou- 
sand miles from the great producing 
centers of the East. If these producers 
are to continue to enjoy the prepon- 
derence of the market in the far West. 
they must adequately serve it. Other- 
wise, what is more natural than that 
local industries will spring up. and 
they have already started, which will fill 
a large portion of this demand? 

I. as a distributor, am not concerned 
with where goods are produced, so 
long as they are of high quality and I 
can get all that I can sell on a com- 
petitive basis. My eastern connections 
are perfectly satisfactory as long as I 
can get the merchandise under these 
conditions. But what is going to hap- 
pen if and when this area is forced to 
produce its own necessities in real vol- 
ume? When such time comes, of course. 
prices will be affected, and service 
speeded up, because the producers are 
nearby. and I am going to be compelled 
in many cases to buy near home in or- 
der to stay in the market. 

Generally speaking, in the past, I be- 
lieve that manufacturers have a beef 

(Continued on page 248) 


















ERE it is used... 
W Millions of gallons of Nox-Rust products have been supplied to industry 





DO YOU KNOW ABOUT 
THE NOX-RUST LINE? 
_al 
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The Nox-Rust line contains the widest variety of specialized rust pre- 
ventives available to industry. From thin films to heavy coatings. Trans- 
parent, opaque, or colored. For indoor, shed, or outdoor use. Good for 
a few days protection or years of severe exposure. Resistant to moisture, 
acids, salt spray, hydrocarbons, fingerprints. More Nox-Rust products 
Government approved than any other rust preventive line. Related 
chemicals as well: rust, concrete and fingerprint removers, industrial 
cleaners, wood sealers. 












—to the Armed Forces. They are used wherever metal is exposed to 
corrosion—from surgical instruments to decommissioned ships. On 
bearings — castings — machined parts — metal assemblies — finished 
products. Pipes, tanks, bridges, machinery, farm equipment. For inter- 
department or cross-country shipment—for storage—to add sales 


appeal to protection. NOX-RUST USES ARE AS WIDESPREAD 
AS INDUSTRY ITSELF. 


ly 9 see 


Corrosion is a universal problem. Every industrial plant is a potential 
customer for several items in the Nox-Rust line. Many of the largest 
companies have used Nox-Rust for years. We cannot reach all the rest 
by direct contact. But—YOU can. We back your efforts with catalogs, 
literature, national advertising, reprints, complete engineering service, 
adequate margins—and—IMMEDIATE DELIVERY on most prod- 
ucts. Why not drop us a line for further details today? 



















































Photos show how two of country's largest manufacturers pro- 
tect parts-in-process by conveyorized dipping in NOX-RUST. . 


CHEMICAL CORPORATION 


2439 SOUTH HALSTED STREET - CHICAGO 8, ILLINOIS 
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William DePew, veteran employee; 
R. P. Bremer, president, and R. S. 
Wharton, vice-president, at the 
Quaker Rubber Corp. sales con- 
ference. 


Quaker Rubber Corp. 
Holds Sales Conference 


Executives, department managers 
and branch managers as well as all 
company salesmen were present at a 
sales conference held recently by the 
Quaker Rubber Corp. A complete pro- 
gram of plant visits. discussions, sales 
presentations and plans for 1947 lasted 
three days. At the banquet held in the 
evening of the final day, service em- 
blems were distributed to those who 
were with the firm for more than 25 
years, for more than 15 years and for 
more than 10 years. 

William DePew, veteran employee, 
received an emblem for more than 50 
years service. 


Circular Tool Supply 
Moves To New Building 


The Circular Tool Supply Co., Los 
Angeles, moved to new leased quarters 
at 6918 South Santa Fe Ave., in the 
Huntington Park district. With a new 
store in front and a warehouse building 
in the rear, the firm now has approxi- 
mately 5,000 sq. ft. of space, more than 
double that of the former location on 
Hill St. 

J. A. Johnson, president, reports that 
the outside sales force has been in- 
creased from five to seven men, with 
two inside salesmen augmenting the 
increased force. 
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Stray Addresses 
Manufacturer's Men 


Reversing the pattern of distributor- 
manufacturer meetings, salesmen of the 
New York District office of the American 
Chain & Cable Co., Inc., had as their 
guest speaker on Dec. 14, Miles Stray 
of J. Russell & Co., Holyoke, Mass. dis- 
tributor. 

Drawing on his many years experi- 
ence, and referring to recorded facts, 
Mr. Stray illustrated the shifts in im- 
portance and sales performance of 
manufacturers’ lines in his organization. 
No manufacturer’s salesman can be 
complacent about his line today, said 
Mr. Stray.” He (the manufacturer’s 
man), is, whether he knows it or not, 
competing with other products indus- 
trial accounts buy for the same appli- 
cation and is also competing for the 
distributor’s salesman’s time on his line. 


Referring to changes over the past 50 
years, Mr. Stray pointed out how out 
of the 10 leading lines of 25 years ago, 
only two are in existence today. A 
newcomer in the Russell organization 
in 1941 is the leading line in 1946. 

Stressing the need for adequate sales 
tools, and information for his men, 
Mr. Stray emphasized the importance of 
group sales meetings. These, he said, 
should be well planned, and to be most 
productive, should be put on by men 
from the home office with the assistance 
of the local representative. 

Simplification of manufacturers’ pric- 
ing structures by elimination of multi- 
plicity of list, less discount, plus varia- 
tions can help distributors’ salesmen be 
more effective, he added. Fortunately, 
he said, many new people coming into 
this field place no such handicaps in the 
way of distributor operation. A ques- 
tion and answer period followed. 





Industrial Supplies 
Formed In Birmingham 


Industrial Supplies, Inc., has been 
organized with offices and warehouse at 
908 Sixth Ave. North, Birmingham, 
\la. The firm opened for business on 
Oct. 16, 1946 as a dealer in bearings, 
power transmission and tools. The firm 
is completely owned and operated by a 
group of returned servicemen who have 
had considerable experience in this field. 

Joshua M. Seney, graduate engineer 
with more than 15 years experience in 
handling coal mine and industrial plant 
problems in bearings and power trans- 
mission, is president. Other personnel 
includes E. H. Kincaid, Wayne Bodine 
and Massey Doyle, who, respectively, 
have nine, ten and 13 years experi- 
ence in bearings and transmission. 


Camm-Blades Machinery 
Changes Firm Name 

The Camm-Blades Machinery Co., 
Milwaukee industrial supply firm, has 


changed its name to Rickert Industrial 
Supply Company, according to A. G. 


MILL SUPPLIES © FEBRUARY, 1947 


Rickert. The firm will operate at the 
same address and there will be no 
change in personnel. Mr. Rickert an- 
nounced that the firm is now distribut- 
ing its new catalog to the trade. 


Moore-Handley Co. 
Makes Promotions 


W. W. French, Jr., was named vice- 
president and general manager of 
Moore-Handley Hardware Co., Inc., Bir- 
mingham, Ala., and Rembert Nesbitt, 
former manager of the purchasing de- 
partment, was named sales manager. 

Mr. French has been with the firm for 
23 years, having worked in various de- 
partments. During the war, he served as 
a lieutenant-colonel in the Quartermas- 
ter Corps. 

Mr. Nesbitt has been with the firm for 
26 years. He has worked in the ware- 
house, in the office and as a salesman. 

C. C. Blackwell, who has been sales 
manager and vice-president for the last 
17 years, was made senior vice-president. 
Previous to becoming a vice-president, 
he was sales manager for 11 years. He 
has been with the firm for 47 years. 
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» = have a real sales story for metal working shops in the 
powerful shearing action and surprisingly rapid speed of Black 
& Decker Electric PORTO-SHEARS. You can show your 
prospects how they cut sheet metal too tough for snips... 
speed up jobs where snips are slow . . . feed easily with only a 
light forward pressure. 


CUTTING OPERATION ALWAYS VISIBLE 


Demonstrate how the operator can watch his PORTO- 
SHEARS cut through the work. This makes it easy to follow 


Blac’ & Decker 
16-Gage 
Electric PORTO-SHEARS* 


*Trade Mark Reg. U. S. Pat. Off. 


"' radius, 


straight lines, irregular lines, curves down to 34 
without fear of rejects. There are no burrs or ragged edges, 
either, because PORTO-SHEARS make cleaner, smoother, 


more accurate cuts. 


CUT MANY MATERIALS 
Black & Decker 16-Gage PORTO-SHEARS give you a big 
market, too, because they cut up to rated capacity in steel or 
galvanized iron -about one gage thinner in Monel or stain- 
less -50% above rating in copper, aluminum, lead and other 
non-ferrous metals. And they can be adapted to cut thin 
sections of laminated wood or sheet plastics. 


CHECK YOUR PROSPECTS TODAY 
Now is a good time to push sales of Black & Decker PORTO- 
SHEARS. We're backing you ‘up this month with big color 
pages in leading industrial magazines, telling your customers 
to see you for full information. The Black & Decker Mfg. Co., 
617 Pennsylvania Ave., Towson 4, Md. 


\ cet Se 
a> LEADING DISTRIBUTORS EVERYWHERE SELL 


PF Black& Decker 


ELECTRIC TOOLS 
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Another reason forha 
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DISPLAY... 
DISCUSS... 
DEMONSTRATE... 
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handling products by 





hat simplit 


The authoritative and easy to understand literature 
supplied by The Carborundum Company is regarded 
by many industrial supply distributors as a strong 
point in their preference for handling products by 


CARBORUNDUM. 


In contacting local industries, it is not surprising to 
see this material being referred to by plant personnel 
for practical guidance in the application of abrasives 
to grinding and finishing operations. There is plenty 
of satisfaction, too, in being able to come up with 
a pamphlet or folder that has the right answers to 
commonly occurring problems encountered in oper- 
ations of one of your customers. 


When it comes to specifying and recommending 
the right abrasives, industrial supply salesmen are 


CARBORUNDUM 


TRADE MARK 


\LES ‘TOOLS 


y Abrasive Selling! 


equipped with simple, clear information provided for 
this purpose. With sales aids by CARBORUNDUM, 
it is a matter of minutes to size up a job, point out 
the best abrasive to use and quote a price. The im- 
pression of efficient understanding it leaves with the 
user of abrasives, is in itself a valuable aid to build- 
ing abrasives volume. 


This is but another example of the sales support that 
helps distributors of products by CARBORUNDUM 
keep out in front. With consistent colorful large 
space advertising and hard hitting promotion back- 
ing you up, your cooperation in talking up abrasives 
by CARBORUNDUM will pay off from the big 
dollar volume in your territory. The Carborundum 
Company, Niagara Falls, New York. 


Abrasives by 
CARBORUNDU 


TRADE MARK 
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Browne Brothers 
Form Partnership 


Kenneth C. Browne, Jr. and C. Dean 
Browne, brothers, operating as partners, 
have formed the Browne Equipment 
Co., 817 Cleveland Ave., Columbus, O., 
to engage in the distribution of indus- 
trial equipment. Both brothers served 
in the armed forces during the war. 
Kenneth served four years in the Army 
Air Forces and Dean saw three and a 
half years’ service with the Navy. 

They will cover central and southern 
Ohio, including Cincinnati and Dayton. 


New Supply Firm 
Formed In Jersey 


The Laurel Wholesale Hardware Co., 
Inc., 367 Summerset St., North Plain- 
field, N. J., has been organized and has 
taken over the wholesale hardware, in- 
dustrial supply and institutional supply 
activities of the A. M. Griffin Hardware 
Co., of Plainfield, N. J. 

The new firm will be managed by Sid- 
ney Goldberg and his assistant, Martin 
Abeles. Three outside sales representa- 
tives will contact the trade between 
Plainfield and eastern Pennsylvania. 


Col. Reed G. Landis, (left), vice-president, sales, Great Lakes Supply Corp., 
Chicago, stops to be interviewed by Bob Elson, popular man-on-the-street 


program star before boarding train. 





Axtell Co. Opens 
San Antonio Branch 


The Axtell Co., Fort Worth, Tex., 
opened a branch in a new building in 
San Antonio, Tex., at the start of the 
new year. The location of the new 
plant is at 207 Peden St. It is two 


stories high with the ground floor at 
truck loading level. 

The Axtell Co. was founded in 189] 
at Fort Worth by the late F. W. Axtell, 
Sr. It was incorporated in 1905 and in 
1914 a complete line of industrial sup. 
plies was added. 





Stepping Stones 


~e To Successful Selling 


Reflections of a veteran sales- 
manager, culled from bulletins 
to his salesmen 





INVESTIGATE 


I HAVE FOUND, from past experience, 
that made 
claims against my company on account 
of some supposed defect in our prod- 
uct, when the apparent defect is really 
a faulty application. 
there may be some justification for 
complaint on account of defective man- 
ufacture, but in most cases, the fault 
lies with outside destructive causes, for 
which your company should not be held 
responsible. 


sometimes customers have 


In isolated cases 
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Complaints should be carefully looked 
into before claims for adjustments are 
met: Most people are fair and reason- 
able and are willing to admit faulty 
applications or accidents, if you can 
establish the fact that such conditions 
exist. 

There are some cases where I have 
knowingly agreed to adjustments which 
were not justifiied because my custom- 
ers honestly felt that our product was 
not up to standard and where the 
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size of the account made it advisable. 

In other cases I have been too quick 
to admit that the product was to blame, 
where a thorough investigation might 
have eliminated the necessity of incur 
ring a loss. 

Individual adjustments and _ rebates 
do not amount to much, but the aggre: 
gate at the end of a year is an item of 
importance. 

I recently discussed this subject with 
the head of the testing laboratories of 
a large rubber manufacturer, who re 
lated the following experience: 

His company had an account with an 
airplane manufacturer totalling $500; 
000 per year and covering one item— 
rubber hose oil line connections. A 
complaint came through from one of 

(Continued on page 140) 






















Thermoitl 
ELIMINATES GUESSWORK 


Here’s what you've been waiting for! Thermoid has developed 


and produced new, specially engineered brake linings for indus- 





trial service. The line comprises materials suitable for all types 
of industrial installations. 
This eliminates the necessity of using incorrect lining with the 
F resulting headaches and expense of frequent ‘tear-downs” and 
. poor braking action. 
ell, . . . . . . . 
ts Thermoid Industrial Friction Materials Distributors carry the com- 
= plete line of Thermoid brake lining in roll lots. Tell your Thermoid 
J Distributor the make and model of machine to be serviced and 
he is in a position to prescribe the correct type to use. For 
machines where modifications have been made in the brake or 
gq clutch, consult Thermoid Engineers for the proper application. 
THE THERMOID LINE INCLUDES: Industrial Brake Linings and Friction Prod- 
ucts ¢ Transmission Belting ¢ F.H.P. and Multiple V-Belts and Drives * Conveyor 
Belting * Elevator Belting * Wrapped and Molded Hose « Sheet Packings. 
ick 
ne, 
ght 
ur- 
tes 
re- 
of 
ith 
of 
rée- 
an 
0, 
} Contributor te Industrial Advancement Since 1880 
of 
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/ DISTRIBUTOR PROBLEMS 


Interviews by manufacturer's research chief reveals 





James F. Quinn, author of this article, 
is market research manager with 
Ideal Industries, Inc. (successor to 
Ideal Commutator Dresser Co.), 
Sycamore, Ill. 


E WANTED to find out what distribu- 

tors are thinking about today’s 

trend toward the complete jobber 
policy established by some manufac- 
Forty-three industrial distribu- 
tors and electrical wholesalers in the 
Middle out with 
particular emphasis placed on their re- 
actions and ideas on: 

- Packaging 


turers. 


West were sounded 


. Advertising 
3. Line simplification 
4. Freight allowances 
Manufacturer-jobber cooperation 

6. Jobber inventories 

7. Jobber discounts. 

Since Ideal Industries, Inc. does all 
of its business on a jobber basis, we 
wanted to know how distributors are 
thinking. Present day sales policies of 
various manufacturers were placed un- 
der particular scrutiny. 

Admittedly this survey through the 
corn belt did not touch the areas of 
greatest industrial activity. It did, how- 
ever, cover a territory served by wide 
awake jobbers: a territory diversified 
enough to give a high degree of reli- 
ability to the facts gathered. 

Here are some of the answers: 
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major worries of mid-west distributors 


By JAMES 


1. PACKAGING — 


are 


Jobbers generally 
thinking that manufacturers will 
have to develop and improve their pack- 
aging to create more eye-appeal and 
provide greater convenience for resale. 
This packaging modernization will have 
to pay strict attention to proper and 
attractive labeling. 
that manufacturers had permitted pack- 


Jobbers recognized 


aging standards to fall below par dur- 
ing the war but implied that competi- 
tion would force them to consider this 
merchandising feature seriously. 

Louis C. Kurtz. Jr. vice-president of 
the L. H. Kurtz Co.. Des Moines dis- 
tributor, commented: 

“If your product was of known qual- 
ity and the discount and price were 
right, my purchasing agent would not 
be influenced by packaging. However, 
if I place your product on the shelf 
side by side with a competitive product 
which was attractively packaged, nine 
times out of ten the ultimate buyer 
would choose the better packaged mer- 
chandise.” 

Clifford Helstrom, vice-president of 
Globe Machinery and Supply Co., an- 
other industrial distributor in Des 
Moines, said: 

“Although the greater volume of our 
sales is to the industrial plant, a great 
amount of merchandise 


crosses our 


counter. Counter-men can give better 
service when packaged items feature a 
small cut or drawing of the product 
accompanied by a complete label de- 
scription which includes in brief the 
One of 


the things we were striving for before 


characteristics of the product. 


the war was good packaging and good 
labeling. Our buyers are paying more 
attention to this now than ever before.” 

Harold Tidwell, sales manager of the 
Ellfeldt Machinery & Co.. 
Kansas City, Mo., added that, in addi- 
tion 


Supply 


to being attractively packaged. 
S 4 


merchandise should be presented in 
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F. QUINN 


good substantial packages to permit the 





secure handling and rehandling which 


often is necessary with jobbers’ items fina 


2. ADVERTISING—No longer is therelg 
any tendency on the part of distributors ral 


to consider national or local advertising 


as a step-child of the sales department. 
Jobbers felt very strongly that their 
individual selling efforts had to be sup-{n 


te 


ported by manufacturers’ national ad-fynd 


vertising in the leading trade publica. 
tions. 

A number of things have evidently 
accounted for this keener appreciation 
of national advertising. One of them 
unquestionably is the fact that skilled 
jobber personnel still is scarce and in 
that well 


its absence jobbers know 


ing efforts. 

Another why jobbers feelfy 
kindly toward national advertising is 
their understanding of the creditable 
job of institutional advertising done by 
leading national manufacturers during 
the war years when production of some 


reason 


items was either completely or almost 
curtailed because of the 
Some of these manufactur 


ers continued to keep their trade mark 


completely 


emergency. 


and good will before the public through he 


the medium of institutional advertising 

in spite of the fact that they could ji 
make no shipments of certain prewar Bp 
well-established products for three, four, 
or even five years. Jobbers generally 
clung to. this manufacturer 
throughout the war and today when the 
production line is starting to move, al 


type of 


though still slowly, they are working 
closely with their old suppliers. 
Time and again jobbers told me that 


planned national advertising will ma 
. . . iu 
terially aid these less experienced sell 


Ui) 


. . . ' 
their best selling items were those Fr 


which were pushed repeatedly in a nav 

tional advertising campaign. I heard 

jobbers repeatedly refer to the twe 
(Continued on page 263) 
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NDUSTRY-WIDE BARGAINING... 


leath Trap for Business, Suicide for Free Labor 








CONGRESS is to succeed in its present efforts 
to prevent strikes in key industries from devas- 
the ; " 
ich tating the nation, it will have to put a crimp in 
ns pdustry-wide collective bargaining. This kind of bar- 
ereining is designed to apply agreements between em- 
oTsiloyers and organized workers on wages and working 
7 nditions to an entire industry. 
ei| Further, if extension of this type of bargaining is 
up-pot curbed, there is reason to believe that it will 
adimdermine the freedom of both American business 
‘hterprise and American wage earners. For, while 
ve easing the destructive power of labor disputes, 
‘ont Zeneral spread of industry-wide bargaining would 
empconcentrate the fixing of wages—by far the largest 
ledfment in the cost of production—that government 
i ation would be a next short step. With that step 
‘“iken, freedom for business enterprise and freedom 
re labor would be well on the way out. 
Unfortunately, industry-wide bargaining is com- 
eemly regarded as presenting a general conflict be- 
i$een organized labor and employers, with unions 
‘ Jroring it and employers opposed to it. This mistaken 
in@ftion raises the heat of much of the discussion with- 
mat increasing the light. The fact is there is no such 
osfmeral conflict. Employers and organized workers 
ths on both sides of the argument about industry- 
"“"Bde collective bargaining. For example, while some 
‘a on leaders are characterizing as labor baiters all 
‘ngose who raise the slightest question as to the desir- 
ildgility of industry-wide bargaining, organized work- 
‘ais in the air transport industry are strenuously 
"“"Hposing that type of bargaining; and the employers 
II le 
advocating it. 


re 
, Some Employers Like It 

{The reason there is in fact no clear cut issue be- 
afte employers and unions over industry-wide bar- 
jfining is readily understandable. It presents certain 
a vantages to both sides in the bargaining process. 
udpr example, union advocates of such bargaining 
““inerally stress the fact that industry-wide agree- 


ment on wages protects wage standards from being 
undercut by lower wage areas and lower wage em- 
ployers. By much the same token, however, employ- 
ers who like it often emphasize the fact that industry- 
wide bargaining may save certain well-managed and 
prosperous companies from being singled out for 
particularly heavy wage exactions. This general point 
has been underlined in both the full-fashioned ho- 
siery industry and the West Coast paper and pulp 
industry. There, local unions, affiliated with interna- 
tional unions, have protested that industry-wide col- 
lective bargaining prevents them from getting from 
especially prosperous employers wages as high as 
they could get if allowed to go it alone in collective 
bargaining. 

So long as employers remain subject to the federal 
antitrust laws while unions are exempted, the bal- 
ance of power in industry-wide bargaining would 
seem to be heavily weighted on the side of the unions. 
If, for example, employers were to announce an inten- 
tion to match an industry-wide wage increase by an 
industry-wide price increase, there is no doubt that 
they would promptly be indicted for violation of the 
federal antitrust laws. Even so, the fact remains that 
some employers favor industry-wide bargaining 
while some segments of organized labor are against it. 


A Clear Cut Public Issue 


The industry-wide bargaining issue as it affects the 
public, however, is clear cut. It is concentgation of 
economic power (in the hands of both unions and 
management) which can make industrial conflict 
devastating to the public welfare. At least five times 
within about a year—in steel, on the railroads, in the 
maritime industry and twice in the soft coal industry 
—strikes prompted by union efforts to impose indus- 
try-wide agreement about wages and working con- 
ditions have paralyzed large parts of the nation’s 
economic life. 

In soft coal about 90% of the production workers 
are members of the United Mine Workers. In steel 





about 80% of the production workers are members 
of the United Steelworkers, C. I. O. In some other key 
industries there is a comparable degree of concen- 
tration of union control. In the face of such concen- 
tration many employers see no alternative but to 
get together on their side for industry-wide bargain- 
ing. But when they do so in key industries, the odds 
are lengthened that failure to agree on wages and 
related matters, will result in generally ruinous con- 
flict. If agreement is reached, the chances are in- 
creased that it will take too little account of the wel- 
fare of the consuming public. 

It is possible to have industry-wide bargaining on 
many subjects other than wages. But the main inter- 
est is wages; and the main drive is toward industry- 
wide and ultimately nation-wide uniformity. Such 
uniformity is the deadly enemy of industrial decen- 
tralization and the pioneering expansion of industry 
in new areas. Why pioneer, with inexperienced work- 
ers, if the wage rate must be uniform for the whole 
industry? Moreover, it would also be hard to con- 
ceive of a more effective way to put a blight on local 
efforts to improve industrial relations than to make 
wage rates and other working conditions uniform 
throughout the industry and then the nation. How- 
ever, among many other dangers, the overshadowing 
danger in industry-wide bargaining lies in its con- 
centration of economic power. 


Wages Monopolized 


On the average, the cost of labor accounts for about 
two-thirds of the total cost of all industrial products. 
The universal. spread of industry-wide bargaining 
would thus concentrate in relatively few hands con- 
trol of the greater part of the cost of industrial pro- 
duction. There is no reason to believe that even with- 
out disastrous strikes, such concentration would long 
continue free from government regulation. That 
would turn more earth for the graves of American 
business enterprise and American working men’s 
freedom. 

Those who believe that industry-wide bargaining 
serves the public well—and many sincere people do 
—stress the fact that, on the whole, it has worked in 
the industries where it has been tried over a con- 
siderable period. Most of the industries of which this 
is true, however, are not key industries. The pottery 
industry, the glassware industry, and the silk and 


rayon dyeing industry—to cite a few in which indus- . 


try-wide bargaining has been practiced with consid- 
_ erable success—are important industries. But they are 
not industries in which strikes would have a ruinous 
impact on the nation. In contrast, a strike in the soft 
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coal industry as the result of a breakdown of in. 
dustry-wide negotiations quickly becomes a national 
disaster. The dangers inherent in industry-wide bar. 
gaining are multiplied accordingly. 


England No Guide 


Those who think extension of industry-wide bar. 
gaining would be good for the public often emphasize 
the fact that it has worked smoothly in England, 
where it has been extensively practiced. Not the least 
of the things it has smoothed in England, however, is 
the transfer from private enterprise to state socialism 
of industries in which industry-wide bargaining by 
monopolistic unions and employer groups had $0 
badly undercut competition that private enterprise 
had lost much of its justification. A general extension 
of industry-wide bargaining could be expected to 
have the same consequences in this country. 

The best way to curb industry-wide bargaining is 
a question which lies beyond this discussion. Much 
would be accomplished if the federal government 
would discontinue its active promotion of industry 
wide adjustments, in the fields of both labor and 
management, at which it has been busy ever since 
N.R.A. days. Still more would be accomplished if 
the federal antitrust laws were applied with ever 
handed justice both to unions and employers—a course 
urged in the 53rd editorial in this series. Perhaps a 
definite limitation of the scope of labor agreements 
would also be necessary. 

The effects of industry-wide bargaining in increas. 
ing the extent of public regulation of industry will 
vary. They will, of course, be less pronounced in rail- 
roads and other public utilities, which are already] | 
extensively regulated, than they will be elsewhere. 
For unregulated industries, however, industry-wide 
bargaining carries the threat of extensive regulation 
and, along the way, of industrial conflict devastating 
to the public. In these excited times, to say what I 
have said here is to invite characterization by over- 
heated partizans as a foe. of legitimate union progress. 
That is perhaps not so bad, however, as to qualify as 
a pall bearer for both American business enterprise 
and some of the basic freedoms of American working 
men. That may well be the fate of those who blindly 
accept the expansion of industry-wide collective bar- 
gaining as being “in tune with the times.” 


President McGraw-Hill Publishing Company, In. 
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SELL THE HOIST 
THAT'S IN DEMAND 


b/ N45 - 


SPUR - GEARED HAND CHAIN HOIST 


WHAT YOUR CUSTOMERS GET = A hoist 
that’s number one in its class. One that’s famed 
throughout the world for its sound engineering, 
speed and safety of performance . . . its long, de- 
pendable life, and unfailing ability to lower pro- 
duction costs by making child's play of the heavi- 
est lifting jobs. Holds loads in suspension by an 


automatic brake. 


Vi r YOU GET Greater sales and income 
possibilities from a hoist that’s easy to sell because 
it's in demand, Capacities ranging from Y4 to 40 
tons. Hook and trolley types with modifications 


that take care of every hand hoist application. 


And to boost your profits higher, sell the Yale 
YALE HOIST Cable King and Midget King Electric Hoists and 
SALES ond SERVICE “fo eargs ’ . 
pescondberan vd the Yale Pul-Lift, The Indispensable lool of 
Your Giatribeter 


Industry.” The Yale & Towne Manufacturing 
Co., 4530 Tacony St., Philadelphia 24, Pa. 


MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


ON INDUSTRIAL SCALES +« HOISTS--HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 
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TOPIC OF THE MONTH 





arketing Problems— 
Today and Tomorrow 


American Management Association conference throws light on approach to 


solutions of 


AGAINST A BACKGROUND forecast of a 
great technological revolution which 
gives promise that new investment in 
productive enterprise will again be a 
dynamic force for economic expansion. 
speakers at the recent marketing con- 
ference of the American Management 
(Association in New York City proposed 
and discussed method of adapting man- 
agement machinery and planning to 
the expected changes. Included on the 
program were several talks bearing on 
subjects pertinent to industrial supply 
management such as distributor-manu- 
facturer relations, measuring markets 
and market potential, consumer atti- 
tudes, distribution costs, handling costs 
and salesmen’s compensation. 

The economic 
Murray Shields, economist and_vice- 
president of the Bank of the Manhat- 
tan Co., pointed up the necessity and 


picture described by 


practicality of management — being 
aware of change in operations and 
According to Mr. Shields, 


advances in technology offer escape 


planning. 


from major economic dilemmas which 
are confronting the country. These de- 
velopments also foreshadow new high 
peaks in the standard of living but. he 
warned, there may be some painful 
readjustments in the period immedi- 
ately ahead and the best counsel was 
short-term caution and long-run op- 
timism. The prospect of a depression 
was unlikely, he added, unless “chaotic” 
labor policies are pursued. 

“The period ahead,” said Mr. Shields, 
“is likely to present to marketing ex- 
ecutives many difficult problems and a 
challenging opportunity, for this is an 
era when our markets are subject not 
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leading questions arising from 


only to the vicissitudes of wide cyclical 
fluctuations, but to deeply significant 
And it per- 


haps is even more true today than it 


structural changes as well. 


has been in the past that the measure of 
success of ait individual business will 
depend on'the skill with which it adapts 
its operations to the economic environ- 
ment in which it operates, the care with 
which it avoids the pitfalls of an un- 
certain future, and the aggressiveness 
with which it takes advantage of a dy- 
namic period, the shape of which we 
can see only vaguely at this time.” 
Mr. Shields predicted that after read- 
justment there would be a long period 
of high level production, intense com- 
petition, a high degree of instability. a 
higher level of prices and a rising trend 
of interest rates. He suggested gearing 
production schedules to thorough analy- 
following cautious 


sis of markets: 


inventory policies together with con- 
servative financial and credit proce- 


“The 


advised, “should be achievement of a 


dures. prime objectives,” he 
low-cost position with respect to one’s 


compet itors.” 


Distributor-Manufacturer 
Relations 


Laurence G. Hart, vice-president and 
general sales manager. Building Prod- 
ucts) Division, Johns-Manville Corp., 
New York, emphasized the importance 
of distributor selection, organization 
and coordination. — Distributor-manu- 
facturer relations have, he said, to a 
great extent been disrupted by the ab- 
normal conditions of the past six years. 
Where these relations are not com- 
pletely satisfactory to one or both of 
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shifting economic § scene 


the distributor-manufacturer team. the 


situation can be a formidable obstacle 
The tech- 
Johns-Manville 
collaboration. = Mr Hart 


pointed out, were applicable to all 


to realizing maximum sales. 
niques — by which 


achieved 


organizations, 

Careful selection of distributors by 
Mr. Hart’s company is based upon the 
following principal considerations: (1) 
respectability and standing of distribu- 
tor in area; (2) his contracting and 
construction acceptance: (3) warehouse 
inventory practice; (4) display prac- 
tice. After actual selection of a dis- 
tributor, the Johns-Manville’s district 
manager gives to the new distributor a 
printed presentation which, in addition 
to describing what the company will do 
to cooperate with the distributor 
policy, selling aids, education program. 
market 


analysis of the distributor's territory by 


promotion——also includes a 
counties. 

The firm conducts customers clinies 
and training schools. To introduce the 
program to distributors. Johns-Manville 
established a schedule of customer clin- 
ics. followed by a series of training 
schools designed to familiarize distribu: 
tor and salesmen with products, appli- 
cations, estimating and selling funda- 
mentals. Twenty-one complete — text 
hooks were developed for use in the 
schools and the grand total of dis: 
tributor personnel trained over the six- 
year period just prior to the war was in 
excess of 10,000. 

Leading educators in colleges. and 
technical institutions have become inter 
ested in the program with the result that 
a four-year course in light construction 











Here’s a Great New Lubrication Package 


That Saves Time, Money and Lubricants! 


NEW ALEMITE hus NEW ALEMITE. | 


LOADER-TYPE GUNS "<= (GUI 
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: a COMBINATION 
®Loader fitting mounted in heads 
a 
‘ of the grease guns. LOADER AND VOLUME PUMP 
lo ®No need to dis-assemble guns It's a loader for filling hand guns and — 
when reloading. , 
It's a volume pump that delivers grease under 
Mm. ®Clean! It ends wasteful, messy 3000-Ibs. pressure directly to bearings. 
el hand and paddle methods. , 
Holds 35 Ibs. of lubricant which means fewer 
Ny ®Assures refinery-clean lubricants trips to the oil room. 
from barrel-to-bearing. . F 
, ] Hand guns are loaded by simply pumping the 
. ®Promotes a safer, more positive handle a few strokes. Loader automatically locks 
he lubricating operation. when gun is full. 
Ile , 
®Eliminates troublesome air pock- No contamination or waste, no air pockets in 
nal ets in the gun. the gun, no danger of damage to the gun. 
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a ®Guns are available in both Lever ti Gun fits carrying bracket on container. The 
i Type and Push Type Models. whole unit is easy to carry. 
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siX- @ No plant is too large or too small to enjoy the faster, a al 
ae cleaner, more positive lubrication results this new A i EM ITE 
,; Alemite equipment provides. tee 
an POT Se 
rer: Here in one compact package is the practical answer n1Oe CRAG 
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ion Alemite, 1886 Diversey Parkway, Chicago 14, Illinois. 
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engineering was developed. leading in 
most cases to a B.S. degree. This spe- 
cialized course is now offered at 26 
educational institutions throughout the 
country. 

Other promotion taken on behalf of 
the distributor includes the firm’s Na- 
tional Housing Guild and radio pro- 
“In simple terms,” Mr. Hart 
said. “the guild is a group of indi- 


grams. 


viduals in any local community repre- 
senting the five trading factors in con- 
struction, banded together voluntarily 
to provide complete home construction 
and remodeling service to the consumer 
through one central headquarters. These 
five factors include the distributor as 
the materials supplier, local architects 
for consultation on problems of design. 
local contractors to provide application 
and erection service, local realtors and 
local home construction and_ repair 
financing institutions. The office of the 
distributor is local headquarters where 
customers can obtain one-stop service 
for building needs.” 

With the outbreak of the war. the 
firm had to abandon the guild training 
schools but immediately a_ national 
radio broadcast was inaugurated in sup- 
port of distributors at the local level. 
Questioned in a survey, more than 50 
percent of the public named the firm as 
the leading manufacturer of various 
products, Mr. Hart reported. 


Cutting Distribution Costs 


Unselfish cooperation by business to 
insure “corporate survival” by reducing 
distribution costs is necessary to allow 
a wider margin for profits squeezed he- 
tween rising production costs and sell- 
ing prices low enough to encourage 
large markets, according to Richard D. 
Crisp, sales analyst, S. C. Johnson & 
Son, Inc., Racine, Wis. Distribution 
costs do not exist in a vacuum but re- 
flect and are a function of the sales 
effectiveness of the entire marketing op- 
eration, Mr. Crisp said. The approach 
to cost reduction which pays the largest 
return is the one which concentrates on 
positive increases in sales effectiveness. 
“When you learn how to get more vol- 
ume,” he said, “from the same size 
sales force, more sales from the sub-par 
territory with no increase in sales ex- 
pense or a larger average order size 
through sales training, you are taking 
a positive step toward lower distribu- 
By working with “rela- 
tools.” Mr. 
Crisp’s firm found it possible, over a 


tion costs.” 


tively crude analytical 
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comparatively short period, to reduce 


costs by increasing the effectiveness of 
sales effort. The increase in efficiency 
was due, he added, in part to a rising 


sales volume. but “even with a decline 
from today’s volume, percentages can 
be maintained substantially below pre- 
war levels.” He called upon manage- 
ment to exchange information of distri- 
bution cost reduction for the benefit of 
the entire business community. Prog- 
ress toward lower costs has been re- 
tarded by an attitude of corporate 
secrecy and little information is avail- 
able that can be used as a guide. 

Based on his firm’s experience. Mr. 
Crisp advocated the following meas- 
ures: 

1. Sell what people want to buy rather 
than persuade them to buy what you 
sell. 

2. Eliminate “duds” 
represent small share of net sales and 


product which 
open path to greater sales through con- 
centration of effort. 

3. Eliminate sizes and varieties of not 
absolutely necessary products. 

4. Check estimates of market potential 
on basis of total industry volume in- 
stead of company sales. 

5. In cases of consumer products. do 
not rely on comparison of company 
sales with industry volume in order to 
arrive at estimate of company’s share. 
6. Relate sectional shipments to con- 
sumer purchases to prevent unequal 
distribution. 

7. Review consumer preferences by 
package sizes and varieties in order to 
keep trade stocks in balance. 

8. Measure sales costs by territories to 
determine variations which may be sign 
of weakness. 

9. Crystallize sales responsibility to 
avoid overlapping responsibilities. 

10.. Maintain accurate picture of sales 
performance to show weaknesses need- 
ing attention. 

11. Inaugurate specific market index 
for each major product to help crystal- 
lize major variations in the level of 
sales performance. 

12. Use market index to check sales 
performance by products to uncover lost 
sales volume through concentration on 
easiest selling items. 

13. Institute sales control machinery 
which is positive, accurate, prompt and 
easily understood by both sales man- 
ager and salesmen. 

14. Calculate sales yield per salesman 
to show relationship between sales cost 


and sales strength among individuals. 
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15. Measure manpower requirements 
by determining number of customers of 
cach type, establishing maximum call 
frequencies and other information to 
give measure of man-days work needed, 
16. Develop management point of view 
at district levels. 

17. Use aptitude testing in selection of 
sales personnel. 

18. Install upgrading system for sales 
personnel as incentive. 

19. Analyze need for salesmen’s  ex- 
penses on basis of information provided 
by salesmen and sifted by sales execu- 
tives. 

20. Question 


validity today. 


pre-war practices for 
21. Revaluate relative importance of 
different types of outlets and customers 
to be sure effort is concentrated in right 
places. 

22. Reconsider value of wholesaler to 
see if wholesalers can perform service 
at lower cost than company can. 

23. Examine warehousing costs and es- 
tablish standards for warehouse opera- 
tion. 

24. Relate warehouses to market by 
ascertaining need for warehouses and 
location. 


Physical Distribution Costs 


The most fruitful field for distribu- 
tion cost reduction, John D. Sheahan, 
secretary-treasurer, Drake, Startzman, 
Sheahan, Barclay, Inc., New York, told 
the conference, lies in the field of stor- 
age and materials handling. Mr. 
Sheahan said that companies which can 
tell within very close limit what it costs 
to produce an item cannot tell within 
10. 20 or 50 percent what it costs to get 
that item to the wholesaler, the retailer, 
the consumer. Asserting that the sales 
executives, constituting the most ar 
ticulate group concerned with distribu: 
tion, can correlate new handling tech- 
niques with the whole picture. Because 
of their participation in top manage: 
ment councils, sales executives can 
speed the awakening of management to 
the great possibilities of savings in this 
field. 

Since handling adds nothing to a 
product except cost, Mr. Sheahan said, 
market-conscious managements are in 
sisting that physical distribution match 
production in efficiency. A large share 
of operating expenses is traceable to 
handling, storing and __ transporting 
products. Many companies, Mr. Shea- 
han found, will soon consolidate stor 

(Continued on page 138) 
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Something New Under the Sun to Sell- 


g FP / 





Here’s something that every customer and every prospect on your list 
needs and wants — a kit that cuts any size, any depth keyway in any 
gear, milling cutter, pulley hub, collar, coupling or part, and does it 


by hand in one minute. 
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vMont’s Wewate Wlau KEYWAY BROACH SETS 








It’s a big time and money saver for them. That’s why it’s a big money 
maker for you. Every shop in every industry has keyways to cut. Every 
man jack who sees this Minute Man Set realizes it will pay for itself in no 


time. He won’t be happy ’til he gets it! 
The broaches are perishable tools. Steady, repeat business is assured. 


There’s a lot of profitable easy-to-get, easy-to-handle orders for Minute 


Man Keyway Broach Sets all around you — provided you get there first! 


Write, wire or phone for Catalog and complete information on our 


sure-fire sales assortments. 


The du MONT CORPORATION 


GREENFIELD ° MASSACHUSETTS 
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age-handling-transporting functions un- 
der one head. Receiving and storing of 
raw stores is frequently found under 
Purchasing: intra-plant transportation 
and packaging under Production; ware- 
housing, packing and shipping of fin- 
ished products under Traffic: and. con- 
trol of regional stocks under Sales. The 
functions, Mr. Sheahan concluded. are 
technically interrelated and. he asked. 
“why should four or five different de- 
partments be running them—frequently 
at cross purposes?” 


The fundamental principles deter- 
mining the success of handling opera- 


tions listed by Mr. Sheahan are: 

1. Handle materials in large units: A 
two-wheel hand truck is better than a 
man’s hands. a four or six-wheel hand 
truck is better than either, but a lift- 
truck-pallet combination is the highest 
development to date. 
2. Avoid Rehandling: 


pick up materials and put them down 


Every time you 


again, it costs you money. Arrange 
your system so that you handle your 
goods as little as possible. “Process- 
ing motions add value to a_ product. 
handling motions add only to cost.” 


As. 


sign no more men and no more equip- 


3. Balance Men and Equipment: 


ment to a job than necessary. Remember 


equipment sets the pace for men—not 
men for equipment. 
4. Select Equipment Suited To The 


Job: Study your operation. Find out 
exactly what equipment you need and 
standardize.on that. The nature of your 
facilities, floor load capacities. ceiling 
heights. commodity characteristics and 
strength of package all have to be con- 
sidered. 

5. Move Materials in a Straight Line: 
Make sure that your flow of materials 
is always toward point of destination. 
Lay out your work areas so that back 
and cross-hauling is held to the very 
minimum. If you have a storage opera- 
tion, study your item frequency rate: 
Items with greatest activity should be 
warehoused nearest to portals of en- 
trance and egress. 

The two outstanding developments 
in materials handling are unit loading 
and standardization of pallets, accord- 
ing to Mr. Sheahan. 
said, has been made possible by the 
lift-truck-pallet combination and he ex- 
pects that most of the big national dis- 


Unit loading, he 


tributors will, within the next few years. 
be shipping all their standard commodi- 
ties in unit loads of from 1,000 to 3.000 
Ibs. It has attracted most attention in 
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the grocery trade but the automotive in- 
dustry has already made great strides in 
its use. Small machinery. equipment 
and spare parts. said Mr. Sheahan, lend 
shipment. Other 
items include electric motors, batteries 


themselves to unit 
and builders’ hardware. 

of pallets has 
tended their use because of their inter- 


Standardization ex- 
changeability. Out of these two devel- 
opments has arisen the pallet pool. The 
pool is an arrangement by which one 
centralized owner rents his equipment 
for use to many others and recaptures it 
as soon as it is released from usage by 
the 

We are in a materials handling revo- 


renter. 


lution. concluded Mr. Sheahan. as ac- 
tual. and in some ways as important as 
that which occurred with the develop- 
ment of the mass production line tech- 
“Those forward looking com- 
this.” he “will 


seize and exploit a competitive oppor- 


niques. 
panies who see said. 
tunity such as may come only once in a 


generation,” 


Compensation Adjustment 


“Reduced selling costs do not lie in 
the direction of an underpaid or under- 
staffed warned J. B. 
Lathrop. president. Barrington Associ- 
ates. New York. The greatest contribu- 


sales force.” 


tion management can make to lowering 
cost of distribution is the development 
of a high-grade field force adapted in 
age, education. experience. training and 
income to its market—efficiently and 
aggressively operated by a sales manage- 
ment that fully understands its sales 
goals and is intimately acquainted with 
its field selling problems. Mr. Lathrop 
is convinced that most managements are 
faced with the necessity of modifying 
their salesman compensation plans. The 
reasons are: (1) No compensation plan 
can remain static for any prolonged 
period any more than a business can 
(2) There is 


no such thing as a perfect compensation 


remain static and survive. 


plan. Each is a compromise. Moreover. 
if changes of present compensation 
plans are required by conditions and 
future sales goals, Mr. Lathrop be- 
lieves modifications should not be post- 
poned. In changing compensation pro- 
grams. Mr. Lathrop advised develop- 
ment of a plan that will carry the or- 
vanization for the longest period with- 
out change, a plan with sufficient flexi- 
bility to carry the firm through any 
normal increase or decline in volume. 


MILL SUPPLIES © FEBRUARY, 1947 


There is nothing worse for sales morale. 
he added, than constant changes in 
compensation plans. 

Most of the adjustments in sales com- 
pensation, Mr. Lathrop said, will be in 
the direction of compensating field men 
more liberally to take care of increases 
in their cost of living. This does not 
require a basic change in the method of 
paving but it may require little more 
than an increase in the hase salaries 
paid them before the war. 

\ fundamental of selling often under- 
weighed in a compensation plan is the 
personal factor. or the ability of the 
sales organization to develop a “per- 
sonal relationship with their trade,” 
Mr. Lathrop added. Management must 
pay salesmen on a basis that permits 
them to attain this end and not over- 
weigh it with a desire to keep selling 
expense at a minimum figure. “I have 
often made the statement.” said Mr. 
Lathrop. “that if you will tell me the 
class of trades you sell. I can come 
fairly close to estimating what the sales- 
man’s income should be. This is possi- 
ble because a salesman’s income cannot 
be much greater or much less than the 
median income of the people he sells. 
or he will be greatly handicapped in 
establishing the necessary personal re- 
lationships with his trade. The idea was 
not to send a $2.000 man to call on a 
$15.000 man and the reverse. Naturally. 
Mr. Lathrop warned, the standard is 
subject to broad interpretation since the 
limits of its upper and lower brackets 
may vary as much as 50 percent from 
the average. 

“Whether we pay our salesmen more 
or less than the average of our com- 
petitors.” said Mr. Lathrop, depends to 
a large degree on what we are trying te 
accomplish. 
quality and numbers or using numbers 
Are we a growing 


Are we trying to match 


to offset quality? 
business endeavoring to make a larger 
place for ourselves in a well established 
industry? Do our products, our adver 
tising and sales promotion carry most 
of the selling load? Are these factors 
other than financial that hold our sales 
men in our business? We must answer 
these questions before we can establish 
our standards of remuneration, since 
our remuneration program is to a large 
degree an expression of our basis sales 
philosophy.” 

In summing up, Mr. Lathrop advised: 
“If your business is essentially the 
same as it was pre-war and your com 

( Continued on page 267) 
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One ‘Target’! 

i  enhelsher ads appear consistently in 


ve large number of industrial publications 
—read by more than a third of a million 






Lunkenheimer ads promi- 
nently feature the better 






valve service rendered by 






Lunkenheimer Distributors. 






This means more business 
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fhese men—the valve buyers of 
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Cincinnati 14, Ohio, U.S.A. 
New York 13, Chicago 6, 
Boston 10, Philadelphia 7. 


Export Department: 


318-322 Hudson St., 
New York, 13, N.Y. 


















INDUSTRIAL 
READERS! 


At right is one of 
the ads appear- 
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PURCHASING - 
FACTORY MANAGEMENT 

& MAINTENANCE: 
MANUFACTURERS RECORD . 

POWER PLANT ENGINEERING . 
POWER . MILL & FACTORY . 

SOUTHERN POWER & INDUSTRY. 
SUGAR. MECHANICAL ENGINEERING. 
PAPER INDUSTRY & PAPER WORLD . 
FTEXTILE WORLD . CHEMICAL & 
METALLURGICAL ENGINEERING . 
4 NDUSTRY & POWER.NATIONAL ENGINEER 
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for 


Your 


BUSINESS 


There’s no better 
“B Complex” for 
making a business 
grow than the 
tough, lasting 
quality built into 
Bower Roller 
Bearings. 
shrewd, experi- 


To 


enced buyers, the Bower ‘Super Finish’’ means 
no run-in period—the Two Zone Contact assures 
perfect alignment; the rounded flange shoulder 
eliminates noise and chipping; the extra deep oil 
groove guarantees ample lubrication—all these 
‘features add up to satisfaction. 


* Look over your bearing stocks—roller and ball; 


and talk to the nearest Ahlberg 
Branch. You find here a basic and 
inclusive service, covering all types 
of bearings and all types of appli- 
cation—a good place to bring 
problems. 









3026 WEST 47TH STREET 
CHICAGO 32, ILLINOIS 
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Stepping 
Stones 


(Continued from page 126) 





——_ 


the air lines that they had had seriou; 
trouble because the hose had clogged 
due to the effect of the oil on th 
rubber, which was a special compound 
made to withstand the particular jj 
that it sonducted between various metal 
connections. 

It was claimed that the rubber in the 
the hose deteriorated an 
formed a sludge that built up and 
finally completely blocked the passage, 
The hose manufacturer was notified of 
the trouble and advised that he woul 
no longer be allowed to bid on th 


bore of 


requirement. 

The probable loss of a $500,000 a. 
count was serious and the matter was 
turned over to the testing laboratory for 
A check-up, requiring 
two weeks time, was made and the en. 
tire line through which the oil flowed 
was carefully examined. It was discor 
ered that, when the oil came in con 
tact with a particular type of metal in 
one of the fittings, a chemical reaction 
caused the od to thicken and the sludge 
settled in the hose. 


investigation. 








The result was that the airplane com 
pany thanked the hose manufacturer 
for discovering the real cause of the 
complaint, and the company furnishing 
the oil developed a product that would 
not thicken and clog the line. In this 
case it certainly paid to make a thor 
ough examination before throwing 
the sponge. 

We can learn a lesson from this er 
perience and get at the bottom of every 
complaint before agreeing that there i 
something wrong with our product. 

In making adjustments, remember 
that 

The Customer May Always Be Right 
But Your Company Is Not Aly 
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Carmen Supply Gets 
Permit For Construction 
Carmen Supply Co., Syracuse, N.! 








has been issued a building permit 
the Syracuse Bureau of Building 
erect a $15,000 concrete block shop® 
210-12 Tully St. 
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Special 3-MONTH CAMPAIGN 
to Sell MORE TOOLS for You! 
eEXTRA VOLUME and Profits for distributors is the 


goal of a new Util-A-Tool sales program that starts 
March 1st. For three full months, the major effort of 
our entire organization will be concentrated on pro- 
ducing and promoting this ‘Tool of a Thousand Uses” 
that carries a big profit margin and unlimited sales 
potentials, 


e INCREASED ADVERTISING 

in Every Major Market 

Spearhead of this special drive will be a greatly en- 
4 larged advertising program in leading trade papers to 
reach construction, maintenance and production men in 
every field. Aided by aggressive direct mail, this ad- 
vertising will tell buyers to “See your Simplex ‘Distrib 
utor”’ for the time-and-money saving Util-A-Tool. 


eae 


| Everyone's A PROSPECT for ’ 
“The Tool of a Thousand Uses” INCREASED PRODUCTION 
Assures Prompt Delivery Now 


Me 








. % PULLS...PUSHES...SPREADS...BENDS...CLAMPS —" 11s. oe ee ee 
You'll be able to get fast delivery of Uul-A-Tools 
«+.» HOLDS ...LIFTS and LOWERS Like a JACK for stock to back up your sales force because we have 


ig An to The Util-A-Tee! more than doubled production! You can cash-in quick 
em asset any shop; o necessity is @ prospect. « til-A-Tool set " ws Re “yy ne eae: ; ' 
ah ‘ on the waiting market that will be alerted by the 
e in the field, the Util-A-Tool saves consists of: a Simplex 10 ton vigorous promotion. 

* time and work on countless main. capacity push-pull jack; 2 Sky 


You can sell it for all types of work jack, three 40” chains with grab * Push UTIL-A-TOOLS You 


“as listed above to welding shops, hooks and clows, lever bar and 
machine shops, contractors, mainte- tool box...a combination set that To Pull Up Sales and Profits oe 
nance men, utilities —in fact every pays for itself many times over in Get in on this special drive at once. Write for full 








‘ “tenance, repair and productionjobs. hooks, a three-way base, a spreader 





tion 4 Plant ond field job in your territory time and labor savings. information on prices, discounts, markets and_ sales 
\ a helps. You'll get facts on how to get quick sales and 
se, N. 1s : 
P extra profits now. 
permit 









. 
» Simplex 
LEVER - SCREW - HYDRAULIC ~ 
J k TEMPLETON, KENLY & CO., CHICAGO 44, ILLINOIS 
ae s Bett Saf Jack i 
etter, Safer Jacks Since 1899 
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Fastener Merchandising Can Mean 


142 


To FE. This Advanced Idea in 


Lower Sales Expense For You 


You may be hearing a lot about “T.F.E.” It’s an 
RB&W sponsored idea that can help you get the 
maximum profit out of your fastener line. 

“T.F.E.” stands for True Fastener Economy — 
the lowest total cost for specifying, purchasing 
and using fasteners. It is explained in the RB&W 
ad reproduced on the opposite page, now run- 
ning in a long list of business magazines. 


You benefit from “T.F.E.” in these ways — 


1. The customer who wants True Fastener 
Economy rather than just Low Initial Cost will 
continue to buy a quality line — good times and 


bad. 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Philadel- 


phia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


RUSSELL, 


2. The customer who standardizes on fewer 
types and sizes will buy in larger quantities less 
frequently, saving you paper work and shipping 
room expense. 

3. The customer who insists upon quality is 
less likely to burden you with the costs of com- 
plaints and returned goods. 


To make the most money on the important 
and profitable volume item of fasteners, promote 
“T.F.E.” to your customers... call on us when- 
ever it would be practical to have our engineer- 
ing staff help the customer to standardize on 
purchases and to engineer better fasteners. 


RB&aw 


DEPENDABLE FROM COAST TO COAST 


RB&W bolts, bought at random from distributor 
stocks in Boston and Chicago, will be identical—the 
same clean-cut heads, accurate well-finished barrels, 
perfect threads, high physical properties. That’s why 
—when you offer the RB&W Brand, you offer an 
opportunity to achieve True Fastener Economy. 
Every shipment can be depended upon for the accu- 
racy, strength, uniformity and finish that keep the 
cost of using fasteners to a minimum. 


RBaw 


TheCo mfr leleQua lly Line 


BURDSALL & WARD BOLT & NUT COMPANY 
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why 


I look for all 8 


' to get t fe 


It is the many costs of using a fastener that count 

. not just the initial price. True Fastener Economy is 
the lowest total cost for fastener selection, purchase, 
assembly and performance. 











YOU GET 


1. Reduce assembly time to a minimum by sav- 
ings through use of accurate and uniform fasteners 


2. Make your men happier by giving them fast- 
eners that make their work easier 


3. Reduce need for thorough plant inspection, 
due to confidence in supplier’s quality control 


4. Reduce the number and size of fasteners by 
proper design 


5. Purchase maximum holding power per dollar 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


102 years making shong 


the things that make hmerica shong 


t.fie. WHEN YOU... 


of initial cost, by specifying correct type and 
size of fasteners 


6. Simplify inventories by standardizing on 
fewer types and sizes of fasteners 


7. Save purchasing time by buying larger quan- 
tities from one supplier’s complete line 


8. Contribute to sales value of final product by 
using fasteners with a reputation for dependa- 
bility and finish 








Plants at Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, Ill., Los Angeles, Calif. Additional sales offices at 
Philadelphia, ia, Detroit, Chicago, Chattanooga, Portland, 
Seattle. tributors ‘trom coast tu coast. By ordering 
through your distributor, you can get prompt service 
for your normal needs from his stocks. Also—the in- 
dustry's most complete, easiest-to-use catalog. 





VY 





Appearing currently in Modern Industry, 


Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 


102 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 
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SALES 
BOOSTER 


A high demand, general purpose 
hand pump for all industry. Sells 
singly as utility pump or in quan- 
tity to original equipment manufac- 
turers. 


Industrial Plants 
CUTTING & PAINT OILS 
Petroleum Handlers 
FROM NAPHTHA TO NO. 50 OIL 
Garages — Farms 
FUELING & OIL TRANSFER 
Handles Many Liquids 
ALCOHOL, THINNERS, 
SOLVENTS, OILS, PAINTS, 
SOAPS, DYES, 
SYRUPS TO 10,000 
S.S.U. Viscosity. 


‘Bowser eliminates sticking or 
rusting with exclusive alumi- 
num rotor, carbon vanes and 
stainless steel springs in the 


full-floating impeller assembly. 








JOBBER INQUIRIES INVITED 


Write For Franchise Details 









Models | 


FIG. 3]OOO—PUMP ONLY 


For %" 1.P pipe mounting, and for re. 
placement of less efficient hand pumps. 


| 


rS 








FIG. 3001—BARREL PUMP 


Includes pump, spout, pail hook, bung 
attachment, water deflector and %” x 
40” pipe. 





MOUNTED 
ON SKID ¥ 
TANK 


FIG. 3002—FUELING UNIT 


Includes pump, bung attachment, water 
deflector, %’ x 40” pipe, %” x 8’ oil 
resistant hose, vacuum breaker and 
aluminum nozzle. 


DESIGNED AND BUILT BY THE MAKERS OF BOWSER 


GASOLINE PURAPS eeee Liguid Control Equipment Since (855 


BOWSER, INC. - 


E. CREIGHTON AVE. - 


FORT WAYNE 2, IND. 

















Ed Dwyer, welding department di- 
rector at Cook Iron Store, Roches- 
ter, N. Y., checks over stocks. 





Lodge & Shipley Buy 
Acme Machine Tool Unit 


The Lodge & Shipley Co., Cincinnati, 
has acquired the turret lathe and hand 
screw machine business of the Acme 
Machine Tool Co., also of Cincinnati. 
William L. Dolle, president and general 
manager of Lodge & Shipley, said that 
the acquisition will amplify Lodge & 
Shipley production of machine tools. 

The purchase did not include the 
outstanding capital stock of the Acme 
firm, but merely the patents, good will, 
patterns, trademarks, jigs, fixtures, in- 
ventory and associated items comprising 
the turret lathe and hand screw ma- 
chine business. 
buildings were not involved in the trans- 


Plant machinery and 


action as the present ownership of 
Acme contemplates the use of these 
facilities in the production of a small 
shearing machine. 

A readjustment of production space 
facilities will be necessary to accom: 
modate the Acme operations in the 
Lodge & Shipley plant at 3055 Colerain 
Ave., Cincinnati. 








It was a rollicking good Christmas 
at Harry P. Leu, Inc., industrial 


supply firm of Orlando, Fla. From 
left to right: Harry P. Leu, presi- 
dent; Santa (alias Frank Keenan, 
salesman); A. S. Brim, assistant 
manager; Paul J. Stine, manager. 
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COMPRESSED ASBESTOS 
GASKET FACTS 


Gaskets cut from DURABLA do 
not leak or show distress at 1650 
lbs. steam pressure at 850°F. 


DURABLA gaskets remain tight 
at 3700 Ibs. hydraulic pressure 
at 80°F. both before and after the 
steam test described above. 


These results are confirmed 
by the record of DURABLA 


GASKETS in many installations. 


For water at low temperatures, 
and all other services, including 
Oil and all Refrigerants, as well 
as Steam, Water, Gasoline, Am- 
monia, Acids, Alkalies, and Vola- 
tile Vapors, at all temperature- 
pressure combinations. The uni- 
form compression and texture 
make DURABLA the ONE Gasket 
PROVIDING INSURANCE 
AGAINST ACCIDENTS. 


THE ALL PURPOSE PACKING FOR EVERY GASKET SERVICE 


For these reasons, Manufac- 
turers of Air Conditioning 
Equipment, Valves, Traps, En- 
gines, Meters, Stills, Tanks, Ice 
Machines, Heat Exchangers, 
etc., are making DURABLA 
Gaskets a part of their product. 





NOTE... DURABLA 
ENGINEERING DATA... 
covering Gasket Pressures and 


"Gasket Proportioning” will be 
sent on request. Reference: 7S2 


, DURABLA MANUFACTURING COMPANY , 


114 LIBERTY ST. 


BRANCHES IN PRINCIPAL CITIES. FOR CANADA REFER CANADIAN DURABLA LIMITED, TORONTO | 


NEW YORK 
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Heres something for 
Aggressive Distributors 


ie a 
ee. ; 
% My al 
= = £* M thy 


an, 
Every motor up 
to 25 HP in your 
territory is 
an application 





possibility 


... for the 
ad i mW 
“AUTOMATIC 
Aggressive distributors will recog- 
nize at once why this variable ten- MOTOR & ASE 
sion motor base gets quick customer 
acceptance, and why recent tests by 
an unbiased authority show universal satisfaction in a wide variety of applica- 
tions. Use has invariably built good will for “Automatic.” 

Smooth action, regardless of the type of load, is assured with an “Auto- 
matic.” Installation is easy, no special engineering being required. After in- 


stallation, belt tension is adjusted by merely turning a screw, and then tension 
is maintained automatically. 


Outstanding sales opportunities are assured because the “Automatic” 
is adaptable to every type of drive, horizontal, vertical or overhead with flat 
or “‘v” belts. 


Available for motors from 1/6 to 25 H.P. Made in 9 standard sizes. Fits 
all standard motors. 


Write for details of our distributor plan. 


AUTOMATIC MOTOR BASE CO. 


P. O. BOX 2186 PATERSON, N. J. - 
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Hardware Group 
Honors Ladds 





Herbert P. Ladds 


Herbert P. Ladds, president of the 
National Screw & Mfg. Co., Cleveland, 
and president of the American Hard. 
ware Manufacturers Association, was 
presented with a scroll and gold medal 
at the 6lst annual banquet of the Hard. 
ware Merchants & Manufacturers’ Asso- 
ciation which was held in Philadelphia 
January 30. The award, which is pre 
sented annually to an _ outstanding 
individual in the industry who by his 
activities has reflected credit upon 
American business, was presented by 
E. E. Chandlee, chairman of the jury 
of award. Other members of the jury 
are Fayette R. Plumb and Paul A 
Griffith. 

Frank L. Campbell of Fayette R. 
Plumb, Inc., was reelected president of 
the merchants and manufacturers asso 
ciation. L. A. Hoeflich, Supplee-Biddle 
Co., was renamed vice-president, and 
Thomas A. Fernley, Jr., secretary-treas- 
urer, 

Directors for the year are: Mr. Grif- 
fith, Shields & Bro.; Edward K. Tryon 
3d, Edw. K. Tryon Co.; J. H. Stauffer, 
Herr & Co.; R. O. Recknagel, Corbin 
Screw Div., The American Hardware 
Corp.; Harry D. Moore, Metal Sponge 
Sales Corp., and Nelson D. Perine, 
Penna. Lawn Mower Wks., Div. Amer 
ican Chain & Cable Co. 


Mr. Campbell served as toastmaster. 
Following the presentation of the 1%! 
award, Mr. Campbell introduced Dr. 
Samuel Steinmetz, philosopher and 
humorist from Trenton, N. J., who spoke 
on “Horse Sense, Common Sense and 
Nonsense.” 








ee 
HELLER VIXEN 


MILLED CURVED -TOOTH FILES 








































2 
Fastet- cutting on 
of the 
veland, BRONZE 
| Hard. 
a, we COPPER 
| medal 
> Hard- 
s’ Asso- LEAD 
delphia B P 
ecause of the unique forward 
is pre ; ‘ 
randing slope or undercut of its milled MONEL METAL 
by his curved-teeth, a genuine Heller 
upon VIXEN File is faster-cutting. Your SOLDER 
ve customer can easily confirm this by 
1e j : 
ne jay trying a Heller VIXEN on almost FIBRE 
aul A any job around the shop or in the 
| lane % PLASTICS 
mi ; Heller VIXENS remove more metal ’ ZS 
ent 0 P P ° . 
3 asso in less time more easily . . . without ¥ Heller VIXENS in standard, fine and 
Biddle tracking, grooving or pee 0 = smooch ass, are supplied ie <0 types 
. rated at left, and (2) PLAIN BLADE 
t, and They smooth = they cut; _ stay SS FLEXIBLE type, with a hole at each end 
y-treas- remarkably free from loading or = for use in special holder ia which the file 
. .  ——, iS easi djust vi utwar 
clogging, even when working on ESE ponte ) “or inward (concave). PLAIN 
Pre: soft metals. See us for the shapes, GO BLADE RIGID type files ose sce 
fe: cuts, sizes and types to meet your -t { 
Corbin needs best. 
rdware 
Sponge HELLER BROTHERS COMPANY 
Perine, America’s Oldest File Manufacturers 
Amer: Good Tools Since 1836 
, Newark 4, N. J. Newcomerstown, Ohio 
“a NUCUT WAVY-TEETH ° SWISS PATTERN 
e 194 
od Dr. VIXEN CURVED-TOOTH * ROTARY 
r and 
» spoke 
se and 
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PULLING 
SYSTEM 


MAKES IT EASY 


To PULL and REPLACE 
CLOSE FITTING PARTS 





Bearings, pinions, collars, sprockets, gears, pulleys, sheaves, 
shafts, sleeves, wheels and other “tuffies’’ are quickly and 
safely removed and installed with OTC PULLERS, attachments 
and Special Tools. They speed up maintenance and repair 
jobs, avoid parts damage, shorten “‘down time’’ on machine 
tools. Approved by all Leading Bearing Manufacturers. 


OTC INDUSTRIAL MAINTENANCE SET NO. PE-20—shown be- 
low—provides complete heavy duty OF agen equipment 
for handling large factory, mill, utility, mine ee RR 
Seaman. Other Sets of smaller capacities to aot all 
needs. 


YOUR CUSTOMERS know about OTC— 


Continuously advertised to Industrial Plants This sign 
identifies 


OWATONNA TOOL COMPANY _ Sistributer 
363 CEDAR ST. © OWATONNA, MINN. 


Bright, clear, weather- 
proof marks 


Always ready for use— 
handy as a pencil 
Point will not get hard 
or crusty. 

* Economical — time sav- 
ing 

* Big, husky sticks 


© Eliminates messy paint 
pots and brushes 


Paintmarx may be used to mark any surfece 
that will take paint, whether wet or dry 
in the tropics or in the arctic. 


OE RE EOE A GR RE AN 


Send for FREE Industrial Crayon Guide. 





Dept. ML-18 
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Sandpaper ‘ 








_ 


7 








Onze crave of Jewel sandpaper is so fine that 
it has found widespread use for depilatory 
mittens. Less glamorous legs require different 


smoothing techniques. 











For grinding and polishing metals, Silver 
Streak abrasive belts provide a heat-resistant 


grinding medium, free from metal “scorch” 
For woodworking, special Jewel Garnet, pre- 


and adhesive melting, with its grit-clogging 
pared by an exclusive process, is rapidly 


and consequent short life. 
replacing more expensive artificial abrasives. 





In the metal-working field, Weldisks with 
their safety backing and Bondex adhesive offer 


: 2 : ; Remember Jewel Abrasives next time you 
fast, clean cutting, with accident protection 


. ae : order from your jobber. There’s a Jewel prod- 
and long wearing qualities as definite Jewel 


uct for every grinding and polishing job. 
“a - V8 § 
plus” values. 











VOL 


SOUTH BRAINTREE 85, MASSACHUSETTS + MAKERS OF JEWEL COATED ABRASIVES 
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John McCrary, Inside salesman for 
the Pate Supply Co., Birmingham, 
Ala., writes out an order just given 
to him by Jim Brosato, plumbing 
and heating contractor. 





Link-Belt Establishes 
Office In Milwaukee 


Link-Belt Co., Chicago, manufactur- 
ers of materials handling and mechani- 
cal power transmission machinery, has 
opened a sales office in Milwaukee, 
Wisc., in the Century Bldg., 808 North 
Third St., with William M. Hufnagel, 
district sales manager, in charge. He 
will be assisted by H. B. Johnson and 
F. E. Sweeney. 

Mr. Hufnagel started his career with 
Link-Belt in 1924 when he became a 
summer-time employee at the Ewart 
plant in Indianapolis. Permanent enm- 
ployment began in 1927 as a drafts 
man in the engineering department. In 
1935 he was transferred to the Indian- 
identifies only the product of The Allen Manufacturing Company. | apolis plant, followed by a transfer to 
the positive drive sales department in 
Chicago in 1936. He has been serving 
as district sales engineer, handling all 
mous with hex-socket screws, so that many buyers accept Allen-type | company products since 1943. 








These Allen-head screws are genuine Allen-made 


Because —they’re tied in with the ALLEN HEAD trade-mark which 


Through 36 years of specialization the Allen name has become synony- 





screws that are not Allen-made. Even buyers who for three decades 





have purchased “Allens” by name, have also purchased other makes 


in the name of “Allens”. 


IF all hex-socket screws were as serviceable as “Allens”, all would be 


well in ordering merely the type. But where customers need the Allen 





strength and precision they also need to specify the make — and get it. 








We urge our Distributors, in self-protection, to see that customers are 





not disappointed by so-called Allen screws that are Allens in type only. 








Look for the ALLEN HEAD trade-mark on packages and promotional 





matter, and help educate users to do the same. 




















THE ALLEN MANUFACTURING COMPANY “—Contrarily, | don't think it meret 


nary—! think it’s nice of him to pry 
HARTFORD 1, * ALLEN *% CONNECTICUT, U.S. A. Cae enee Gnacdien ae 
walt—" 








150 MILL SUPPLIES © FEBRUARY, 1947 





Ye 


all t 
wea 


driv 
who 
that 


ordi: 








n for 
ham, 
jiven 
ibing 


factur- 
echani- 
ry, has 
vaukee, 
- North 
fnagel, 
e. He 


on and 


er with 
‘ame a 
Ewart 
‘nt em- 
drafts- 
ent. In 
Indian- 
isfer to 
nent in 
serving 
‘ing all 


ee 
— 











You See at Once That the 


SIDE «= 


is the part that 


GETS the WEAR 


Naturally so, because the sides of a V-belt do 
all the gripping on the pulley. They get all the 
wear against the sheave groove wall. 







DIAGRAM 
OF V-BELT 
IN SHEAVE 


It’s the sides, too, that pick up all the power delivered by the 
driver pulley. The sides transmit that power to the belt as a 
whole. And then, once more, it’s the sides--and the sides alone-- 
that grip the driven pulley and deliver the power to it. 


That is why you have always noticed that the sidewall of the 
ordinary V-Belt is the part that wears out first. 


---and Now See How the 


CONCAVE SIDE 


(A GATES PATENT) 


Y REDUCES Sidewall WEAR 


Greatly Lengthening Belt Life! 


Clearly, since the sidewall is the part that wears out first, any- 
thing that prolongs the life of the sidewall will lengthen the life 
of the belt. 

The simple diagrams on the right show exactly why the or- 
dinary, straight-sided V-Belt gets excessive wear along the middle 
of the sides. They show also why the Patented Concave Side 
greatly reduces sidewall wear in Gates Vulco Ropes. That is the 
simple reason why your Gates Vulco Ropes are giving you so 
much longer service than any straight-sided V-Belts can possibly 
give. 


© MORE Important NOW 
Than ever Before! 


Now that Gates Specialized Research has resulted in V-Belts 
having much stronger tension members -- tension members of Rayon 
Cords and Flexible Steel Cables, among others--the sidewall of the 
belt is often called upon to transmit’ to the pulley much heavier 
loads. Naturally, with heavier loading on the sidewall the life- 
prolonging Concave Side is more important today than ever before! 


THE GATES RUBBER COMPANY, DENVER, U. S. A. 
World’s Largest Makers of V-Belts 














Straight Sided 
-Belt 


How Straight Sided 
V-Belt Bulges 
When Bending Around 
Its Pulley 


You can actually feel the bulging of a 
straight-sided V-Belt by holding the 
sides between your finger and thumb 
and then bending the belt. Naturally, 
this bulging produces excessive wear 
along the middle of the sidewall as in- 
dicated by arrows. 


Gates V-Belt with 
Patented Concave 
Sidewall 


Showing How Concave 
Side of Gates 
Straightens to Make Per- 


V-Belt 


fect Fit in Sheave Groove C3 
When Belt Is Bending 
Over Pulley’ 


No Bulging against the sides of the 
sheave groove means that sidewall wear 
is evenly distributed over the full width 
of the sidewall—and that means much 
longer life for the belt! 
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The most important question | 
about Chain: — | 


“WHO MAKES IT?” 





S. Donald Fortson, Augusta, Ga, 
distributor, is satisfied with the 
way things are going in the South, 








Delanty Appointed 
In Tri-Cities Post 


J. Dan Delanty was made resident 


pA ik gr oe 


ben aii a Ta: 





Laughlin, Inc. He has been associated 


CHAIN with the steel industry in a sales ca- 
oe oF 


pacity for a number of years. 


i ts salesman in the Tri-Cities, covering I]. 
; AMERICAN J ’ linois, Iowa and Nebraska for Bliss & | [ 


Ingersoll Appointed 
To LaGanke's Post 














There's more to a chain than material, 
type and size. Equally important are 
the experience and facilities of the 
manufacturer who made it. For these 
affect chain quality. The war greatly 
increased the quantity of chain produced 

by American Chain Division. But nothing 

will ever lower the quality of ACCO 

Welded Chain, Weldless Chain, or 

Attachments. We will not compromise The National Screw & Manufacturing 


with quality. On the contrary, our | Company of Cleveland appointed 
George R. Ingersoll as manager of dis 





oe 
Ww 
een 


George R. Ingersoll 





research department is constantly en-— | tributor sales, replacing Harold Wilt 
deavoring to improve the quality of Ganke who died suddenly. Mr. Inger 
American Chain, thereby increasing its _ soll will also have full charge of the 
service to the user. company’s spoke and nipple sales t 
both manufacturers and distributors. 

George Ingersoll has been with “Ne J 7 

tional” for 22 years, all of that tim J | 
| in the sales department. Until this 
co York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, | promotion he was district sales =e 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. | ager for the Cleveland area. He 3 





married, and is a member of Acacia 


AMERICAN CHAIN DIVISION Country Club and Cleveland Athletic 

AMERICAN CHAIN & CABLE Club. His golf score is in the low 

-_ “ ay eighties, and he is a former tennis 
— n Business for Your Safety champion. 
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' Bliss & 


a = YOU FURNISH 
| THE STEEL... 


LYON will make 
the product... Bi fh | 
Here is how Lyon's modern sheet steel fabricating CONTR ure 


facilities and ample skilled manpower have helped many 

companies—and can help you if you or your customers 0 F S 4 E E 

have steel on hand, or available: T $ T F E L | T 

To complete your customers’ plant expansion or con- (GA E M S 
version program, we will accept your sheet steel (12 to UGES FROM 8 Tr 

24 gauge and certain sizes of band steel) and supply 0 30) 

you pound for pound with any selection of “Lyon Stand- 
ard Products’ currently in production, a few of which are: 
Steel Shelving, Lockers, Gravity Conveyors, Shop 
Equipment, and Filing Cabinets. 

Get in touch with your nearest Lyon District Office 

salesman. Ask him to show you what this “Steel’’ cam- 
paign means for better customer service and bigger dis- P 
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MORE AND MORE 
HEIN-WERNER HYDRAULIC JACKS 
TO MEET INDUSTRIAL NEEDS 


Each month Hein-Werner continues to 
produce an increasing number of preci- 
sion-built, superior quality hydraulic jacks. 
Jacks that are proving their time and labor 
saving efficiency at 1,001 industrial appli- 
cations. 

Hein-Werner hydraulics are factory 
tested at 1% times their rated capacity. . . 
they’re dependable . . . they’re powerful. 
And best of all...they’re available now. 


Made in models of 3, 5, 8, 12, 20, 
30, 50 and 100 tons capacity. 


Write us for details 





HEIN-WERNER MOTOR PARTS CORP., Waukesha, Wis. 
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ply Co., Gastonia, N. C., hopes to 
add more space to his present 
quarters with new _ construction 
soon. 


Griffin Supply Plans 
Building Expansion 


As soon as materials are available, 
R. R. Griffin of the Griffin Supply Co., 
Gastonia, N. C., hopes to be able to 
construct a second addition to the pres- 
ent quarters. The Griffin Supply Co. 
was founded 12 years ago as a welding 
supply house but has expanded to in- 
clude a general line of industrial sup- 
plies. 

The firm has taken over a brick, one- 
story taxpayer building on the left of 
the original quarters at 815 East Frank- 
lin Avenue. The plot on the right is va- 
cant but owned by Mr. Griffin and he 
hopes to duplicate the left wing on the 
right, finish the front of the original 
quarters in stucco of modern design. 


Goodrich Appoints 
Denver Manager 


J. R. Thompson was named Denver 
District manager of the B. F. Good- 
rich Co.’s industrial products sales di- 
vision, succeeding John Gulledge. Mr. 
Thompson was recently released from 
military service following four years as 
a major with the U. S. Army Ordnance 
Department. Before the war he cov- 
ered textile mills in the Southeast for 
the Goodrich sales division. 


Anderson Corp. 
Buys Worcester Plant 


The Anderson Corp., Worcester, 
Mass., has purchased a plant at 1025 
Southbridge St., Worcester. According 
to G. H. Anderson, president, Ander- 
son Corp. will enjoy greatly expanded 
facilities for handling rapidly increas- 
ing volume of business. 


R. R. Griffin, owner of Griffin Sup- 
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4 Dumores 
on 1 Production 
Line 


— Curlemont Corp., Chicago, 
lll., made out on poppet 
valve production with this 
line, after eight companies 
with more expensive 
equipment failed. 










he wide market for 
umore production 
lications gives you 


Wc 








rll cost-cutting Dumores for production applications. 
sa market full of opportunity for you. A production 
wspect may give you an order for a dozen Dumores — 





more... for the same time and effort you'd normally 
kad selling one Dumore for toolroom or maintenance 
ork, It pays to concentrate your selling where returns are 
atest — the profitable production application market. 


The Dumore Grinder is the accepted standard in tool- 
bom and maintenance shops, where its adaptability and 
‘up speed make it indispensable, Count on this estab- 
ed market for your basic sales volume, but devote 


Istributers 


few Dumore Industrial Franchises 
Ph available. If you are interested 
handling Dumore Industrial Tools 
your area, please write us for in- 
Pmation. The Dumore Company, 
Bes Department, Racine, Wisconsin. 













35 Dumores 


—Research Tool Co., Saginaw, 
Michigan keeps this battery of 
bench-mounted Dumores busy 
full-time in rotary-file 
production. 







AE bh 




























6 Dumores 
in 1 Drilling 
Machine 


— Zagar Tool, Cleveland, 
Ohio, devised this special 
high-volume production 
drilling machine for 
lock-wire screw 
holes. 


r _ 


your major selling effort to the new production-market 
with its big profit opportunity. The Dumore’s versatility 
and economy are effective sales appeals in this market, 
where your prospects are particularly interested in im- 


proving methods and cutting costs, 


Production applications pictured above are from Here's 
How, a 76-page book packed with actual case studies of 
Dumore grinding. Send in the coupon on the next page 
for your free copy — use it to sell your prospects and 


cash in on Dumore multiple-unit sales for production ! 


Turn the page 
for information 
on the complete 
line of Dumore 
cost-cutting tools 
and grinders. 


















7 Different 
sizes and types 
of Precision 

Dumore No. 12 No. 77 No. 7 
















© — 1 HP; speeds 2800 to 7750 — HP; speeds 3400 to 13,800 — ¥%, HP; speeds 4200 to 29,309 
Grinders rpm.; wheel sizes — 3” to 8"; rpm.; wheel sizes — 1” to 6"; rpm; wheel sizes — Ya" to 5"; 
for external work ond internal to for external work ond internal to for external work and internal te 
24” depths. 18” depths 18” depths. 
—— 





No. 5 No. 44 No. 11 No. 14 

—'2 HP; speeds 4600 to 42,500 —V_ HP; speeds 6600 to 38,500 — Ys HP; speeds 6900 to 30,000 —1/14 HP; speeds 10,000 ond 
rpm.; wheel sizes — Ye” to 5"; rpm.; wheel sizes — Ye” to 3”. rpm.; wheel sizes — Vg” to 3”. 22,500 rpm.; wheel sizes Y/" to 2” 
for external work and internal to 

18” depth. 











4 Different 
Dumore 


There’s a size and type Dumore : 
Handgrinders 


for EVERY grinding need! 


The complete line of Dumore precision grinders ranges from the husky 
1 HP No. 12 to the tiny 44 HP No. 14 — all capable of work to + 
.0001” on production, toolroom, or maintenance jobs. Speeds up to 42,500 
rpm. Interchangeable quills provide internal grinding capacity to 24” depths. 


















No. 8 HG 


— 1/20 HP; speed — 18,000 
rpm.; Ye" capacity chuck or 
Jacobs No. 0 Chuck, 0 to Ye” 










. . . . . capocity. 
You can do every type of grinding job with a Dumore — internal 
and external cylindrical grinding, surface grinding, thread grinding, and 
tool or cutter grinding. 
@ Dumores mount on any basic machine tool, convert- 
ing it to a precision grinder. No. 10 HG 


— 1/10 HP; speed—22,000 rpm.; 
Ya" capacity chuck or Jacobs No. 
O Chuck, 0 to Ye” capacity. 


@ Dumores are used bench-mounted for off-hand or 
jig-and-fixture operations. 


@ Dumores serve as precision, high-speed work-heads 
on many special grinding machines. 


@ Dumores mounted on used machine-tool bases pro- 
vide inexpensive, dependable grinding facilities. 

No. 9 HG 

— V%q HP; speed — 15,500 rpm.; 


Va" capacity chuck and extension 
arbor. 


Send in the coupon below for your free copy of the new 76-page case- 
study book — showing how 75 other companies have used Dumore tools 
and grinders to cut their production, toolroom, and maintenance costs. 


Duplex 


— 1/14 HP; speed—17,000 rpm.; 
V4" capacity chuck with Ye" and 

32” adapters; flexible shaft 
attachment, 


Plus 





See preceding page for 
cost-cutting Dumore 
Grinder applications. 














Tear out and mail this coupon today! 
THE DUMORE COMPANY, Dept. B- 31, Racine, Wisconsin 


Please send me, without obligation, my copy of Here's 
How, your manual of the newest techniques in grinding. 














Sensitive No. 2 Flexible 
Drill Shaft Tool 


— 1/30 HP; speeds 2000 to — 1/15 HP; speeds 500 
15,000 rpm.; Jacobs No. 0 10,000 rpm.; Jocobs Ne 
Chuck, 0 to Ye” capacity. Chuck, 0 to Ye” capacit? 
cama emcee ean tem ecedemmaateeeeee cae einen iar With foot rheostat to con- With foot rheostot to 
City trol speed. trol speed. 
“ity... 





Name....... Position 





I re icascoin sls cansniuleeeenenn etna Taersnnvesetenansesceserectinintonsviendé nusvsounsvntean.sissstenaelbeeleasillaniiaiiaien 









) State ilies 


, CARBIDE: 


CARBIDE ALLOYS DIVISION, Ferndale (Detroit) Michigan 
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Tl etenanme-anaeel 


sell A COMPLETE LINE 


sell VICTOR 


You have three-fold assurance of more sales when you sell 
VICTOR’S complete line. In the VICTOR line there's a blade every 
customer wants, no matter what he wants, for VICTOR makes a 
blade for every job a hack saw or band saw can do. You're assured 
your customer is satisfied too, for VICTOR blades cut faster, cleaner 
... have proved it on metals, plastics, and other non-metallic mate- 
rials. You're assured he'll come back for more VICTOR (and send 
his blade-buying friends). For VICTOR blades have long service 
lives that put them in a class by themselves. Take 
these three simple steps to more blade sales today. 
Sell what they want. Sell a complete line. SELL 
VICTOR. 











“© HAND BLADES 





@ POWER BLADES 








e BAND SAWS 


(Metal Cutting, 
including Skip-tooth) 


@2110 Sold only through recognized distributors 
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Discussing deliveries, and some 
things in a lighter vein, are H. D. 
Witmer, vice-president, Warren 
Balderston Co., Trenton, N. J. (left) 
and G. W. Boyer, Ohio Injector Co. 





Schwanhausser Renamed 
Head of Diesel Group 


E. J. Schwanhausser, vice-president 
of Worthington Pump & Machinery 
Corp., was reelected president of the 
Diesel Engine Manufacturers Associa- 
tion at the annual meeting held in Chi. 
cago recently. Also returned to their 
posts as vice-president were J. E. Peter. 
son, vice-president of General Machin- 
ery Corp., and Gordon Lefebvre, presi- 
dent of Cooper-Bessemer Corp. Robert 
H. Morse, Jr., vice-president and general 
sales manager of Fairbanks Morse & 
Co. was chosen treasurer. 

Directors are: William E. Corrigan, 
vice-president, American Locomotive 
Co.; George W. Codrington, vice-presi- 
dent, General Motors Corp. and general 
manager of Cleveland Diese] Engine 
Div.; A. W. McKinney, vice-president 
and general manager of sales, National 
Supply Co.; Robert E. Friend, preii- 
dent, Nordberg Mfg. Co.; Norris H. 
Schwenk, president, Busch-Sulzer Bros. 
Diesel Engine Co.; and G. F. Twist, 
vice-president and general manager. 
Atlas Imperial Diesel Engine Co. 








R. F. Johnson, National Twist Drill 
& Tool Co. representative, holds an 
informal drill clinic for salesmen at 
the Industrial Supply Corp., Rich 


mond, Va. From left to right: 
Frank Hart, Mr. Johnson, W. F: 
Scroggins and Gordon E. Stange 
land. 








FORGE! 


ture « 
holes 
again 
hard- 
















NOW... FINER 
BECAUSE THEY'RE FG FACED 


FORGED FITTINGS ARE TOUGHER FORGED FITTINGS ARE STRONGER 











some , 
H. D Forged fittings stand up bet- Brass forgings are over 80% — | 
aren ter under hard knocks, me- stronger than brass castings — 

a chanical shock, and vibration that’s why forged fittings will : 
(left) because forging concentrates withstand higher pressures. eS) 
or Co. fiber-like flow line structure of ° SJ 

metal at points of stress. 
ned a ee 
resident 
ichinery 

of the 
Associa 
in Chi- 
to their 
;. Peter- 

Machin. 
e, presi- 





Robert FORGED FITTINGS ARE CLOSER GRAINED 
neil The extremely close-grained struc- ~ 7 
eh t ture of forgings assures against blow IMPERIAL 
0 

holes or other concealed defects and TUBE FITTINGS 


against seepage of even 
nar ete ry macerials. for connecting copper, steel, 














‘orrigan, aluminum and other metal tubing. 
Somotive 
ce-presi: 
- general 
— DRYSEAL PIPE THREADS 
pres Full length SAE Dryseal Pipe Threads 
National are being incorporated on pipe thread 
J, presi ends. These threads make tight joints 
ude Ot without pipe dope; are longer on sizes 
4," 
- ak 4,” and over. 
'. Twist, FORGED FITTINGS ARE MORE UNIFORM 
nanager, Dimensions of forgings are held within ex- 
20. tremely close limits—far closer limits than 


are possible in the case of castings. This [ MPERIAL leads again with new, finer tube fittings 
makes fittings easier to install. connecting copper, steel, aluminum and other thin- 
wall metal tubing. These new fittings have forged in- 
stead of cast bodies on tees and elbows and SAE Dry- 


vv Elbow and tee bodies on Compression, seal Pipe Threads on all pipe connections. 
Flared, Hi-Duty, Flex and Inverted Flared The superiority of forged brass fittings has long been 
Tube Fittings are being converted to forg- recognized. Now, for the first time these better fittings 
ings. Straight fittings made from brass rod. are made available for general industrial applications. 
>, Today, more than ever before, when you sell Imperial 
: you sell the finest in fittings. ‘ 





THE IMPERIAL BRASS MANUFACTURING COMPANY 
511 S. Racine Avenue Chicago 7, Illinois 


IMPE RIAL PIONEERS IN TUBE FITTINGS 


AND TUBE WORKING TOOLS 


st Drill Write for Bulletin No. 349 on Forged Fittings 


olds an 
men at 
, Rich 
right: 
W. F. 
Stange 
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BAY STATE INTERNAL 
GRINDING WHEELS 


are made closely to size, with arbor 
holes parallel to face and accurately 
centered — take heavy, fast cuts and 
have long life—are uniform — their 
porosity is predetermined. 


If you do not already have a good 
stock of these fast selling wheels, it 
is recommended that you place an 
initial order promptly. Write our fac- 
tory Sales Department, or get in touch 
with our representative for assistance 
in determining the most commonly 
used sizes and specifications. 
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OBITUARIES 





William A. Tydeman, 
Easton, Pa., Distributor 


- William A. Tydeman, for 39 years 
head of William A. Tydeman & Son, 
Easton, Pa., distributor of industrial 
and electrical supplies, died on Jan. 
15 at St. Luke’s Hospital, Bethlehem. 
Pa., where he underwent an operation 
two weeks previously. 


and was graduated from Cornell Uni- 
versity in 1903. At one time he was 


ment Co. He later purchased the Ma- 
can Junior Co., which became the 
present industrial supply firm. 


of Easton, Mr. Tydeman was also a 
past first lieutenant commander of Le- 
high Consistory, 33d degree, Allentown, 
Pa. He also belonged to the Cornell 
Club of New York City. He is survived 
by a widow, a son, William S., Jr.. 
and two brothers. 


Elisha H. Cooper, 
Fafnir Chairman 


Elisha H. Cooper, chairman of the 
board of directors of the Fafnir Bear- 
ing Co. died on Jan. 4 in Daytona Beach, 
Fla. after a brief illness at the age of 
17. He had been an officer of Fafnir 
since its organization nearly 36 years 
ago and had served as its president. 





78 | Mr. Cooper, a former president also of 

| 9) | the New Britain General Hospital, was 

Bs adirector of the Stanley Works, Hart & 

* el Cooley, Inc., and the New Britain, Conn.., 
‘ 


Trust Co. He belonged to the Yale Club 
of New York and formerly was a direc- 
tor of the Antifriction Bearing Manufac- 
turers Association. 

Born of colonial New England stock, 
Mr. Cooper was the son of the Rev. Dr. 
James W. Cooper and was graduated 
from Yale in 1892. He leaves a widow 
and two sons. 





John H. Quinn, 
Supply Firm Founder 


John H. Quinn, president of Quinn 
dustrial supply firm, died at his home 


brief illness at the age of 82. Mr. 
Quinn founded Quinn Brothers 50 years 
ago. He leaves a widow, four daughters, 
two sons, a brother and a sister. 











Mr. Tydeman was born in Pittsburgh | 


om Jan. 12 in Patterson, N. J., after a | 





employed by the Alpha Portland Ce- | 


A past commander of Hugh de 
Payens Commandery, Knights Templar | 





| 


Brothers, wholesale plumbing and in- | 


HELPFUL Sates HINTs 


ON CASTERS 





lop Quality Casters 
for General Use’ 


SERIES “98° and SERIES “99°’. Here's why: 


Bassick makes the world’s most complete line 
...to furnish the right caster for each application 
But, sometimes your customer's requirements are 
not very specific . . . he wants casters that will 
perform well for a variety of jobs... or his in 
tended application is not sufficiently distinctive to 
call for any one special caster. In such cases you'll 
ring the bell with SERIES ‘'98"’ and SERIES **99"" 

They're VERSATILE and can be sold for the 
broadest variety of applications. 

They have the rugged structural strength to 
stand rough factory service and at the same time 


combine extreme ease of action and quietness so 





essential for hospitals, department stores, etc. 

1. SERIES “'98"', RIGID, and “*99"", SWIVEL, are 
matched . . . can be used in any desirable combination .. . or alone 

2. Sizes range from 3’’ to 8’’. Light and heavy-duty types. 

3. Three types of wheels are available . . . semi-steel .. . Atlasite hard tread composition 
... Baco soft rubber tread. 


4. Both series are constructed of heavy gauge steel . . . structurally designed and pro- 
jection welded for maximum strength... king pin and top plate one unit, and horn 
and main bearing cupa single unit. 

5. Double ball race for easiest swivel action. 

Every Bassick Distributor should list SERIES ‘'98'’ and SERIES ‘'99"" casters. They 
will give your customers the best service for the widest range of uses. 

THE BASSICK COMPANY, Bridgeport 2, Conn. Division of Stewart-Warner Corpora- 
tion. Canadian Division: Stewart-Warner-Alemite Corporation, Ltd., Belleville, Ontario. 
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M io the Rising Star 


HREADED FASTENERS 





LOO 


T 
FOR CAP SCREWS AND OTHER 


CAP SCREWS 


In all popular sizes up 
to 1” diameter and 8’ 
lengths. 


BOLTS 


Machine, stove, carriage, 
lag, plow, step and sink. 


NUTS 


Semi-finished, hot- 
pressed, square, hex, jam 


for o¢ 
catAl and castellated hex. 


THE TRIPLEX SCREW COMPANY 
5307 Grant Avenue . Cleveland 5, Ohio 


THREADED 
FASTENERS 


NUTS AND RIVETS 
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E. A. Holmgreen, 
Iron Works Head 


Eugene Adolph Holmgreen, 82, presi- 
dent of Alamo Iron Works, machinery 
and supply distributors in San Antonio, 
Tex., died unexpectedly on Jan. 2 at his 
home. Mr. Holmgreen had been with 
the Alamo Iron Works since 1880. His 
father, George Holmgreen, Sr.. founded 
the firm in 1877. 

Mr. Holmgreen was born in Carrol. 
ton, La., Jan. 31, 1864. He left school at 
an early age and worked along the 
levee in New Orleans until he returned 
to San Antonio in 1880, when the works 
were located on Market and Presa Sts, 
Three years later the plant was forced 
to move out of town near the Southern 
Pacific Depot because the City Council 
declared its noise a nuisance. 

Mr. Holmgreen was active in the firm 
until his death. He was a founder and 
director of the San Antonio Manufac- 
turing A’ssociation, a past director of 
the Chamber of Commerce. He was also 
connected with the Associated Employ. 
ers, Inc., and president of the San An. 
tonio Freight Bureau. He is survived 
by a widow, a daughter, three sons, 1] 
grandchildren and five great grand- 
children. 


Charles E. Stokes, Sr., 
Rubber Industry Leader 


Charles E. Stokes, Sr., a member of 
a family that has been active in the 
rubber manufacturing industry in Tren 
ton, N. J., for the last 60 years died 
on Dec. 25 at Graduate Hospital, Phila- 
delphia. A brother of the late Joseph 
O. Stokes and the late W. J. B. Stokes, 
Mr. Stokes was president of the Home 
Rubber Co. and vice-president of the 
General and Chemical Supply Co. at 
his death and had been president of the 
Stokes Rubber Co. He also was a for 
mer president of the Trenton Club and 
Trenton County Club. Surviving are 
a daughter and a son. 


Frank M. Hobbs, 
Virginia Distributor 


Frank M. Hobbs, president of the 
Charles Leonard Hardware Co., 100-year 
old Petersburg, Va., hardware and it- 
dustrial supply firm, died on Dee. I 
in a Richmond, Va. hospital at the ag 
of 76. Mr. Hobbs had been with the 
firm since he was 17 years of age. He 
was elected president in 1921, when 
the firm was reorganized. He is sur 
vived by his widow. 








engineered Tools and Gages by 


METRO 


. .. engineered to meet the most exacting industrial 
requirements by men who have studied jobs and 
the tools required to do them. That is why the Metro 
line is such a satisfactory one for distributors to 
handle—a well-known, respected, widely used line 

one which is advertised to the whole metalwork- 
ing trade—a line that rings the bell on sales and 
profits. Distributorships are now open in good 


manufacturing territories. Write for information. 


4240 Peterson Avenue + Chicago 30, Illinois 
~ 
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It positively... / 
L, 


KEEPS BOLTED ASSEMBLIES 
permanently TIGHT 


BEALL helical SPRING WASHERS hove “live action" and con- 
stantly exert tightening pressure over a long range. They 
compensate for ALL causes of looseness including vibration, 
bolt stretch, wear and break-down of finish under the nut and 
bolt head. 

IN STOCK in all Standard Sizes; made of Carbon Steel, 
Stainless Steel, Everdur and Duronze. 


SOLD THRU MILL SUPPLY JOBBERS 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 


BEALL 


SPRING WASHERS 





when you waut Speed- 
when you want power- 


ety 


. .. in your job of grinding, polishing, buffing, 
sanding, drilling, reaming, screw-driving or 
nut-setting, you want a Strand Flexible Shaft 
machine, because a Strand will do it faster, 
better, and stand up to it longer. 


Strand Flexible Shaft machines provide 
constant speeds with greater operator con- 
venience. Hundreds of attachments easily 
interchanged — 125 types and sizes — models 
include vertical and horizontal type machines 
from ¥ to 3 h.p. Distributors in all principal 
cities. 


Send today for catalog showing complete line 


Strand N. A. STRAND & CO. 


Sracwrtarnemmefarns 5014 NO. WOLCOTT AVE. CHICAGO 40, ILL. 
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E. H. Jeffords, 
Raybestos Official 


E. H. Jeffords, recent director of Ray. 
bestos-Manhattan, Inc., and _ general 
manager of General Asbestos & Rub. 
ber Division, North Charleston, S. C, 
died Dec. 12 in Charleston at the age of 
71. Mr. Jeffords was graduated from 
The Citadel and worked for Charles. 
ton banks and business houses before 
taking his first job as bookkeeper with 
General Asbestos & Rubber Co. in 
1917. In this position he installed the 
company’s first cost system. In 1927 he 
became vice-president and general man- 
ager of the company which in 1929 
merged with The Manhattan Rubber 
Mfg. Co. and other firms to form the 
Raybestos-Manhattan, Inc. Mr. Jeffords 
was succeeded by A. F. Heinsohn as 
general manager. 


John P. Murta, 
Supply Firm Partner 


John P. Murta, a partner and one of 
the founders of Murta, Appleton & Co, 
Philadelphia distributors, died at the 
age of 81 at his home on Dec. 17. He 
was active in business until a week 
before his death. He once represented 
Russell & Erwin, New Britain, Conn, 
before organizing his own firm with 
John Appleton in 1889. 

Mr. Murta was a member of the Na- 
tional Hardware Contract Association, 
the American Society of Architectural 
Hardware Consultants. 


John R. Cooney, 
Igoe Bros. Founder 


John R. Cooney, a founder of Igoe 
Brothers, Newark, N. J. wire and nail 
manufacturers, died in Maplewood, 
N. J., on Jan. 14 at the age of 83. Mr. 
Cooney, who retired in 1936, was 4 
partner of the firm of Igoe Brothers & 
Cooney when it was founded in 1895. 
He was made vice-president when it 
became Igoe Brothers in 1910. He 
had been in the steel industry for more 
than 55 years. 


George F. Bell, 
Veteran Salesman 


George F. Bell, 82, veteran supply 
salesman who had been connected with 
the American Steel & Wire Co. until 
his retirement 12 years ago, died of 8 
heart attack at his home in Tulsa, 
Okla., on Dec. 21. 
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Vis, Pop the Foreman is back. [e’s that mythical shop 
character who appeared many a Nicholson wartime 
advertisement. Hard-bitten and sometimes hard-speaking, 
but always helpful, Pop is devoted to the cause of good 
fling—dishing out sage advice that has made many a 
mechanic more valuable to his employer and to himself 
».. and many an industrial distributor salesman capable 
of rendering still better service to his customers! 

Pop’s peacetime “School of Filing” is open to anyone. 
At right is his first “quiz” lesson. Pass it around, and 
let the answers fall where they may. Most of them will 
be found in the well-known Nicholson “text book,” FILE 
FILOSOPHY. Pass that book around, too. Every member 
of your sales force should have a copy. We'll be glad to 
supply them. Let us know how many you need. 


NICHOLSON FILE CO., 42 ACORN STREET, PROVIDENCE 1, R. I. 


( In Canada, Port Hope, Ont. ) 





























POP’S QUIZ FOR TODAY 
= answers may be found on FILE FILOSOPHY pages indicated in parentheses) 


MILL SUPPLIES © FEBRUARY, 


. What things is the mechanic in the 


“Wrong” picture doing 
incorrectly? (p. 30) 


. What three important things must the filer do right to do a 


good filing job? (p. 28) 


. What are the three elemental ways in which a file can be 


put to work manually? (pp. 28 and 29) 


. What is the proper height for work in vise for (a) general 


filing; (b) heavy filing; (c) delicate filing? (p. 29) 


. What accessories should be used for holding soft metals in 


vise for filing? For round pieces? (p. 29) 


. What is the most generally accepted way of holding a file 


for ordinary filing? (p. 29) 


. What is the proper grip for one-handed filing? (p. 29) 
. What is the proper way of “carrying” 


the file across the work? 
(pp. 29 and 30) 


. What is drawfiling and how should file be held and “carried”? 


(pp. 30 and 31) 


. How should file be held against work in lathe filing? (p. 31) 
. What general-purpose file is normally capable of doing good 


lathe-filing work? (p. 31) 


. What special file is made for lathe filing and what are its 


features or characteristics? (p. 31) 
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e TOOL OF 
° 1001 USES 


JACK OF ALL TRADES 
AND MASTER OF PLENTY 


It's quick, it's deft, it's conveniently 
small, yet the Handee Tool packs a ter- 
rific wallop! 

Handee is the original, single hand 
controlled, electrically driven tool—and 
it's the finest today. It can be used at 
the bench or carried right to the job. 
It reaches hard-to-get-at places 
on machinery, touches up per- 
ishable tools, grinds dies, chip 
breakers on broaches, removes 

burrs, etc. Runs at a cool 
25,000 r.p.m. AC or DC. 
Weights 12 oz. 
Combined with its acces- 
sories and exclusive attach- 
ments, the Handee Tool 
performs more operations 
with greater accuracy than 
an other portable electric 
tool at any price. 


Reg. U.S. Pot. OF 


PREC i ATTACHMENTS Fit 
Handee only, Offhand carving, rout- 
ing, shaping is exact as to depth of cut, 
accuracy of line. Indispensable to pat- 
tern shop. Set of 6, postpaid, $7.95 
HANDEE KIT — Strong compact steel 
carrying case holds the Handee Tool 
and a complete assortment of accesso- 
ries. Postpaid $27.50. Handee with 7 
accessories only, $20.50 


GRINDS, DRILLS, CUTS, SAWS, ROUTS, 
POLISHES, ENGRAVES, CARVES, SANDS, ETC. 


CHICAGO ACCESSORIES FIT ANY POWER TOOL 











OVER 500-ONE FOR EVERY JOB 


DISTRIBUTORS—This advertisement is appearing in leading industrial pub- 
lications. Write for Catalog and Engineering Survey Forms helpful in solving 
your customers’ grinding problems. 
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Ivan V. Assaykeen, 
Worthington Engineer 


Ivan V. Assaykeen, a mechanical en. 
gineer for the Worthington Pump § 
Machinery Corp., Harrison, N. J., died 
on Jan. 8 at the Hahnemann Hospital, 
Philadelphia. Born in St. Petersburg 
(now Leningrad) Russia, he was gradu- 
ated from the Imperial Russian Poly. 
technic Institute. Mr. Assaykeen came 
to this country in 1916 as a wireless 
operator on a Russian naval vessel. He 
joined the Worthington organization 
three years later as a field engineer 
specializing in water works and paper 
mill equipment. Later he became iden. 
tified with centrifugal engineering and 
with standardization work in naval and 
marine pumping. 
and two daughters. 


He leaves a widow 


John C. Chandler, 
District Representative 


John Corlett Chandler, almost %4 
years old, died Jan. 1 in Cleveland, 
District representative in northeastem 
Ohio for Bethlehem Steel Corp. at the 
time of his retirement 10 years ago, 
Mr. Chandler had begun his career in 
business with Pickands Mather & Co., 
later joining Lackawanna Steel Co. 
with whom he remained until it merged 
with Bethlehem Steel. He continued to 
serve Bethlehem Steel until he retired. 
Mr. Chandler also was president of 
The Audit Co., public accountants, 
Cleveland. 


Willard S. Haring, 
Sales Executive 


Willard S. Haring, vice-president in 
charge of sales at the Alan Wood Steel 
Co., Conshohocken, Pa., died Jan. 7 in 
Bryn Mawr, Pa., Hospital after a brief 
illness. He was 59. Born at Beattie, 
Kan., Mr. Haring became a clerk with 
the company in 1904, rising through the 
ranks until he became vice-president in 
1930. A member of the American Iron 
& Steel Institute, he was widely known 
in steel circles and served on a special 
committee for the War Production 
Board. 


David Wallace, 
Western Supply Sales 


David Wallace of the sales depart: 
ment of Western Supply Co., Tulsa, 
Okla., died at his home on Dec. 26. He 
had been in ill health for the past twe 
years. He was 63. 
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William E. Newill, 
Hardware Firm Official 


William E. Newill, 84, former vice- 
president and treasurer of King Hard- 
ware Co., Atlanta, Ga., died on Jan. 
ll while visiting his son, Edward B. 
Newill, general manager of the Alli- 
son Division, General Motors Corp., 
Indianapolis. Mr. Newill was born in 
Cincinnati and went to Atlanta in 1888 
to become associated with King Hard- 
ware Co. 


Carl E. Kramer, 
United Screw Official 


Carl E. Kramer, senior vice-president 
in charge of the Cleveland division of 
the United Screw & Bolt Corp., died 
on Dec. 22 at his home in Fairview, O.. 
following a heart attack. He was one of 
Cleveland’s best known _ industrialists 
with more than 40 years service to 
business and industry. 


Peter O. Knight, 
Tampa Firm Head 


Peter O. Knight, former attorney for 
the Southern Hardware Jobbers’ Asso- 
ciation, died recently after a long ill- 
ness. Mr. Knight was president of the 
Tampa Hardware Co., Tampa, Fla., for 
many years before the firm was liquid- 
ated in 1928. 


Gordon S. Newton, 
Supply Salesman 


Cordon S. Newton, of Watertown 
N. Y., representative in New York State 
for the George E. Worthington Co. 
Cleveland industrial supply firm, for 
the last 30 years, died in Cleveland on 
Jan. 1. 


5. E. Elder, 
Supply Salesman 

S. E. Elder, sales representative of 
the C. W. Cotton Supply Co., Tulsa, 
Okla., died suddenly of a heart attack 
inthe Tulsa Club on Dec. 17. Mr. Elder 
tepresented the Pittsburgh Steel Co. 
for many years. He was 52 years old. 


Frank O. Howard, 
Former Sales Manager 


Frank O. Howard, formerly for many 
Years sales manager of the American 
Steel Wire Co. in New York, died at 
his home in Westfield, N. J., on Jan. 
13 after a long illness. Mr. Howard 
tetired several years ago. He was 60. 
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e TOOL 


There’s a simple one-word 
formula for getting the last ounce 
of value out of tools . . . Celfor. 


= a. 


}CELFOR| Tools have a clearly stated 


WY 
purpose in life... to be the best tools you can 


buy; to hold their fine cutting qualities longer 
+++ to cost less. They’re made to do just that 

- made to give you Crisis Performance on 
every job, every day. Celfor Tools are a com- 
plete line: 


@ CELFOR HIGH SPEED TWIST DRILLS 

@ CELFOR REAMERS 

@ CELFOR CARBIDE CUTTING INSERTS AND 
CARBIDE TIPPED REAMERS 


For closer acquaintance write for the new Celtor 
Catalog with its valuable 28-page Engineering Data 
Section. Use your firm letterhead. - 


COSTS 





CELFOR TOOLS 


Division of CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN 
OTHER PLANTS —GATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN 





Products of CLARK © TRANSMISSIONS © ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES © AXLE HOUSINGS « BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS « HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS © GEARS AND FORGINGS © RAILWAY TRUCKS 





Prices on CLARK products will not be advanced in excess of increased costs. 
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IN EXTRA 
VALUE 


THE BIG 





& Moly The quality shovels of final cost economy . 


Mo-lyb-den-um Alloy Steel Blades, heat treated, Brinell 
tested. Specially selected XX Grade Northern White Ash 
Handles, smoothly sanded, thoroughly waxed. 

Unconditionally Guaranteed to out-wear 


any other shovels made. 


& STUART The standard of quality comparison among 


all popular priced shovels . . . High quality carbon steel 
blades, heat treated. Quality X Grade Handles, smoothly 
sanded, thoroughly waxed. 


¢ WILSON The undisputed leader among all low priced 


shovels .. . Carbon steel blades, heat treated. Serviceable 
No. 1 Grade handles, smoothly sanded and thoroughly 
waxed. 


All equipped with-exclusive construction 
features found in no other make of shovels. 


WOOO 


A National Irganization Specializing Lxchisively in 
GHOVELS SPADEF SCOOFF 
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Henry A. Squibbs, 
Sales Assistant 


Henry A. Squibbs, assistant to the 
sales vice-president of the American 
Steel & Wire Co., died on Dec. 28 in 
Billings Hospital, Chicago, at the age 
of 66. Mr. Squibbs had been with the 
company and its predecessor since 1895, 
having started as a clerk at Joliet, II, 
and having held his final position since 
1945. He is survived by a widow, two 
daughters a son and his mother. 











John Efird, salesman, and William 
B. Wood, branch manager, look 
over some lubricating stock at the 
Greensboro, N. C., branch of Smith- 
Courtney Co. 





Hardware Boosters 
Hold Christmas Party 


The hardware Boosters of New York 
City held their 33rd Anniversary Christ- 
mas party at the Hotel Roosevelt, New 
York City, on Dec. 18, with more than 
400 members and guests present. The 
committee in charge included Ernest 
W. Law, Abrasive Products, Inc., chair- 
man; Robert J. Ducanson, Richards- 
Wilcox Mfg. Co., vice-chairman; Ar- 
thur M. Pope, Sargent & Co.; William 
Wolfe, Carborundum Co.; Mortimer 
Maas, manufacturers’ agent; and Ken- 
neth M. Lanyon, Yale & Towne Co. 


Leighton Retires 
From Browne & Sharpe 


Harry G. Leighton, who entered the 
employ of the Browne & Sharpe Mfg. 
Co., Providence, R. I. in 1905 and who 
has had charge of the Philadelphia 
office for the past 32 years, retired from 
active service on Dec. 31, 1946. Thomas 
F. MacLaren, who has been connected 
with the Philadelphia office since 1935, 
succeeded Mr. Leighton as manager. 
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POLICY OF 


- HOW IT HELPS YOU 


BarNES policy of selected distribution assures 
sales producing territories for progressive distributors. For over a quarter cen- 
tury it has been our aim to make the Barnes line profitable to a limited number 
of industrial distributors rather than less profitable to a greater number. 


Barnes franchises have always been determined and allotted by the size, indus- 
trial importance and sales possibilities of the territory, and the character and 
reputation of the distributor—his ability ‘to appraise sales possibilities and to 
develop them fully. This long established policy has earned for Barnes the 
respect and full cooperation of the nation’s distributors. 


Barnes will continue to support industrial distributors with sound merchandis- 
ing plans and a program of consistent, selling advertisements in leading trade 
papers directing customers to YOU. In addition, catalogs and other invaluable 
promotion pieces, and the services of a staff of factory-trained sales and engi- 
neering consultants—all to help you sell the Barnes line. 

Postwar expansion has multiplied new prospects . . . many areas hold new 


or undeveloped markets. Write Barnes for information regarding distributor- 
ship if you feel your territory offers sales potentialities for Barnes products. 


BARNES METAL CUTTING BAND SAWS and HACK SAW BLADES 


ESTABLISHED 1919 
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More than 43 years of engineering development stand 
behind every WINTER Tap. The WINTER Chip Diiver 
Tap (pictured below) was developed for extremely 
fast operation in tough alloys. Designed to make a 
shearing cut which turns the chips ahead of the tap, 
its productivity far exceeds other types of taps for 
many applications. The WINTER Chip Driver Tap is 
one of a complete line of carbon and high speed steel 


precision-made Taps and Dies. 


Craftsmanship of the highest order always has been 
employed in the manufacture of WINTER Taps. 






Your local distributor carries a complete 
stock of WINTER Taps on his shelves— 
as close to your tapping problems as the 
gf phone on your desk. 


inter Brothers company ‘e%e® 


WRENTHAM, MASS. and ROCHESTER, MICH. «¢ Distributors in Principal Cities 
A Division of the National Twist Drill and Tool Company « Branch Stores: Sen Francisco, Chicago, Detroit 
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INDUSTRY 


NATIONAL Reamers, like all NATIONAL tools, are engi- 

neered to give top efficiency in your metal cutting é 
operations. Precise engineering of the proper propor- tea 
tion of lands and flutes, for example, prevents clog- 





ging or overheating during reaming operations. By 
thus eliminating a primary cause of premature dulling, 
longer tool life is assured. NATIONAL Reamers are 
part of a complete line of NATIONAL Rotary Metal 


Cutting Tools in carbon and high speed steel. 


The skill and facilities to make NATIONAL Tools the 
best you can buy are supplied at NATIONAL'S great 
new plant in Rochester, Michigan. 













leading distributors everywhere offer 
complete stocks of NATIONAL Cutting 
Teols and factory-trained men te serve 
you. Call them for cutting teels or any 
staple industrial product. 








(\ATIONAL rwist ppm anv Toot compaxy 


ROCHESTER, MICHIGAN, U.S.A. Distributors in Principal Cities 
Factory Branches: New York © Chicage © Detroit © Cleveland ¢ San Francisco 
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IF YOU SELL TO USERS OF CARBIDE TOOLS... 
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THIS SHARPENING “TEAM” 


iS 
indestructible 
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STEEL-BONDED 
= (" Diamond wheel 
e me 
Besigned especially: for make a natural and profitable comple- 
sharpening single-point carbide tools, ment to your tool line. Note how the 
the Wickman-Neven steel-bonded dia- following practical features fit the needs 
mond wheel and bench grinder will of your customers: 


e@ THE WHEEL is made by an exclusive process, with the diamonds bonded by STEEL. 
Thus this wheel is practically indestructible; cannot be damaged even by accidental 
ramming with a sharp-pointed carbide tool; outlasts several ordinary diamond wheels. 


e THE BENCH GRINDER hos a special 
1 h.p. motor which permits unlimited fre- 
quency of spindle reversal and provides 
the power needed for full use of the dia- 
mond wheel. A coolant pump is furnished, 
with reservoir in base of machine. The 
table is quickly set at any angle from 5° 
above horizontal to 15° below; and the 
full- circumference wheel guard can be 
swiveled for right- or left-hand grinding. 





There’s no engineering needed fo sell 
this equipment—an_ illustrated bulletin 
tells the story—and it’s compact; easy to 
stock and handle. Write today for full 
details, including sales territories still open. 


* 
TORT, 15533 WOODROW WILSON AVE., DETROIT 3, MICH. 


FCORPORATION 





) Wan Gn, Ald Gaile lemma @elalelele| Ltd. P. O. Box 9. Station N. Toronto, Onta 
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* SEAMLESS 
FORGED 


%* PRESSED and 
WELDED 


Cooper offers a complete line of Stainless Steel Welding 
Fittings including 45°, 90° and 180° elbows, tees, caps, 
reducers and lap joint stub ends. Each are annealed, 
sandblasted and passivated 
for maximum corrosion, 
abrasion and heat resisting 
characteristics. The unusual 
performance of these fittings 
is the result of Cooper's 
25 years of Stainless 


Steel “know-how.” 
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q:: picture of a paper-bag factory shows only one 
of the thousands of places where you can sell Victor Belting— 
illustrates the fact that handling Victor Belting opens up a 
thousand and one sources of PROFITS for you. For, from 
Victor’s belting line—the most complete belting line in America 
—there’s a type of Victor Belting that’s preferred by every 
industry you can think of. In fact, wherever efficient and eco- 
nomical conveying, elevating, or power transmission is im- 
perative, there you'll find Victor Belting. 

Repeat business is in the bag, too. Victor Belting is known 
for the type of long term, sturdy-wearing performance that 
breeds repeat sales. Make no mistake about it, you can depend 
on Victor Belting’s dependability to make MORE money for 
you: Write for full details on the profitable Victor Belting 
line today. 


THESE INDUSTRIES USE BELTING . . . SELL THEM VICTOR 
Brick and Clay * Bottling + Flour Mills + Steel Mills * Canning 
Confectionery * Paper Mills * Packaging * Tobacco 
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General Detroit 
Opens Atianta Unit 


E. A. Warren 


The opening of a new Atlanta factory 
branch and warehouse of The General 
Detroit Corp., manufacturers of fire ex- 
tinguishers, motorized fire apparatus, 
and allied equipment, is announced by 
FE. A. Warren, vice-president in charge 
of sales. The new office is located at 
285 Spring Street N. W., Atlanta 3, 
Georgia. J. H. (“Jack”) Gaines has 
been appointed Southeastern Regional 
Sales Manager in charge. 

The Atlanta office will serve the states 
of Alabama, Florida, Georgia, Missis- 
sippi, South Carolina, and Tennessee, 
providing them with the same expanded 
service now being supplied by General’s 
other regional offices in New York, 
Philadelphia, Chicago, Dallas, and De- 
troit. Its opening is in line with a 
general policy of broadening the corpo- 
ration’s sales and service facilities. 

General’s other regional sales man- 
agers are: New York—C. W. Abele, 
Eastern Regional Sales Manager; Phila- 
delphia—E. A. Marquardt, Atlantic Re- 
gional Sales Manager; Chicago—G. M. 
Rutledge, Midwestern Regional Sales 
Manager; Dallas—S. M. Luce, South- 
western Regional Sales Manager; De- 
troit—R. H. Morrison, Central Regional 
Sales Manager. 


Eisenhauer Industries 
Receives Charter 


A charter has been issued by the 
Office of Secretary of State, Frankfort, 
Ky., to Eisenhauer Industries, Inc., 
Louisville, Ky., to deal in machinery. 
Leigh E., William A. and Ida J. Eisen- 
hauer and William P. Ellwood were 


listed as principal owners. 
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Give me HOLLOW AIR 


(o0s Wee Saying 


The “HOLLOW AIR” 
Atomizer Head makes 
a BIG DIFFERENCE in 


paint spray results! 


Never before has a line o 
paint spray equipment been offerec 
to jobbers only! This is a proposition worth in 
gating. Write for complete details of Black Arrow’'s 
100% jobber proposition today. 


=——<Co— 


product of 


The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET * BALTIMORE 23, MARYLAND 
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HAND BLADES 


money-making line 


POWER BLADES 





Hano unc a complete line of blades such as the STAR 
line means more cash for you. For profits are bound to 
follow when you can say, “I sell the STAR line and 
can offer you the right blade for every job a hack saw 
or a band saw can do.” After the customer has tried out 
his STAR blade, he'll thank you, too. For, whether he’s 
cutting metal or non-metallics, he'll see the difference 
in STAR’s smooth, clean, speedy action...in STAR 
blades’ longer cutting life. You've won a life-long friend 
for STAR blades...a customer whose blade money 
: will come to you over and over again. Yes, sir, it’s easier 
tO compete when your line’s complete — when you 
sell a complete line of cash-producing STAR blades. 
Sold only through recognized distributors 
BAND SAWS 


at (Metal Cutting, 
including Skip-tooth) 


ge 
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CLEMSON BROS, Inc., Middletown, N.Y. 


Makers of hand and power hock saw blades 





omes meta/ celting bord saw blades and 


I 7 


the Clemson O 


own machine 
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Happy to find multiple sheaves in 


stock is C. F. Thomas, purchasing 
agent for the Owen-Richards Co., 
Birmingham, Ala. 





Bliss & Laughlin 
Open Syracuse Office 


Bliss & Laughlin, Inc., has opened 
a district sales office in Room 1303, 
State Tower Building. Syracuse, N. Y. 
James D. MacPherson was named 
manager. He joined the firm in 1929 
and served in both manufacturing and 
sales department. 

Deppen Kline was made Buffalo dis- 
trict sales manager with headquarters 
at 110 Hopkins St., Buffalo. Mr. Kline 
is a graduate of Penn State and prior 
to joining the firm worked for Bethle- 
hem Steel Co. During the war, Mr. 
Kline served with the War Production 
Board and in the Navy as a lieutenant. 
He rejoined the firm in February, 1946. 


Collyer To Manage 
Porter In Detroit 


Gilbert E. Collyer 


Gilbert E. Collyer, formerly located 
in the sales office at Pittsburgh, was 
made district manager of the Detroit 
office of the H. K. Porter Co., Inc., at 
642 Book Building, Grand River and 
Washington Boulevard. Mr. Collyer 
specialized in equipment for the proc- 
essing industries, locomotives. railway 
specialties and springs. 
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here are hundreds of Bunting 

Stock-carrying Distributors each 
with an adequate stock of Bunting 
Bronze Bars and Bearings. Your 
Bunting Distributor can deliver—now 
—from his stock. The Bunting Brass 
& Bronze Company, Toledo 9, Ohio. 


Branches in Principal Cities. 


BRONZE BEARINGS + BUSHINGS x PRECISION BRONZE BARS 
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Yo WELDOLET 


FITTINGS 


for any type of branch pipe connection 
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@ Whether your customer plans to use butt-welded, 
socket-welded or threaded connections for branch 
lines, you can make the job easier for him by selling 
him WeldOlet Fittings. 


Above are illustrated the three types of outlets avail- 
able in WeldOlet Fittings—each designed and manu- 
factured to provide a safe, strong, easy-to-use method 
of making branch pipe outlets. 


In addition to providing safe, strong, easy-to-install 
branch pipe outlets, the exclusive funnel-shaped 
inlet of these Fittings increases flow efficiency. This 
design eliminates excessive turbulence and friction 
which is encountered at right-angle pipe intersections. 


Get the complete story on these modern Fittings 
today! Write for the WeldOlet Fittings Catalog and 
distribution proposition—it will be sent you with- 
out obligation. 


Forged Fittings Division 
BONNEY FORGE & TOOL WORKS * 645 N. Meadow St., Aiicatown, Pa. 


LET 


T=THREADED OUTLET-SOCKET OUTLET S 


‘) | i 
tom j*eme Untied 
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Wilson Joins Staff 
Of S. B. Hubbard Co. 


a al 








Samuel Robert Wilson 


Samuel Robert Wilson has joined the 
sales staff of the S. B. Hubbard Co., 
Jacksonville, Fla., and will represent 
the firm on the west coast of Florida. 
Mr. Wilson was in charge of the paint 
department of I. W. Phillips Co. 
Tampa, Fla., for 11 years. 


Brown Adds 38 Men 
To U. S. and Canada 


The Brown Instrument Company, 
Philadelphia, has announced the ap- 
pointment of 38 new sales and service 
engineers to 23 of its branches through- 
out the country and Canada. 

All 38 of the newly assigned sales 
and service engineers have just com- 
pleted an intensive course in industrial 
instrumentation at the Brown Instru- 
ment School from which many indus- 
trial engineers have graduated during 
the past 11 years. The course com- 
prised specialized instruction in addi- 
tion to the technical education which 
each engineer had had previously. 

The new men and the Brown 
branches to which each has been as- 
signed are: 

Albany: L. W. Williams, sales; At- 
lanta: E. P. Medlock and S. S. Simp- 
son, sales, and W. S. Harper, E. H. 
Kytle and J. D. Tribble, service; Bal- 
timore: B. S. Hazel, sales; Boston: 
J. D. MacNamara and E. H. Benson, 
sales, and D. E. Martelli, service; Char- 
lotte: J. W. Hughes, sales; Chicago: 
A. H. Johnson and R. R. Scott, sales; 
Cincinnati: J. P. McCardle, sales; 
Cleveland: L. N. Brown and R. F. 


' Weisehan, sales; Detroit: R. W. Clark, 
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sales; Los Angeles: W. E. Dixon, sales, 
and W. S. Blackman, service; Milwau- 
kee: J. Aho, service; New York City: 
M. L. Boyle, A. Drexler and W. T. 
Hellegers, service; Peoria: E. H. Fied- 
ler, sales; Philadelphia: S. L. McCarty, 
sales, and V. H. Turner, service; Pitts- 
burgh: C. W. Briggs, sales; Portland, 
Me.: F. B. Akerson, sales; Portland, 
Ore.: P. S. Williams, sales, and O. G. 
Janacek, service; San Francisco: J. R. 
Culver, sales; St. Louis: S. J. Adams, 
service; Syracuse: J. A. Bowman, sales; 
Toronto: R. H. Wright. sales, and 
J. R. Kent, service; Twin City: A. S. 
Burnett, sales, and L. McKee, service; 
Washington, D. C.: E. J. Hart, service. 


Cleveland Chain 
Appoints Ansink 


Appointment of John F. Ansink as 
Chicago district manager of The Cleve- 
land Chain & Mfg. Co. was announced 
recently. A member of the sales de- 
partment in the company’s general of- 
fices in Cleveland for the past 11 years, 
Mr. Ansink is married and has one 
daughter. He will supervise sales of 
the entire line of welded and weldless 
Cleveland Chain through hardware, 
mill supply, and automotive parts dis- 
tributors. Robert Farrington will move 
from the company’s Cleveland head- 
quarters to serve as assistant to Mr. 
Ansink in the Chicago district office. 

The Chicago office and warehouse of 
The Cleveland Chain & Mfg. Co. and 
its associate firm, David Round & Son, 
are located at 650 W. Lake Street. 
Sale of the latter organization’s line of 
chain hoisting equipment in the Chi- 
cago area will continue under the man- 
agement of H. G. Fergus, who has 
served with the Round organization 12 
years. 








Charles Holliday, manager of the 
bearings and industrial supply di- 
vision of M. T. Gossett Co., Nash- 
ville, Tenn., returns to the office 
after a call. 


























































RONNIE 


Easy-to-use 


sére Easter to Sell 


Everything that makes box wrenches easy-to- 
use—that makes them the way mechanics 
like them—in short, everything that makes a 
tool easy-to-sell you'll find in Bonney Box 
Wrenches. They are slim, light, well balanced. 
Their openings are set at a 15° angle and are 


pull-broached to exact size. 


Like all the tools in the complete Bonney line, 
they are drop forged from finest alloy steels 
and “custom” heat-treated. Be sure the tools 
you stock carry the name Bonney—the tools 
that are easier to sell. Write for the new Bonney 
Tool Catalog and distribution policy. You will 
be glad you did. 


BONNEY FORGE & TOOL WORKS 
645 N. MEADOW ST., ALLENTOWN, PA. 


In Canada: Gray-Bonney Tool Company, Lid. 
$?. Clarens & Royce Aves., Toronto 
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FAULTLESS CASTER CORPORATION, Dept. MS-2, Evansville 7, Ind. 


Branches in Boston, New York, Chicago, High Point, St. Louis, Detroit, Los Angeles 
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H. W. Gardner (left) and J. C. 
Seales, store salesmen of Anniston 
Hardware Company, Anniston, Ala., 
who recently returned after serving 
in the Armed Forces, discuss abra- 
sives and their proper care. 


Carey Forecasts 
High Level Business 


Because of the great and unsatisfied 
demand for semi-durable and durable 
goods, including housing, there will not 
be a recession in 1947 in economic activ- 
ity and employment, according to W. 
Gibson Carey, president of The Yale & 
Towne Mfg. Co., who addressed the 
Economic Club of Chicago on Jan. 8. 
Mr. Carey added that there well may be 
a readjustment and, if so. “it will on 
the whole be constructive.” 

A readjustment, added Mr. Carey, 
will sharpen the wits of industrial man- 
agement in performing its prime func- 
tion of producing and distributing bet- 


ter values. It will be educational to the 


public, particularly to labor as to the 
necessity of avoiding unnecessary 
strikes and as to the paramount im- 
portance, of raising man-hour produc- 
tivity. 

Mr. Carey based his theme on two 
basic concepts: (1) we, as a people, 
must be free and, (2) we, as a people, 
must produce and distribute more and 
better goods at lower prices. He 
touched on the new Congress, prices, 
business adjustment, labor, taxes, and 


| foreign policies and international trade. 


Abitz Promoted 
By H. K. Porter Co. 


Mr. Clarence R. Abitz has been ap- 


pointed General Manager of the Me- 


Kees Rock Works of the American-Fort 
Pitt Spring Division of the H. K. Porter 
Co., Inc. it was announced by Mr. 
C. R. Dobson, Vice President in charge 


| of operations. 


Mr. Abitz has long been associated 
with the H. K. Porter Co., Inc., and 
for several years was General Manager 
of the 49th Street plant in Pittsburgh. 
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THE NEW USG SUPERGAUGE — is built for the consistent, 
n ap accurate, dependable, long-time service that has made US Instruments 
» Me- the choice of more than 6 out of 10 original equipment manufacturers. 
n-Fort Designed to withstand pulsation and vibration and to indicate with 
Porter highest precision, Supergauge gives you a safe, positive check on process 
} Mr. control. You also will find that Supergauge is the most modern, depend- 
nats able and economical pressure measuring instrument that you can buy. 
ciated 
, and 
inager 
burgh. 
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The accuracy of size of each “American Swiss” file helps to 
assure accurate work on intricate or precision filing jobs. In 
addition, their dependable uniformity in hardness and their 
sharp, long-wearing teeth make these files your logical choice 
for all finishing filing operations. 


BUY FROM OUR AUTHORIZED DISTRIBUTOR 


American Swiss File & Tool Co., Elizabeth 1, N, J. 


SWISS PATTERN FILES 
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Engineering Products 
Names New Salesmen 


The Engineering Products Co., Los 
Angeles, appointed three new sales en. 
gineers to its staff recently. They are: 
Robert Chavis, formerly chief engineer 
of the Zephyr Mfg. Co.; Alexander 
Toben, formerly with the Bishop Oil 
Co., in Bakersfield, Calif., hydraulic 
sales engineer, and J. H. Knecht, for. 
merly sales manager of the Ensco Der. 
rick & Equipment Co. 

Of recent months, the Products En. 
gineering Co. has been supplying quan. 
tities of equipment and supplies for the 
60-cycle turnover of the Southern Cali- 
fornia Edison Co. This vast undertak- 
ing, whereby all services, both industrial 
and domestic, will be converted from 
40-cycle to 60-cycle operation, will re. 
quire nearly three years. Engineering 
Products is primarily interested in the 
industrial phase of the work. 


Worthington Pump 
Quotes Firm Prices 





Clarence E. Searle 


Clarence E. Searle, president, Worth- 
ington Pump and Machinery Corpora- 
tion, announced that effective Jan. 2, 
1947. prices of all Worthington products 


| were quoted on a firm basis, that is, 


not subject to any increase above the 
prices in effect on the date the order 
is placed, except for the prices of ma- 
jor purchased components, such as 
motors and other electrical equipment, 
and steam condenser tubes. On such 
items it is Worthington’s policy to 
quote similar price protection as that 
required by its suppliers. 

The firm price basis applies to Worth- 
ington’s entire operations with the ex- 
ception of two subsidiaries which are 
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especially dependent upon copper and DISTRIBUTORS — Get Lined Up With 
steel plate. As soon as they can procure 
their requirements with reasonable as- 


., Log | surance of no additional cost increases, . This FIRST COMPLETE SYSTEM 


les en. f the firm price policy will also be 


; dopted by the subsidiaries. 
y on te me Bnd hones te in for PRODUCTION ‘DEBURRING and FINISHING 


gineer ; : 
the business outlook as it affects de- 


cander 

. d for the products of his compan 
pape P ota ‘ 
raulic which cover a broad field of power plant ALMCO announces the first 
t. for. | machinery, air conditioning and refrig- | complete system for high-production 
» See eration equipment, diesel and gas en- | finishing with Honite —a_ special 





gines, road construction machinery, mo- tumbling abrasive which finishes 


‘ a ° es ° e o A 4. d 
1s Ep. | tS and generators —— high-precision parts within .0002 inn tenes Ae eg « 
The principal cause of uncertainty in sizes Has quicksclamp 












quan. limits, yet provides heavy cutting deans, haciuataease 
? the business situation, as Mr. Searle ae ou j 
sph, | grag bh . action when desired. So 
Cali | views it, is the fear on the part of in- 
b dustrial buyers, of a continued upward . 
lertak- Regieeseitage te — The advantages of this system 
astrial trend in costs. With the rapidly in- ill be sated ten ait dentin 
tata creasing upward trend in both labor and | “? a speaeeie Y ; ‘ 
ill re material costs during the past year, the | ‘Fs who sell to deburring and fin- a 
ra price protection policy followed by ishing departments handling fer- Portable motor. 
in a many industrial companies, of invoicing | rous, non-ferrous, plastic and rubber ee oe 


quickly separates 


at the price in effect at the time of ship- parts. For example: Roles delieses 


ment, was the only expedient way of 
meeting the situation. In the machinery In addition to precise control, the 
field, however, an equally important Almco system gives unequalled pro- 
factor is the effect of prices in a de- | gyction with exceptional over-all 
termination on the part of buyers as to economy. The complete line of five 
whether or not to proceed with plant ad- hte ics 
Tiles: anh eae eonteats wniilon tan related units illustrated eliminates 
chinery. If prices of individual ma- manual handling of work and abra- 
chines become too high, they are auto- sive—saves time and labor at every oe minteeeiiiennenen 
matically priced out of the market. point—tremendously increases out- 
It is the hope of the Worthington | put per man-hour. These units may 
Pump and Machinery Corporation’s | be purchased separately if desired; 
management that the firm price basis of | gnd though Honite abrasive is 
quoting will accelerate a return to nor- | recommended, any desired material ee 


mal business contractual procedures in quick discharge through free- 
5 i I : may be used. moving lever-operated valves 
the sale of all industrial equipment, and 


thus be a contribution to the stabiliza- 


tion of the national economy. | ALMCO WORKS WITH DISTRIUTORS 


Since nearly every application of this finishing system (with Honite) 
is a case all its own, Almco engineers will work with you fitting the 
abrasive and equipment to your customers’ individual requirements. 
For the same reason, if you prefer, we will ship the equipment to your 
customers direct from our factory. Thus you'll have minimum sales 
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W. A. Leindecker 


Leindecker, Curll 
Made Vice-Presidents 


W. A. Leindecker was made vice- 
| president in charge of manufacturing, 
and H. V. Curll was made vice-presi- 
dent in charge of sales, at the BMC 
Manufacturing Corp., Binghamton, 
N. Y. Both have been with the firm 
since its start. 

The announcement was made follow- 
ing the firm’s first annual sales conven- 
tion held Dec. 18-21 at Binghamton. 


@ There’s a BUDA-built Jack to fit virtually any | Saul W. Botnick, president, spoke at 
requirement of heavy-duty lifting—and BUDA’S 65 “ere ae oa = mgs ~ 
years’ experience assures your customers of top- PES, 2 ee ay Se Se 


" " q dabili 4 f f partment heads and foremen were pres- 
notch quality, dependability and perlormance o ent. Three new products—a_ heavy 


every model. duty pressure lock wrench, an automo- 


Take the Model 224 Standard Speed Jack, for bile trouble light which plugs into the Af 
example . . . Designed for lifting extra-heavy loads cigaret lighter of any car, and scis ai 











, : sors with changeable blades, are being >, 
where there is small clearance for the ram, it can mau te ts nae. os 


be operated in any position. Equipped with auto- 





matic locking key, which makes it possible to run < is : by L 
ram up to or away from load quickly, by hand. oo Pe 
Ideal for bridge, trestle and construction work, and i the s 
all types of industrial lifting. Completely enclosed all tl 
working parts make it particularly suitable for out- | . 

in ic 


door and rough usage. 


SEND FOR THE NEW 
ILLUSTRATED CATALOG 








BUDA 
“CHORE BOY" 
15413 Commercial Ave. - «» built in ', 


and | ton capacities, 


HARVEY (Chicago Suburb) ILLINOIS H. V. Curll 
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UPSON-WALTON 
6x19 FILLER WIRE CABLE 


OR boom falls on shovels 

and draglines, for operating 

ropes on vertical lift bridges, 

for pan hoist and counterweight 

ropes on car dumpers—industry 

after industry has heavy hoisting 

conditions which are best served 

by Upson-Walton 6 x 19 Filler Wire Perfection Layrite. 


Perfection grade because this improved plow steel is 
the strongest and toughest and most resistant to wear of 
all the grades of wire used to make rope. 


Layrite because this fine preformed wire rope results 
in longer life, greater safety, greater economy. 


Hemp center or, where hoisting conditions are ex- 
tremely severe, IWRC (independent wire rope center) 


Upson-Walton, 6 x 19 Filler Wire cable is the wire rope 
which provides a fine balance between coarser ropes, 
which have good abrasion resistance but poor flexibility, 
and flexible ropes with less abrasion resistance. Upson- 
Walton 6 x 19 Filler Wire cable combines good flexibility 
with good abrasion resistance. 


The filler wires support uniform outer wires, thereby 
giving the rope a greater resistance to crushing and other 
damage where radial pressures and eperating conditions 
are severe. This construction provides a high percentage 
of reserve or internal strength. 


It will pay you to specify (and supply) Upson-Walton 6 x 19 
Filler Wire cable—perfection grade—Layrite preformed 


—for heavy hoisting duty. 
Established 1871 


Copyright 1946—The Upson- Walton Company 


THE UPSON-WALTON COMPANY 


Wanupacturers of Wire Rope, Wire Rope Fittings. Jackle Glocks 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


737 West Jackson Boulevard 
Chicago 6 


114 Broad Street 
New York 4 


241 Qliver Building 


Pittsburgh 22 
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LWUSTRY BANS RUST AND 
CORROSION ce vesting tasting 


Few industries can escape the destructive effects of rust and 
corrosion but a// industries can reduce their costly ravages in 
maintenance and breakdown. 

Here are five industrial applications where Harper's EVER- 


LASTING FASTENINGS have licked rust and corrosion. 


MONEL STOPS CORROSIVE 
CHEMICALS Protons in salt produc. 


tion have been solved by using Monel bolts. In 
mining, treating and handling of many chem- 
icals, non-ferrous alloys are the answer to ef- 
ficient operation. 





BRASS GUARDS WATER 
SYSTEMS x votves and pumps that com- 


pose the heart of water works, Brass fastenings 
help in eliminating the most common cause of 
replacement—rust. 





STAINLESS STEEL SOLVES 


DIL PROBLEMS  acice ana gases at 


high temperatures attack metal but Stainless 
Steel alloys cut refinery replacements to a min- 
imum, assure years of continued operation. 


UTILITIES CHOOSE SILICON 
BRONZE Weather is the bug-a-boo in 


power lines and other utility applications. Silicon 
Bronze Bolts reduce season “cracking’’ and 
maintenance costs. 


NAVAL BRONZE WINS ON SEA 


Marine applications demand high 
strength plus resistance to salt air and 
water. Naval Bronze fastenings have 
proved their dependability in marine 
diesels and ship fittings. 

pes. 


Call upon Harper to solve your fastening 
problems in your industry. cal A PR 


THE H. M. HARPER COMPANY 7, "pee 
2622 Fletcher Street, Chicago 18, Ill. loerlasling fawlenings 


Branch Offices: New York City, Philadelphia, 0 
les Angeles, Mil kee, Cinci ti, Dallas 


Representatives in Principal Cities 
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Bob Williams, sales manager of the 
Knoxville Belting & Supply Cc., 
Knoxville, Tenn., gives a customer 
some personal attention. 





Hajoca Appoints 
Industrial Sales Head 
Appointment of E. W. Breese as sales 
manager, industrial division of Hajoca 
Corporation effective Jan. 1 was an 
nounced by W. A. Brecht, president, 
For the last six years Mr. Breese hag 
served as manager of the Newark 
branch and more recently as zone saleg: 
manager for the New York-Newark tere 
ritory. 3 
R. L. Rudulph, formerly sales man- 
ager of the industrial division, takes up” 
his new duties as assistant general” 
manager of sales. Both Mr. Breese 
and Mr. Rudulph will be located in the 
corporation’s general offices in Phila- 
delphia. : 
For the last eleven years Mr. Breese” 
has been a member of the Hajoca sales” 
organization serving at Bridgeton, Read- 
ing and Newark. H. W. Ralston, Jr 
has been appointed assistant purchasing 
agent of the industrial division and 
G. J. Geier, Jr. was selected assistant 
purchasing agent for the plumbing and 
heating division in other changes. 


Franz is Promoted 
By Colorado Fuel & Iron 

A. F. Franz of Pueblo, Colorado, was 
elected vice-president in charge of op 
erations of the Colorado Fuel & Irom 
Corp., succeeding Robert T. Dunlap of 
Buffalo, N. Y., who has resigned. Mr. 
Franz is a native of Cleveland and be- 
fore coming to Wickwire Spencer Steel 
Division of the corporation at Buffalo 
as general superintendent of the Buf- 
falo plant, he was with the Allan 
Wood Steel Co., Conshocken, Pa. He 
was named works manager of the Colo- 
rado division last March. In his new 
position, Mr. Franz will have charge of 
all operations of the corporation. 
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Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 





Exclusive 
Design 


ORE and more Contrac- 

tors and Manufacturers 

are learning to their profit, the 
benefits of Weatherhead Ermeto 
Fittings. They solve the me- 
chanical problem of connecting 
tubing without the necessity of 
flaring, threading, welding or 
soldering. This is truly a time- 


saving fitting. 


Connections are quickly 
made which will, in most in- 
stances, hold beyond the burst 
strength of the tube itself and 
withstand excessive vibration 


without loosening the joint. 


There is a size and type of 
Ermeto fitting for practically 
every application. Can be fur- 
nished in O. D. tube sizes from 
¥y” to 2” inclusive. Special sizes 
are available to meet your in- 


dividual requirements. 


Cleveland + New York * Detreit * Chicege * St. Louis * Atlanta * Denver * tos Angeles 
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FOR LONGER 
BEARING LIFE 









ORDINARY BRONZE 
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Look into a Shook Franchise for a Better Deal 


These photomicrographs as used in our advertising tell your “show 
me” customers the difference between Shook bronze and ordinary 
bronze. They show that in Shook bronze the grain structure is more 
homogeneous, the matrix size smaller, large lead crystals are absent. 
Result: a longer wearing bronze 
which being denser, has in- 
creased strain resistance with- 
out increased hardness. 

What does all this mean to 
you? Just this . . . developing 
profitable bearing business is 
easy with this quality story of 
Shook-developed advantages 

. particularly when users 
ern that Shook backs you up 
with a general guarantee cover- 
ing quality ... machining... 
performance. But that’s not all! 
Shook has a policy of 100% 
dealer cooperation and protec- 
tion, that means you as a Shook 
distributor get ALL the volume 
this quality bronze steadily and 
readily attracts. 


RON 
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Personnel of Chase Steel & Supply 
Co., Los Angeles, left to right: Roy 
E. Bean, Betty Grubb, Lyn M, 
Edgerton, Howard N. Coulter, Wal- 
ter H. Andrews, Betty Kloth, Paul 
B. Seward, Phillip W. Messer and 
Allen R. Harris. 


Chase Steel & Supply 
Moves To New Site 


The Chase Steel & Supply Co., Los 
Angeles, plans to move to a new site 
in the central manufacturing district 
of Los Angeles. Starting out as a part- 
nership including Howard N. Coulter, 
Allen R. Harris, Walter H. Andrews, 
Paul B. Seward and Lyn M. Edgerton, 
the firm was incorporated on Dec. 5, 
1946. All five original partners own 
100 percent of the stock. The first ini- 
tials of the partners’ names form the 
word “Chase” which was incorporated 
as the firm name. 


Hardware Trade 
Appoints Committees 


At the regular luncheon meeting of 
the Hardware Trade Association of 
New York, held at Miller’s Restaurant, 
appointment of the following 1947 com- 
mitteemen was announced: 

Membership: E. T. B. Penman, Neal 
& Brinker Co., N. Y. 

Entertainment: Roy Schmidt, Stanley 
Tool. 

Golf: Joe Walker, Buffalo Bolt Co. 
chairman; John Davies, Russell, Bird- 
sall & Ward; Bob Doty, Igoe Brothers, 
Brooklyn. 

Discussion following the luncheon 
dealt with entertainment and programs 
to be held during the year. It was 
agreed that a diversified schedule of 
educational motion pictures and talks 
by leading figures from the business and 
sports world could provide the kind of 
entertainment favored by a majority of 
the members. 

In the absence of Hal Usher, Oliver 
Iron & Steel, president of the associ 
tion, Jack Stites, Cleveland Twist Drill 
and second vice-president, conducted 
the_ meeting. 
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POWELL 


There are at least two notable reasons why Powell 
Valves minimize flow control troubles. One is that 
every valve in the Powell Line has been scientific- 
ally designed to operate under certain specific flow 
control conditions—pressure, temperature and/or 
media. The other is that there’s a Powell Valve for 
every operating condition, or set of conditions, 
known today. 


That’s why so many plants, representing every 
phase of modern industry, are now standardizing 
on Powell Valves. 


Fig. 560—200-pound Bronze Re- 
grinding Horizontal Swing Check 
Valve. Screwed ends, screwed-on cap 
and regrindable, renewable bronze 
disc. 


Fig. 375—200-pound Bronze Gate 
Vaive with screwed ends, inside 
screw rising stem, union bonnet 
and renewab!e, wear-resisting 
*‘Powellium” nickel bronze disc. 


Fig. 241—125-pound Iron Body Bronze 
Mounted Globe Valve with flanged ends, 
outside screw rising stem, bolted flanged 
yoke and regrindable, renewable bronze 
seat and disc. Also available in All tron 
for process lines. 


Fig. 190—150-pound fron Body Bronze 
Mounted “‘Irenew” Globe Valve. Has 


screwed ends, union bonnet and regrind- 
able, renewable wear-resisting ‘‘Powell- 


ium” nickel-bronze seat and disc. 
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a 


BP 
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Fig. 1793—125-pound Iron Body Bronze 
Mounted Gate Valve with flanged ends, 
outside screw rising stem, bolted flanged 
yoke, bronze seat rings and taper wedge 
solid disc. Also available in Ali Iron. 


Fig. 150—150-pound Bronze Globe 
Vaive with screwed ends, union bon- 
net and renewable composition disc. 


The Wm. Powell Co., Cincinnati 22, Ohio 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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ALLIGATOR 


U.S Pat, OPMCE 


STEEL BELT LACING 


OR use on leather, rubber, balata, stitched canvas or 
solid woven belting, giving a smooth, flexible joint 
excellent for general service, high speed and heavy duty. 


Efficient separable hinge 


lacing of extreme strength. 


Protects ends of fabric belts. Operates successfully with 




















an idler or on serpentine drives. 
List Prices per Box of Alligator Belt Lacing 
Monel and Belt 

Size |Steel | “Everdur Contents Po = a 
00 |$1.40 $5.50 6 sets for 6” belts Up to 1/16” 

1 1.60 6.00 6 setsfor 6” belts | 1/16" to 3/32” 

5 1.80 6.50 6 sets for 6” belts | 3/32” to 1/8” 
15 1.90 6.75 4 sets for 12" belts | 1/8” to 5/32" 
20 2.00 8.00 4 sets for 12” belts | 5/32" to 3/16” 
25D} 2.50 9.78 4 sets for 12” belts | 3/16" to 7/32" 
25F | 2.50 6 sets for 8” belts | 3/16” to 7/32" 
25G} 5.00 8 sets for 12" belts | 3/16" to 7/32" 
27K | 2.65 11.50 4 sets for 12" belts | 1/4” to 9/32" 
27L | 5.30 8 sets for 12" belts | 1/4” to 9/32" 
35M] 2.30 4 sets for 8” belts | 9/32” to 5/16" 
35N} 3.40 15.00 4 sets for 12" belts | 9/32" to 5/16" 
45U | 4.50 19.50 4 sets for 12" belts | 5/16” to 3/8” 
SSW] 5.20 | 29.00 | 4setsfor 12" belts | 3/8" to 7/16” 
6SX | 6.00 36.00 4 sets for 12" belts | 7/16" to 1/2" 
75 8.80 57.00 4 sets for 12” belts 1/2” to 5/8" 























For belts wider than 12 inches always 


use continuous 


lengths for best results—Furnished to order in any length 


for any width of belt. 


ed pins supplied regularly with Nos. 00, 1 and 5 
Alligator tape fasteners. These pins are also used with the 
larger size fasteners for conveyor and elevator belt service. 
Sectional steel rocker hinge pins supplied regularly with 
Nos. 15 to 75, inclusive, for transmission service. Rawhide 


hinge pins supplied with Nos. 00 to 45, inclusive, only upon _ 


request. 





[FLEXCO| HD 





AAG US Oat OFrce 


BELT FASTENERS and RIP PLATES 
for Conveyor and Elevator Belts 


The Compression Principle. Scientific design and construction of 
Flexco HD Belt Fasteners provides the maximum application of the 
principle of compression to the belt ends and is by far the most 
successful method of mechanically joining heavy duty conveyor 


and bucket belts. 


Notice that the plates are cupped to receive the nuts and bolt 
heads. The finished tight butt joint is leak-proof, practically flush 
with the belt and will operate satisfactorily through trippers and 


take-up pulleys. 


The Rip Plate is an outgrowth of the Flexco HD Fastener. It is 
longer, for a better grip on irregular tears, while the center bolt 
fastener 











keeps the from bulging. Used only for repairing length- 
wise rips. Not to be used to repair breaks or tears across belt width. 
Price per 
of Belts Min. Wt. | box of 10 
Size No. for which Pulley| Per | Sets Steel 
suitable Diam.| Box {Fasteners 
1 1/4" to 7/16"} 12") 1 Ibs.| $ 6.00 
me | 1-1/4 5/16” to 1/2” 14” | 1.8 Ibs. 6.50 
: 1-1/2 3/8" to 9/16"| 18” | 2.3 lbs. 7.00 
: 2 1/2” to 3/4" 30” |3 Ibs. 8.00 
& | 2-1/2 | 11/16" tol” 42" 16 ilbs.| i2.00 
3 7/8" and up_| ie 6.6 Ibe.|_13.00 | 
as RP1 1/4" to 1/2” 1.8 Ibs.| 10.40 
= 2) RP2 3/8” to 3/4” 4 Ibs.| 12.30 





























ALLIGATOR 
V-BELT FASTENERS 

































JUST A HAMMER 








TO 






APPLY iT 
ECONOMY PACKAGES 


FOR THE SMALL USER 


In five sizes 


10 pack- 


packed 
ages of a single size to a carton. 
Each age contains one set 


of | g complete with 
ins for a 

en to length for 
narrower belts. Avoids 


and hinge 
belt. Easily 


auge 
12-inch 


aad of “breaking” a standard 

















G. G. McGulloch, president and 
treasurer of Dehler Bros. Co., 
Louisville, Ky., jots down a few 
notes after talking to a customer 
on the phone. 

















Bulletin A-60 gives 
de 


complete 


tails on Alligator: lacing. 





ALLIGATOR BELT CUTTER 


Will cut any belt (except. metal 
stitched) up to 1/2 inch thick by 
8 inches in width. Used in a 
horizontal position on bench or 
up-ended on floor. 




















View above shows how the belt 
ends are compressed. 

Flexco Fasteners are also made 

of Monel a, Ever 


dur (non-sparking) an 
(abe Ht 


asion resisting 


Promal 


Flexco Tools should be used in 
the nn of these fasten- 
ers. letin F-100 gives com- 
plete information. 








For Belt 
Section 





























Si List 

_ i 

15-E $4.75 : 

aE $6.35 Dunbar Retires 
35-E $8.50 From Norton Post 


Howard W. Dunbar, vice-president 
and general manager of the Grinding 
Machine Division retired on Jan. 21. 
Rated as a leader in the machine tool 
world, Mr. Dunbar is the author of 
many technical articles and books. 

Mr. Dunbar joined Norton Co. in 
1913 as assistant chief engineer to 
Charles H. Norton and subsequently 
served as sales manager, assistant gen- 
eral sales manager, works manager and, 
since 1932, general manager of th 
Grinding Machine Division. He held 


vice-presidency and directorship in the|’ 


company at the time of his retirement. 

Mr. Dunbar was a leader in the Na- 
tional Machine Tool Builders’ Associa- 
tion and served on the War Production 


Board. Previous to joining the firm he |' 


was affiliated with the Stanley Instru- 
ment Co., Pike Adding Machine Co., 
J. M. Quimby and the Western Electric 
Co. 

Oscar E. Nordstrom, Chicago district 
manager of the Grinding Machine Di- 
vision, for 20 years retired from active 
duty on Jan. 1 but will continue to 
act as consultant. He was succeeded 
by Robert D. Lawson, formerly sales 
representative for the division in New 
England. Mr. Lawson has been with 
the firm for more than 27 years. Mr. 
Nordstrom began with the firm in 1904. 

B. Harold Lewis succeeded Mr. Law- 
son as representative in the New Eng 
land territory, with the exception of 
western Massachusetts and Connecti 
cut. He has been in sales work with 
the division for more than 30 years 
He will make his headquarters at the 
Worcester plant. 

Dr. W. Irving Clark retired on Jan. 
1 from the post of director of person 
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"I’ve never seen anything So 


that would come close 
to this performance of 


KEYSTONE 


CONDENSED OIL’ 























That statement comes from the superintendent of a 
ship repair company. “Seven months after starting 
the use of Keystone Condensed Oil No. 50 Light in 
four new air compressors,” he states, “we removed 
one of the exhaust valves to see whether any carbon 
was forming. I thought there might be some deposit, 
but actually they were as clean as when first installed.” 


That quoted statement was made on January 15th, 
1944, During September, 1946 (after 3 years and 4 
months of continuous operation without any inter- 
vening overhauls) another inspection revealed that 
no carbon had formed. 


KEYSTONE LUBRICATING COMPANY ° Est. 1884 
21st, CLEARFIELD AND LIPPINCOTT STS., PHILADELPHIA 32, PA. 








NILADELPHIA PA us 


ABLISHEL 


This is but one of many equally enthusiastic reports 
on Keystone Condensed Oil performance that again 
proves the value of Keystone specialization and 
Keystone lubrication experience. 


Keystone Condensed Oil (Regular or No. 50) is a 
liquid grease, which combines the highest grade 
paraffine base petroleum oils with selected grease 
film materials. Its high heat resistance and low cold 
test assure minimum change in density over a wide 
temperature range. It reduces friction to the lowest 
point and is a quick 
cure for hot bearings. A POPULAR MEMBER OF 


, THE LARGE FAMILY OF 
Specially recom- 


mended for ring oil 
bearings of electric 
motors, generators, 
fans, blowers and 
similar applications, 





Trade Marks Reg. U. S. Pat. Off. 


SPECIALIZED 
LUBRICANTS 


The Keystone Distributor near you will be glad to cooperate in making Keystone Specialized Lubricants available to your customers. 
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You ll be Money Ahead | 
to Know the Answers 





For the answers, write for a 
registered copy of the Naylor Catalog. 





NAYLOR PIPE COMPANY 
1253 East 92nd Street * Chicago 19, Illinois 
New York Office: 350 Madison Avenve « New York 17, N. Y. 
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nel. He will, however, continue in 
charge of the Norton plant hospital. 
Dr. Clark, who has been with Norton 
for more than 35 years, is a nationally 
known figure in industrial medicine and 
has written many books on the subject. 

Harry E. Howard was named person- 
nel manager. He has been with the 
firm 33 years and most of this time in 
various supervisory capacities in the 
abrasive division. For the last year, he 
has been in personnel work. 


Allis-Chalmers Holds 
Machinery Conference 


A long-range program for continued 
and improved customer service was the 
central theme at a recent Allis Chalmers 
Manufacturing Company general ma- 
chinery division conference of district 
office managers and company executives 
in Milwaukee, Wisconsin. 

W. C. Johnson, vice-president in 
charge of the general machinery divi- 
sion, announced an important change in 
the division’s field organization, a 
change aimed at furthering customer 
service. 

Johnson revealed that the district of- 
fices would be grouped, according to lo- 
cation and similar interests, under the 
direction of regional managers. The 
regional managers each will have a staff 
of specialists, and the regions will op- 
erate as self-contained field units. 

At the same time Johnson announced 
the appointment of the first regional 
managers who will act as a nucleous for 
building the first four regional organiza- 
tions. The appointments announced 
were W. F. Taylor, D. S. Kerr, and J. L. 
Pratt, as well as A. J. Schmitz who 
will continue in that capacity. 








Checking prices at Pye-Barker Sup- 


ply Co., Atlanta, Ga., are: H. M. 
James, who spent two years In the 
Navy in the Pacific; R. W. Farr, 
who was in the Army for five years 
and served in the 1914 Aviation 
Engineers, and Harold D. Holland, 
who was three and a half years in 
Europe with the Army. 
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" K-68 gives outstanding results where unusual resilience must be 
mei combined with resistance to oil and to extremely high tempera- 
eed tures. K-68 sheets are made of specially selected asbestos 
sia fibres and bonded under great pressure with Neoprene. 
g to lo- K-68 sheets are recommended for aviation and Diesel engines 
der the and applications in oil refineries and chemical plants where 
. The they must stand up against solvent and aromatic conditions 
:a staff at extreme heat. Because K-68 contains no sulphur it is also 
will op- valuable in refrigeration service. 
Ss. For applications where the special characteristics of K-68 are 
1ounced not required, R/M offers a number of other sheet packings, 
egional among which are R/M Style No. 650, the famous “Pyroid” 
ous for brand; R/M Style No. 670, which is approved by the National 
rganiza- Board of Fire Underwriters. 
1ounced : : 
nd J. L. For your customers’ sheet and other packing needs supply 
os wie them R/M products. All R/M packings for maintenance and 
replacement are sold only through authorized distributors. 
—s 
ASBESTOS TEXTILE & PACKING DIVISION 
RAYBESTOS-MANHATTAN, INC. 
MANHEIM, PA. 
Style No. 686 
r Sup- 
H, M. 
In the 
Farr, 
. years 
viation 
olland, 
vars in 
It's “Packed with Satisfaction” when you use R/ 
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You Get 
BETTER QUALITY 


in BLUE DEVIL 
Socket Screw Products 





Like motion picture theaters, 
"Blue Devil" Socket Screw Prod- 
ucts have a main feature, too! 
, The “Blue Devil" main feature — 
a fine reputation for best-quality 
socket screw products—lives on 
and on. It doesn't end in just an 


hour. 


the 
finest materials . . . a wide selec- 
tion of stock sizes and styles— 
these are features 
earned for "Blue Devil Socket 
Screw Products their fine reputa- 


Precision manufacture .. . 


which have 


tion. These are features your cus- 
tomers will be assured of when 


they use "Blue Devil" products. 


>, SOCKET 
(; SCREW 
PRODUCTS 





Safety Socket Screw Company 


CHICAGO, ILLINOIS 


4442 N. KNOX AVENUE 
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William F. Hoffman, 


purchasing 
agent, Maddock & Co., Philadelphia, 
places great confidence In the abili- 
ties of his secretary, Kay Hoenig- 
mann. 





Production Conference 
Slated For Chicago 


The Chicago Production Conference 
will be held in the Stevens Hotel Chi- 
cago concurrently with the Chicago Pro- 
duction Show March 17-19 and will 
be sponsored by the Chicago Technical 
Societies Council., In 35 conference 
sessions technical societies affiliated 
with the council will play host to more 
than 2,000 Middle West production ex- 
ecutives interested in “production for 
profit”, the conference theme. 

Subjects to be covered during the 35 
sessions are: applied research, mod- 
ern management, the average worker, 
designing the modern factory, new uses 
and sources of power and heat, practi- 
cal production control, relation of the 
lab to production, new non-metallic ma- 
terials, metals, foundry, forge, rolling 
mill, welding, brazing and soldering, 
forming, spinning and extruding, ma- 
chining, jigs and fixtures, platings and 
finishes, packaging and containers and 
instrumentation and controls. ; 

Supplementing the education value of 
the conference, the concurrent Produé 
tion Show, with an estimated attend 
ance of 20,000 production men, will 
present exhibits by 130 manufacturers 
of new materials, tools, handling and 
packaging equipment, instruments and 
miscellaneous services. 


Jenkins Bros. Veteran 
League Holds Dinner 


The 21st annual banquet of the Jen- 
kins Bros. Veteran League was held 
recently at the Stratfield Hotel, Bridge- 
port, Conn. One hundred and thirty- 
two company veterans, whose service 
ranges from 25 to 47 years, attended, 
as well as 135 returned World War Il 
veterans. James L. Dunn, vice pres- 
dent in charge of industrial relations of 
Jenkins Bros. presided. 
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H&A makes rope of all standard 
commercial grades, topped by the 
famous “Blue Heart’ Pure Manila 
rope. Other H&A products include 






Clotho, the Roman goddess of Fate, was pictured as a maiden 
endlessly spinning the threads of life. Great as was her skill, 
she certainly couldn’t match the speed and precision attained 
by the long rows of specialized power driven spindles at the 










































Transmission Rope, Drilling Cable, 
Lariat Rope, Yacht Rope, Fisher- 
man's Rope, Twisted and Braided 
Jute Packing, Jute and Hemp 
Twines, Hard Fibre Twines, Lath 
Yarn, Torred Marlines, Plumbers 
and Marine Oakum. 


H&A mill, which turn out the many different kinds of yarn 
required in modern cordage making. Yet here, as at every 
other step in the H&A plant, the ceaseless supervision of 
thoroughly skilled operators is still the element which assures 
the quality and reliability for which H&A products are noted. 


Spindles in the H&A Hard Fibre mill. 


The Makers of FPA «vive Heart” Manila Rope 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
OnIO 


* OMAHA, NEB. 





BRANCHES: KANSAS CITY, MO. ¢ MINNEAPOLIS, MINN, 


MILL SUPPLIES ¢ FEBRUARY, 1947 












IMPORTANT REASONS 


WHY YOU'LL FIND IT 


PUTNAM 
END MILLS 


QUALITY END MILLS—of highest grade materials and workman- 
ship—recognized as the world's finest end mills. 


COMPLETENESS OF LINE—over 800 different types and sizes in 
the standard line from which your customers’ end mill requirements 
may be fully met. 


DISTRIBUTORS’ COMPLETE STOCKS—we help you maintain full 
stocks to give your customers immediate delivery of the end mills 
they require. 


COMPLETENESS OF FACTORY STOCKS—and fast factory ship- 
ping service to keep your stocks at full inventory at all times. 


CONSISTENT ADVERTISING PROGRAM — to the trade telling 
the story of Putnam end mill quality. These ads direct customers to 
you... stress the complete stocks of Putnam End Mills you carry for 
his convenience. 


PUTNAM SALES HELPS — handsome 92-page catalog describing 
and illustrating in color the complete Putnam line ... variety of 
printed pieces for mailing enclosures and counter use .. . Putnam 
technicians to give your sales force specialized training and 
knowledge of the product. 


TIE IN WITH PUTNAM—THE COMPLETE, BIG VOLUME, PROFITABLE END MILL LINE 
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NEW LINES 


“/akeu ou by 


DISTRIBUTORS 


Grayson-List & Co., Jersey City, N. J. 
has been appointed jobber for indus. 
trial Air Tools made by The Aro 
Equipment Corp. 

Welders Supply Co., Toronte, Can., 
will distribute scaling hammers man- 
ufactured by The Aro Equipment 
Corp. 

W.L. Blake & Co., Portland, Me., has 
heen made an autherized dealer for 
Allspeed Selectors of Worthington 
Pump & Machinery Corp. 

The Long Island Hardware Co., Long 
Island City, N. Y., has been named 
distributor of grinding wheels for 
Norton Company. 

Circular Tool Supply Co., Los Angeles, 
Calif., is now carrying the complete 
line of Circular Tool Co., Inc. 

Forniciari Co., Los Angeles, Calif., has 
acquired the jacks and shop truck 
lines of Buda Mfg. Co.; flexible ball 
joints of Barco Mfg. Co.; shovels of 
Ingersoll-Rand, Inc., and industrial 
gas engines of Briggs-Stratton. 

Erie Mig. & Supply Co., Erie, Pa., will 
handle industrial air tools made by 
The Aro Equipment Corp. 

Tarr, McComb & Ware, Kingman, Ariz., 
has become authorized dealer of in- 
dustrial machinery equipment made 
by Worthington Pump & Machinery 
Corp. 

Bay State Supply Co., Cincinnati, 0., 
has been appointed distributor of in- 
dustrial air tools made by The Aro 
Equipment Corp. 

C. L. Gransden & Co., Detroit, Mich., 
is distributing industrial machinery 
equipment of Worthington Pump & 
Machinery Corp. 

Wilkinson-Kompass, Ltd., Hamilton, 
Ont., Can., has been named jobber for 
The Aro Equipment Corp. line of in- 
dustrial air tools. 

Laurel Wholesale Hardware Co., North 
Plainfield, N. J., has taken on the 
lines of Parker-Kalon Corp., Nichol- 
son File, Carborundum Co., Stanley 
Company, Henry Disston Sons Co, 
Billings & Spencer, Kraueter Com- 
pany and J. Wiss & Sons Co. 


ee a ed 
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ington 


Long 


WHY stock a costly and confusing assortment of 


endless V-belts when you need only a few reels 

of Veelos, the link V-belt? With only four sizes of 

ustrial Veelos you can make up 316 standard sizes of end- 

less belts. With Veelos, storing spare sets of belts 

.., will for individual drives becomes outmoded. Expensive, 

de by wasteful belt inventories are eliminated . . . deteri- 

oration of spare V-belts is ended. 

Ariz., Veelos on reels assures a neat, orderly stockroom. 

of in- Space is saved. Paper work is reduced. Any desired 

made length of V-belt is always available. Veelos is made 

hinery in all standard widths, fits all standard grooves, is 
packaged on standard 100-foot reels. 


Write for full details 
and distributor proposition 


Just four reels of Veelos will provide 


Janik Sears 


THE LINK’ MANHEIM MANUFACTURING & BELTING CO. 


V-BELT MANHEIM, PENNSYLVANIA 


any Length 
any Drive Tested * Proved * Adopted 


. « » by American Industry 


stanley 
s Co, 
Com- 


Adjustable to 
Adaptable to 





MILL SUPPLIES © FEBRUARY, 1947 















From O_p MEXICO 


At the base of CANTOL BELT WAX is the pure vegetable 
wax of the Mexican Candelilla (‘‘Little Candle’’) plant. 
It is Candelilla wax, properly combined and blended with 
other ingredients, that has brought preference for 
CANTOL among belt users everywhere. 


CANTOL increases traction, belt life, power. Stops slip- 
page. Fills pores, seals against foreign matter, won’t lump. 
Penetrates, preserves, moisture-proofs. Contains nothing 
injurious, no resin, no grease. Keeps belting pliable in 
any atmosphere—under all conditions. 


Cantol Belt Wax is a product of 
CANTOL WAX COMPANY, Bloomington, Indiana 


CANTOL BELT WAX is sold 
through distributors and deal- 
ers. There are dependable 
CANTOL representatives in 
every state in the nation. 
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25 Years Ago 


Manning, Maxwell & Moore, Inc. 
New York City, have installed a power 
transmission department as a sub-divi- 
sion of their supplies department and 
Dallas W. Clem has been placed in 
charge. Mr. Clem has spent his entire 
business life in the mill supplies field, 
and more particularly in the power 
transmission field. About 13 years ago, 
Mr. Clem entered the employ of the 
Reeves Pulley Co., Columbus, Ind. 
There he made rapid progress through 
the sales and engineering department. 

Laib Co., Louisville, Ky., handlers of 
factery, steam and plumbers’ supplies. 
machinery and tools, brought in one of 
the largest individual shipments of steel 
pipe from the Allegheny district steel 
mills that was ever taken into Louis- 
ville. The shipment went down the 
Ohio River by barge. It was trans- 
ferred to Laib Co.’s plant on a terminal 
line, where the stock was quickly lifted 
from the cars by magnet cranes. The 
firm reported that using the combina- 
tion rail and water movement, a large 
saving in freight was accomplished. 
About 10 cars of pipe came in on the 
one barge. 

The Frick & Lindsay Co., Sandusky 
and Robinson Sts., Pittsburgh, distribu- 
tors of mill supplies, railroad and mine 
equipment, has finished plans for a 
brick and steel addition, to cost $9, 
000. 
Decker Machine & Tool Co., Okemah. 
Okla., recently organized with a capi- 
talization of $75,000, is planning the 
establishment of a new plant to in 
clude a machine repair department for 
oil well and other equipment. A branch 
works at Henryetta, Okla., is also being 
considered, 


10 Years Ago 


Thomas Robins, Jr., L. Tschirky. 
G. L. Abbott and S. W. Gibb were 
named on the convention committee of 
the American Supply & Machinery 
Manufacturers’ Association. 
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——| SHORTEST DISTANCE BETWEEN 
DISTRIBUTOR AND PROFITS 


» Inc, Yes, the Bristol “B-Line” is the shortest 
ee route to greater profits because it offers these 


wiser exclusive sales advantages: 

nt and 

ced in BRISTOL SUPPLIES THE RIGHT SOCKET SCREW 

; entire FOR EVERY APPLICATION 

s field, The Bristo Multiple-Spline is ideal for hard- 
power to-reach fastening points . . . vibration condi- 


IT'S ago, tions . . . frequent disassembly because it can 
of the be turned further than a hex without stripping 
» Ind. the socket. The Bristol Hex is a cold upset, 
hrough precision extruded screw for perfect service 
rtment. under ordinary conditions. 





llers of 
nai BRISTOL SUPPLIES THE RIGHT FASTENER 
pi of FOR EACH TYPE OF BELT 


of steel For transmission belts, Bristol’s B-Line Belt 
t stee!] | Hooks — hinge type — stay in the card until 
belt is laced . . . speeds, simplifies lacing. For 


Louis- 
vn the| conveyor belts, Bristol’s Belt Lacing, Plates 
mati and Rivets make repairs rapidly, securely . . . 
‘minal| Shut downs, short, infrequent. 


y lifted These selling points are backed up to the 
The hilt by aggressive advertising that really 
shortens the distance to bigger profits. And be- 


5. 


bina- 
mee cause those selling points are practical benefits 
plished. to the user, repeat business is secure. 
ate A Bristol representative will tell you more 


about our 100% distributor policy . . . attrac- 
adele tive profit structure . . . promotion plans. See 
the new presentation: “BRISTOL B-LINE FOR 
don DISTRIBUTORS’. Write: The Bristol Company, 
we Mill Supply Division, 126 Bristol Road, Water- 
st $90. bury 91, Conn. 


jistribu- 





)kemah, 
a capi- 
ing the 
to in- 
vent for 
branch 
0 being 











a| THE BRISTOL B-LINE 
» wee) The Bee-Line to More Sales and Potits 


‘ittee of 
ichinery 
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Facts are facts. CrRosBy CLIPs out- 
sell all other drop-forged wire rope 
fasteners combined. Why? Because 
the basically correct design gives the 
Crosby CuIP a “‘vise-tight” grip on 
two strands of wire rope: locks the 


So that’s why we’ve been exporting so 
many Crosby Clips to Africa! 





704 


loop with positive strength and safe- 
ty. Channel grooved base . . . tough 
drop-forged steel . . . hot dip galvan- 
ized.Sold by distributors everywhere; 
made only at St. Paul, Minnesota by 
American Hoist and Derrick Co. 


Industry buys more 


CROSBY CLIP 


than all other 












200 
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| Composite opinion of purchasing agents 


| but enough warning permitted records 


first 


| inundated the first. 


The Queen City Supply Co., Cincin. 
nati, managed to get supplies to relief 
agencies although flood waters reached 
21 inches short of the second floor. 
The E. A. Kinsey Co. had 20 feet of 
water in its used-machinery warehouse. 
Wirthlin-Mann Co. was submerged, 
water rising four feet above the second 
floor. A similar condition existed at 
Vulcan Cooper & Supply Co. At the 
Doermann-Roehrer Co., the flood rose 
to about the top bin on the first floor 


and everything of value to be moved 
upstairs or taken to a temporary ware- 
house on higher ground. Wood reels 
for winding wire rope floated on the 
floor of Wm. T. Johnston Co.. 
pushing up the second floor when water 
Friends of J. B. 
Miller of Mechanical Supplies Co.. 
were joshing him for moving recently 
to escape floods and this one caught 
him, there being eight feet of water 
on the first floor. 

The flood did considerable damage in 
Louisville. Ky.. also. Graft-Pelle Co.. 
moved stock to a level above that of 
the highest previous flood but was in- 
undated just the same. There was five 
feet of water in the basement of Tafel 
Electric Co., Andrew Cowan & Co., 
Belknap Hardware & Mfg. Co., Erdman- 
Oglesby. E. D. Morton & Co., Neill- 
LaVielle Supply Co., Todd Donigan 
Iron Co., and Albert B. Crush & Co. 





wen, 


Teel 





| business at the start of 1947 is good. No 


who comprise the N.A.P.A. Business 
Survey Committee. 

Purchasing agents report general 
industrial recession is evident from the 
peak reached in the upswing in late 
1946. part of which was seasonal. Busi- 
ness has leveled off with some indica 
tion of further increase. Seventy per 


cent of the committee report no change 
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EASY ASSEMBLY STEPS 
SPEED 


THE 


“TORQUE-MASTER’ CLUTCH 
Check These Geatures 


¥ COMPACT DESIGN with smooth, safe contours. 
vy QUICK, YET ACCURATE ADJUSTMENT, at the simple turn of a ring. 


¥ Easily detached Gear Rings to permit speedy removal of SPLIT FRICTION 
DISCS. 


vy POSITIVE RELEASE, which eliminates all possible drag. * 
Vv CAPACITIES from 1% to 300 H.P. at 100 R.P.M. 


¥ AVAILABLE ... as SLEEVE, GEAR RING AND BOLTED PLATE CLUTCHES 
and CUT-OFF COUPLINGS. 


T. B. 


When in need of a MODERN, "TROUBLE-FREE” CLUTCH or 
CUT-OFF COUPLING, ask your MILL SUPPLY Distributor or 
write us direct for Catalog No. 189 which completely 
describes WOOD'S MODEL "GT" line of clutches. 


WOOD'S PRODUCTS FOR POWER TRANSMISSION 
Pulleys Clutches Hangers Pillow Blocks Couplings 










MODEL“GT” aie 































Bearings Collars V-Belt Sheaves and Complete Drives 


SBURG, PA. 


ie. Te 
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UMP NOTES by DEMIN 


“SPECIAL” PUMPING JOBS 
ARE OFTEN “STANDARD” 


“CPECIAL” pumping jobs do not 
necessarily indicate the need 
for “special” pumps. 





In numerous cases on record, 
Deming Pumps of standard design 
and construction are giving high 
standards of performance under 
conditions which the owners had 
good reason to think were “spe- 
cialized” pumping jobs. 


For example, the standard line of 
Deming Side Suction Centrifugal 
Pumps includes so many types and capacities that actual needs for a “special” 
pump are reduced to a minimum. 





Two of many types of standard Deming Centrifugal Pumps are illustrated. 













Ilustrotion at right shows 
Deming Fig. 4003-M Side Suction 
Centrifugal Pump, direct con- 
nected to Electric Motor. Two ball 
bearing type with adjustable 
semi-enclosed impeller. 


Illustrated below is the Deming 
Fig. 4003 eqyipped with a 

bination pulley suitable for 
either flat or “V” belt drive. 





NEW BULLETIN NO. 3900-B 


Write for a copy of this new, 8-page, 8¥% x 11, illus- 

e trated bulletin which includes exterior and sectional 
views of single and two ball bearing types of Deming 
Centrifugal Pumps, %”, %”, 1”, 1%”, and 2” side 
suction. Performance tables on Belt Driven and Motor 
Driven units are included in Bulletin No. 3900-B. 
Write for a copy. 


DEMING DISTRIBUTORS LOCATED EVERYWHERE 
- Close cooperation between Deming field engineers and Deming Distributors 
makes a hard-to-beat combination of sales-engineering "know-how" to serve 


to 
your pumping needs. If you don't know where to locate the nearest Deming 
i Distributor, write us. 


THE DEMING COMPANY « 184 BROADWAY, SALEM, OHIO 





This is one of a series of advertisements appearing in national business maga- 
zines which reach your customers and prospects every month. The reference 
to Deming Distributors will appear in every advertisement throughout 1947, 
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in the business level and the balance 
show some increase. 

Buyers feel that business volume 
shows a marked tendency to stabilize 
with high production and sales for sey- 
eral months, if not interrupted by work 
stoppages. With steady production, bet. 
ter balanced inventories and indica. 
tions that drastic price advances are at 
an end, the outlook is considered most 
favorable. 


Prices 


Industrial commodity prices contin- 
ued to advance in January but at a 
very moderate rate compared to the 
previous 60 days. Most advances re- 
flect upward adjustments which have 
been in the calculating stage since de- 
control, notably steel and products 
made of steel. In the opinion of many 
buyers prices have reached their peak, 
and are definitely leveling off with a 
slight downward trend. It is too early 
to get general reaction to the price re- 
duction announcement of one large 
manufacturer. That action does sup- 
port the opinions of a large percentage 
of our reporters who feel the price 
swing is at, or near, the top and more 
stable markets are’ forecast for the im- 
mediate future. 

Decontrol of prices in Canada is ex- 
pected to bring some price increases but 
no runaway prices are indicated in our 
reports. 


Inventories 


Purchasing agents are giving closer 
attention to inventories since checkups 
were made at the end of the year. The 
uptrend has stopped and indications 
are for lower stocks. Shortened deliv- 
ery time, freer and steadier supply in 
many items are bringing about a better 
balance. Surpluses are being disposed 
of as well as unsatisfactory substitutes 
bought to protect production schedules. 
The few reporting increased inventories 
attribute them to the earlier than sched- 
uled delivery of long term commitments. 
Many report continuing studies will be 
made in an effort to reduce inventory. 


Buying Policy 


In line with the lower inventory ob- 
jective of industry, there is a distinct 
change in buying policies. In December, 
a commitment range of three to six 
months appeared to be the average. 
In January, 27 percent report a range of 





400 HC 


Since 
little 
met | 
plant 
accla 
solde 
in so 
quar 
has 1 


TRIGC 
a tour 


MICR 
amou 


AUTO 
ing o 
400-t 
ing, r 
COOL 
perat 


LOAD 
reel ¢ 


EYELE 
from 


MOLI 


SAFE] 
idle ¢ 


_UMI | 


















lance 


lume 
bilize 
. S@y- 


work 


dica- 
re at 
most 


yntin- 
at a 
» the 
$ Te 
have 
e de- 
ducts 
many 
peak, 
ith a 
early 


large 

sup- 
ntage 
price 
more 
e im- 


is ex- 
s but 
n our 


sloser 
ckups 
. The 
ations 
deliv- 
ly in 
netter 


itutes 
dules. 
tories 
ched- 
nents. 
ill be 
ry. 


y ob- 
istinct 
mber, 
0 six 
prage. 
ige of 


UM 


the inside StOFY + asncncas 


MOST EFFICIENT SOLDERING IRON 
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fe HOLE 


a ie 
ad 



















AUTOMATIC RETRACTOR = en 


400 HOUR TIP i» 


Since Eject-O-Matic was introduced a 
little more than a year ago, it has 


LOADING 


COOLING FINS CHAMBER 


met rigid production tests in industrial 
plants from coast to coast. Today it is __ TRIGGER 


MOLDED 
HANDLE 


acclaimed by plants using this modern 
soldering tool as “the greatest advance a 
in soldering methods in more than a 
quarter of a century”. Eject-O-Matic 


has these exclusive advantages: 


SAFETY BASE 


TRIGGER OPERATED, AUTOMATIC - FEED— 
atouch of the trigger dispenses the solder. 


MICROMETER CONTROL — measures the 
amount of solder ejected. 


AUTOMATIC RETRACTOR — prevents melt- 
ing of excess solder on tip. WEIGHS ONLY 18 OZS. 


400-HOUR TIP, MULTI-CLAD—non-corrod- 


ing, never needs filing or tinning. Write for descriptive literature or, if you wish, we shall 


be glad to arrange for a demonstration. 


COOLING FINS—keep tip at proper working tem- Available in 50, 75, 100 and 


perature—no thermostat required. 150 wett models. Tigs in 6 dit- 
ferent sizes and shapes. 


LOADING CHAMBER—easily accessible, holds 4 oz. Individually packed. Shipping 


reel of solder. weight per carton of 12 units, 
approximately 35 Ibs. 


EYELET HOLE—permits automatic feeding of solder 
from large rolls mounted on, or under, bench. 


MOLDED HANDLE—made of, heat-resistant plastic. 


SAFETY-UTILITY BASE — provides resting place for 
idle or cooling iron. 





MULTI-PRODUCTS TOOL COMPANY, 123 SUSSEX AVENUE, NEWARK 4, NEW JERSEY 
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one to three months with 50 percent 
in the two to three month bracket. Most 
of those in the three to six month range 
report the extended coverage is com. 
pelled by the producers’ lead time re. 
quired to fabricate and deliver. Some 
few have commitments throughout 1947, 
The widespread resistance of purchas. 
ing agents to escalator clauses has had 
its effect on buying policies. Many 
will cover ahead only on firm prices 
or on modified adjustment agreements 
limiting any price increase or provid- 
ing seasonable cancellation terms. There 
are indications that blank-check esca- 
lators are fast disappearing. More firm 
prices are being quoted and for longer 
periods. Buyers operating on dollar ap- 
propriations or budgets have had to cur- 
tail commitments because increased 
prices since October have limited quan- 
tities that can be secured under author. 
ized obligations. 


Commodity Changes 


Practically all commodities have ad- 
vanced to the extent of the increase in 
freight rates. Other than this, steel and 
steel goods prices have been preminent 
in the advance column. In the non-fer- 
rous field, copper has held at 19%¢ 
while lead has advanced to a new all- 
time high of 13¢. Glycerine fell off 
sharply but has not receded enough to 
satisfy buyers. Real estate prices are 
down. Some lumber prices have dropped 
A 2 a yY oO U p & e PA 7 i N G FO a from extreme decontrolled highs and 

5 it is reported in greater supply. With 
| more specific grades available, lumber 
COMPETITIVE SELLING? | up-grading is on the wane. Steel pipe 
and nails are still scarce and higher 

—coal tar products higher—glass and 
A carefully-compiled new general catalog will | leaning compounds hard to get beceus 
of soda ash shortage. Buyers report 
fractional horsepower motors, which 
have been an assembly bottleneck for 











% Help your salesmen do a more informative job of selling. months, are now being scheduled for 
18 to 20 weeks in place of the former 
% Keep your hundreds of present-day products before the 30 to 40 weeks delivery. 


buyers “round the clock.” 


% Reach into the larger plants to influence the men who Employment 


originate the requisitions for tools and supplies. Employment in December was tt 


ported on the increase and at the peak 
% Give you an economical means of soliciting the smaller for 1946. The inc has tapered of 


shops on whom your salesmen call infrequently. perceptibly but total employment re 
mains at the December high level. Many 
jobs, both skilled and unskilled, are 
available throughout the United States 
R. R. DONNELLEY & SONS COMPANY and Canada. Many more could be em 
ployed if materials were available for 
350 EAST TWENTY-SECOND STREET & CHICAGO 16, ILLINOIS expanded programs. 
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KLEINS 


FOR MEN WHO 
WANT THE BEST 


Among your customers there are many 
who recognize the significant relationship 
of quality tools to good work. Klein 
pliers are built for these men. 
























G, 


Klein pliers have the proper balance— 
the proper spring in the handles to pre- 
vent tired hands. The sharp knives stay 
keen even after years of service, and the 
fitted hinge keeps jaws perfectly aligned, 
assuring a positive grip. 

You will want a stock of Klein’s side- 
cutting pliers, Klein’s long-nose pliers 
and Klein’s oblique-cutting pliers for your 
most discriminating customers. The de- 
mand for these tools is great and if you 
cannot receive immediate stock, keep 
Klein’s on your want list. Genuine Kleins 
are now being distributed as rapidly asthey 
can be produced, and it will not be lon 
before your order can be promptly filled. 






This book on the 
care and safe use 


of tools will be 


Sent on request. 
Since 1857 


oom WO LE EN 


i 2 CHICAGO 44 
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, Feb. 27-Mar. 

















Feb. 17-20—Concrete Industries Exposi- 
tion, Hotel Sherman, Chicago. 

Feb. 24-28—American Society for Test- 
ing Materials, spring meeting, Ben 
Franklin Hotel, Philadelphia. 

Feb. 25—American Supply & Machinery 
Manufacturers’ Association and Na. 
tional Supply & Machinery Distribu- 
tors’ Asociation joint meeting, Hotel 
Cleveland, Cleveland, Ohio. 

2—Southwest Automotive 
Show, Sam Houston Coliseum, Hous 
ton, Tex. 

a 11-12—Leather Show, New York 

ity. 

Mar. 16—American Warehousemen’s As 
sociation, Merchandise Div., Hotel 
Jefferson, St. Louis, Mo. 

Mar. 17-19—Chicago Production Show 
and Conference, Stevens Hotel, Chi- 


cago. 

Mar. 18-20—Packaging Conference and 
Exhibition, Auditorium, Atlantic City. 

Mar. 19-22—American Society of Tool 
Engineers, convention, Rice Hotel, 
Houston, Texas. 

Mar. 22-27—Western Metal Exposition, 
San Francisco, Calif. 

Mar. 25-28—Greater New York Safety 
Council, 17th annual convention a 
exposition, Hotel Pennsylvania, New 
York City. 

April 7-10—National Assoication of Cor- 
rosion Engineers, convention, Palmer 
House, Chicago. 

April 8-11—American Management Asso- 
ciation Packaging Exposition, Conven- 
tion Hall, Philadelphia, Pa. 

April 14-17—Southern Wholesale Hard. 
ware Association, 56th annual conven: 
tion; and American Hardware Manu- 
facturers’ Association 92nd _ semi- 
annual convention, Palm Beach Bilt- 
more Hotel, Palm Beach, Fla. 

April 28—American Foundrymen’s A» 
sociation, convention, Book-Cadillac 
and Statler Hotels, Detroit. 

April 29-May 1—Industria] Packaging & 
Materials Handling Exposition, Hotel 
Sherman, Chicago. 

May 6-8—Petroleum Industry Electrical 
Association Conference, Rice Hotel, 
Houston, Tex. 

May 11-14—Triple Mill Supply Conven- 
tion (American Supply & Machinery 
Manufacturers’ Association, National 
Supply & Machinery Distributors’ At 
sociation, Southern Supply & Machin- 
ery Distributors’ Association), Hotel 
Traymore, Atlantic City, N. J. 

June 3-5—National Federation of Sales 
Executives, annual convention,. Bilt- 
more Hotel, Los Angeles, Calif. 

June 16-20—American Society for Test- 
ing Materials, annual meeting, Chal- 
font-Haddon Hall, Atlantic City, N. J. 

Sept. 8-13— Instrument Society of 
America, conference and_ exhibit, 
Stevens Hotel, Chicago. 
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LE-HI’S SERIES 150-B 
THE UNIVERSAL TYPE HOSE COUPLING; 


WITH THE SAFETY LOCKING FEATURE 


“SAFETY-LOCKING”’ means Super Sales! 
The ‘sky's the limit'’ when you're selling LE-HI Series 150-B. There's no other 
coupling like it! No competition, no price-cutting to worry about. You make real 
profits because everybody wants it! LE-HI's exclusive, ‘‘built-in'’ locking device is 
positive protection against dangerous, accidental uncoupling. It's simple and easy 
to use—nothing to lose or get out of order—and its tough bronze alloy won't 
tust or corrode! Start selling LE-HI Series 150-B right now. Get your customers 
“safety-minded” with this modern, efficient coupling. Then watch your sales 
curve climb! 


“SAFETY-LOCKING”’ assures Repeat Sales! 

Every LE-HI Series 150-B Coupling sold brings repeat orders. Customers ‘‘come 
back for more” because the locking device is simple, fool-proof and affords 
maximum safety for employees at negligible additional cost. Furthermore, Series 
150-B is interchangeable. It will engage and lock with any universal type coupling 
made to accepted standards. Series 150-B can thus be added to equipment as 
needed, without the necessity of a complete changeover. This fact alone means 


extra dollars for you! ” 
good CONNECTION 





“Le-Al MAKES A 


HOSE ACCESSORIES COMPANY 
2714 NORTH 17th STREET 
PHILADELPHIA 32, PENNA. 


Write today for full information! 


nism 


or 
yor” HOSE 
COUPLINGS 
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““SAFETY-LOCKING”’ is 
simple to operate! 
Here's all you have to do: 






















2. Press locking ends together. A quarter turn 
connects the units. The patented Bronze Alloy 
Spring (the built-in ‘‘Safety-Locking’’ Feature) 
instantly snaps into place, positively preventing 
accidental uncoupling. 











3. Uncoupling the Series 150-B is just as easy. 
Unlock the Bronze Alloy Springs with a slight 
Pressure of the thumbs and a quarter turn of 
the wrists instantly disengages the units. 
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On tough jobs or easy ones the out- 
standing performance and inherent 
high efhciency of Carver Pumps result 
in low cost dependable operation that 
win new customers and keep them 
sold. Other important features that 
make Carver Pumps the kind you want 
to recommend and sell are described 
in the bulletins mentioned below. Get 
the facts about this outstanding line. 
Wire or write today to Carver Pump 
Co., Muscatine, Iowa. 





ELECTROPUMPS — Capacities from 40 to 
900 GPM and heads up to 200 feet, Effi- 
ciencies in excess of 80%. Especially effec- 
tive on high suction lifts. Splash-proof 
motors are standard but Electropumps can 
be supplied with other types of motors. 
Write for Bulletin 200-A. 





TYPES EFL AND EFH SIDE SUCTION 
PUMPS—Capacities from 40 to 900 GPM 
and heads up to 180 feet. Highly efficient, 
compact in design, has fewer “working” 
parts. May be installed in almost any posi- 
tion. Available for belt drive or direct con- 
nected to motor or other power source. 
Write for Bulletin 201. 


**400°* LINE—SPLIT-CASE PUMPS — 
Capacities from 250 to 2000 GPM and 
heads from 50 up to 200 feet. Here is a 
fine new line of highly efficient split-case 
centrifugal pumps that perform exception- 
ally well over their entire capacity range. 
Write for Bulletin 400. 





SELF-PRIMING CENTRIFUGAL PUMPS — 
Capacities from 3000 to 200,000 GPH and 
sizes 1144” to 10”. Carver self-priming 
pumps are of the non-recirculating type 
with inherent high operating efficiency. 
Furnished for stationary or portable service 
direct connected to motor or engine. 
Write for Bulletin 101-A. 


eatine 
PUMPS: 
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J. H. Bobbitt, president and general 
manager of Textile Mill Supply Co., 
Charlotte, N. C., looks over a copy 
of the new catalog. 


Textile Mill Supply 
Publishes New Catalog 


A new 700-page catalog, almost twice 
the size of the last pervious catalog is- 
sued, has just been released by the Tex- 
tile Mill Supply Co., Charlotte, N. C. 

The new catalog was printed by R. R. 
Donnelley & Sons Co. It has a blue 
| cover with silver lettering and _ lists 
thousands of items provided by 34 major 
suppliers. The book contains more than 
50 pages of technical data for users of 
tools, shop superintendents and officers. 
Only 30 pages are devoted to strictly 


textile specialties. 


The catalogs are being distributed by 
salesmen who obtain the customary 
customer informatien on a receipt. J. H. 
Bobbitt, president and general manager 
of Textile Mill Supply, said a compari- 
son of the old and new catalogs is a 
good idea of the expansion enjoyed 


by the Charlotte supply firm. 


Ohlen-Bishop Begins 
Plant Construction 


Ohlen-Bishop Manufacturing Com- 
pany, manufacturer of saws and edge 
tools, has completed plans for the erec- 
tion of a new plant in Columbus, Ohio, 
involving an expenditure in excess of 
$1,000,000, according to H. K. Hauck, 


president. 


The new plant will be located on 4 
27-acre tract recently acquired on Kin 
near Road, between Kenny and North 
Starr Roads. The architectural and en 
gineering plans, prepared by Sims, Cor 
nelius, and Schooley, of Columbus, have 
already been formally approved by the 
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Put yourself in his shoes —safely 


Five tons of steel overhead . . . a wife and 
three children at home. It’s a familiar scene every 
day in many plants. 


But are you providing as much protection for 
the man below as you would want—in his shoes? 


When sling chains are Cleveland made, you 
know there’s absolute protection against sudden 
breakage. For Cleveland Sterling Grade Sling 
Chains are hand forged by craftsmen from double 
refined, puddled wrought iron. 


Every Cleveland chain passes rigid tests before 
shipment. The certificate of test with each chain 
says dependability. It’s your assurance of proved 
resistance to shock loads. 


Next time you order sling chains, specify 
Cleveland Sterling Grade. And remember— 
National Safety authorities give this chain the 
highest margin of safety rating. P & P5000 


CLE VELAND (HAIN 





THE CLEVELAND CHAIN & MFG. CO. 


Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 5, Ohio 
The Bridgeport Chain & Mfg. Co., Bridgeport 1, Conn. * Seattle 
Chain & Mfg. Co., Seattle 8, Washington * Round California Chain 
Corp. Limited, So. San Francisco and Los Angeles 54, California. 








A STYLE FOR ANY 
TYPE OF HEAVY 
DUTY LIFTING 


@ Cleveland Sterling 
Grade Sling Chains are 
available with single 
...double... 3-way or 
4-way slings. 

Fittings include rings 
... sling or grab hooks 
. .. pear-shaped links. 
Cleveland fittings 
more than equal chain 
strength — for greater 
safety... 





Since (DR) 1869 
oF 
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"HOT PROFIT 


JOHNSON Furnaces - Burners - Blowers - Torches 
€ 


= 
a 
e. 
v. 








be done 
“Eh con \dering 
SON'S S° 
JOHN Fluid 


@ Help your customers with their industrial heating 
problems by recommending JOHNSON gas burning 
equipment. 334,929 industrial buyers see JOHNSON 
‘advertisements in 12 leading trade papers monthly. They 
need JOHNSON'S time saving, fuel saving features. 
You'll find it pays to push JOHNSON—the Hot Profit Line. 


JOHNSON GAS APPLIANCE COMPANY 


588 E Avenue N.W. Cedar Rapids, lowa 


ESTABLISHED- 1901 
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Civilian Production Administration, and 
the contract for the construction of the 
new plant has been awarded to the 
C. M. Barr Company. 

The Barr Company has begun clear. 
ing the land, and the ground is being 
prepared for foundation installations 
and the erection of structural steel, 

The new plant will include a two- 
story and basement office building of 
modern architectural design, to house 
the company’s executive, engineering, 
personnel, welfare, and clerical staff. 
and a spacious factory area. The fac. 
tory building will be so planned as to 
provide for straightline production and 
assembly and will be equipped with 
specially designed furnaces, machinery, 
and other installations. 

The company was originally known as 
The James Ohlen and Sons Saw Mfg. 
Co., and was founded in 1852, by James 
Ohlen, an English saw maker, since 
which time it has operated continuously, 
Until about 1920, it specialized in the 
production of so-called “mill” saws, 
The company decided to expand its 
line and, in 1919, it acquired by out- 
right purchase the plants and goodwill 
of the then Geo. H. Bishop Company, of 
Lawrenceburg, Indiana, manufacturers 
of hand saws and other edge tools dis- 
tributed through the hardware jobbing 
trade. 

With a completely rounded-out saw 
line, the company reorganized, adopting 
the firm of The Ohlen-Bishop Company, 
subsequently changed to the Ohlen- 
Bishop Manufacturing Company. 


Rd 

4 
Sisters Ona Mae and Catherine 
Barr are employed in the offices of 
Herr & Co., Inc., Lancaster, Pa. 
Ona Mae is secretary to Mr. 
Weber, sales manager, and Cath- 
erine is billing clerk. 
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MT RCRUMCULEE to these Cost-Controlling, 


Good-Looking AMERICAN PHILLIPS SCREWS 


Fast, fumble-proof, automatically straight-driving 


ake possible high-volume radio production where 
* For at highest speeds, the 4-winged 
rk-surfaces! Speed .-- with complete 












1. TOP RATING in Production Savings: 
_.. American Phillips Screws m 
even the slightest surface-scratch means “reject.’ 


American Phillips Driver can’t twist out to scar WO 
safety both for work and workers ..- that’s the double advantage that makes American 


Phillips Screws the lowest-cost fastening method on any job. Whatever product you assem- 
ble, you will find that American Phillips Screws pay off with SAVINGS UP TO 50%. 


out 
CANT ess 2. TOP RATING in Sales orative heads of American Phillips Screws 














Promotion: The dec 






And they're an added assurance of service- 













IVER 
a-winctD Ths TAPERED are a customer-accepted mark of quality. 
of Pw ability under incessant use. So standardize on American Phillips Screws throughout 
7” your assembly departments. W rite: 





AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicago 11: 589 E. Illinois St. Detroit 2: 502 Stephenson Building 


ANTI T 


ALL METALS:' Steel, 
Brass, Bronze, Stain- 


“ less Steel, Aluminum, 
Monel, Everdur (sili- 
| con bronze) 

















ILLIPS 












MILL SUPPL 
UARY, 1947 














Textile Quiz 


DISTRIBUTORS! These uses of Permacel Indus- 
trial Tapes in the textile industry are advertised | 
in national magazines. Tie in with this profitable y 


market for Permacel now! 






A. New York State’s Department of Labor 
says she spends $300.00 a year. Important 
to a woman are fancy print dresses. “Prints” 
are actually printed—designs are inked on 


- 


Q. What states produce the most wool? 
A. Texas, Wyoming, Montana, California. 
Before wool is woven, spools helding as 
many as 1,000 threads are set on looms, 
Threads are kept in proper order by sand- 
wiching the loose ends between two strips 
of Permacel parer tape. 
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Q. How much does the average woman worker spend on clothes? 








cloth through a movable screen. Permacel 
double-faced tape is used to hold cloth 
firmly to the worktable—comes off easily, 
cleanly, when the work is finished. 


& 


Q. What fibre is as strong as structural steel? 
A. High-strength rayon is as strong. In pre- 
paring rayon for weaving, it is sprayed with 
sizing to keep fibres together on loom. Ex- 
cess sizing is absorbed by passing yarn over 
wool-covered drums. Permacel moisture- 
proof tape holds wool tightly on drum. 


What are some other uses 
of industrial tapes? 

Permacel Industrial Tapes — heat-sealed as 
well as pressure-sensitive tapes are used to 
help speed production and cut costs wher- 
ever a job requires masking, stencilling, 
sealing, holding, identifying, protecting, 
insulating, packaging, or reinforcing. The 
uses of Permacel Industrial Tapes are 
endless—and so are the profit possibilities. 
Get behind this fast-selling line now! 


Permece INDUSTRIAL TAPES 


INDUSTRIAL TAPE CORPORATION - 


NEW BRUNSWICK, N. J. 


PERMACEL’’ REG. U.S. PAT. OFF 
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Perpetual inventory at Herrick Co., 
Boston, is maintained by Miss Ruth 
Foley (left) and Miss Helen Wright. 








plant. 


Col. Seiler Honored 
For Luzon Assistance 


Col. Arthur J. Seiler, executive vice- 
president of the Phosphor Bronze Smelt- 
ing Co. of Philadelphia, was awarded 
the Bronze Star medal for heroic as- 
sistance in bringing food and medical 
supplies to the Santo Tomas Intern. 
ment Camp in Manila, in February 
1945. Col. Seiler organized a defense 
and carried out his mission, including 
| the evacuation of internees under the 
continuous, heavy fire of the enemy. 

The Phosphor Bronze firm recently 
held an inspection day at the plant in 
Philadelphia to which employees’ fam- 
ilies and friends were invited. The tour 
was conducted to promote better under- 
standing by the families of the type of 
work done, actual working conditions 
and manufacturing process. The plant 
was open from 3 to 6 p.m. with work 
continuing as usual. Employees of the 
first shift accompanied families through 
the plant at the end of the shift and em- 
ployees of the second and third shifts 
visited at any time before their shift 
began between 3 and 6 p.m. A guide 
took unescorted guests through the 





























"Small Orders” 








Smelt- 


Comparison with the service life of longer with safety—helps reduce 
other ropes shows that it pays to maintenance costs. Specify J&L Pre- 
standardize on J&L Precisionbilt Wire cisionbilt Wire Rope for all your 


Rope. It consistently handles loads installations and equipment, 


JONES & LAUGHLIN STEEL CORPORATION 
GILMORE WIRE ROPE DIVISION 


PITTSBURGH 30, PENNSYLVANIA 


J&L (Steciainbile- PERMASET PRE-FORMED WIRE ROPE 
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SPEED -WET* 


brings you 


RESIN-BOND 
PRODUCTION 





for dry or coolant grinding 


Resin-bond production is premium production—improved speed, 
stamina and finish at lower cost. Why? Because each individual 
abrasive grain in Speed-wet resin-bonded products is twice 
anchored in a heat-set resin adhesive, which, once hardened, can 
never remelt or flow or release its grip. 


When used dry, Speed-wet resin-bonded abrasives are immune 
to cutting heats and humidity. Used wet, they are impervious to 
water, cutting oils or coolants. 


Thus, for dry or coolant grinding, or for polishing and finishing 
of metals or glass or plastics, Speed-wet resin-bond abrasives 
deliver extra performance. Specify Speed-wet Metalite for 


aluminum oxide grit—or Speed-wet Durite for silicon carbide. 
Metalite or Durite, they're both resin-bonded if they are marked 
Speed-wet*. 


Ask your Behr-Manning Field Engineer to help 
you demonstrate Speed-wet products to your 
industrial customers. 


*Reg. U.S. Pat. Of. 


PEHDNM ANN 


At Jak bs Ls OF 


(DIVISION OF NORTON COMPANY) 


TROY, N. Y. 
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* BEHR-MANNING 
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Walter R. Kester of the High 
Point, N. C., branch of Kester Ma- 
chinery Co., Winston-Salem, N. C., 
glances over some orders just re- 
ceived at his desk. 





WAA Plans Screening 
Machine Tool Agents 


Screening of agents qualified to deal 
in surplus machine tools is being con- 
ducted by the War Assets Adminis. 
tration in order to eliminate those clas 
sified as “undesirable.” The move is 
part of sweeping changes in marketing 
practices put into effect last month 
following a meeting of administration 
officials with The Metalworking Ma- 
chinery and Contract Dealers advisory 
committee. 

Major changes in policy include: 
(1) distribution of a new “Fixed 
Price” catalogues; (2) screening of 
WAA machine tool agents to eliminate 
those classed as undesirable; (3) new 
sales procedure; (4) scanning of all 
surplus tools by Army-Navy teams for 
defense reserve purposes; (5) speed- 
up of sales; (6) introduction of 12% 
percent discount system. 

It was claimed that veterans’ priority 
provisions have propagated hundreds 
of problems involving conniving and 
other “slick tricks.” Plant site sales 
have been a problem, it was said, and 
in some cases a few dealers have been 
able to get first selections through 
underhanded methods. The advisory 
committee suggested a five-day inspec- 
tion period be provided prior to each 
plant site sale. 

Under the new sales procedure, 4 
discount of 12% percent will be made 
to machine tool exporters and approved 
machine tool dealers, rebuilders and 
manufacturers purchasing for resale. 
The commission form of selling will be 
continued also. 
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zation of our natural resources. 


America, above all lands, is blessed 
with Nature’s lavish gifts. 


And since it was given to man to 
have ‘dominion over all the earth,” 
it is fortunate for mankind that 
Americans are custodians of so 
great a store of the world’s natural 
resources . .. modern-day giants in 
the earth. For Americans are not a 
race but a melt of peoples, combin- 
ing the wisdom, strength, ingenuity 
and idealism of many. A people 
whose blended characteristics act 
to stimulate the development of 
fatural resources for the uses of 
all humanity. 


So it is that America has become 
the cornucopia of the world! 


For generations the harnessing of 
Nature's giants was accomplished 
only by laborious effort. But as 
American inventiveness expressed 
itself.in better ways to “subdue the 
earth” the utilization of natural re- 
sources was complete. 


No single development has con- 
tributed more than the plentiful 
production of durable, reliable stee/ 
pipe. Pipe to make the great re- 
source of pure water the available 
servant of the people, pipe to dis- 
tribute natural gas, to carry com- 
pressed air to quarry hammers, to 
expel mine water, for use in ex- 
tracting valuable minerals... pipe 
for a thousand-and-one jobs that 
multiply and accelerate the utili- 


Just as in other phases of modera 
American life, the development of 
natural resources has paralleled the 
development of steel pipe so that 
it becomes a truism to say steel pipe 
makes it possible! 


The interesting story of ‘Pipe in 
American Life” will be sent upon 
request. 


Committee on 
Steel Pipe Research 


AMERICAN IRON AND 
STEEL INSTITUTE 


350 FIFTH AVENUE, NEW YORK 1, N.Y. 


STEEL PIPE MAKES .IT POSSIBLE! 
[eT 


.. » better living through pipes of steel for plumbing and heating purposes. 
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Don’ 
Compromuse 
the 

UALITY 


of your Catalog! 


Your catalog is an important asset to your business and 
deserves the expert handling and preparation so vital to 
doing a real job of selling for you. It must have Sales 
Punch. 


. it must have Accuracy. 


..it must have Appearance ...it must have Quality 


Consult the Cuneo Catalog Department for the answer to 
your catalog question. Here you will find experts in the 
field of catalog building. The years of experience and 
accurate catalog compiling, styling, and designing... 
backed by the largest printing and binding establish- 
ment in the world ... give you every assurance that your 


catalog will be outstanding. 


Here under one roof catalogs 
are prepared and printed. 
Our streamlined organiza- 
tion assures better, faster 
delivery and lower cost. 
Write for details. 





Ts Cuneo Press Buromecs pn Qucaco 


“CUNEC 


AND SUBSIDIARI 








Cermak Road at Canal © Chicago 16, Illinois 
MILWAUKEE ¢ PHILADELPHIA « NEW YORK ¢ SAN FRANCISCO 
TES eR SN RRR RRR RE 
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Harry Homer (left) checks with 
Dam Hamrick of the steel tubing 
department of J. M. Tull Metal & 
Supply Co., Atlanta, Ga., before 
going on the road. 


Tull Co. Prepares 


| Two New Salesmen 


The J. M. Tull Metal. & Supply Co. 
Atlanta, Ga., has two salesmen enlisted 
in an intensive training course before 
sending them into Tennessee, Missis- 
sippi and Louisiana. Harry Homer, who 
was with National Tube Co. for 22 years 
and with the Tull firm for the past three 
years, will soon enter the Mississippi- 
Louisiana territory selling carbon and 
stainless steel tubes. 

William R. Logan, formerly with Alu- 
minum Company of America, Alcoa, 
Tenn., will soon join his associates, 
Jimmie Joyner and Herbert Jones, as 
a sales representative. Recently he re | 
turned from service with the Marines. | 








M. Martin was 


(above) 
named manager of the Philadelphia 
branch of Jenkins Bros., valve and 


James 


rubber product manufacturers. As- 
sistant manager of the branch since 
1944, Mr. Martin has been with the 
firm since 1917. He succeeds Joseph 
E. Hodgkins, retiring manager, who 
joined the firm in 1898. 
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THAT’S 


HOT OR COLD .... fourteen hundred 
cubic feet of free air IS a lot of air to 
move every minute. But it’s all in. the 
day’s work for these rugged Victron 
Exhaust Fans—7 days a week—24 hours 
a day ... they stand up under the most 
rigorous demands of continuous service 
. .. exhausting fumes, odors, heat. 





bn EXHAUST FANS 
From the compact 10” EX 1107 to the husky 16” 
VS 221, these fans are designed to move air efficiently 
at low cost. Ring types with self-cooling, super-powered 
Victron Motors; sturdy steel frames, heavy duty blades 
dynamically balanced for maximum quietness and 
minimum vibration. Designed and built entirely by 
Victor and backed by the Victron reputation for quality 
and dependability. Write for descriptive material for 





all sizes. 


VICTOR ELECTRIC 


PRODUCTS INCORPORATED 
2950 Robertson Ave. Cincinnati 9, Ohio 













Beat the heat with Victron desk, bracket and 
pedestal fans . . . for efficient cooling at close 
range or over large areas, there’s a Victron for 
every requirement. 


Model A-2227 AIR CIRCULATOR with 22” 
fanflare blade; pedestal height ad- 
justable from 5944” to 93” from 
floor to center of fan. 


F-312%8 is a streamlined beauty for 
desk and table use or wall in- 
Stallation; available also with 


adjustable pedestal base. 
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HARRINGTON 


DEPENDABLE 


HOIST PRODUCTS 


Dependability in sales pol- 
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Gear stocks at the Matthews-Morse 








icy as well as in product— Sales Co., Charlotte, N. C., are 
quite satisfactory according to 
for nearly four decades Mack Smith, partner, who looks up 
rs fi ‘ a size for a customer. 
HARRINGTON distribution 
: Dilworth Salesman 
has been effectively han- Retires From Post 
dled through a group of A pau apy — os J. 
: : . Dilworth Co., Memphis, Tenn.., since 
loyal distributors who are it was organized in 1920, has retired. 
Ais 4 Mr. Schleicher began his career in 1898 
appreciative of the high as a salesman for Branch Saw Co., St. 
" Louis, in the days when salesmen 
standards of distributor travelled by horse and buggy. He re 
. . calls that it required four months for 
_and manufacturer relation hos io “esuns” ‘le suntan GE 
: : each time he got around to a customer 
ships which have been swap the ye tet a 
was a “stranger”. 
mutually profitable... A “ wae mae aos — 
: ated with the Memphis branch o 
certain percentage of year- E. C. Atkins Saw Mfg. Co., and when 
o x 8 J. E. Dilworth formed the present com- 
ly business comes from open territory with- pany, Mr. Schleicher joined the, fem & 
= r nace ° ° a sale . He estimates that he has 
out Solicitation ... your district may be in this travelled tore than 1000000 aii 
open field . . . request Catalog P and fran- seaenen 
ise data. Tool Engineers 
chise To Meet in Houston 
ALL STEEL Peerless Hoists, Py eree The American Society of Tool Engi- 


neers will hold its annual convention 
March 19-22 at the Riche Hotel, Hous- 
ton, Tex. More than 2,500 tool engi- 
neers from every industrial area in the 
country are expected to attend. 

The accent is on business, according 
to Harry E. Conrad, executive secretary, 
and the technical seminars are consid- 
ered the best ever scheduled. On the 
four-day convention agenda is “Texas 
Day” with an old-fashioned barbecue REC 
and a rodeo. Tours of industries in 0 


HARRINGTON COMPANY |) i222 2<s0d[& 
south Texas, visits to points of interest, ability 


together with technical sessions, com bearin 


PHILADELPHI A 30, p A. mittée meetings, showings of selected _ 


technical motion pictures and general 
meetings are also on the program. chucks 


Plain and Geared Trolleys, 
Electric Hoists, CUMALONG 
Puller and Hoists, Overhead. 
Wall Type, Gantry and 
Mast Type Cranes. 

Inquiries for special 
installations invited 
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Valdura Improved Asphalt Paint, nationally known and 


accepted for its long lasting performance and maintenance 
economy assures you of continued customer confidence. 
Combining 99.5% Pure Gilsonite Asphalt and Valdura 
processed oils into a heavy duty paint with amazing durability 
and waterproofing qualities. Valdura Improved Asphalt 
Paint continues to provide long term records that bespeak 


the quality of all Valdura heavy duty paints. 


AMERICAN-MARIETTA COMPANY 43 E. Ohio Street, Chicago 11, Ill. 
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L. S. Noel of the Atlas Supply Co. 
Raleigh, N.C. branch inspects some 
valves ordered by a customer. 





Sylvania Appoints 
New Vice-Presidents 





Robert Bishop Conda P. Boggs 


Robert H. Bishop, director of sales, 
and Conda P. Boggs, director of manv- 
facturing, were elected vice-presidents 
of Sylvania Electric Products Inc. 

Mr. Bishop joined the company as 
a member of its New England sales 
force in 1936. He subsequently became 
New England district managety Eastern 
sales manager, and in 1943 general 
sales manager for all of the company’s 
lighting products. In April of this year, 
he was appointed director of sales for 
the entire company. Mr. Bishop is a 
graduate of Dartmouth, Class of ’25. 

Mr. Boggs, who had been associated 
with General Electric and RCA, joined 
Sylvania Electric in 1932. After special 
assignments in connection with costs 
and planning, he became assistant to the 
executive vice-president in 1940, and 
was appointed director of manufactur- 
ing in 1942. He is a graduate of Pur- 
due in electrical engineering. 


Industry Services, Inc., 
Founded By Hebert 


The Industry Services, Inc., has been 
organized by Polk Hebert to handle 
power transmission and materials hat 
dling equipment out of Hammond, La, 
and covering northern Louisiana. The 
firm has engineering facilities to service 
customers. 
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REG. U.S. PAT. OFF. 


“BRIDGES THE GAP BETWEEN 
GRIND AND BUFF 






3 TEXTURES 
BRIGHTBOY STANDARD 
BRIGHTBOY FINE-TEX 
BRIGHTBOY TUFF-TEX 


ma 


Brightboy 








*This original Brightboy slogan, first used some years ago. 
heralded the introduction of a new and unprecedented type of 
abrasive finishing. Brightboy rubber-cushioned abrasives have 
since become a “buy-word” for leading American firms engaged 
in metal finishing—including many of your customers. Demand for 
Brightboy is continually growing, due to Brightboy’s 
unusual application-versatility. In a single operation, 
Brightboy burrs, finishes and polishes, thus “bridging” 
the in-between production steps between the grind 
and the buff. 

Write for information now on Brightboy’s estab- 
lished, profitable, selective-franchise dealer plan, 
which completely integrates all sales-promotion ele- 
ments for your benefit. 


BRIGHTBOY INDUSTRIAL DIVISION 
Weldon Roberts Rubber Co. Newark 7, N. J. 


Pioneers in the development of soft rubber cushioned abrasives 





WELDO 
ms ROBERTS 


toh the SOFT RUBBER BINDER 
Brishth o y Meat the Abrasive 
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HEINRICH 


HANDNIB 


@ Here’s a tool with four 
uses and four-fold selling 
power. Here’s a tool that 
has become known as the 
‘Handy Man of the Shop.” 
It’s a real time and labor 
saver. You see, it’s easy to 
cut irregular shapes with a 
Heinrich No. 4 Handnib. 
Double crank construction 
does the trick . . . speeds up 
cutting of templates and trial 
blanks. It’s rugged . . . takes 
3/16” flat stock with ease, 
round stock to 3/8”. May be 
clamped in a vise or mounted 
on a bench. 


SEND FOR FOLDER 


A postcard or letter today 
will bring you full details 
on all Handnib models and 
Distributor proposition. See 
for yourself the profit pos- 
sibilities they offer. 


NATIONAL MACHINE TOOL CO. 


DEPT. 167B . RACINE, WISCONSIN 
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Cc. E. Miller, assistant general sales 
manager, Shaw Box Crane division, 
Manning, Maxwell & Moore, (second 
from right) discusses selling points at 
the New York regional sales meeting. 
From left to right: Owen Burgess and 
Joe King, of C. Raymond Ahrens Co., 
Mr. Miller and Allan Jawitz, Electric 
Hoist & Motor Co. 


Distributors Meet 
With M. M. & M. Staff 


The first of a series of dinners and re- 
gional sales meetings designed to im- 
prove cooperation between Manning, 
Maxwell & Moore Shaw Box Crane Divi- 
sion factory men, sales engineers, dis- 
tributors and distributor salesmen was 
held in the Hotel Commodore, New 
York City, on Jan. 21 and was attended 
by more than 150 distributors and their 
salesmen from the New York metropoli- 
tan area. The second of the series of 
dinner-meetings was held on Jan. 23 
at the Hotel Sheraton, Newark, N. J., to 
which distributors from Northern New 
Jersey and New York and Connecticut 
were invited. 

Top management of Manning, Max- 
well & Moore was represented by R. R. 
Wason, president; J. Robert Kelley, 
vice-president in charge of all divi- 
sienal operations; J. E. Minty, general 
manager, Shaw Box Crane Division; 
C. H. Butterfield, vice-president and 
general sales manager of Consolidated 
Ashcroft Hancock Division; and Brad- 
ford Ellsworth, vice-president and gen- 
eral manager of Bridgeport and Tulsa 
works. 

Speakers at the meeting were: W. F. 
Cisko, eastern district manager, SBC; 
C. E. Miller, assistant general sales 
manager, SBC; J. E. Rooch, manager 
Budgit Products Division; J. E. Nelson, 
manager, Budgit chain block division; 
A. R. Walkley, manager, industrial mar- 
keting division; G. A. Mitchell, ad- 
vertising manager, and Mr. Kelley. 

Various Budgit, Load-Lifter and 
Shaw-Box products were on display at 
the meetings. The New York meeting 
was directed by R. J. Burke and the 
Newark session by Frank Sherer. 
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Frank J. Scherer, field engineer for 


Manning, Maxwell & Moore, de. 
scribes crane workings to Henry 
Halpern, George Schapiro and John 
Barber of County Supply Co., Plain. 
field, N. J. at the Newark regional 
sales meeting. 





J. Robert Kelley, vice-president, and 


R. R. Wason, president, Manning, 
Maxwell & Moore, look over a crane 
exhibit at the Hotel Commodore. 





Cleveland Tapping 
Reaffirms Representatives 


The Cleveland Tapping Machine Co., 
Harville, O., has reaffirmed the repre- 
sentation of its predecessor, Cleveland 
Tapping Machine Co., Cleveland, for 
the sale of standard and special drilling 
and tapping machines in the central re- 
gional area. Representatives are: Har- 
ris Pump & Supply Co., Pittsburgh, Pa.; 
The Collier Co., Cleveland; Seifreat- 
Elstad Machinery Co., with offices in 
Columbus, Dayton and Cincinnati. 


H. E. Beane Appointed 
By the Bristol] Company 


H. E. Beane has been appointed gen 
eral sales manager of The Bristol Com 
pany, Waterbury, Conn., according t 
an announcement by Howard H. Bris 
tol, president. Starting as a sales em 
gineer, Mr. Beane has been associated 
with The Bristol Company since 1920. 
From 1925 to 1935, he was district 
manager of various branch offices. He 
became field sales manager in 1936, 
and sales manager in 1943. 
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Deattteeatinamiel 


A line of bearings that has just what the job needs. Plus a system of 19 


carefully spotted warehouses to give Fafnir Distributors the bearings they 


need... when they need them. The Fafnir Bearing Co., New Britain, Conn. 


TAFNIR 


BALL BEARINGS 


MOST COMPLETE LINE IN AMERICA 
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THE LINE OF UNIVERSAL ACCEPTANCE 


The distributor who handles the Jackson Line has the advantage 
not only of being in position to meet all customer demands but 
also the acceptance of the Jackson name as an additional sales 


advantage ...a name with seventy years of service to industry 
behind it. 


Acceptance has been won on the sheer merit of the products 
themselves in terms of long service and utmost dependability. 
From every standpoint, the Jackson Line has proved a profitable 
one for Jackson distributors. 
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Chester Miller, store manager, re- 
cently marked his 23rd year with 
the Graft-Pelle Co., Louisville, Ky. 





Thomas Is Advanced 
By Chain Belt Co. 





Austin K. Thomas 


Chain Belt Con.pany announces the 
appointment of Austin K. ‘Thomas as 
sales manager of its Construction Ma- 
chinery Division. Mr. Thomas has a 
background of over 20 years associa- 
tion with the construction machinery in- 
dustry. After graduating from the Col- 
lege of Civil Engineering of Cornell 
University, he spent several years in 
active construction work, then as service 
engineer for a manufacturer as a mem- 
ber of the sales department, and lastly 
as manager of a district sales office. 
He then joined the organization of 4 
construction machinery distributor. 

After becoming affiliated with Chain 
Belt Company, Mr. Thomas was named 
Eastern district manager, with offices in 
Philadelphia. During the war years, 
his office was in Washington, D. C. 


Pueblo Iron & Metal 
Changes Name 


The Pueblo Iron & Metal Co., Pueblo, 
Colo., is now operating under the name 
of Abmor Supply Co. 
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Manufactures 


INDUS? 


Where can you find a source of supply that can give 
you as complete a line of Industrial Rubber Products 
as Quaker? 

For the Mill Supply Distributor Quaker offers the 
complete line of transmission, agricultural, conveyor 
and elevator belting; industrial V-Belts; wrapped and 
moulded hose for every conceivable purpose; rod and 
sheet packings for all service conditions; tubings, gas- 
kets, pump valves and miscellaneous moulded items. 

Industry must have rubber products. It can’t operate 
without these necessary items. Every factory, foundry, 
mill, mine, transportation company, utility or institu- 


REC.U.S, PAT. OFF, 


Made of 


TRIAL RUBBER 


tion finds Industrial Rubber Products essential for their 
successful operation. 

The Quaker line is complete. The Distributor who 
handles Quaker Products has complete coverage on 
Industrial Rubber Goods. It is a quality line that brings 
repeat business. 

Many Distributors have found it profitable to be on 
Quaker’s books continuously for.15, 25 and even 50 
years. 

You should know more about Progressive Quaker 
and why Quaker is the rubber line for you to handle. 

We will gladly talk it over whenever you say the 
word. 


QUAKER RUBBER CORPORATION 


Manufacturers INDUSTRIAL RUBBER PRODUCTS 
PHILADELPHIA 24, PA. «+ NEW YORK 7 + CLEVELAND 15 + CHICAGO 16 « HOUSTON 1 
Western Territory 
QUAKER PACIFIC RUBBER COMPANY - SAN FRANCISCO 5 « LOS ANGELES 21 
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for every need! 


International makes chain for every need: industrial, 
marine, farm, automotive. What's more, our manufacturing 
and service facilities are complete in every detail, and our 


engineers are ready to help solve any unusual chain problem. 


INTERNATIONAL ps a & MPS. FO. 
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D. A. MacNeil Joins 
Tube Turns Sales Unit 


Donald A. MacNell 


Donald A. MacNeil has joined the 
sales staff of the forging division of 
Tube Turns (Inc.), Louisville, Ky., it 
is announced by John G. Seiler, the 
firm’s vice president and general sales 
manager. He will make his headquar- 
ters in Chicago, in the Utilities Bldg. 
327 South LaSalle Street: 

Mr. MacNeil was associated with the 
Kelly Steel Works, Inc., Chicago, for 
16 years before resigning the vice presi- 
dency of that organization to join Tube 
Turns (Inc.). A native Chicagoan, he 
attended the University of Chicago. He 
is a member of the Chicago Athletic 
Association, South Shore Country Club, 


| Economic Club of Chicago, Western 
| Railway Club, and the Army Ordnance) 


Association. 


Saylor Is Promoted 
By Carnegie-lllinois 


William S. Saylor was named mana 
ger of sales in the Cleveland district 
for the Carnegie-Illinois Steel Corp. 
to fill the vacancy caused by the resig- 
nation of W. P. Andrews. Mr. Saylor 
joined the firm as chemist at the Edgar 
Thomson Works, Pittsburgh, in 1915 
after attending Valpariso and Bethany 
College. He transferred to sales in 
1924 and has been in the Cleveland 
district since 1926, 


Washington Hardware 
Buys Building Site 

The Washington Hardware Co, 
Tacoma, Wash., has purchased a site for 
construction of a new building to serve 
its wholesale and industrial supply 
customers. 








+ * 
4 
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PRO FITS are the lifeblood of any business including yours. That’s 


why ...in ever-increasing numbers .. . jobbers and dealers everywhere are stocking the 
money -making line of circle ® nuts and bolts. From cap screws to stove bolts every 
circle ® product has the same uniformity and quality that make for plenty of profitable 
repeat business. Furthermore...an important extra...the circle ® line is widely advertised 
to all your customers and prospects. ..creating a constant desire which you can profitably 
fulfill. Stock the Buffalo Bolt line and watch your profits start going up! 


BUFFALO BOLT COMPANY 


NORTH TONAWANDA, N. Y. - SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 50 Church Street, New York City 
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GRIFFINGSG Tmt a 


equals 
EXTRA SALEABILITY 





The above picture of Fred A. El 
and F. J. Bauer was incorrectly i¢ 
fied in the January issue. Both j 
Ellfeldt and Mr. Bauer are with 
Fred A. Ellfeldt Co., 1648 Baltime 
Ave., Kansas City. MILL SUPP 
regrets having made this error. — 























Keystoners Entertain 
At Christmas Party 


The annual Christmas Party of 
Keystoners’ Organization in Phil 
phia was held Dec. 14 at the Bell 
Stratford Hotel. Refreshments and 
tertainment were enjoyed by distrif 
tora and industrial men_ in 
Philadelphia region. Members of 
organization, wearing their new 
signia for the first time, were on hand 
to greet guests. 3 

Al Straub, Carborundum, and R. § 
Trimble and H. C. Greene of Simonds 


Abrasive Co., were assisted in prepar- 














SALES—especially repeat sales—are what you're after. Recom- 
mend Griffin Hack Saw Blades to your trade with complete 
confidence. 








You will be selling your customers QUALITY—greater value 
than ever before in Griffin’s 66 progressive years of specialized 
manufacturing. 




























The reasons? Improved blade-making methods . . . Redesigned 
blade-making equipment . . . Advanced procedures in heat-treat- 
ing, control, testing . . . Resulting in extreme uniformity and 
adherence to closest tolerances. 





The 1947 Griffin line enables you to meet every metal-cutting 
need—with a minimum of different patterns to stock. 


" " ing entertainment by “Andy” Ander- 

GRIFFIN “BEST BUY" BLADES son, Precision Grinding Wheel Co., or- 

GRIFFIN SPECIAL ALLOY molybdenum high speed steel ganization president; Jack McCann, 
blade for most economical power machine production sawing. L. H. Pruner, Harry White, Ben But 
Long cutting life. Hand frame sizes also available. terfield, Marty Hayden, Bob Brows 
GRIFFIN HIGH SPEED STEEL, 18-4-1 tungsten, power “Ev” Ramsdell, Bob Berrington, George 
machine blade, for cutting any metal, including toughest alloy Arnold, Al Crank, Slim Gilliard, Ed 


steel. Hand sizes also furnished. McKenna, Harry Muschenheim, Lev 


NEW GRIFFIN improved hand blade, that replaces both soft- Musser, Harry Steeb and others. 
back and all-hard types, with best qualities of both. Joe DeJure and Dave Moffet of the 
GRIFFIN NON-STRIP, the hand saw blade that keeps its past presidents’ organization, were wt 
teeth, even when sawing thinnest sheet, tubing, conduit, etc. able to attend because of illness. It 
DISTRIBUTORS: Ask about profitable Griffin distributor was the first time they had missed om 
territory still available. And write for newest 20-page Griffin of these annual events. 
Price List. 


Cauble Promoted 
General Sales Agent By Belknap Firm 
JOHN H. GRAHAM & CO. Inc. Charles T. Cauble was named sales 


Dept. A, 105 Duane St. New York 7. N. Y. manager of Division 3. Belknap Hart 
ware & Mfg. Co., Louisville, Ky., sue 


ceeding Bernard W. Dixon, who & 
signed to engage in the retail hardwate 
business in Albany, Ga., on Jan. 1. Mt 
| Cauble has been with the firm sine 
1934. He covered southern In 
with general lines. Mr. Dixon joi 
ack ALL Llades. Belknap in 1935 and, after se 

a training period in plant and 
traveled his native state of Georgia # 
seven years. ' 
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MADE BY G W. GRIFFIN CO. FRANKLIN N 


Hack ond Coping Saw Blode Speximlists Since 1880 
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HERE’S A SELLING 


CHAMPIO 


@ a sure and steady repeat item that has the quality to keep your 
customers coming back for “more of the same” -backed by an 
AAA1 manufacturing organization. 


@ an item that assures you all there is in it in the way of profit because of 
its clean-cut, direct-sale, low cost and low overhead distribution policy. 


@ an item that is easy to sell —-no red tape, no contracts, no restrictions to 


hinder you from getting your full share of the business. 


‘Better look into it. 

















CHAMPION LAMP WORKS — 


Lynn, Massachusetts iia cH 


,IVISITON OF CONSOLIDATE 
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S rantey TOOLS, always produc- 
tion’s favorites for hurrying along a 
job, prove their earning power on 
factory cost sheets—and in your 


profit column. Here are two that 

















are typical: 


Stanley Ball Pein Hammer — No. 310— Stanley Cold Chisel — No. 990 — Quar- 
16 oz.—Octagon pattern-forged, pol- ter octagon pattern —chrome vana- 
ished head—high grade steel, super- dium alloy steel, drop forged and 
heat-treated — polished hickory tempered by special process to pro- 
handle securely wedged by “Ever- duce a tough cutting edge. Sizes to 
tite” process. Wide choice of sizes. -match every requirement. 


Efficient and durable Stanley Tools add satisfaction to every 
sale—and add to your list of repeat customers in industry. 
STANLEY TOOLS, 146 Elm Street, New Britain, Connecticut. 


STANLEY 


Trade Mark 


THE TOOL BOX OF THE WORLD 
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J. Henry Topkis, (center) secretary, 
serves as host at the second annual 
Open House Party of Delaware 
Hardware Co., Wilmington, Del, 
Ernest J. Tee of the firm’s sales 
staff is at left and Leonard T. 
Waldron, Delaware Beverage Co., 
is at right. 


Delaware Hardware 
Holds Open House 


The second annual open house of 
the Delaware Hardware Co., Wilming. 
ton, Del. industrial supply firm, was 
held recently with more than 200 guests, 
Harold G. Hoffman, former governor 
of New Jersey, served as master of cere- 
monies. Refreshments and entertain. 
ment were on the program enjoyed by 
industrial buyers, suppliers’ representa- 
tives and other guests. 


Kaufman, Neff 
Win Promotions 


Two new vice-presidents have been 
elected by the Cleveland Cap Screw 
Co., Cleveland, according to J. W. Frib- 
ley. G. Rider Neff was made vice- 
president in charge of sales and Frank 
G. Kaufman was made vice-president 
in charge of product engineering. 

Mr. Neff, son of Herman R. Nef, 
president of the George S. Rider Co, 
has been with Cleveland Cap Screw 
several years and formerly was ass 
ciated with the Lamson & Sessions Co. 

Mr. Kaufman also has been with the 
firm a number of years. He is the son 
of Charles Kaufman, inventor of the 
Kaufman process for making cap 
screws. 


Standard Electrical 
Tool Holds Election 


W. A. Ferguson was elected presi: 
dent of the Standard Electrical Tool 
Co., at a meeting of the board of direct 
tors held recently. Other offices filled 
were: W. A. Voell, executive vice-presi 
dent; Jack J. Falls, vice-president and 
works manager; Joseph J. Klopp 
treasurer, and Ray A. Huhn, secretary 
and general manager. 








Pin Tumbler 
Polished Zamak Case 
(Rustless) 
Coined Brass Keys 


No. 800 Size 1'4 


Size 1°/ 


Retails $1.00 


Polished Zamak Caseume ager Pe 900 ~Size 1°/s" 


(Rustless) etails 


Coined Keys ¥& 
Retails 35¢ 


ONo. k77016F 


x a Vr" © Dise Tumbler 


"No. 1600 | 
Size 2' « Pin Tumblem 


Polished Zamak Casey 
(Rustless) 
Key Retaining 
Coined Brass Keys 
Retails $2.00 
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Polished Zamak Case 
(Rustless) 


Coined Keys 
Retails 65c 
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CLOVER LINE 
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CLOVER COATED ABRASIVES, —inail grains, 


grades, backings, coatings, sizes and shapes. 
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CLOVER LAPPING AND GRINDING 
COMPOUNDS, —Famous since 1903. 
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CLOVER GRINDING WHEELS, —technical, 


general purpose and hardware. 


When you concentrate on the com- 
plete CLOVER Abrasives Line in a 
territory that is a// yours, you buy at 
lowest prices and sell at maximum 
profit. 

Abrasives’ selling is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


CLOVER MFG. co., Norwalk, Conn. 


CLOVER 






Ab itiitee 



















Lincoln Engineering Co. executives, division managers and sales depart- 


ment heads 


Lincoln Engineering 
Holds Meeting 


Lincoln Engineering Co., St. Louis, 
recently held a meeting of division man- 
agers, executives and sales department 
heads, to discuss future sales plans and 
programs. The meeting was a three- 
day session and included an inspection 
tour of the new addition to the present 
plant. The addition is the third in 10 
years and adds 20 percent to the floor 
space. The building will provide en- 
larged engineering and production fa- 
cilities and will give relief to expanding 
demands for lubricating equipment and 
allied products. 


in front of the almost completed building 


in St. Louis. 


Among those attending were: Joe 
Jenkins, service department manager; 
Edward P. Stuart, general sales man- 
ager; Carl H. Mueller, market research 
manager; Jonathan Kludt, vice-presi- 
dent in charge of production; Harold 
J. Snyder, Kansas City, Mo.; Homer 
Redd, Los Angeles, Calif.; Alex P. 
Fox, president; Edgar J. Lange, sales 
promotion manager, automotive divi- 
sion; Foster Holmes, vice-president in 
charge of sales; Jack LeVally, Chicago, 
[ll.; F. J. Keller, Fort Worth, Tex.; 
John E. Renner, sales manager, auto- 
motive division; T. V. Picraux, sales 
manager, industrial division, and H. G. 
Davis, Boston, Mass. 





Purchasing Agents 
Appoint Swanton 


Robert C. Swanton, director of pur- 
chases, Winchester Repeating Arms 
Corp., Division of Olin Industries, Inc.. 
New Haven, Conn., has been appointed 
chairman of the Business Survey Com- 
mittee of the National Association of 
Purchasing Agents. Mr. Swanton joined 
Winchester in 1915 as head of its cost 
accounting department, and advanced 
to become general auditor of Winchester 
and associated companies. In 1926, he 
took charge of the purchasing depart- 


ment, 


Kieley & Mueller 
Names Chicago Agent 


The appointment of Frabimor Equip- 
ment & Controls Co., Inc.. Chicago, as 
agents of Kieley & Mueller, Inc., was 
The new agents 
will cover the Chicago and Milwaukee 


announced recently. 


area. 
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Marquette Offers 
Color Product Film 


The Marquette Manufacturing Co, 
is offering the loan of a new 16 mm 
full color movie on its “Instant Are” 
Welders, to dealers, schools or inter- 
ested groups. The film presents action 
shots of detail in the contruction of 
the welders—laboratory steps, welders 
on the job in industry, farms, fae- 
tories, on land, on sea and in the ait. 
The film is of 33 minutes duration and 
may be used with any 16 mm sound 
projector. 


Sidney Kitchen Joins 
Mau-Sherwood Staff 


Sidney Fred Kitchen is the latest ad 
dition to the Mau-Sherwood Supply 
Co.’s sales staff. He was formerly with 
the Crane Co. for seven years as it 
side and outside salesman. He lives i@ 


‘Cleveland. 











SELECT YOuR 


from this 


Goulds PUMP 


TYPE 


Handy Guide 


CAPACITY 


SERVICE RANGE 


MAXIMUM 
HEAD 








— 


HORIZONTAL 
DOUBLE-ACTING 
PISTON 


Medium and High 
Pressure Types 





INEXPENSIVE 
“OPEN IMPELLER 
CENTRIFUGALS 


Belt or Motor 
Drive 








ua 


ENCLOSED 
IMPELLER 
BALL BEARING 
CENTRIFUGAL 


Belt or Motor Drive 





“CLOSE-CUPLD” 
ENCLOSED 
IMPELLER 
CENTRIFUGAL 





“SUPPORT HEAD” 
ENCLOSED IMPELLER 
CENTRIFUGAL 





é 





lee 
wd 
= 
om 
ci 


VERTICAL CENTRIFUGAL 
OR 
SUMP PUMPS 


Pneumatic Pressure Systems 

Feeding Small Boilers 
Condensate 

Hot and Cold Water 

Circulating 

Unwatering 

Gasoline and Oil Pumping 





General Water Supply 

Hot and Cold Water 
Circulating 

Irrigation 

Brine Circulation 





General Water Supply 

Hot and Cold Water 
Circulating 

Irrigation 

Sprinkling 

Flushing 


Booster 











General Water Supply 

Hot and Cold Water 
Circulating 

Condensate 

Air Conditioning and 
Refrigeration 

Sprinkling 

‘irculating Clear Liquids 

Booster 


——___—_ 


10 to 80 
G.P.M. 


Same as “Close-Cupld” above 


Cellar 
Elevator Pits 
Sump 

Liquid Transfer 


Drainage 





HAND AND BELT 
DRIVEN ROTARIES 





HERRINGBONE 
GEAR ROTARY 


Motor Belt Driven 











CONDENSATE 
RETURN 
UNITS 


Handling Oils, Syrups, 
Molasses, Paints, 
Varnishes, Chemicals 





Up to 
7c 
75 


G.P.M. 


Handling Oils, Syrups, 
Molasses, Paints, 
Varnishes 





Returning Condensate from 
steam radiators, steam jack- 
eted kettles, etc., to low and 
high pressure boilers. 


Up to 
60 
G.P.M. 


580 ft. 
or 
250 Ibs. 


70 ft. 
or 


30 lbs. 


110 ft. 
or 


48 Ibs. 


100 ft. 
or 


43 Ibs. 


100 ft. 
or 


43 Ibs. 


120 Ibs. 



































Goulds PUMPS, INC. 
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reduce labor, 
machine time 
and fixture costs 


Many plants are using Union Indexing 
Chucks to eliminate multiple handling 
of work that has more than one face 
or opening to be machined. They 
save time, machines, manpower and 
meney in faster production of scores 
of products ranging from pipe fittings 
to airplane fuselage and engine parts. 


Lee, ne tanita 


Jaws are mounted on radial and 
end thrust antifriction bearings. Index 
plates and latches are made of specially 
hardened steel. Standard indexing is 
for 90 degrees but can be had for 
any angle. 





Revolving jaws make it possible to 
insert the piece in the chuck once, 
then quickly rotate it into four or 
more positions for successive 
machining operations without backing 
off the jaws. Indexing chucks often 
pay for themselves on a single job 
by eliminating multiple fixtures 


and machines. 





Just a few of the hundreds of 
parts that can be machined 
with one chucking on a 
Union Indexing Chuck 


Whatever your chucking require- 
ments, a complete engineering service 
and the broadest line of chucks in 
the world are available from UNION. 
Write for Catalog No. 61 for full details. 


Chucks - Hoists - Trolleys 


UNION 


MANUFACTURING CO. 


304 Church Street 
New Britain, Conn., U. S. A. 
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Woessner New Manager 
For W. P. & R. S. Mars Co. 








Elmer A. Woessner, new manager 
for W. P. & R. S. Mars Co., Duluth, 
plans expansion program. 





Elmer A. Woessner, the newly ap- 
pointed manager for W. P. & R. S. 
Mars Co., Duluth, Minn., has already 
launched the company on a new plan 
for sales promotion and expansion which 
will increase in tempo early in 1947. 
For the last 15 years Mr. Woessner 
has been with Raybestos-Manhattan 
Inc., handling the rubber division in 
their midwest territory, consisting of 
Kansas City, Omaha and Minneapolis. 
Prior to this, he was a territory sales- 
man with the Plant Co. of Minneapolis. 
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“Sometimes | wish the company wasn't 
so proud of its traditions.” 





PARALLEL-JAW GRIP 
IT’S OUTSTANDING 
IN LOCK-WRENCH FIELD 


> “thie. 


PRESSURE-LOCK WRENCH 


No 


It Gives You Six Customers Rounded 
Where You Had One Before Nuts 


Yes, the BMC Pressure ig tons pressure. And it locks on until released 
Wrench is different. Offers a valuable With the flick of a finger. 
feature that no other pressure-lock It’s a tool of sturdy quality, suitable for 
wrench has. That’s because the jaws the finest mill-supply outlets, auto equipment, 
are always parallel when they close hardware, plumbing or electrical stores and 

yar 4 departments. 
. preventing slipping, accidents, 

rounded nuts ... and a firm grip to —_— Write today, for wholesale set-up. Take ad- Grips 
the very tip, especially valuable in ventuas of es broad market appeal, rapidly 
H 7 ’ it is such eveloping sales, and a strong backing of 
| line sig bang toga , shar i dealer helps and national advertising. To The Very 
= repays ee sponte of leader- 3 Sizes (Fair Traded in Price) Tip 

Ip 1 rt mon . 

eRe ow Cert monte No. 7 Max. jaw opening 3/," ’ 

Grips With A Ton-And-A-Half Pressure og gen See $8.45 

! No. 9 Max. jaw opening: 1 

Now, in the new HUSKY (No. 11), this Retails for $2.95 
sensational tool comes to you in real heavy- No.11 Max. jaw opening 1'/," 
duty size, greatly expanding its market. For Retails for $4.60 
the HUSKY will grab hold of a 1'/2" pipe... 
will fit either machine nuts or big bolts and Six Tools In One: 


cap screws . . . and will grip and position 4 
heavy pieces for assembly, welding, etc.! Can i, : oe ane ee 2 Fits As It 
Grips...And it 


be adjusted to hold lightly or to grip with 1'/, 3. Gripping tool 6. Locking clamp 
BMC MANUFACTURING CORP., 10 Griswold St., Binghamton, N. Y. Holds 
Other Rapid-Turnover BMC Items: 


Change-A-Blade Scissors Offset Screwdrivers for standard and Phillips head screws 
Ready Ray Auto Trouble Lights 
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rtan 
USP SS 


BAND SAWS 


That Bring You Repeat Orders 


Spartans give increased efficiency, faster 
production and greater economy in Metal 
Cutting. Made of the best steel obtainable, 
Spartanized Heat Treatment and their 
teeth are milled accurately, evenly and 
carefully. 


Furnished in Die Cutting, Skip Tooth, Flex- 
ible Metal and Spring Temper Metal Cut- 
ting and Wood Cutting Styles. 


JOIN THE SPARTAN BAND 


If you want a line of band Saws that 
will bring results today and tomorrow, 
one that marches ahead, with 
progress and distributor co-opera- 
tion, Write us— 


A few territories are open 


Sold only through Distributors 


SPARTAN SAW WORKS, INC., SPRINGFIELD 7, MASS. 
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Eddie J. Eibshutz, office manager, © 
and Betty T. Hurford, secretary, 
enjoy a light moment outside the | 
office of Clark Equipment & Supply 
Co., Los Angeles. : 





Shingle & Gibb Leather — 


Company Dissolved F 


The Shingle’ & Gibb Leather Cou 


Philadelphia, was ‘dissolved on Jan. 6. 


The firm was a partnership consisting) 


of Lester H. Shingle, Clyde H. Shingle, 
Walton Gibb, Frederick W. Baldt, Wal- 
ton Gibb, Jr., and L. Howard Shingle, 
Jr. 

The building and other assets of the 
firm were conveyed to Himmelein & 


Bailey, Inc., Camden, N. J., on Jan.’ 


7 and on Jan. 8, control of Himmelein 


& Bailey, Inc., was acquired by L. H.7 
Shingle and associates with whom they ¥ 


combined their business. The name of 
the corporation is now in process of be- 
ing changed to “The Shingle Leather 
Co.”. Officers and directors are: L. H. 
Shingle, president; Frederick W. Baldt, 
vice-president and treasurer; W. G. 
Oaks, secretary; L. Howard Shingle, 
Jr., vice-president; Clyde H. Shingle, 
vice-president, and Harvey R. Sparks, 
vice-president. 

The supply business will continue to 
be operated as The Shingle & Gibb Co., 
a division of The Shingle Leather Co. 
Consent to the use of the name Gibb in 
the company name permanently has 
been granted by Walton Gibb, although 
he no longer has any financial inter- 


est or responsibility in The Shingle @ 


Leather Co. 
Personnel of the supply firm remains 
unchanged. Herbert E. Thomas, L. How- 


ard Shingle, Jr. and John Muller, sales § 
manager, have been given greater re- | 
sponsibilities. F. W. Baldt, manager, 4 


was promoted to assistant general man- 


ager of the combined company which] 
will require his devoting a portion of 7 
his time at Camden but he will-continue 7 


to head the Shingle & Gibb Co. 
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Just one of the big advantages of 
ERC-ALLOY Siing Chains is that you 
determine their serviceability by 
simple visual inspection.* Ordinary 
or iron chains, on the contrary, 
w dangerously brittle with age... 
insidious threat to the safety of 
and materials. That's why more 
i more of the important compa- 
ies cre standardizing 
HERC-ALLOY Sling 
gins... because you 
8 see for yourself 
tt they're safe. 
tite for your copy & 


this new, informative 
let. No charge. 





GENERAL OFFICES AND FACTORIES: TONAWANDA 


ES: New k «+ Chicago « Cleveland + San Frar L 


You can see 
for yourself 
that they are 
safe. 


- 


HERC-ALLOY FEATURES 


@ America’s first alloy steel sling chain... first 
to bear a serial number. 

@ Every CM HERC-ALLOY Sling Chain is alloy 
steel throughout...links, rings, hooks. There 
is only one grade... the best. 


@ Every chain is individually tested and accom- 
panied by a certificate of registration. 


@ Links are side welded for maximum strength 
by patented INSWELL electric method. 


@ HERC-ALLOY Chains should never be 
annealed. 


@ HERC-ALLOY Chains are lighter...stronger... 
easier to handle...outlast ordinary chains 
4 to 5 times...cost less on the job. 


HERC-ALLOY. .. the chain you can SEE is safe 


| COLUMBUS-McKINNON § 


CHAIN CORPORATION 


Ny 


Anc 
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~ ADVERTISING 


CM CHAIN 
a 
NATIONAL 


ba ae | 


PROFIT GAIN 


Industry management and purchasing 
executives have known for years that the 
name. ““Columbus-McKinnon” signifies . 
chain products of outstanding service- 
ability. They recognize the “CM” as 
a mark of leadership in design, con- 
struction and on-the-job advantages. 


Even though “CM” chain products are 
accepted, national advertising appears 
every month in the leading trade mag- 
azines...constantly reminding your cus- 
tomers that there is a CM chain to fic 
their particular requirements! 


It is a great advantage in selling when 
you mention “CM” to a prospective 
customer and can start right in talking 
about something you're both iliar 
with. It all adds up to profit gains for 
both of you. 










THE fxha HOLDING POWER 
IN CHICAGO “SAFETY PLUS” 


The extra holding power of Chicago sie PAE 
“Safety Plus’ Socket Head Cap Screws . CHICAGO * ; of » Pies” line 





et 


is an important factor in selling your 
customers these fine threaded products. 
This “extra” results from the use of 
especially selected alloy steel, plus cor- 
rect heat treating practice—combined 
with precision threading method design- 
ed to give full thread engagement. 

In your customers’ products, the 
greater tensile strength of ‘Safety Plus” 
permits using fewer fastenings, resulting 
in noticeable weight reduction and 
neater, sturdier construction. In addi- 
tion, the smaller heads with internal 
wrenching permit locating “Safety Plus’’ 
screws in areas too small for protruding 
hexagon heads. 

For you, “Chicago's” method of selec- 
tive distribution, margin of profit and 
aggressive advertising combine with 
“Safety Plus” extra value to offer a fine 
line, worthy.of your consideration as a 
distributor. 


Thete Gine Products are sold only 
thru Authoriged Distribs tors 











THE CHicaGo Screw Co. 


ESTABLISnseo te 72 


1026 SO. HOMAN AVENUE CHICAGO 24, ILL. 
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J. & L. Announces 
Personnel Changes 


C. Potter Kier M. Boyd 


Two changes in its sales organiza- 
tion were announced by the Jones & 
Laughlin Steel Corp. Kier M. Boyd 
was named assistant manager of sales, 
Strip & Sheet Products. He has been 
with the firm for 20 years, having 
joined it following graduation from 
Dartmouth College in 1926. For the 
past 10 years he was chief clerk of the 
department’s sales unit. 

Charles Potter was named manager 
of the Pittsburgh warehouse succeeding 
J. M. Hilbish, who retired after 28 
years of service. Mr. Potter’s entire 
career has been in steel. Prior to his 
present appointment, he was associated 
with the general office of the manager 
of warehouse sales. 


American-Marietta 
Acquires 15th Unit 


The purchase of the Charles R. Long 
Jr. Co. of Louisville, Ky. was revealed 
by Grover M. Hermann, president, 
American-Marietta Co. The acquisition 
increases the firm’s nation-wide chain 
of manufacturing plants to 15. 

Kenneth E. Clarke was named presi- 
dent of the Long subsidiary and Walter 
C. Jepson, vice-president. Mr. Clarke 
was vice-president at Long before he 
joined American-Marietta in 1944. He 
is also general manager of the Ferbert- 
Schorndorfer division of American- 
Marietta in Cleveland and will divide 
his time supervising activities of both 
units. 

Mr. Jepson, with a 10-year assecia- 
tion with the Long company, will man- 
age Louisville operations under the dé 
rection of Mr. Clarke. 


AMA To Conduct 
Packaging Exposition 


The American Management Associ@- | 
tion will hold a Packaging Exposition: 
and a Conference on Packaging, Pack’ 
ing and Shipping in Convention Hall, 
Philadelphia, April 8-11. 
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He }'Pays you to sell the least possible bother your 

ert POMers enjoy when they thread pipe with 
we smart little Rimmips. Die heads snap into 
vide et ring from either side, can’t fall out. No spe- 
i dies needed for close-to-wall threads. Heat- 
ed tool-steel dies for clean smooth threads. 
DOR, 4%" to 1"; No. 111R, 6" to 14%". Good money- 
sail ae, makers, these effi- 
die f ~ cient durable small 
—* Se MLE cs ED, RIZAIDs. 


“@) Free handy carrier 
for any group of sizes. 


PIPE WRENCH 
ECONOMY 





this Housing ever 
Breaks or Distorts we 


will CA it Free 


Easy sales of 
the no-wrench- 
housing-repair- 
expense.... 


RikaiIb 


@ So strong, efficient and trouble-free it’s no 
wonder millions of users prefer it. And economical 
—that guarantee saves your customers all wrench 
housing expense and bother. Easy-spinning adjust- 
ment, nut in all sizes, 6” to 60”. 
Positive-action jaws, handy 
pipe scale on hookjaw, comfort- 
grip handle. Sell the rimaip 
Pipe Wrench for steady profits. 


End pattern for 
pipe in coils, against 
flat surfaces. 


- ; | 
ition . WORK-SAVER PIPE TOOLS 


ack: be THE RIDGE TOOL COMPANY «+ ELYRIA, OHIO 
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THE PUMP THATS 


tee Talk off the Drade ni 
BARNES NEW UNIVERSAL 


,  _—~,,! 


DRIVE 15-INCH AUTOMATIC 





CENTRIFUGAL PUMP... 


Irs feather-weight and midget-sized — but as rugged and as 
potent as the atom when it comes to delivering a pressure-packed 
torrent of water — is this brand new 3MU Universal Drive 11-inch 
Automatic Centrifugal Pump. And it’s designed to utilize any power 
source — belt driven fem tractor, jeep or any gasoline engine or 
direct shaft-coupled to electric motor. ' 


So light (35 Ibs.) it can be carried with one hand, its powerful 
non-clogging impeller will cascade a torrent of water up to 5700 
gallons an hour with pressure up to 35 pounds per square inch. The 
same Automatic Prime, Barnes Superseal, Direct Flow Suction, Non- 
Clogging Impeller and all other special features found in Barnes 
famous ‘33,000 for 1” Pumps are in the new 3MU Automatic 
Centrifugal. It’s the handiest Implement on the place for contractors, 
industrial plants, municipalities, farmers and gardeners or wherever 
a power source is available. 


You get all these in Barnes’ New 3MU Automatic 
Centrifugal Pumps, plus the fact that they are now ready 
for delivery. If you order now, there'll be no waiting. 











| [JARNES MANUFACTURING CO. 


MANSFIELD Ono 











Quality Pump Manufacturers for 50 Years 
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John G. Clark handles inside ac- 
tivities in the industrial depart- 
ment of the Richmond Rubber Co., : 
Richmond, Va., since his release 1 
from the armed forces. 








Low-Cost Industrial : 
Buildings Developed 


The H. K. Ferguson Co., industrial 
engineers and builders, has developed 
a modern, steel-frame, fire-resistant fac- 
tory building which can be built at a 
cost of three dollars per squart foot on 
today’s market, according to an an- 
nouncement by A. Kingsley Ferguson, 
president, who pointed out that the 
building can best be utilized for ware- 
housing, machine shops or light manv- 
facturing. 

The low cost construction figure is 
predicated on two principal factors— D 
simplicity of building design and sim- \ 
plicity of erection. Design is based on ‘ 
the use of standardized components 
throughout the entire structure. The 
mass production principle is also car- 
ried out in other building units. All 
interior footings are identical and all 
wall footings are the same, a technique ff Consta 
which permits re-use of concrete forms § : ea 
over and over again. The same princi §] Mcreas 
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For vite 


ples apply to heating, general lighting, lon ge 
plumbing, sprinkler and sewer systems. Hi gu a r 
| wheel v 

Huizing to Represent | speed 
W-S in New England j over - sj 
wheels. 


C. Huizing has been named New 
England representative for the Watson- 
Stillman Company. He was formerly 
in the W-S sales department as sales 
engineer and has been with the company 
five years. Announcement of Huizing®) 
new appointment was made by A. 
York, vice-president in charge of 
at Watson-Stillman’s main offices 
Roselle, N. J. 
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FIFTY YEARS OF 
PIONEERING AND PROGRESS 








MAKE 1947 A BETTER YEAR 
IN PRODUCTION OR MAINTENANCE 


"Y ou can't do a good job without good tools" 
supplying the best electrical tools for all industry . . 
year dawns thousands of plants, large and small, testify to ¢ 
that statement. So... 
. ample and efficient. 


. since 1897 we've been 
. and now as our fiftieth 
he soundness of 
make sure your electrical tools are right, up-to-date 








Contact your distributor for 


UNITED STATES ELECTRICAL 


PORTABLE ELECTRIC DRILLS 
BENCH AND FLOOR BUFFERS 
BENCH AND FLOOR GRINDERS 
VALVE SEAT GRINDERS 

VALVE REFINISHING SHOPS 
PORTABLE GRINDERS 
PORTABLE SURFACERS 


PORTABLE POLISHERS 
PORTABLE SANDERS 


PORTABLE TAPPERS 


PORTABLE ELECTRIC SAWS 











TOOLS 


FLEXIBLE SHAFT MACHINES 
BENCH AND FLOOR POLISHERS 


PORTABLE ELECTRIC HOLE SAWS and other items 





| For vitrified or high speed wheels 


| Constant peripheral s peed 
| for each wheel results in 


| wheel wear; interlocked with 
| speed changer, to prevent 


DUAL MOTOR 
VARI-SPEED 
SNAGGING 

‘GRINDER 


MODEL 62 YS 


increased production and 
longer wheel life. Wheel 
guards are adjustable to 


over- speeding of grinding 
wheels. Totally enclosed fan- 
cooled, ball bearing motors. 






S Te UNITED STATES ELECTRICAL 






4) 


CINCINNATI, ORIO 
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In his business — just like yours these days — he is 
always running out of supplies and parts he needs 
in a hurry. Yet customers have to be satisfied. 

Well, he doesn’t have a nervous breakdown. He 
doesn’t lose customers. Instead, he gets what he needs 
when he needs it by specifying Air Express delivery. 

“Air Express,” he said, “is like reaching out to 
any supplier’s warehouse wherever it is — and pick- 
ing up just what’s wanted. Air Express puts the 
most distant suppliers right next door.” 


opecify Air Express-its Good Business 


@ Low rates. @ Special pick-up and delivery at no extra cost. 
@ Direct by air to and from principal U. S: towns and cities. 

@ Air-rail to 23,000 off-airline communities. 

@ Direct air service to and from scores of foreign countries. 

Just phone your local Air Express Division, Railway Express 
Agency, for fast shipping action . . . Write today for Air Express 
Rate Schedules containing helpful shipping aids. Address Air Express, 
230 Park Avenue, New York 17, N. Y. Or ask for them at any Airline or 
Railway Express Office. Air Express Division, Railway Express 
Agency, representing the Airlines of the United States. 










Rates are low 


To Air Express a 5 Ib. pack- 

1349 miles costs only 
$2.32! Heavier weights simi- 
larly inexpensive. Investigate! 
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Lansing Elected Treasurer 
Ferry Cap & Set Screw Co, 


Charles B. Lansing, Jr. 

Charles B. Lansing, Jr., formerly as. 
sistant secretary and assistant treasurer 
of the Ferry Cap & Set Screw (, 
Cleveland, Ohio, was elected treasurer 
at the recent meeting of the Board of 
Directors. 

Mr. Lansing has been with Ferry Cap 
for the past 12 years, having joined the 
company Jan. 1, 1935 as cost clerk. 








He was graduated from the Sheffield 
Scientific School of Yale University in 
1934. He is a member of Tau Beta 
Pi, Hermit Club of Cleveland, Nati 
Association of Cost Accountants, Cl 
land Association of Credit Men. 





SALES HELP 





CASTERS, WHEELS 


A small 192-page 
manual lists and describes castels, 
glides, desk shoes and accessories mate 
by the manufacturer. The manual’ 
profusely illustrated with halftones, list 
and sectional drawings and includes 
structions on how to order, and expl 











nation of symbols and abbreviations~ 
Darnall Corp., Ltd., New York, Loa 
Beach, Calif., and Chicago. 
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THE SINGLE DRIVER SHOW) VA 
' WILL FIT AND DRIVE EVERY 
BOLT AND SCREW ON THIS PAGE¢ 
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REED & PRINCE MFG. CO. 


WORCESTER, MASS. CHICAGO,ILL. | 
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2033 43rd St., 
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KONTROL 
MOTO 


} | 
imple quick-acting clamp screws. to loosen, and your diaphragm 
Tight-sealing clamp ring eliminates muluple bolts com 


LD seal molded diaphragm lips are automatically self-sealing 


ft control engineering “know how -d this revolutionary 


* KONTROL MOTOR featur 


ing these design Pebelenar eereleny 


Pressed Steel Diaphragm Casing @ Enclosed ball bearing Spring Adjust- 
lighter tougher, more durable ing Screw 

p! > s eel j r ) e 
Rigid Welded Steel Tubular Yok Streamlined Flow Valve Body with 


Long calibrated Steel spring fully high capacity unrestricted flow 


enciosed areas 


uper-finished Disc Guides,. honed 
guide bushings, top and bottom 
for minimum friction: increased life 
with air operated instruments auxiliar 
INTROL MOTOR Of stear 
and sensitively. Send us your control pri 
how the KONTROL MOTOR valves will solv 


KONTROL MOTOR } 


Represented in 

New York City 
Detroit New Orleans 
Cincinnati San Francisco 
Houston Chicago 
LosAngeles Baltimore 
Rochester Dallas 
Pittsburgh Denver 
Tulsa Portland 


KIELEY & MUELLER, INC. 
North Bergen, N. J. 
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TAPS —A. small 18-page handbook for 
users of taps is made of stiff paper 
board to withstand severe handling ig 
shop. It tells how to select proper taps, 
gives tables of fits, basic thread dimen- 
sions and tap drill sizes, how to use 
taps, cutting speeds, sharpening and 
other data——Charles H. Besley & Co, 
Chicago. 


PIPE—A 53-page catalog gives a history 
of products made by this firm, applica- 
tions in various industries, product fea- 
tures, test data, analysis, specifications, 
It is well-illustrated——Naylor Pipe Co,, 
Chicago. 


COATED ABRASIVES—A new illustrated 
bulletin shows and describes branch 
office facilities for first-hand examina 
tion and study of customers’ sanding 
problems.—Behr-Manning Corp., Troy, 
fe a 


DRILL CHUCKS, TAPPING DEVICES, 
MULTIPLE HEADS— A new 15-page bur 
letin describes components, unit tie-up, 
capacity, special features, of the ma- 
chines made by this company.-—Ettco 
Tool Co., Inc., Brooklyn, N. Y. 


TUBING HEAD — Six detailed cutaway 
drawings of typical applications of this 
firm’s type ‘W’ tubing head features a 
bulletin folder in color—The National 
Supply Co., Pittsburgh, Pa. 


BAND SAWS-——A standard _file-sized 
folder and a small pocket folder de 
scribes advantages of product made by 
this manufacturer. Illustrations are if 
halftone with features marked out.— 
Johnson Mfg. Corp., Albion, Mich. 


PUMPS—A new bulletin on acid “and 
alkali resistant pumps is 20 pages, illus 
trated and descriptive material covers 
specifications, applications, sectional 
diagrams, performance curves, etc.— 
Worthington Pump & Machinery Corps 
Harrison, N. J. 


CARBIDE DIES — A _ booklet containing 
numerous time and money saving idea® 
is available. Numerous jobs, selected 
to show versatility of these products, am 
illustrated and described.—Carbolof 
Co., Inc., Detroit 26. { 
A-C WELDERS — Construction detailé 
electrical specifications and applicatio# 
data on complete line of transformer 
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Will Produce Go 


od Machinable | 
Welds On All Types Cast lron, | 
' Useful for Repairing Broken, 
Wi 
’ 


orn or Defective Castings. 
a { te 


MONESSEN, PA.—The soft weld metal depos. 
ited by this Ne€w PAGE electrode bonds per- 
tty : fectly with all 


iron. This makes 
it invaluable for repairing broken, worn or § 
defective Castings, and for correcting errors Ps 
Ditth made in machining. After machining or grind. 
ing, the weld meta] deposit closely matches 
ff FAGE the color of the cast iron parent metal. 


% nickel. The Coating is 


other ingredients which r 
ases, 


| 


The core wire is 99 
free of fluorides and 
generate injurious g 

These new Shielded Arc # 
Electrodes are j , 


Announcement Number Nine 

This is the latest of nine announcements made by = 

PAGE in the past twelve months. For information 
PAGE welding electrodes 


T 848 rods or about Mm 
ir most efficient Use, get in touch With your pace WE 
distributor. 





2 


ak Po. Atle Angele: New York Philadelphia, Pittsburgh, Portlond San Francisco Bridgeport, Conn. 
onessen, Ol . , it ’ , ’ ’ . ’ 
ata, it, Los 
a O e 





DIVISION 
PAGE STEEL AND WIRE 
AMERICAN CHAIN & CABLE 
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ane 


CREATED BY SSS 
Utica © 


FOR MORE TOOL MILEAGE 


Pliers for 
Every Need 











DROP FORGE ETOOL 


CORPORATION 
UTICA 4, NEW YORK 


———— 
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type welders are contained in new bog 
let. — Westinghouse Electric Corp, 
Pittsburgh 30. 


HOISTS, DRIVES, TOOL POWER Gm. 
ERATORS & ACCESSORIES, POWER 
HAMMERS, GRINDERS & TOOLS, GEN. 
ERATOR PLANTS—Separate _ bulleting 
describing products in each of these 
categories are in color and illustrated 
with halftones—The Master Electrie 
Co., Industrial Equipment Div,, Dayton 
I, Ohio. 


CARBIDE & CARBIDE-TIPPED TWIST 
DRILLS—These products are listed and 
described in a convenient folder issued 
recently.—Super Tool Co., Detroit. 


ALL PURPOSE TOOL—The uses of the 
product—pulling, pushing, spreading, 
bending, clamping, lifting—is pictured 
in many operations and completely de 
scribed in a new bulletin —Templeton, 
Kenly Co., Chicago 44. 


CHAIN HOISTS—A new 16-page 8% by #f 
1l-in. bulletin in two colors covers the f 
complete line of spur geared and dif 
ferential chain hoists, together with 
trolley hoists. It is also filled with 
tables, section and photographic views § 
of the various products.—Chester Hoist 
Co., Lisbon, O. 


LIGHT PORTABLE WELDERS—Complete, } 
practical instructions in welding, brar 
ing and soldering, condensed into 2% 
pages are in a new pocket-size manual. 
It tells when to use each process, and 
how to use it, step by step. Common 
metals, with instructions for handling, 
are taken up.—Patent Specialties, Inc, 
New York 34, N. Y. 


FIRE APPLIANCES —A loose-leaf catalog 
with a heavy-paper binder lists, de 
scribes, gives specifications, features 
and price lists of safety products made 
by this company—Geo. W. Dienet 
Mfg. Co., Chicago 24. 


DIE-LESS DUPLICATORS—A new # 
page catalog covers the most advanced 
models of products made by this com 
pany and outlines the system of die 
less duplicating for production depat 
ments, tool rooms and experimental 
laboratories—O’Neil-Irwin Mfg. COs 
Lake City, Minn. 


CONVEYORS —A 12-page, 84% by 11-ity 
booklet contains descriptions, drawingh 
photographs, specifications, applicatios 
suggestions and other details of mater 
als handling equipment made by this 








DUFF-NORTON JACKS 





UILD up a sizeable volume of Duff-Norton Jack sales by 

keeping a good stock of Duff-Norton Jacks in your ware- 
house. Many times, jack sales are on a ‘‘rush delivery’’ basis— 
and if you have the jacks on hand to deliver immediately, the 
sales are yours (and future sales as well.) 


Your customers will go for the easy operation and long service 
life of Duff-Norton Jacks. And the complete Duff-Norton line 
permits you to offer the right jack for every job. 


Stock Duff-Norton Jacks and boost your sales. Every customer 
on your list is a prospect for Duff-Norton Jacks. 


DUFF-MORTON 
JACKS 


THE DUFF-NORTON MANUFACTURING CO. 


PITTSBURGH, PENNSYLVANIA 
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“SAFETY-PULL" 
RATCHET 
LEVER 
HOIST 





“QUICK-LIFT" 
ELECTRIC 
HOIST 


© ° THEY HANDLE "a thousand 
and one’ ih ites aes 
EFFICIENTLY - ce ee 


Your customers for COFFING HOISTS are in mines, 
machine shops, steel and aircraft plants, shipyards, trans- 
portation and wrecking outfits . . . in fact wherever there 
is a construction, maintenance, or production job to do. 
They are adaptable to a great variety of applications for 
lifting, pulling, and moving. They are easy to operate, safe 
to handle, and give dependable, economical service. Stock 
COFFING HOISTS and you can SELL all requirements 
with good, steady profits. 


COFFING HOIST COMPANY 


RATCHET LEVER HOISTS - SPUR GEAR HOISTS - ELECTRIC HOISTS 


LOAD BINDERS - DIFFERENTIAL HOISTS - TROLLEYS 
DANVILLE, ILLINOIS 
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manufacturer.—Harry J. Ferguson, 
Jenkintown, Pa. 


ARBOR & FOOT PRESSES, SHEARs 
—An 8% by 1l-in. folder with inser 
includes features, illustrations, specif. 
cations, prices of arbor and foot presses, 
A separate sheet of two colors give 
full details of shears—Famco Machine 
Co., Racine, Wisc. 


INDUSTRIAL HEAT LAMPS—A new jb. 
lustrated folder, 84 by 11-in., consists 
of six pages containing descriptions, 
photographs and technical data on aj} 
industrial heat lamps made by this 
company.—The General Electric Co, 
Cleveland, O. 


HACK SAWS—A new 4 by 8¥%in 
folder lists hack saw blades and bg 
saws manufactured by this firm and 
cludes suggestions as to selection 

use of blades, tables of standard bg 
saw machine blade lengths and 
and speed recommendations for ¢ik 
ting various metals and materia - 
G. W. Griffin Co., Franklin, N. H. ; 
| 
FIRE EXTINGUISHERS—A new selecton 
guide presents important facts about 
suitability, maintenance and perform 
ance of soda-acid, foam, pump 
dry powder, loaded stream, carbon 
rachloride and carbon dioxide fire ex- 
tinguishers. Reverse side tells, in rela- 
tion to plant fire hazards, how high 
units should be bracketed, maximum 
distances of extinguishers from operator 
and area protected by each unit.—Ran- 
dolph Laboratories, Inc., Chicago Il. 





Letters to 
the Editors 


(Continued from page 120) 








somewhat luke warm about adequately 
surveying this territory and then seek 2 
ing to develop it adequately. A branch 
office, perhaps in one or two of our i. 
cities, in some cases, but more often 4 
one or two resident salesmen for th <><: 
whole coast, or maybe one from back : 
East coming out here two or three 
times a year has been deemed sufficient. 





However, I am glad to say that 
this trip I seemed, even before gett 
into the matter, to sense a change™ 
attitude, and any information I h 
present on this subject was recemy 









Call on this man! He's your Industrial Supply Specialist. He's on 
call night and day to help you avoid =+——"% DZ 
For examnle—+—— aT A%® air 


ZA bend 
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pphone 
os o Hewitt Rubber of Buffalo, 
40 Kensington Avenue, Buffalo 5, New York, 





| HEWITT RUBBER 
‘4 SCF BUFFALO 
Monarch Air Hose ‘ Division of Hewitt-Robins Incorporated 
“JOB-ENGINEERED” INDUSTRIAL HOSE * BELTING + PACKING 
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sIctOMPANY nam OUR ADS IN FACTORY | 


VIDE THE KIND OF SUPPORT OUR DISTRIBUTORS NEED...” 


in the letter at the left Mr. Anthony Neher, Sales Promotion Manager for the Century 
Bectric Company, says that advertising his company's products in FACTORY helps their 
dstributors to sell ‘“‘easier— more efficiently and more economically." 


FACTORY's unequalled reputation for practicality, throughout all the Ameri- 
can manufacturing industries, makes it an ideal medium for creating product 
acceptance of any line sold through distributors or mill supply houses. 


Its readers are those men IN the factory or plant who are directly re- 
sponsible for production volume .. . costs . . . working conditions. And 
who therefore have the “final say'"’ on what equipment is to be bought 
and who is to get the orders. 


Its editorial pages are scientifically planned to educate these men to 
KNOW and WANT the best and newest in machinery, equipment and 
supplies. 





you haven't recently had an opportunity to read a copy of FACTORY you'll be 
sted to see the kind of editorial and advertising that has attracted FACTORY's 
t, all-time high of over 48,000 PAID Plant Operating subscribers. A copy of 
current issue will be sent on your request. 









ADVERTISING FACTORY 
IN FACTORY SHOWS HOW 
HELPS YOU SELL TO MANAGE MEN 
TO INDUSTRY MACHINES 
TO SAVE TIME 





AND MATERIAL 
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THEY SATISFY 


IN ANY COMPETITION! 


YOU CAN’T BUY OR SELL A BETTER FILE 


If you want a complete life of FILES (American 
and Swiss Pattern in all sizes, shapes and cuts, 
Rifflers, Needle, Coil) Rotary Pattern in Hand 
Cut and Ground from Solid. Outstanding for 
their metal cutting qualities. Backed by 38 
years time tested, time proven years of satis- 
factory service and a sales policy that protects 
stocking distributors then write us. 


“CARSON” 
“ALLIGATOR” “ALLIGATOR’ “NEWTON” 
SWISS PATTERN ROTARY FILES AMERICAN PATTERNS 


CARSON-NEWTON CO., BELLEVILLE, N. J. 


CARSO 
NEWTON 





. 
> 


7 
ZA 





with appreciation, and there was every 

indication that these manufacturers are 

ready now to pull with the western dis. 

tributor on the basic principles of such 

a program. 

Los Angeles L F. Atwood 
Atwood Machinery Co, 





Recapturing the 
Selling Idea 


(Continued from page 87) 





that men from the branch houses are 
usually anxious to start for home be. 
fore 9 o’clock. 

There is no set schedule for these 
talks which Mr. Nicolas arranges at the 
convenience of factory men. So far, he 
has confined his speakers to field repre. 
sentatives covering the territory. It is 
not necessary for the field man to bring 
any products with him for illustration 
or demonstration as these are obtained 
from the shelves. 













































VACO 
Screw arise 


In addition, J 
dles are be ..fit the hanc d correctly 
... gtip fimm™y...do each job requiring the 
use of a screw driver better, faster, easier! 
Write for en 




















There are 173 types of 


FAA ac screw drivers. Type shown 
is especially suited for electrical 
~ 3 l TE maintenance work. 
E.ONTARIo 
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A talk by J. G. Swinney, Charlotte, 
| N. C. representative for Manning, 
| Maxwell & Moore, Inc., is illustrative 
of how such a meeting is conducted. 
Mr. Swinney gave a talk on gages, 
valves and industrial instruments but, 
during the week prior to the scheduled 
meeting, he spent a day with each of 
the four Kester Machinery salesmen— 
C. B. Robertson, E. B. Cooke, R. R. 
Moore and R. S. Flynn. They visited 
customers’ plants and discussed the 
customers’ problems involving pressure 
gages, valves and instruments. In ad 
dition to assisting the salesmen and 
their customers, Mr. Swinney also used 
the problems and their solutions as ms 
aterial to illustrate his talk at the 
meeting. The problems interested the 
inside workers because they knew the 
| customers, they learned about condi 
| tions, at these customers’ plants, and 
about the equipment used as well 3 
obtaining an idea of how to handle 4 
similar situation in the future. 


- 


Prior to 5 o’clock on Friday, Mr. 
Swinney assembled the products he 
| was to discuss. They were taken from 
| the shelves and placed on the countet 
_ which was used as a display shelf fo 
| the meeting. Each person, salesme 
| and inside workers, was given a Mat 
| ning, Maxwell & Moore catalog of 
| gages, valves and instruments. Witt 
| stitched on the inside front cover w# 
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a mimeographed list of particular items 
stocked by Kester Machinery Co. 

This list included the number of the 
catalog page on which the item could 
be found, the catalog number, descrip- 
tion and where each item was most 
commonly used. Thus a listing for a 
2%-in. steel case gage would be: 110 
(page of catalog); 2%-in. steel case 
gage 300# (catalog number and 
description); air compressors (where 
used). This made it easy to locate the 
stocked items in the catalog and gave 
an idea of its application. This also 
made it easy to look up a gage suitable 
for air compressors by merely glancing 
at the “Where Used” column. 

Mr. Swinney referred to this list each 
time he discussed a particular product 
from among those on the counter. Each 
man was asked to do likewise and then 
turn to the catalog page on which it 
was described. Then he discussed its 
construction, its features, selling points 
and what applications were likely in 
the territory served by Kester. Inci- 
dents from the field trips he had under- 
taken with the outside salesmen were 
described and the problems and solu- 
tions discussed with each particular 
salesman adding to the discussion his 
own ideas. 


Questions Encouraged 


Mr. Swinney also asked for questions 
at any time during the talk since there 
was no formal question period and it 
was better to ask a question about a 
particular product at the time it was 
being discussed than later. This height- 
ened the air of informality and en- 
Gouraged questions which helped Mr. 
Swinney clear up some doubtful points. 

There was no attempt made by Mr. 
Swinney to give a factory course on 
ees, valves and instruments. He 
confined his talk to details of manu- 
facture, and application which were 
highly important to the salesman. 
Thus, in the case of valves, his talk 
described specifications, the reasons 
behind the specifications and broad 
applications of the various types of 
valves. During the trips with salesmen, 
Mr. Swinney encountered a problem 
in a laundry where a pop valve mis- 
behaved and this incident was dis- 
tmssed for the benefit of his listeners 
with the salesman who called on the 
laundry supplying additional details. 

The greatest benefit accruing from 
inviting inside men to such meetings, 
‘cording to Mr. Nicolas, is the in- 














at repeat 


business 


Tue STEEL TUBE of this 
DIAMO-CARBO grinding 
wheel dresser—manufactured 
only by Desmond-Stephan— 
is packed with an extremely hard 
abrasive, ideal for hand-forming 
special shaped wheels. 
purposes this tool provides the effi- 
ciency of diamond tools. In fact, no 
wheel dresser on the market can equal 
DIAMO-CARBO performance on the class 
of work for which it is designed. 


For many 


* Patentea 

distributors, but the biggest advantage to 

stocking Desmond dressers is simply this: 
DESMOND offers the only 
complete line of dressing tools 

Stock this line and you ‘stock the best. Write for 

complete catalog. 


THE DESMOND-STEPHAN MFG. COMPANY e¢« URBANA, OHIO 


Desmon? 


the only complete line of grinding wheel 


DRESSERS & CUTTERS 


REVOLVING a HAND TOOLS WHEEL TYPE 
CUTTER TYPE DRESSERS AND NIBS ORESSERS 
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Wherever men lift... 


Wherever men lift you'll find a 
ready market for ‘Budgit’ Elec- 
tric Hoists. That is why, a few 
years ago, when we pioneered 
the market in load-handling 
equipment for small business 
with the ‘Budgit’ Electric Hoist, 
we found a market waiting them 
in heavy industries. It was 


natural! 
a 


News of the easy, quick, 
effortless lifting; economy of 
operation, and safety features of 
‘Budgit’ Electric Hoists spread 
among owners of garages, service 
shops, repair shops, boatyards, 
farms; among poultrymen, dairy- 
men, hospitals, stores. All who 
had loads to lift found a solution 
to their problems. 


Thousands of spots still exist 
in heavy industry where you can 
sell ‘Budgit’ Hoists and new mar- 
kets are constantly developing. 
Look into some of these markets 
—old and new! We'll wager your 
sales will increase beyond your 


belief! 


Carry a supply of Bul- 
letin No. 371 with you 
when calling on prospects. 
It will help you sell them. 





: 


mi BUDGIT” 
is Hoists 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
"Load Lifter’ Hoists and other lifting specialties. 
Maters of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Vaives and 
‘American’ industrial ‘instruments. 








EQUIPMENT 


Use-Em-Up Type Drill Sleeves 
Use-Em-Up Type Drill Sockets 
Standard Type Drill Sleeves 
Standard Type Drill Sockets 
Short Shank Type Sleeves 
Short Shank Type Sockets 
B. & S. Taper to B. & S. Taper Sleeves 
B. & S. Taper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves 
Rough Shank Sockets 
Solid Type Sockets 
Morse Taper Shank Tap Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 
Pipe Centers for Lathes 
Lathe Bushings 
Blank End Arbors 
Chuck Arbors 
Drill Drifts 
Magic Type Chucks and Collets 
Standard tools for all drilling, reaming, 
and tapping needs and special tools to 


order. Immediate attention to regular or 
special requirements. 


THE COLLIS COMPANY 


CLINTON, IOWA 

















CAP SCREWS 
SET SCREWS 







MILLED STUDS 
COUPLING BOLTS 





SCREW MACHINE PRODUCTS 











The line with which to 
render a complete and 


profitable service .... 


Demand for high quality and precision in 
milled screw machine products has always 
found Ottemilier a dependable source of 
supply, because Ottemiller has always spe- 
cialized in producing to rigid specifications 
for strength and accuracy. Because every 
item in the complete Ottemiller line is made 
to highest standards and of carefully selected 
materials, users who insist on high quality can 
standardize on Ottemiller for all their require- 
ments. All this means volume and profits for 
Ottemiller disfributors. 


/ ae //] 
WM. H. (Qtomirvor co. 





YORK, PENNA 
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MIGIT 


70.8 ee rele) & 
SET 


A Little Giant 
For Business! 


Saves carrying a lot 
of fools ..... 

4 Single Hex, 4 Double Hex, 
3 Double Square Sockets. 
Range 3/16 to 7/16. Uni- 
versal Drive with Sliding Bar 
a Spintite Straight Drive all 
in a pocket size nicely fin- 
ished metal box. Ask for . . 


WALDEN WORCESTER 





WALDEN 


WORCESTER 


Sinisa 





STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 


WORCESTER, MASSACHUSETTS 
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crease in their selling efficiency and in 
their ability to cooperate with outside 
salesmen. This cooperation may be di- 
rect as when a salesman calls from a 
customer’s plant and needs stock, ap- 
plication or delivery information 
promptly and accurately. The team- 
work may require a certain amount of 
initiative on the part of the inside man 
as when a customer calls and requires 
similar information and the salesman 
who regularly calls upon this customer 
is not in. Association of inside men 
with salesmen and manufacturers’ rep- 
resentatives at sales meetings gives the 
inside men an insight to the task of 
selling, a good idea of the part they 
can play in it and concrete suggestions 
on how to apply what they learn in 
their daily work. 





Stock "Em 
To Sell "Em 


(Continued from page 91) 





men of the Fauver Co., has spent weeks 
in the field in overalls as a member of 
an installation crew. He knows his 
tools and his first-hand experience with 
customer’s problems pays in sales. 

Intelligent selection of basic stock, 
in the company’s warehouse and on its 
stockroom shelves, leads naturally to 
an equally intelligent selection of fit- 
tings, tubing and accessories to be car- 
tied in the service trucks. 


“We try to reverse the jokebook and 
never go back to the shop for our tools 
or fittings,” Mr. Fauver points out. 

“And we are ashamed if we have to 
call on a factory representative to help 
us out on an installation.” 


Early in his experience as a distribu- 
tor, Mr. Fauver found out that a trial 
installation of tubing was his best sales- 
man. The time and cost saved in main- 
tenance by the customer’s own force 
was a big item when added to the longer 
period of uninterrupted production 
which was made possible. 

Then, since even the best installa- 
tion needs attention sometime and 
eventual renewal of a few parts, Mr. 
Fauver trained his salesmen to get the 
necessary replacement to the customer 
before the need for it arose. 

Scheduled in advance by means of a 
detailed survey, these replacements 
could be made over week-ends with no 
loss of production: 


_UMI | 








FIDO DIDN’T DO IT! 


The puddle came froma leaky fitting. A cold check 
opened up from expansion and contraction. 

It wasn't a “Ki” fitting. No, Sir! Because “K”’ fit- 
tings are precision-made in the first place, and 
then carefully examined for possible defects by 
eagle-eyed inspectors. 

Play safe by looking for the “K’’ on the cast-iron 
fittings you buy and install. 





KUHNS BROTHERS CO. 


1800 McCALL AVENUE 
DAYTON 1, OHIO 


COMPLETE LINE CATALOG ON REQUEST 





COMBINED MARKET FACILITIES at Malle- 
able Iron Fittings Co., Branford, Conn., and 
at Kuhns Bros. Co., Dayton, Ohio 
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ONE BRONZE SEAT 
+ ANOTHER BRONZE SEAT 





+BALL JOINT GRINDING 























The Secret of 
DART UNION 


Superiority 


Bronze seats precision-ground to meet in a true ball joint insure 
a drop-tight connection without heavy wrenching. Uninjured 
in fitting, Dart Unions may be uncoupled easily—used over and 

in. Bodies and nuts are made of high-test air-refined 





over again. 
malleable iron—are practically indestructible. 





It pays to demonstrate 
Dart’s unique money-sav- 
ing features. 






S 
sss S|] 
pap — 
=> ;—= 
S = 
=> = 
= = 


E. M. DART MFG. COMPANY 
PROVIDENCE 5, RHODE ISLAND 
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While in the early days, it was neces. 
sary to apply the fluid lines to a ma- 
chine already designed and built, today 
the tubing is, in many instances, an 
integral part of the original design from 
the day it commences to take shape on 
the manufacturer’s drawing board. 

Specialization has been the keynote 
in the development of the Fauver lines. 
Only those products which are needed 
in four closely allied phases are in- 
cluded. They are lines for: 


1. hydraulics 
2. lubrication 
3. pneumatics 
4. filtration 


Thus, to the original fittings, valves, 
etc., have been added associated hose 
supplies, particularly oil-resistant hose, 
gages, filters, and pumps. 

Newest development of Mr. Fauver 
has been a complete and custom-tail- 
ored unit of fittings and piping for a 
specific product requiring fluid power 
lines. Made up to the requirements of 
the customer’s product, it is simply 
installed as part of the finished prod- 
uct. 


Main Features 


Carl S. Abbott, sales manager for 
Fauver Co., like all the rest, spent his 
early months with the company in an 
installation crew. To him, distribution 
involves four main features: 


1. sales 

2. stock 

3. installation 

4. assembly 

“Four of our seven salesmen are 

graduate engineers; all are fitting and 
piping specialists by reason of the long 
and close contact with the customer's 
plants as members of installation 
crews,” Mr. Abbott points out. 


“Today, 60 per cent of our customers 
are well informed on their own re- 
quirements in fluid power lines and 
the experience we have had in servic- 
ing them is the basis for the selection 
of our big stock. 


“We are happy to make available an 
installation expert from our staff of ten 
to act as an instructor in any custom- 
er’s school, to the end that the other 
40 per cent can become as familiar with 
their problems and our services. 

“If we can sell the maintenance man, 
our sales job is translated to one of 
service—and with a big stock, we can 
give that fast service.” 
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Large stock, immediate delivery, fre- 
quent contact and well-trained person- 
nel combine to bring the source of sup- 
ply to the factory floor—where the sale 
can be completed to everyone’s satis- 
faction. 

Mr. Fauver ties it all up in one 
phrase: 

“Be there when the ball is hit!” 





50 New 
Customers 


(Continued from page 9) 





shovels, coal forks, etc., we can sell 
them on the basis of higher quality 
to meet the demands of certain elements 
in their trade. Shovels such as the 
householder would ordinarily buy are 
not in our line. What we handle are 
shovels of the highest grade for the use 
of ‘professionals’, contractors for exam- 
ple. Among the hardware trade are a 
great many discriminating buyers who 
will pay a premium to get a shovel of 
the very finest quality, as they would 
pay extra for any high grade tool. The 
hardware dealer, I find, is glad to look 
to us as a source of supply on such 
items. 

“Some of the suppliers handling such 
lines have made provision for dealer as 
well as distributor in their discount 
set ups, which simplifies the arrange- 
ment. In other cases, they have not, 
and the distributor must make his own 
arrangement with the dealer on some 
basis. In the latter case, as compensa- 
tion for the lower net margin, the dis- 
tibutor gets many times the volume per 
customer and faster turnover.” 





Catalog 
Distribution 


(Continued from page 96) 





Few duplicates desirable... .40% 
Many duplicates desirable. .35% 
No need for duplicates. .... ..25% 


Although about three-quarters of the 
otal replies to both questions were 
firmative, it must be remembered that 
ven the most enthusiastic supporter of 
fhis idea would not require a duplicate 
of every catalog. 

Results from these questions seem to 
indicate the desirability of a search for 
‘ptimum effectiveness instead of mini- 


















For 94 Years 





OHLEN-BISHOP saws have 
almost a century of experience 


ers worked closely with the 
trade designing and building 
to meet the exacting demands of the mill operator and car- 
penter. Today, new and better steels, made to our own speci- 
fications, give improved cutting edge and longer sharpness 
life. They've been Job-Tested through the years .. . you can 
recommend them with confidence. 








GRAYHOUND CARPENTER SAWS 


A complete line, regular and light weight; straight or skew 
back; crosscut and rip with precision cutting teeth. 








WMA A AMAMAMAN 


DOCKING, MINE & CROSSCUTS 


The No. 8 Docking saw is an example of our many special 
purpose saws made for heavy duty work. Fast cutting 
and dependable service. 


No. 7 No. 10 


COMBINATION SAWS FOR WOODWORKING 


We offer a full line of circular saws, precision toothed for 
every type machine and purpose. All popular sizes. 


Consult OHLEN-BISHOP Catalog No. 43 
for complete specifications 


OHLEN -BISHOP 


lop | p> “tty, 
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fate jor 









“1, 198% 


Ohlen-Bishop Mfg. Co. 902 Ingleside, Columbus, Ohio 
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EASY to USE 


TU-MI-CO TUBULAR FRAME 
of special homogeneous grain 
structure steel is 25 to 50% 
lighter than solid frame—yet 
highly shock resistant. Less- 
ens fatigue. 

Hermetically sealed, low 
thermal conductivity, less ex- 
pansion. Triple plated —cop- 
per, nickel and chrome, buffed 
and polished—an attractive, 
high quality precision tool. 


TU-MI-CO PRODUCTS 


include a complete line of Microm- 
eters, Pedestal Indicators and Mi- 
crometers, Standards, Steel Squares, 
and other practical measuring in- 
struments. 
NATIONALLY ADVERTISED 
Write for Bulletin MS-S 

TUBULAR MICROMETER CO. 


ST. JAMES, MINNESOTA, U. S. A. 
Milwaukee Branch + Plankinton Bidg. 













































“PIONEER” 
STEEL SHAFT HANGERS 
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Thousands upon thousands of 
these “Pioneer” Steel Shaft Hang- 
ers are in daily use—and have 
been ever since 1914. They are 
unbreakable—their superior 
strength and rigidity make them 
dependable. They are one-third 
lighter than the old style cast-iron hangers, and therefore cost 
less f.0.b. ceiling—and that’s what counts. 

Cut costs of handling, hauling and millwrighting by using 
“Pioneer” Steel Shaft Hangers, made by the manufacturers of the 
famous “Hallowell” Ready-Made Shop Equipment of Steel and 
“Unbrako” Screw Products. 


Over 43 Years in Business 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. Box 519 


— BRANCHES —— 
BOSTON « CHICAGO «+ DETROIT ¢ INDIANAPOLIS « ST. LOUIS *« SAN FRANCISCO 
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RUBY FLUID 


Famous Soldering Products enininte 


Here's an opportunity to learn the 
advantages of Rubyfluid Soldering 
Flux. This trial will convince you that 
with Rubyfluid you get stronger un- 
ions and save time. You'll find Ruby- 
fluid wets out freely, acts faster, has 
no objectionable or harmful fumes. 

Send for this special 
sample order today: | 
pint of liquid and one- 
half pound of paste flux 
—together with 
Rubyés's new booklet of 
simplified instructions 
and suggestions, ‘How 
to Solder,"’ for only $I. 
Write to 


Ruby Chemical Co. 
76 McDowell St. 
Columbus 8, Ohio. 


@ Instont self-priming 


® Requires no packing 
or stuffing box 


wear than ordinary rubber, metal or leather, 





Write for Specifications 














PADDLE PUMP ‘same 








for 
1750 R.P.M, 
© Elastic impeller 
usvally outlast 
bronze cose 
© Quiet operation 19C les 


Handles alcohol, syrups, lubricat- 
ing oil, peanut butter, chemicals 


Ideal coolant, circulating or transferri p 
With only one moving part—the “rock rubber” 
peller—there are no complicated gadgets to @ P 
out of order. This impeller is more resistant M"8; that j 


casing is bronze, with high-lead bronze for 
plate bearings . . . polished stainless steel 
... double squeegee rotary seal protects 
bearing from pump leakage, eliminates need 
stuffing box. Handles most all liquids excep 
carbon tetrachloride, gasoline, benzine or fuel 










JEROME SIMER COMPANY 
MINNEAPOLIS 13. MINWNE ITA 
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achieved through a study of procure- 
ment practices in individual industries, 
and perhaps a greater reliance on re- 
ports from sales departments. Neither 
_ |}maximum nor minimum distribution 
seems to be the answer to real economy. 
Though no general rule can be estab- 
lished, these findings indicate that the 
problem is well worth investigation. 





No Merchandise 
Complex 


(Continued from page 97) 





solder and thinking of our house as one 
certainly having a lot of merchandise 
for these times. While we had never 
sold solder before except in small quan- 
tities to each customer, in a short time 
we began selling it in case lots. 

(3) After our Saturday morning sales 
meeting, we have every salesman go 
lout into the warehouse, browse around 
d make his own notes of stock we 
have on hand of various items, where 
ere is a fair supply, so he can go 
ut the next Monday, hell for leather, 
o see how much of these items he 
move. That beats any prepared 
of available material, because the 
lesman makes up his own mind what 
is going to concentrate upon, visu- 
it, and soon comes to have not 
or two pets but perhaps two dozen 
# them, and these likely to change 
m week to week.” 





























rate Dales 
ps 


3 (Continued from page 107) 


Ips the contractor, giving him double 
e dage during the test. 

“If they have trouble with a ma- 
thine, I help them to locate it, getting 
know the operators personally. This 
so takes the direction of what might 
yer" called anticipatory trouble shoot- 
tant og; that is, noting certain noises or 
Sr peculiarities of action not normal, 
el hich may indicate that a certain part 
eed assembly, though working now, is 
uel ole to give trouble soon. The drivers 
the only ones who know these signs 
NY ad I get them to explain and then see 
myself. This is important in these 
hes when parts are coming through 
Dwly. 
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ITS EXCEEDINGLY LIGHT WEIGHT 
plus 
ITS PHENOMENAL STRENGTH 


are due to its unique scien- 
tific design such as the motor 
being located inside the wire 
rope drum and the simplicity 
of design of gear train — 
saving about 200 Ibs. over 
any other high grade electric 
hoist. 


This light weight plus the scientific 
designing assures you much less 
effort to move the Trolley along 
the Beam. 


It has two Weston Mechanical Brakes 
on the Planet Gears which also re- 
duces,the unit pressure and wear. 


Ze BOBCAT. 
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Here's an Item in 
a Class by Itself 















BELT- 
SAVER” 
Pulley used 
on bucket 
elevator 
Used as a 
tall pulley on 
belt 
conveyor 








Distributors selling 
“BELT-SAVER” Pul- 
leys know by act- 
ual experience that 
they are rendering 
an outstanding ser- 
By replacing ordinary pulleys with 


PULLEYS 


vice to their customers. oa 
“BELT-SAVER” on conveyors and bucket elevators carrying ~* 


hard or abasive materials, conveyor belt life has been 
tremendously increased. Case after case is on record and 
open to complete, careful investigation showing actual, 
proved belt life increases of from 25 to 40%. Continued 
repeat orders from distributors prove that “BELT-SAVERS” 
is in a class by itself. Full details on request. 


OF, 
- 4) 


eth.” 
BEARINGS 


SPROUT WALDRON & CO.) (=e 


ae 
CONVEYORS 


MUNCY, PA. 


Manufacturing Engineers Since 1866 











BENCH 
TYPE 


BALL 
BEARING 


VALLEY crinvers 

















Accuracy and Performance 


Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
count. These grinders are all powered by Valley Motors 
and every unit is built to a single high standard of qual- 
ity. This means complete satisfaction in service which 
builds a post-war reputation for these efficient, low-ccst 
tools. 


, uses wherever mechanics work. No. 


























“A GIANT IN 
YOUR HAND” 


PLIER-WRENCH 


Serves As 

A PLIER 

A WRENCH 

A HAND VISE 
A CLAMP 


OMe 
. O° TS 7 
SCITOIT® . 


NEW MULTI-USE TOOL for 
HOME—FACTORY—FARM 
WELDER—REPAIR SHOP 


Tremendous gripping and holding 
power—locks when closed for hold- 
ing pieces for drilling, welding, 
scribing, grinding, etc. Easily and 
quickly unlocked. Used also without 
locking as a plier. Thousands of 


1607, 7" size; No. 1610, 10” size. 
Full details on request. 
SEYMOUR SMITH & SON, INC. 


OAKVILLE, CONN., U. S. A. 


Sales Rep.: JOHN H. & CO., Inc. 


GRAHAM 
105 Duane St., New York 8, N. Y. 























The key to the 
power and speed 
of ATLAS CAR 
MOVERS is the 
“compound lev- 
erage." 


THERE'S A 
RIGHT MODEL 
FOREACH JOB.. 


Select the proper model for your cus- 
tomer’s needs—the Regular Heavy Duty 
Model No. X, the New . Streamline 
Model 8-X, the Atlas Model ‘No. 8, and 
the Atlas Model No. VIII. Whether 
your customers are shippers or re- 
ceivers of freight the ATLAS will help 
to get freight cars in and out on record 











® > time. The market is profitable and pros- 
— unlimited—we can ship immedi- 
a ately. 
Valley Electric Corp. | arrieton-atias car 
4221 FOREST PARK BLYD. ¢ ST. LOUIS 8, MO. | we CORPORATION 
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“For instance, on a Federal housing 
project a motor grader circle reverse 
gear had begun to slip teeth. It would 
run, but for how long was a question. 
I put through a formal order immedi- 
ately, as though the case were urgent, 
so that the parts would be in our ware- 
house when the day of reckoning came. 
Upon the arrival of such parts, the 
procedure would be to call the customer 
and see if he was ready to take delivery 
at once or on some specified future date. 

“While I do not, in the course of my 
daily work, run into the dramatic situa- 
tions encountered by the famous Earth- 
worm salesman who gets the order 
every time, the bulk of the business I do 
get hinges on individual services ren- 
dered to the customer over a consider- 
able period of time in the past.” 





Know the 
Answers 


to quiz on page 112 





ANSWERS: 

1, A—Anvil D—Thimble 
B—Spindle E—Cap 
C—Hub (or sleeve) F—Frame 

2. (d)—1877 


3. Outside (including screw thread), 
depth, and inside micrometers. 


4. (c)—.025 in. 

5. (a)—.025 in. (1/40 in.) 

6. .001 in. (1/1000 in. or 1/25 X 1/40) 
7. (a)—one inch 

8. (d)—thousandths of an inch 

9. .150 in. 

10. .146 in. 

11. (c)—.153 in. 

12. Measuring diameters of shafts, 
thickness of flats or irregular shapes, 


outside diameter of rings, checking and 
setting inside calipers. 


13. Yes. There are ten-thousandths 
micrometers which are equipped with 
vernier scales, reading to tenths of each 
division on the beveled thimble edge. 


14. Quarter-thousandths (.00025 in.) 
15. Yes. 


16. On a screw thread micrometer the 
spindle and anvil, instead of being flat, 
are pointed and grooved to conform to 
the contour of threads. They measure 
the pitch diameter; that is, the basic 
diameter less the depth of one thread. 


UM | 








Sierling: 


METAL CUTTING 


BAND SAWS 


These tough, free cutting saws give greater 
efficiency and increased life, reducing operat- 
ing costs. Here is a band saw your customers 
will like and ask for—assuring repeat orders. 


Sterling narrow bands are unsur- 
passed for accurate contour work, the 
precision cutting of irregular shapes 
of either metal or plastics. To match 
the excellent performance of the nar- 
row band there are the wider Sterling 
saws made to withstand the rugged 
service of foundry and routine plant 
cutting. Then too there is the Sterling 
skip tooth saw for cutting aluminum, 
magnesium, soft brass and bronze. 


The Sterling Band Saw is one item in the 
complete line of “Sterling” and “Super-Sterl- 
ing” metal cutting saws, a profitable line for 
progressive Mill Supply Distributors. 


We invite you to inquire about our distrib- 
utor plan. 


The Complete Line.....PLUS 


DIAMOND SAW WORKS, | 


NEW ORK 





PTE AED 
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ALWAYS 
A DEMAND FOR 


theo Emmuer 


DRILLING .«o TAPPING 
PRODUCTION BOOSTERS 





KEYLESS DRILL CHUCKS 


Elimination of key speeds 
up drilling, saves energy, 
makes chucks ideal for wo- 
men operators. Also ends 
slipping and retightening. 
Highest quality precision 
construction assures long, 
hard service. 5 sizes for No. 
0 to ¥%" drills. Also avail- 
able for portable drills. 


For full details 
ask for BULLETIN No. 6 


TAP CHUCKS 


Grip is visible, assuring 
proper insertion of taps 
every time. 5 sizes, for No. 
0 to I" taps. 


For full details 
ask for BULLETIN No. 6 


TAPPING ATTACHMENTS 


Make a high-speed, sensi- 
tive tapper of any drill 
press. Quickly mounted 
without altering press. 7 
sizes for No. 0 to |" taps. 
QUILL CLAMPS available 


to assure absolute rigidity. 


For full details 
ask for BULLETIN No. 2 


FOOT-OPERATED 
TAPPING MACHINE 


Has hair-trigger sensi- 
tive central friction 
clutch automatic  re- 
verse and sensitively 
counterbalanced foot 
pedal. All the operator 
has to do is feed the 
work and step on the 
pedal. Unskilled opera- 
tors can maintain pro- 
duction rates up to 
12,000 holes per hour. 


For full details 
ask for Bulletin No. 4 - 


WRITE FOR BULLETINS AN 
DETAILS OF DEALER SET-UP 


ETTCO TOOL CO. 





























600 Johnson Ave., Broekiyn 6 NY 
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17. One-half inch, one-inch, two-inch 
and on up to twelve inches by one-inch 
steps. 

18. (b)—thickness of curved surfaces. 
19. (b)—can be adjusted by the user. 


20. An inside micrometer has no 
C-shaped frame. It is, in effect, a rod 
of adjustable length with the microme- 
ter scale usually between the contacting 
ends. 


21. Taking internal diameters of cylin- 
ders and rings, setting and checking 
outside calipers, comparing gages, in- 
ternal measuring of parallel surfaces. 


22. The range is obtained by the use of 
hollow, light weight extension rods and 


collars. 


23. It is T-shaped, with the thimble at 
the end of the handle as in the. out- 
side micrometer. The measuring rod 
extends, in line with the hub and shaft, 
from the cross bar of the T, or base. 
Extension bars are provided for increas- 
ing length. 


24. For measuring the depth of holes 
and slots. 


25. A lock ring is usually built into 
the frame of the micrometer. Tighten- 
ing this knurled ring locks the spindle 
in the desired position. 





Keeping Up 
With Business 


(Continued from page 116) 





come by midyear, they said. 

Reconversion for the industry, from 
war output, was delayed by shortages of 
materials and skilled labor during 1946, 
the industry spokesmen said, but most 
of these difficulties have been overcome 
and parts production has come into bet- 
ter balance. Eleven items scheduled for 
industry-wide standardization programs, 
approved by the United States Bureau 
of Standards shortly before the war but 
are now going ahead. These products 
are aimed at improving the standards of 
quality of the entire industry. Stand- 
ardization meetings comprised the ma- 
jor topics on the convention program. 

S. M. Dover, Do Ray Lamp Co., Chi- 
cago, was elected president; Harold 
Putterman, Yankee Metal Products 
Corp., Norwalk, Conn., vice-president; 
F. A. Vosburgh, Jr., Carlton Lamp 
Corp., Newark, N. J., secretary-treas- 
urer, and Richard S. Armstrong, gen- 
eral manager. 
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DURBIN-DURCO 


MANUFACTURERS + CERTIFIED PRODUCTS 


LOAD BINDERS 
Drop Forged « Malleable-iron * Steel 


Heat Treated 
DROP-FORGED DESIGN oo 





Durbin-Boomer F-1—2 swivels, %, % or 44" chain 
Durbin-Boomer F-2—2 swivels, %, ¥4 or 54” chain 


Heat Treated 





MIDGET No. 1—1 swivel, 4’ chain 

DELTA No. 1—1 swivel, %& or %’" chain 
DIXIE No. 1—2 swivels, % or 4" chain 
LONE STAR 1—2 swivels, %, % or %" chain 
LONE STAR 2—2 swivels, %, 44 or 54" chain 





WIRE STRETCHERS 
STEEL CONSTRUCTION 
No. 3—3 Pulleys, plain bearings, 8%” rope 
No. 33—3 Pulleys, roller bearings, 4° rope 
No. 4—4 Pulleys, plain bearings, $4” rope 
No. 44—4 Pulleys, roller bearings, 4" rope 
No, 88—4 Pulleys, roller bearings, }4’ rope 


Combination 
JIFFY CLAMP 


WOVEN WIRE 
FENCE 
STRETCHER 





No. WWH 200 With Hoist and Clamp 
No. WW-202 Wire Clamp Without Hoist 
Hoist has 4 sheaves — Roller bearings — Drop- 
forged hooks and 24 ft. 44-inch rope. 
Stretcher Clamp has 40-inch channel iron. Longer 
channel iron on request at small extra cost. 


ALL-STEEL ROLLER BEARING HOISTS 


























z Size | Cap. | Ship. Wt. 
No. Reve | Une. _ Construction 
12 4” | 2000 6 lbs. |Drop Forged Hook 
13 %" 1000 | 2% lbs. | Malleable Hook 





Shipped with or without rope. 


No. W-1 
DURBIN-WHITESEL 
ONE MAN, WORM 

GEAR WOVEN 
WIRE STRETCHER 
WITH 48” CLAMP 
Pulls10,000 pounds. 
Stretches wire past 


the post. No extra 
posts to set. 


ce 


FARM SLIP HOOKS 


WIRE GRIPS 
For barbed or smooth wire 


Sizes {" to 14” 
FARM GRAB HOOKS 
Sizes 4” to 1” 


Write for Catalog 


6611 Olive Street Road « St. Lovis 5, Mo. 
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7 Distributor 
Problems 


(Continued from page 128) 





celor advertisement in the May 11 issue 
of the Saturday Evening Post spon- 
sored by the Black & Decker Manufac- 
turing Co. The headline of this ad- 
vertisement was “Here’s why it pays to 
buy through distributors.” 

Jobbers felt that advertising of this 
nature from time to time helped to cre- 
ate good will and established a more 
cooperative mutual regard between the 
manufacturer and the distributor. 

Further, on the subject of advertis- 
ing, numerous jobbers brought out the 
fact that industrial users today are be- 
coming brand-conscious and making 
their requests for supplies by product 
trade name or by manufacturers’ com- 
pany name. 

A counter-man at Interstate Machin- 
ery and Supply Co., mill supply house 
in Omaha, put it this way: 

“A lot of our industrial purchasing 
agents today don’t just order a live 
center or a chuck, they specifically or- 
der an X live center or a Y chuck.” 


Repeated Sales Messages 


This trend offered further proof of 
tlie value of national advertising and 
the realization by manufacturers that 
they must keep their company name and 
their product names before the indus- 
trial buyers by virtue of repeated sales 
messages through leading trade publi- 
cations. 

For some months prior to this trip 
I had read articles in various publica- 
tions in the advertising and sales man- 
agement fields expounding the good 
versus the bad points of “pin-up” girls 
and “superman” industrial advertising. 
This type of advertising may elicit some 
interest from plant purchasing execu- 
tives and jobber executives but on the 
strength of my findings, I doubt it. 
After discussing the matter briefly with 
numerous industrial distributors, I came 
away with the very definite conclusion 
that jobbers care little or nothing for 
this type of industrial advertising. 

Distributors would like to see more 
advertising which emphasizes the tech- 
nical features of certain products and 
which demonstrates their superiority 
over competitive products. Jobber ex- 
ecutives, and particularly jobber sales- 
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DARNELL 
CASTERS 





Darnell Casters and Wheels 
assure the easy handling of 
heavy loads — savings in 
floor and equipment wear 


soon pay 


DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 
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for their cost. 


60 WALKER ST. NEW YORK 13. N Y 
36 N CLINTON CHICAGO 6 ILL 
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MATERIALS Mabe 
HANDLING em 
EQUIPMENT pee 


tive bus 


A top quality line of hoists and trolleys The s 
that will cut materials handling costs in Faeth C 
any plant. Sell Conco units with full distribu 
confidence of long-life and quality per- f 
formance. Conco has been a leading his hou 
name in the materials handling equip- with th 
ment field for a quarter of a century. dvertis 
Write for full information on this profit- . 
able line. trade p 
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cASH-ACME products mediate 
15,000 i 
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expected 
margins. 
1% Jobbe: 
ad simplific 

A.W.CASH VALVE MEG. CORP tution 


6662 EAST WABASH AVE space a 


DECATUR TLLINOIS 










A complete line from a single 
source... easier to sell...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 








’ . 
you. Medart's outstanding ad- Torpedo Electric | Capacities one-half, 1-Beam Trolley in 
. at 2 s : Hoist. Cc iti -ton. A fast- f dels, ain 
vertising campaign in leading | 3's “sprue sagjoneton. A fest, fous modal plo 


trade journals means a greater ibs.; hook, belt or hoist, with a large capacities from 1% 


Differential Hoist. 





1946 Medart market for you! 

















No. 56-V 
V-belts and 
V- sheaves 





No. 46-G 
Gears and 
Sprockets 






Not just catalogs... but informa- 


tive, helpful power transmission ‘ can best serve you. 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 
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men, want plain facts about products— 
performance records diagrammatic 
sketches and some technical data cov- 
ering the characteristics of products. 
They want copy which gets down to 
brass tacks about the highly competi- 
tive business of selling industrial goods. 
The sales manager, H. C. Reckeway of 
Faeth Co., an industrial and automotive 
distributor in Kansas City, told me that 
his house would prefer to do business 
with the manufacturer whose national 
advertising is projected in the leading 
trade publications regularly. He said: 

“T’d rather handle the line of a manu- 

facturer who keeps punching every 
month with a half page or page ad than 
with the manufacturer who comes out 
twice a year with a big two-page 
spread.” 
3. LINE SIMPLIFICATION — One 
question that I made a point to ask 
every distributor upon whom I called 
was this: 

“Have you noticed a trend on the part 

of your suppliers toward line simplifi- 
cation?” 
Almost without exception distributors 
informed me that most of their forward 
thinking suppliers are taking steps in 
their production and sales planning to 
simplify their line and eliminate the 
unprofitable items, odd sizes, and odd 
frequencies and voltages. Thus they 
can concentrate production, sales and 
advertising on items for which the 
known demand exists. This trend 
toward line simplification was evi- 
denced particularly by industrial dis- 
tributors handling hardware lines, elec- 
tric tools and wrenches. 

The sales manager of an industrial 
distributor in Kansas City handling a 
hardware and building supply line 
stated that wrench manufacturers had 
tliminated 40 percent of their sizes 
since V-J Day. This sweeping trend 
toward line simplification was best ex- 
emplified some months ago when Sar- 
gent & Co. announced that their first 
post-war catalog would show some 
3,000 items as compared with their im- 
mediate pre-war catalog which showed 
15,000 items. 

Jobbers admitted that line simplifi- 
tation was a healthy trend since dol- 
lar-wise it would mean stocking fewer 
units, fewer odds and ends with the 
expected resultant increase in profit 
margins. 

Jobbers likewise mentioned that line 
simplification. would result in the re- 
duction of storage and warehousing 
space and should result in increased 












BURDOX 
WELDING AND CUTTING EQUIPMENT 


Your customers are using the speedier process of 
welding more and more. You can capitalize on this 
growing trend by supplying BURDOX Welding and 
Cutting Equipment. Through this one source of 
supply you meet all requirements for welding equip- 
ment, cutting accessories and the necessary protective 
equipment . . . make three sales at the same time. 





You make more money when you standardize on 
BURDOX because you get everything your customers 
need at once, saving on packing, shipping and book- 
keeping. Besides national advertising that makes the 
BURDOX name easy to sell, besides sales and engi- 
neering help to you, BURDOX gives you the latest 
products at the right price. Start making more weld- 
ing sales by sending coupon below for free new BUR- 
DOX catalog today — compiled to help you sell! 


ota : ri 
Welding or Cutting Outfits 


a 3 





Helmets 





Welding Cable (loaded) 
No. (01 
Welding Hose 
aise Cable 
Goggles & 
Spectacies 
Welding & Cutti 
Torches ” 


THE BURDOX LINE INCLUDES 


Ing Outfits — Brazing Rods — Lead Burning Outfits — Weld Cleaning Tools — Regulators 
pe Bay Cu ing caching =" Pressure Gauges — Acetylene Generators — Hose and Hose Con- 
nections — Manifolds — Electrode Holders — Protective Clothing — Applicator Bars — Wedges and 
Wedge Bars — Cylinder Trucks — Lenses — Fluxes — Goggles — Welding Rods — Face Shields — Cable — 
Lighters — Soldering and Brazing Outfits — Helmets. 


THE BURDETT OXYGEN CO. « cestaviisnet 1924)» 3328 Lakeside Avenue, Cleveland, Ohio 








A The AURDETT OXYGEN CO. + 3328 Lakeside Ave., Cleveland 14, Ohio 

Send free copy of new BURDOX Catalog to i 
ra. ci wcisasducbusssinaoels | 
Nee oct sikeseueioli TERT Oem ES J 
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Selling small cranes 


It’s easy to sell a plant owner on 
installing a ‘Budgit’ Swinging 
Bracket Jib Crane or any one of 
the Top-Running or Underhung 
Push Type or Top-Running 
Geared-Type Bridge Cranes built 
with ‘Budgit’ Crane Assemblies 
— once you’ve convinced him 
how much time and money he'll 
save by doing so. 


Tell him that a small crane is 
the best possible time-and-energy 
saver there is for lifting heavy 
tools, machine parts, and even 
the machines in a localized area. 
Tell him it’s a space-saver, too, 
for it operates off the floor. Tell 
him that the quickest and easiest 
way to acquire small bridge and 
jib-cranes is to buy a ‘Budgit’ 
Crane Assembly—get the I-Beam 
or I-Beam and Shaft locally — 
and build the crane himself. 


Be sure to stress the fact that 
any ‘Budgit’ Crane Assembly is 
ready to go to work one hour 
after the assembly is received. 


ALL THAT IS. NEEDED... 


ONE MAN! 
ONE WRENCH! 
ONE HOUR! 





Keep well supplied with copies of 
Bulletin No. 374. They help you sell. 


ig) BUDGIT 


===) Crane Assemblies 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





sales by concentrating on the most sal- 
able items. 

The war years taught industrial dis- 
tributors a number of things about im- 
proving the efficiency of their opera- 
tions, finding sales shortcuts and stream- 
lining stock records and inventory 
methods. Today they are in better posi- 
tion than ever before to handle the 
flood of new business which is backing 
up at their doors waiting for the pro- 
duction go-ahead which is beginning 
to take shape after one year of peace. 


4. FREIGHT ALLOWANCES—There 
is no standard policy among suppliers 
covering freight charges. Many national 
manufacturers allow freight charges on 
shipments in excess of 100 Ibs. Some 
allow freight charges when the value 
of the shipment is $100 or more. There 
seems to be no particular preference 
on the part of jobbers, but it seemed 
to me that the trend was toward basing 
transportation allowances on a weight 
basis rather than a dollar value basis. 


5. MANUFACTURERS-JOBBER CO- 
OPERATION—Apparently __ realizing 
the coming sliadows of increased com- 
petition, many manufacturers are again 
sending out factory representatives to 
call on jobbers, holding sales schools 
and sales meetings and pointing out the 
technical and competitive advantages of 
their respective products. On the whole 
jobbers like this method of cooperation 
and look forward to these visits from 
factory representatives. 

In most cases the manufacturer sends 
out a trained sales promotional team of 
one or two men to call on stocking dis- 
tributors in a given locality. The sales 
promotion team remains two, three or 
four days: and tries to cover intelli- 
gently as many technical and sales prob- 
lems as possible. Except for appliance 
manufacturers, the trend seems to be 
toward holding the factory-jobber sales 
meeting in the offices or conference 
rooms of the industrial distributors. 
Most of these sessions are held during 
the evening. 

Some manufacturers have prepared 
sixteen millimeter films covering their 
products; others are using film strips 
supplemented by demonstrations and 
other verbal and visual presentations. 

The chief buyer of industrial equip- 
ment at a leading St. Louis mill supply 
house told me that his jobber salesmen 
look forward with great interest to 
these visits by factory representatives. 
“The close cooperation”, he said, “be- 
tween the factory representatives and 
our own salesmen is evident at once 
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PRODUCT ITS 


WASHERLESS 
COUPLINGS 


have two definite advantages that 
are well worth their slight addi- 
tional cost in the majority of ap- 
plications — they are more quickly 
and convenienily connected and dis- 
connected, and they eliminate the 
replacement of mislaid or worn-out 
washers. In the two couplings de- 
scribed below, ground joint con- 
struction provides a washerless, 
soft-to-hard metal seal between 
stem and spud that is guaranteed 
leakproof. 


"G J-BOSS" 
GROUND JOINT, Style X-34 
FEMALE HOSE COUPLING 


For all high or low pressure steam, 
air, water, hydraulic, oil and gas 
hose. Corrugated stems and power- 
ful grip of “Boss” Offset and Inter- 
locking Clamps eliminate all possi- 
bility of blow-offs. Large wing nut 
facilitates coupling and uncoupling. 
Furnished in sizes 4%” to 4", inclu- 
sive, with male or female spuds. 
Cadmium plated—rustproof. 


aq # 


"G J-BOSS" Ground Joint 
Air Hammer Coupling 


The strongest, safest and most con- 
venient coupling ever made for rock 
drilling, pavement breaking, rivet- 
ing and all other heavy-duty air 
hose service. Furnished with strong 
“Boss” Interlocking Clamp. Com- 
pact Type, Style XLB-61, %” and 
%". Heavy Type, Style XHB-72, %” 
and 1.” Cadmium plated—rustproof. 


Sold in Accordance With Our 
Established Distributor Policy 








oe > ez, 


VALVE & COUPLING CO 


MAMUPFACTURERS OF Tue <mmrdely [ame 
BOSS “HHXON RING “AIR RING “OIK LOCK 
HOSE COUPLINGS NIPPLES MEMDERS CLAMPS 


Main Office end Factory, PHILADELPHIA 22, PA 


BRAMMER CHICAGO > BIRMINGHAM 9S amcrias 
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from the renewed sales vigor and inter- 
est which follows these sessions.” 


6. JOBBER INVENTORIES — The 
slow production of goods this year and 
the high backlog of industrial orders 
which has accumulated during the past 
18 :nonths has turned jobber inven- 
tories and rates of turnover into some- 
thing of a paradoxical situation. 

In spite of the fact that most job- 
bers reported a 40 percent to 50 per- 
cent sales increase thus far in 1946 
over 1945, they are still behind on fill- 
ing orders. Stock rooms are seldom if 
ever filled to prewar levels and the nor- 
mal four to six times annual rate of 
turnover today has become eight, ten 
or fifteen times annually. 

It was difficult to find out what would 
be a normal jobber’s stock of the prod- 
ucts of a leading manufacturer special- 
izing in this or that type of equipment. 








Here's THREE selling points that will be Increasingly 


Some jobbers executives told me that important, Your Customers are again becoming aware 
their “ l” sal f f of the cost angle .. . and that is in your favor, when you 
re pete ee sell Marquette Welding Equipment. 
turer's products would be $7,000 per Marquette is 100% Distributor Minded—Always supply- 
month; others said $1,500 per month. ing you with the highest quality Electric and Oxy-Acetylene 
i ; : . i t. 
This question will have to remain un- Weling Rago 
answered until production catches up LOW INITIAL COST Marquette "Instant Arc’ A. C. Welders are built 
to demand. for heavy-duty ‘round the clock production. Special transformer design for 
“Instant Are Striking" (without high frequency or booster gadgets) and the 
7. JOBBER DISCOUNTS — Although 


A. C. features of Balanced Polarity and No Magnetic Blow. You can sell 
Marquette “Instant Arc” A. C. Welders for less than motor driven ma- 
chines of comparable output. 


there are numerous items carried by 
jobbers which offer no better than a 
five percent to eight percent discount, 


the distributors still want good items a 2 prea ee ell 
aes Sree take 'en: 3 proneet <item talinde Welders. There 
to 20 percent spread, or higher. This 


are no moving parts to wear out 


seemed quite natural since nobody to- , to Calin, We ‘Gematen, 0 


day seems to be in business for his 





brushes, no bearings and no moving 
health. cores or coils. Nothing to get out n ‘ 
of order . . . nothing to require | 
servicing. a 
apple of LOW OPERATION COST Mar- 
the month quette Built-In Capacitor for High : | 


: Power Factor permits customers to 
«ape ata aaalaaat earn lower power company rates. 
Average power costs: Marquette 


Welders will make a butt weld two 
pensation plan was reasonably satis- feet in length for only | cent com- 


factory, the chances are that with a rea- pared to 3 cents for D.C. machines 
sonable modification to meet increased and 32 cents for oxy-acetylene weld- 
living costs, your plan is stil] operable. ing. 

(2) Many companies, the nature of 
whose business is rather radically 
changed or who are not happy with their 
pre-war plans, must and should com- wy 
pletely reappraise their program. (3) 
Sales compensation plans should not be 
reviewed until sales goals have been es- 
tablished, selling policies developed as 
well as the sales tools we expect to use 
to reach the goals.” 





¥ 





Write to Marquette for Details! 









REGISTERED U.S, PAT. OFFICE 







EQUIPMENT 


A.C. ARC WELDERS - ELECTRODES 
Mr. Lathrop also mentioned the pos- 


GAS WELDING And CUTTING EQUIPMENT 
sibilities of a salesman’s union. “The MARQUETTE MFG CO. INC ACETYLENE GENERATORS - ACCESSORIES 
salesman is so much of an individual- 
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KEY = 
busine 
custor 
GRAPHITE PASTE rani 
gain ij 
Will Not “Freeze” in Pipe Joints= p 
real p 
That Means Repeat Business for You 
A Key Graphite Paste seals and lubricates pipe joints at the 
same time. The joint, when sealed with Key, is absolutely tight, 
yet will never “freeze"”—when necessary, it can be opened Bas 
in a jiffy. When once your customers become acquainted with ‘re 
Key, they will use nothing else—that means good, profitable ve 
repeat business for you. a 
¢ 
Key's year-round national trade paper advertising, plus a Divisi 
liberal sampling plan, is designed to acquaint your customers guide 
with the many benefits of Key Graphite Paste and help you ou 
make that initial sale. vie | 
a , ‘ , pacity 
Tie in with this promotion! Tell your customers you are Even 
headquarters for Key — the brand that will oppor 
open the way to profits for you. : 
OR nearly two wired 
decades, ESICO | tions 
has stood for superb ’ 
quality and over-all value 
economy in solder- 
a carmens. She Mr. 
name ESICO on : 
your soldering tools guide 
eS 2 9g 
rupted service. i 
triel. plants city ESICO — the aed 
everywhere. mame that assures since | 
you of satisfaction. h 
Write Today for _ 
plete nae a who 
oo SES | me 
| y 4 Square, Straight Tapping | prove. 
| in HALF THE TIME |”, 
| ‘tents measu 
| Seares 
A real | time-séter, “is to 
fren ond ote tors th 
leaves operator's 
hands free for work. of sale 
ESICO The to 
SOLDERING IRON | likely 
CONTROLS in stat 
the ser 
line. . 
Positive TIP ¢ ~ ply a” a men tc 
cannot fall below solder- W - t T Hel i Y researt 
ve eal &“ 
ESICO PUNCHES The Dahlstrom Tap Guide prac- h ™ 
SOLDER POTS a ‘hen tically eliminates tap breakage, and the mi 
const pom ng Ba turns out uniform work. Just fasten ence a 
hammer close corner it to a post or bench, slip a Tap repres 
betes thinner round Adaptor into the spindle, and turn and a 
flange ey latieg tank the handle. Equipped with seven eat 
Adaptors from 8/32 to 4%” (taps emse 
© tae SUITNRY teat Cadcuecnowen. mot furnished). Table 6” x 1044”, Mr. 
tunities are unlimited. Each Punch has individual 7” opening. Literature on request. of som 
cra eh ae en aah | aed te Lag Maine Bp Magee | sure « 
Anished work sell them WHITNEY Punches. Send | DAHLSTROM MANUFACTURING CO. | descril 
F 424 South Sixth St. Minneapolis 15, Minn. firm. ‘ 
° a) 7A upon ¢ 
W. A. Whitney Mfg. Co. | F277 TAP GUIDE Bo 
ELECTRIC SOLDERING IRON CO., Inc. 636 Race St. Rockford, Ill. termin 
2747 W. Elm St., Deep River, Cons. RRR ARR Se within 
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ist,” he added, “that he will be difficult 
to organize. Broadly speaking, the most 
fertile field for the unions has been in 
businesses where salesmen find their 
customers highly organized. Should or- 
ganization of the white collar group 
gain impetus, however, I think the or- 
ganization of salesmen may become a 
real problem.” 


Measuring Markets 


Basic guides to the measurement of 
market potential vary according to the 
industry, said A. N. Seares, vice-presi- 
dent and general manager. Systems 
Division, Remington-Rand. Inc. “This 
guide may be anything—electric mo- 
tors, connected horsepower, cubic ca- 
pacity . . . or volume of shipments. 
Even in consumer goods there may be 
opportunities to find such guides— 
wired homes, passenger car registra- 
tions, inside plumbing, median rental 
value of homes and the like.” 

Mr. Seares’ firm found such a basic 
guide in the number of office employees 
in each territory. This is modified by a 
ratio factor for each type of industry, 
since a steel plant with 1,000 employees 
may have only 50 office employees, while 
a wholesaler with 50 employees might 
have 20 in the office. Research has 
proved that the potentials established 
by this method are, accurate. 

There are two dangers inherent in 
measuring markets and potentials, Mr. 
Seares warned. “The first,” he said, 
“is to overlook the human emotional fac- 
tors that are so important to the morale 
of salesmen and their branch managers. 
The too dispassionate analytical mind is 
likely to see this problem as an exercise 
in statistics and to ride roughshod over 
the sensibilities of the men on the firing 
line. Against this danger of bending 
men to what figures say, those who are 
researchers first and salesmen second 
must be constantly on their guard. 

“The other weakness or danger is 
the man who is a salesman by prefer- 
ence and an analyst by necessity. He 
represents the tendency to compromise 
and accommodate until the exceptions 
themselves become the rule.” 

Mr. Seares emphasized the necessity 
of some system of sales control to in- 
sure continued maximum results and 
described the system evolved by his 
firm. “This system,” he said, “is based 
upon active participation by the sales- 


men in measuring potentials and de- 


termining quotas, and gr serene 
within territories in the development of 





the headstock 
For additional profits in small machine 
tools, write Sheldon for details. ag 


Fy: of Sheldon Precision Lathes * Milling Ma 





SHELDON 






TRB-S56 


Precision Lathe 


More Profits with Lathes 


Industrial distributors are finding Sheldon machine 
tools profitable to sell — not only in numbers sold but 
in the worthwhile profit on each sale. 


Only recently announced, the New Sheldon TRB-S56 
has been rapidly making new sales records and setting 
a new standard for lathe performance. 


It has capacity for the great bulk of tool room and 
machine shop work with its 11%" swing, 1" collet 
capacity, 1%" hole thru spindle, 56" bed and equipped 
with a 1 H.P. motor with drive to the spindle thru V 
belts. It has accuracy with carefully machined parts and 


Ri 


new zero inspection tapered roller bearing in 





SHELDON MACHINE CO. Inc. 


— "KNOX AVENUE. chicaco at, ELINOts, ‘u. ‘s. he 
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NOW! HEXAGON anv SQUARE 


. & SHARPE MACHINES AND 
me MANY COLLET CHUCK ATTACHMENTS 


\ 


7 THELOR SQUARE Golets donded for that 
pew job? Then’ say “PRECISION Collets, 
' pleose!” “to. your industrial distributor. 
You'll get them’now when you want them 
" « from stock, And_ you'll get them as 

* you want them .. . ground decd true, with 
‘i ‘@ spring temper that spells assured per- 
formance, a with long life guaranteed. 


PRECISION Collets fitting most popular 
* machines and attachments are stocked in 
ROUND, HEXAGON ond SQUARE sizes. 
* Order them from leading distributors thru- 
out the country, who serve industry well. 


Memo yyy 


DISTRIBUTOR 


WRITE 
TODAY 


for 
discounts 


sales policy, 


and 
complete 
information 


Remember 
the fast mov- 
ing nation- 
ally adver- 
tised line of 
PRECISION 
collets and 
lathe attach- 
ments is sold 
only through 





accoun 
stands 


trol re 
ports.” 


marize 


the industrial . ) a sl |: to the 
distributor. , 


It spells 
PROFITS 
for you! 


Our new catalog of PRECISION Collets and 
tothe Attachments is ready — Write for it! 


4 IKASSONE 


GENERAL DIE AND STA STAMPING COMPANY 
62-272 MOIT STREET + NEW: YORK 12, N.Y 
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ARC WELDERS (eer eh 


wi 
ones 


A Range of Models for Every Welding Job! 


“Job tested” TRINDL WELDERS, outstanding in the welding field 

because of the Simplified Operation and Ruggedness of Design and 

Construction, are unbeatable for practical efficient low cost opera- 

tion. TRINDL WELDERS, preferred for general industrial and 

automotive production, construction, maintenance and repair, are 
available in a range of models for every 
type of shop or welding job. 


DEPENDABLE TRINDL WELDERS, WELDING a 
SUPPLIES & ACCESSORIES ARE AVAILABLE oe ae al 
TO SAVE YOU BOTH... TIME AND MONEY PINE NSF ae statist 
Write, wire or phene today for particulars and catalogs st ac \ | card g 
JOBBER AND DISTRIBUTOR INQUIRIES INVITED ‘ : ; 

Write for Selected Distributor Pian, 


TRINDL PRODUCTS LTD., 17 E. 23rd St. AY, Chicago 16, Wi, STREET sales 
Bee eer ye territe 
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accounts. This system, like a tripod, 
stands firmly on three legs: (1) de- 
termination of the statistical relation- 
ships between the number of office em- 
ployees and sales potential by type of 
business; (2) intelligent planning of 
the sales day in advance; (3) a well- 
organized but simple visible sales con- 
trol record and series of summary re- 
ports.” 


Daily Progress Charts 


Salesmen are provided with pads of 
daily progress charts, each dated and 
imprinted with a calendar for the cur- 
rent month and the month following for 
convenience in making appointments. 
Daily postings are few and simple: 
firm name, person seen, data on what 
was discussed and accomplished. Each 
day the salesman turns in a chart to the 
branch or district office where it is sum- 
marized by a statistical clerk and posted 
to the daily record of salesmen’s activi- 
ties. 


The daily record of activities enables 
the sales manager to evaluate the 
strengths and weaknesses of salesmen. 
At the end of the month these reports 
are totaled and supplemented by figures 
from the local sales order register and 
sales control system, and a monthly 
summary of salesmen’s activities and 
progress development is prepared. This 
is sent to the general sales manager 
with comment on the performance of 
each man. After analysis by the gen- 
eral sales manager, general manager 
and interested line sales managers, the 
report is returned to the branch sales 
manager with suggestions. 


The visual controls include visual 
forms with pockets for each active ac- 
count. Signals indicate percentage of 
quota sold, month of last call, month of 
last order. In addition, the firm uses 
tabulation equipment to accumulate 
commission statements, commodity sales, 
distributions and other types of infor- 
mation. Each branch manager main- 
tains a visible record of the progress 
of each salesman showing: name, terri- 
tory number, year hired, whether or not 
he has a debit balance, and percentage 
of quota sold. Pockets contain cards 
showing sales by lines, past sales in 
relation to quotas, changes in market 
potential of territory and other basic 
statistics, In the upper half is a split 
card giving dat> about salesman’s back- 
ground, and a monthly recapitulation of 
sales and financial operations of the 
territory. 








ESSENTIAL TOOLS 
for all types of manufacturing 









© MACHINISTS BENCH 


© COMBINATION PIPE 
@ COACHMAKERS 
© WOODWORKING 


© SOLID NUT 
CONTINUOUS SCREW 


© QUICK ACTION 


© LIGHTNING GRIP 


VISES 














SEMI- 
STEEL 


MORGAN 


Strength—Accuracy—Precision—these are the fundamental features that 
make a good VISE. No matter what line of manufacturing your cus- 
tomers are engaged in they need MORGAN VISES because of these basic 
construction features. MORGAN VISES are essential in all plants and 
you can build a business that will pay WELL by selling them. Get the 
MORGAN Story now! 











Reputation established through years 
of performance of a name identified 
product, is the only protection the 
buyer is going to have in a market 
flooded with new products, experiments 
and exploitation. 










We are proud of the name 


HAND POWER TOOLS FOR CUTTING, BOLTS, 
RODS, WIRE, CABLE, CHAIN, FLAT STOCK, ETC. 


H. K. PORTER, INC... 74 FOLEY STREET 


SOMERVILLE, MASS. 
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for use 


@ around machinery 
@ on wet floors 


@ in shower, locker 
and wash rooms 


© on ramps 


PROMOTES SAFETY 
REDUCES FATIGUE 
FURTHERS SANITATION 
wearing. Beveled nosing on all sides. 
also 


AMERICAN COUNTER-TRED MATTING 
AMERIFLEX HARDWOOD LINK MATTING 


H mee Suter 


end fist of in- 
from 


1799 Adams St., Toledo 2, Ohio 


ELECTRIC FURNACES 


Dealer cooperation has been an impor- 
tant factor in the growth of our business. 
That's why we advertise TEMCO fur- 
naces nationally on a "See your dealer" 
basis and refer inquiries to 
cooperating supply houses. 
We intend to continue this 
policy. 





Shown here is the new model 
CEA. Inside dimensions 434 x 4% 
x 6 priced at $80.00 for 115 V. AC. 
This furnace operates continuously 
at 2000° F. and the stepless heat 
control permits any temperature to 
be selected and held automatically. 
Our complete line includes four 
models priced from $50.00 to 
$194.00 with muffle sizes up to 6” x 
5” x 10”. These furnaces are de- 
signed for heat treating and small 
unit production in tool and die 
shops and industrial plants. 


WRITE FOR COMPLETE 
JOBBER INFORMATION 


497 WEST LOCUST ST., DUBUQUE, IOWA 


THERMO ELECTRIC MFG. COMPANY 


Thee 3 gator iat eee a 


‘Other MRRO Dioda 
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Sold only throuah jobbers 
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New 
; 
- Products 
(Continued from page 109) 





equipped with parallel hose nipples. 
The position of the button permits the 
operator to rest his wrist on the table 
or work surface if desirable. Two of 
these valves, connected in series, provide 
safety machine control if so connected 
that pressure on both is necessary to 
actuate the machine and the valves are 
located away from the press ram or 
machine blade. Travel of the button, 
from fully closed to fully open position, 
is approximaiely 4 in.—Mead Special- 
ties Co., Chicago.—Mu.t Supp.ies, Feb- 
ruary 1947. 


Lapping Machine 
Precision Flat Surfacing 


4 Fy! ays: ; 





— ‘ RR ca gta 
- ss. ag ety 





ba ks ee 


RECENTLY INTRODUCED is a new flat lap- 
ping machine tool for producing flat 
planes necessary in sliding and rotating 
parts, air- and liquid-tight seals, flat 
surfaces of plastic molds, drawing dies 
and pressure pads. For single piece 
lapping the operator holds the piece on 
the revolving lapping plate and directs 
its motion with his hands. Production 
quantity lapping may be accomplished 
by using standard or special holders. 


LAMINATED SHIM COMPAN 


INCORPORATED 


58 Union Street ° Glenbrook, Conn 














« FORD".§ 


742 West First Street 


Davenport lowa 
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Hundreds of Uses 
for this 
Mill Supply Standby 


In plants, factories, mills and shops 
everywhere, enginéers, mechanics and 
repairmen have daily uses for Smooth- 
On No. 1 Iron Cement. For well over 
50 years this has been their old reli- 
able repair standby for stopping leaks, 
sealing cracks, tightening loose parts 
and fixtures. 

Don’t risk letting customers down 
by — to have Smooth-On when 
they need it badly. Keep your stock 
filled for any emergency. Carry not 
only many-use Smooth-On No. 1, but 
other special-purpose Smooth-On 
Cements, as well. Have your salesmen 
remind their customers and check on 
their Smooth-On stocks. Remember 
—there’s mever a substitute for 
Smooth-On!* 


THOUSANDS OF 


7 8 Fr E 40-PAGE 
HANDBOOKS 

Requests running into 
thousands come month 
after month for these 
popular pocket-size re- 
pair manuals. Over 
1,000,000 copies already 
put in circulation. Every 
copy sells more Smooth- 
On. Keep supplied with 
these books for your sales- 
men to distribute to their 
trade. Write us today 
for free copies. 


SMOOTH-ON MFG. CO., Dept. 258 
570 Communipaw Ave., Jersey City 4, N. J. 





Say to Your Customers: 


Do it with 


SMOOTH-ON 


IRON CEMENT 
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The ELK 


Universal Precision 


TOOL HOLDER 


ONE ELK DOES 
the work of 
TEN single pur- 
pose tool 
holders 














You sell SAVINGS 
when you sell the ELK 


Here’s your opportunity to render a 
time-saving service to your customers 
at a profit for you. Here is a tool 
holder that saves both machining time 
and tools because it simplifies set-ups 
and is adaptable to all kinds of work. 
At a cost of just a little more than one, 
the ELK DOES THE WORK OF TEN 
single purpose tool holders. 
Adaptable to lathe, pl and shap 
operations, as well as for round bor- 
ing bars.* Furnished” with a Super X 
Ground Bit and Box Wrench. 


Attractive territories still available. 


ELK TOOLS, INC. 
96 Warren St, NEW YORK 7, N. Y. 




















Caulking 


Guns 


with CARTRIDGE 
se: REFILLS! 


OMS evita” = Caulking guns 
feature the new “Cleer-flo” 
one piece tapered nozzle— 
no strain, no sli 7 no 

e “Vital 








fo fit any job— 
Nozzles 1/16" up 


Write today for distributor 
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wa, FLAT 
Tim |SCREW DRIVER 


BITS [ieee 





Next 


Lifter 

in this compact If } 
handle and n 

depar 

one di 

needs 

‘Load. 

“SOCKET SCREW” HIT within 
with interchangeable bits a 
ities, | 

For men who like to have a will fit 
complete supply of tools, yet If h 
dislike bulk and confusion, the will w 
Hallowell “Socket Screw” Kits he ne 
are the answer. Their hollow, lift all 
durable plastic handles hold in- with | 
terchangeable steel bits for most attent 
all purposes . . . Phillips, Hex P Ort « 
and Flat. They each have a — 


swivel bit-chuck, which locks 
securely in five positions. rell 


The “Socket Sctew” Kit comes about 

in 2 sizes: small #25 Kit; and ted 
# it. : 

the large #50 Kit Hoist 


Other Hallowell Kits: “Socket possib 
Wrench” $ “Auto” ; “Home”. 


Give 

Write for literature and our in- copy 
teresting, profitable dealer offer. 

Kits: Patents Pending [ maxweLt 

An ideal gift or prize. i 

Over 43 Years In Business ae 


STANDARD PRESSED STEEL CO. | MANNE 


JENKINTOWN, PENNA., BOX 519 Seliders 
Boston * Chicago * Detroit * Indianapolis ford, tif 
St. Louis * San Francisco ane 








_UMI | 


Willing worker 


Next time you meet someone 
with the world’s worst load-lifting 
problem, tell him about the ‘Load- 
Lifter’ Electric Hoist. 


If he has capacity loads to lift 
and move from department to 
department or from the end of 
one department to the other, he 
needs this rugged hoist. The 
‘Load-Lifter’ easily lifts any load 
within its capacity and, it comes 
in such a wide variety of capac- 
ities, there’s sure to be one that 
will fit his needs. 


If he’s in need of a hoist that 
will withstand the hardest service, 
he needs a ‘Load-Lifter.’ It will 
lift all day long, day after day, 
with the minimum amount of 
attention. If low head room is 
part of his trouble, he'll find a 
‘Load-Lifter’ to take care of that, 
too! 


Tell your prospect these facts 
about ‘Load-Lifter’ Hoists and be 
sure to tell him the special fea- 
tures built into a ‘Load-Lifter’ 
Hoist that make all these things 
possible. 


Give your prospective customer « 
copy ef Catalog No. 215. It's a big 


ee LOAD LIFTER 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, “Budgit’ and 
Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


All gears and bearings of the new ma- 
chine are sealed for life, requiring no 
lubrication. Floor space required is 
19 x 19 in.—Spitfire Tools, Inc., Chi- 
cago.—Muitt Suppuies, February 1947. 


Centering Pilot 
High Speed Threading 
‘ 


DESIGNED FOR SPECIFIC USE on one man- 
ufacturer’s chaser pipe threading and 
cutting off machines, a new centering 
pilot has been developed to provide 
true centering of pipe with die head and 
to assure concentric threads at higher 
threading speed. The spring pilot is 
bolted onto the rear of the cross rail 
and, since this necessitates removal of 
the cutting off slide, the machine is lim- 
ited to threading only when equipped 
with the pilot. Only the rear chuck of 
the machine is used to grip the pipe 
during threading, as the spring pilot 
forms a center in the bore of the die 
head. In operation the pilot is forced 
forward by a spring and engages the 
bore of the pipe prior to the pipe ad- 
vancing to the chasers. The 10-degree 
angle of the pilot permits its use on 
different wall thicknesses, and when the 
pilot is changed for different pipe diam- 
eters it is only necessary to remove one 
screw in the center of the pilot.—Lan- 
dis Machine Co., Waynesboro, Penna. 
—Miit Suppuies, February 1947. 


Tube Fitting 
Self-Flaring 


ANNOUNCEMENT OF A NEW two-piece 
self-flaring tube fitting has been made 
by a manufacturer who claims for the 
product the advantages of both compres- 
sion and flared fittings, without the 
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NUTS SCREWS 
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FAST SALES... 





usua 
REDUCE be 
VOLUME SALES tubit 
THE NUMBER mon 
to every compan a wit 
ed a sid Alm AND TYPE OF Bay 
j andiing Box cars: made 
: CONVEYORS The 
Car Door thang ® wy by s 
labor, reducing "acer YOU NEED WITH 
ents, speeding loading e 
and unloading sched Ferguson - 
ules. The Proctor and Pp 
Ginnatt,eayet Wo beve | MMOL) ML LMCOh Aa = * 
we taped - re r le te 
# 0 “: > ee wean 9 onveyo shap 
means that we will order Conr 
these openers for our 
plants and mills all over L 
Cl 0 i} os 6 the country: This dual-purpose gravity roller con- at 
e Reasonably priced for veyor handles large packages in “SET Li 
— sales, generous HIGH" position . . . and by simply 
Se a Se turning it over... handles small 
Ww | T H m A n y Only $22.50 Each available. Write us to- packages within the protective side 
F.6.8. Bewersten °°" gvord rails in the “SET LOW" position. 
R D U A n T A G E 5 Its ‘two-in-one"’ construction reduces 
MINING SAFETY DEVICE CO. the number and types of conveyors you 
require . . . saves time and money. 
DEPT. MS-2 Bowerston, Ohio Write for detailed information, today. 


——-- yer Nor 














In ''SET LOW" position — 
channel side-rails form a 
protective guard. 





fo account opener that 
builds volume — and profit. Many 
industrial’ applications. For air, oil FLUXES 
and coolant lines on machines. FOR SODERING 
Many advantages. Exerts uniform 
clamping pressure ... will not 
collapse or distort thin wall tubing These Items SELL 
.- extra long take up — reduces 
inventory requirements ...easy to 
install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 


<@ All around flux in 


SIMPLY 


packed in metal or 
glass container. 
rey Formula 
- for al 


metals “TURH-IT-OVER® 
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WHEEL © PORTABLE BELT + BELT 
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135 WEST AVE., JENKINTOWN, PENNA. 


6731 BRYN MAWR AYE 
CHICAGO 31, IkL 
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usual disadvantages of either. It may 
be used effectively with various metal 2. 

tubings, including copper, aluminum, resenting 
monel and steel, as well as plastic, in 

a wide range of wall thicknesses. Plain END M: LLS 


end tubing is inserted in the fitting and 
made up in the conventional manner. 
The tube is self-extruded and self-flared 
by simple wrench action during the 
make-up. The fitting is so designed that 
the nut, body and thrust collar combine 
to produce the same positive action as 
an extrusion press. Size range is from 


i 
1, to 34 in., in all usual commercial by R E LTO oO L! 


shapes.—Brockway Co., Naugatuck, The — ae .-.in a complete range of styles 
Conn.—Mitt Suppuies, February 1947. oe 






© ‘SHOCKLESS"’ Center Drills and sizes... 
— Regular and Bell Type 
Ladder *ONs ans Sell Type In addition to its established lines of Reliable Metal Cut- 
Light Saft @End Mills ting Tools, Reltool now offers you End Mills of finest high 
i ——— speed tool steel... accurately made, and scientifically heat 
© Circular Saws treated and case hardened for long life. They are made in 
pb eons | iid single and double-end types, in small and large diameters, 
© Formed Tooth Saws with 2, 3 and 4 flutes, and with straight or ball-ends. 
© Side Chip Clearance Saws 
pt erase Bony Ask about the Reltool Franchise 
otary Shears and Special . 
Saws made to Order Choice territories are still available to Industrial Distribu- 
©Cut off Blades 
@ Lethe Mendrete tors whe can provide Adequate Sales Representation for 
© Keyseat Cutters the fast growing Reltool Line. 


RELIABLE METAL CUTTING TOOLS 


710 WEST MICHIGAN STREET ° MILWAUKEE 3, WISCONSIN 


(PRE 














A Modern Catalog 


Is Your Best Investment For 
The Future of Your Business 






¢ Tools Made of HIGH 
SPEED STEEL, are priced 
in red. 


¢ Nationally Advertised 
Lines are tied-in with 
manufacturers advertis- 
ing by use of their trade- 
marks. 

¢ Action illustrations dem- 
onstrate the use of many 
products. 

¢ Every Catalog is Printed 
from New Plates. 





ea RB as aes 

A NEW LIGHT-WEIGHT, completely col- 
lapsible ladder has been placed on the 
market. Made of aluminum tubing and 
extruded section aluminum side rails, 
it weighs approximately 40 percent less 
than the conventional wood ladder. 
When not in use, the two side rails fold ' - 
together and the rungs fit completely \\ }- | \\ I} t it (5 Ne Vit I; b } » t NC J 
within the extruded sections, making it pee y 

easy to store and carry in close quarters. 
Open, a 20-ft. ladder measures 20 ft. by 


C9 OI <= PF i we SF 








610 W. VAN BUREN ST. CHICAGO 7, ILL. 
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Evactly the 
RIGHT SLING 
yor any 

Bai (Cale) :: 


Save money on slings! 
Speed up work! Cut han- 
dling costs by having ex- 
actly the right sling type for 
every lifting job! 

Trylon Wire Rope Slings 
are highly adaptable, easy 
to use. Interchangeable 
accessories assure greater 
—_ and lifting efficiency. 

hey’re easy to hook on to 
any load, easier to release. 
Famous Pres-Tite cold 
forged sleeve connectors 
assure maximum strength. 
Each unit is not only en- 

ineered for 4 times its rated 
oad but actually safety test- 
ed to twice the rated load. 

Patent =o catalog of 4 
sling and 3 accesso pes. 
Handy Trylon Sling” Kit 
(see below) contains needed 
units for every light load 
lifting requirement. 

ne 








: 


WIRE & CABLE DIV, WIND TURBINE CO. 


WEST CHESTER, PA. 


TRYLON 
ULE74 Kafe 


SAFETY SLINGS 


FLOATS by 
HARRIS 


* stainless steel * copper ° steel 
*monel * nickel * aluminum 
° everdur 


% Industry continues to buy HARRIS Floats 
—the need is gee today than it has ever 
been for building, repair, and replacements. 
For more than 60 years HARRIS has supplied 
products that always meet requirements . . . 
tanks, colls, bends, expansion joints, kettles 
dippers, evaporators, heaters, coolers, and 
chemical apparatus, HARRIS Products assure 
good sales volume for distributors. 


ARTHUR HARRIS COMPANY 
210-218 N. Aberdeen St., Chicago 7, Ill. 






































© Ball Bearing Swivel 
® Double Ball Race 
© Non Binding Type 


High pressure lubricating fittings in 
wheels and hangers. Grease retaining 
chambers. Large balls in upper, outer 
races take load as well as side thrust and 
both races are protected from dust and 
water by overlapping lips. This is one 
of several casters of improved design 
manufactured by Buffalo Cester. Write 
for catalog. 


Buffalo Caster & Wheel Corp. 
182-6 Breckenridge St., Buffalo, N. Y. 
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HACK SAW BLADE 


Here's the original, time- 
a a's 

a at io a e hness 
gives these blades thelr outsta 
performance. They are gauged 
checked throughout every step of thei 


manufacture and given a stiff bending 


pounds test before you get them fa 


sale. HY-FLEX meets today's demand 


for a medium priced blade which | 
extremely flexible, yet has the 
ness that assures Yong service 





Here's a Whale of a blade of a 
cial enalysis molybdenum, high sp 
steel, that gives unusual cutting 
ice. Can be used at the same c 
$ as tungsten and deliver p 
tically equal performance. | 
want to YYTy outstanding 
on stubborn cutti jobs, 
WHALE BRAND HY-FLEX and MO 
BLADES, and you'll deliver it. 





falter 
remair 


Mat 
light e 
with p 














REPLACE DANGER 
with SAFETY 


When your customers place DIETZ 
LANTERNS on guard for regular 

ergency use, they faithfully guide 
e@ way, night after night, without 
failure or diminishment of light. 


DIETZ LANTERNS will not fail or 
falter as long as a drop of kerosene 
remains to burn. 


Many models will give uninterrupted 
light and safety for an entire ste 
with plenty of oil to spare. 


A DIETZ LANTERN can be set for 
maximum candlepower or for a pin- 
point of light. 


Now supplied in terne coated steel, gray 
enamel finish. 


DIETZ 


— 


‘ 


R.E. DIETZ COMPANY 
‘ NIT 
NEW YORK 


840 





Output Distributed Through the 
Jobbing Trade Exclusively 





2%s in. by 15 in., and when closed it 
takes up less room than a 2 x 4 timber. 
A simple snap action locks the ladder 
firmly and safely in open or closed 
position.—Gepfert Ladder Co., Cleve- 
land.—Miu Suppuiss, February, 1947. 


Air Conditioner 
Spray Regulation 


4 
y 

en 

wees: 


$ are 


A MANUFACTURER OF PAINT SPRAY out- 
fits is now shipping as standard acces- 
sory a newly developed air conditioner 
which, it is claimed, offers several ad- 
vantages over conventional types. It is 
equipped for two-gun operation and 
passes 30 cu. ft. of air per minute at 60 
psi operating pressure. Oxygen-type 
forged brass regulator and an extruded 
aluminum tube assure long life. The 
regulator, the heart of any air condi- 
tioner, is designed to handle many times 
the working pressures encountered in 
normal service. Use of an extruded alu- 
minum tube instead of the usual steel 
tube eliminates possibility of rust or cor- 
rosion. All outlet fittings are 14 in. 
standard pipe thread, and the inlet fit- 
ting is 34 in. standard pipe thread.-— 
Black Mfg. Co., Baltimore ——Mu.. Svr- 
pLies, February 1947. 


Drill Head 

Eight Spindle 
SAID TO INCREASE THE PRODUCTION drill- 
ing capacity of single spindle drill 
presses eight times, an eight spindle ad- 
justable drill head is now available. 
Quickly and easily attached to any drill 
press, the new head will drill eight 
holes at one stroke in any hole pattern 
on or within a nine-inch circle, accord- 
ing to the maker. Positioning of the 
spindles to any hole pattern is accom- 
plished by loosening one nut on each of 
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Hard Working 


PROTECTION 


Hodgman Industrial Aprons 
and Garments for Safety 
and Efficiency 


Hodgman protective cloth- 
ing Is ruggedly constructed to 
provide maximum protection, 
comfort and cs wear to 
workers In all fields. Fabrics 
are coated in our own plant to 
make individual garments 
peg resistant to water, mud, 
acids, caustics, abrasives, 

reases, olls and other harm- 
ul agents. 


No. 3062 Waders (above) af- 
ford sturdy, comfortable pro- 


No. 7071 


tection for men working In wet jp 
or muddy places. | a 


No. 7071 is a black apron for | 
general industrial and wash 
rack use. Also made in No. 
7160 to resist fats, oils, greases --~ 
and most solvents. 

No. 7100 is a long-wearing 
black apron especially resist- , 
ant to dilute acids and abras- * 


lon. No, 7100 
Send for complete catalogue 
information about Hodgman 

Industrial Aprons and Garments 


HODGMAN 


Rubber Company 


FRAMINGHAM, MASS 












the KET T UNIVERSAL SAW 
























Ada the fast selling KETT line now. 
These sturdy tools sell fast .. . offer 
real sales possibilities. Write now for 
complete information and Bulletin C. 

Zipping through sheet steel, alumi- 
num, plastics, plywood, cast iron, etc., 
this wonderful new hand tool makes 
light work of time-consuming, difficult 
jobs. It has hundreds of time-saving 
applications in every plant. Cuts con- 
tours or straight lines cleanly, leaving a 
milled edge that — no filing, 

N 


The KETT TALL REACH 
WOOD BORER 





Drill holes up to 244" in diameter any- 
where... at any angle... high up... 
low down ...or in hard to reach cor- 
ners. This ingenious, brand-new time 
and trpuble saver easily peys for itself 
on the first two or three jobs. Sells 
itself to electricians, maintenance 
men and others. 



















SURVIVAL OF THE FITTEST 


When war smothered the country with shortages, only the 
Fittest companies survived the famine. They were the ones 
whose purchasing agents had bought quality merchandise during 
lush years of plenty. 


When it comes to rope making the importance of quality is 
profound . . . always buy Fitler . . . this 143 year old name is 
your guarantee of a top quality product. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 
Manufacturers of Quality Rope since 1804 


NEW YORK © CHICAGO e LOS ANGELES * 








PORTLAND 




















New Handees All Steel 
TRUCKS FOR 
the WHOLESALE 
MARKET 


Model 48—$21.95 list 


= ‘? Distributors can really get their teeth into these 
Bag and Box Trucks. READY FOR IMMEDIATE 
SHIPMENT from stock. Height 45": nose 9 x 14. 
Tapered frame. Wheel guards. 8 x 2” solid ° 
rubber wheels of unusual resiliency and dur- 
ability. Chrysler Ojilite bearings. 800 lb. ca- 
pacity. 


Model 44T — $16.95 List 


This is another exceptional truck that gives 
wholesaler’s salesmen a lot to talk about. DUAL 
5” rubber wheels make it very easy rolling— 
easy to handle. For bags, boxes, cartons. 46” 
high, Nose 9 x 14. Capacity 600 lbs. IMMEDIATE 
DELIVERY. Over 15,000 Handees trucks on the 








Model 
48 





market. 
fom HANDEES CO. 
Dept. MS-2, Bloomington, Illinois 
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the Jocating arms, setting the spindles 
and tightening the nuts. Housing and 
gear casing are of high strength alumi- 
num alloy, and universal joints are of 
heavy duty, high-torque block type con- 
struction Commander Mfg. Co., Chi- 
cago.—Miutt Suppuirs, February 1947. 


Wet Grinder 
Improved Model 





INCORPORATION OF IMPROVED BEARING 
seals, motor mounting and settling 
chamber features the grinders of an 
established manufacturer. They are be- 
ing made in double-end models (illus- 
trated), as well as single wheel and 
combination wet and dry wheel models. 
The motor is mounted on the rear of 
the pedestal with a v-belt drive to the 
spindle. The pump is of the self-prim- 
ing type with individual control valve 
for each wheel. Wet grinders are made 
in sizes for 10, 12, 14, 18, 20, 24 and 
30-in. wheels—The Hisey-Wolf Ma- 
chine Co., Cincinnati, O—Mu. Svup- 
PLIES, February 1947. 


Auger Bit Set 
Interchangeable Heads 





INCORPORATING A NEW PRINCIPLE of sin- 
gle shank and several sizes of boring 
heads, a new auger bit set is now on the 
market. The two available sets consist 
of an 814 in. shank with six boring heads 
from 5% to 114 in. by eighths, or with 
1] heads from 5% to 1% in. by six- 
teenths. Both sets are available with 

























*PRECISION BRAND 


SHIM STOCK 


CONVENIENT TO USE 


4 IN 1 ASSORTMENT 

BRASS or STEEL > 
a Contains an assortment in most 
ia ~=popular sizes of Precision Brand 
m™ Shim Stock. 4 separate thick- 
nesses 6x50” each. Total 1200 
square inches. Put up in easel 
type display dispensers cello- 
phane wrapped. 


yor - 
WF, TIME 


e WASTE 
¢ BOTHER 













t SHIM RACKETS 

BRASS or STEEL 
Flat Stock—Total 6 Pieces. Each 3% x6” 
—120 sq. in. 2 pieces each .001, .002, 
.003. 48 packets to the box. 


SINGLE ROLLS 
BRASS or STEEL 
Single rolls 6”x100” 
each. 600 sq. in. to. 
the carton. All popu-) a * 
lar thicknesses. 
Cellophane wrapped— |" 
moisture-proof. H 


SHIM STEEL 
HEAVY SIZES 


6”%x100" and 12”x120” in 200 Ib. 
test corrugated paper cartons. Thick- 
nesses up to .031”. Complete range. 


CONSULT YOUR JOBBER . 
PACKAGE GOODS DIVISION 
PRECISION STEEL WAREHOUSE, 


4425 WEST KINZIE STREET . 


INCORPORATED 


CHICAGO 24 ILLINOIS 





























FOR OVER 50 YEARS 


GL 


FIRE POTS 
AND BLOW TORCHES 


C&L Fire Pots have every quality required to 
make them efficient, durable and convenient. 
No. 22-A They are substantial, rugged and compact. 

For more than half e century C&L Fire Pot has been recognized 
as the leading fire pot in the industry. Skilled workmanship and 
research engineering have combined to produce multiple-use fire 
pots that can take it— under any conditions. 


Distributed through leading jobbers everywhere. 


LAMBERT MFG. CO. 
LOUISVILLE 10, KY. 


CLAYTON & 
1716 DIXIE HIGHWAY. . 
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BUSY MECHANICS 
NEED THIS HELPER 


. . . electricians . . . tool and die makers 

. machinists . . . cabinet makers... 
vocational and training schools offer 
many good paying prospects for this effi- 
cient system to keep drills handy for 
instant use. 
No. 13 for drills 1/16 to 1/4 
No. 20 for drilis 61 to 80 
No. 21 for drills 1/6 to 3/8 

: 26 for letter drills 

No. 29 for drills 1/16 to 1/2 
No. 60 for drills No. 1 to 60 


No. 72 for drilis No. { to 60 also 12 taps 
No. 16-A for Morse Taper Drills 33/64 in. to 3/4” 


by hs 
No. 16-8 for Morse Taper Drills 49/64 in. to ft in. 
by 64ths 


HUOT MFG. CO. 
129 E. 10th St. St. Paul (1) Minn. 
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t 
Batis a a 
The spring in the handle 
puts an extra push into 
the sale of this “Yankee” 
Driver. The“quick-return” 
feature keeps the bit in 
the screw slot, helps one 
hand do the work of two, 
easier and faster. Gives 
you an “extra” to talk 
about that’s a real talking 
point any place where the 
assembly line needs an 
extra push. Ask your men 
to show a “Yankee” 
Spiral Screw Driver... 
and let it earn its weight 
in orders. 


Quick-Return Style 
Nos. 130A, 131A, 135. 


Standard Style (without 
Quick-Return Spring ) 
Nos. 30A, 31A, 35. 


Accessories available: : 
Extra Bits, Drills, 


: i 
Sockets, Countersinks. . 
Write today for a copy of the 
“Yankee” Tool Book 
YANKEE TOOLS NOW A PART OF ae 
* 


THE TOOL BOX OF THE WORLD 





NORTH BROS. MFG. CO. 
Division of The Stanley Works 
Philadelphia 33, Pa. 



















Febrt 


Ser 
Su 


ANNC 
years 
new | 





straight shanks for bench drills, drill 
presses or portable drills, or with 
square shanks for use in hand braces, 
and both sets are packed in two-color 
plastic cases. The manufacturer claims 
that the augers require no forward 
pressure even when working in the 





a hardest woods, due to an extra long 
4 cutting edge and a specially designed 
j lead screw that pulls the tool through 
as the wood.—Bruno Tools, Beverly Hills, 
4 Calif—Mi.t Suppuies, February 1947. 


Bee 


Masonry Drills 
Carbide Tipped 








For DRILLING NON-METALLIC MATERIALS, 
a new line of carbide tipped masonry 
drills has been announced. The manu- 
facturer claims a substantial time sav- 
ing over ordinary steel drills in cutting 
concrete, brick, tile and slate in addi- 
tion to elimination of premature drill 
wear and noisy repercussion hammer- 
ing. Available in offset and straight 
shank styles, the drills have a diameter 
range from .198 to 1.535 in.—Vascoloy- 
Ramet Corp., No. Chicago.——Mu.. Svup- 
pLies, February 1947. 


Surface Grinder 
Hand Operated 


As A SUPPLEMENT TO A LINE of hy- 
draulically operated surface grinders, a 
hand operated tool room surface grinder 
has been announced by the manufac- 
turer. Among advantages featured are 
smooth, easy table action; hardened 
} gears running in needle bearings and 
driven by a 16-in. convenient hand- 
wheel; hand-scraped, gravity-lubricated 
’ ways; cartridge-type direct drive spindle 
} with precision ball bearings; and one- 
piece base and column support construc- 
tion. Working area of the table is 61% 
by 1934 in. with maximum work height 
of 12 in. using the standard 7 by % 
by 144 in. grinding wheel—DoALL 
Co., Des Plaines, Ill_—Mitt Suppuies, 
February 1947. 


Screw Drivers 
Suction Pickup 





ANNOUNCED AS THE RESULT of over five 
years research and service testing, two 
hew power screw drivers have been in- 












































WELDING TORCH W-45. 
Strong and sturdy, 14 inches long, 

yet light in weight—only 17 ounces. 
Has lock control for continuous weld- 
ing. Cuts oxygen and acetylene cost '4. 


BLOWPIPE C-46. Has good balance... 
Comfortable grip . . . Closed hand releases 
gas... Open hand cuts it off . . . Reduces 
idle flame fire hazard . . . Works perfectly 
with natural gas, factured gas, but 
and compressed air. 

WELDING TORCH W-46. Has long lever 
for closed hand or finger-tip gas release or 
cut off. Allows wider operation range. 
Weight 14 ounces, length 13 inches. 


Meet all Underwriters Requirements 














WELDIT avtomatics are daily 
cutting costs, reducing firehaz- 
ards in many of the world’s 
largest industrial plants. Some 
distributor territory still avail- 
able. Write today for free 
descriptive bulletin. 











SOLD ONLY THROUGH DISTRIBUTORS 


THE COLUMBIAN VISE & MFG. CO. 


9025 BESSEMER AVE. - CLEVELAND 4, OHIO 











THE WORLD'S LARGEST MAKERS OF VISES 
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HERE’S AN 
) Here are hundreds of arc welders available for 
ARC WELDER P immediate delivery. At WAA’s low prices, 


no shop, however small, need be without a welder. 
And no shop is too big to fill its requirements 


> OR YOU hi from this large stock. 


These are standard makes, the products of 
recognized manufacturers—in demand by garages, 


SHOP pes At repair shops and maintenance shops and many 
production lines. Act today. Visit, phone or write 

your nearest WAA Regional Office for complete 

information on the availability and price of the 


e 68 
Minimum machine you want. 


All arc welders are offered subject to prior sale. 





f 
' 
a 


Cost from 
WAA Surplus 












Hobert. Standard models of this make 
available in large quantities and 
most ratings. 








All Arc Welders are subject Lincoln. In all models and most rat- 
tions. VETERANS SOF WORLD WAR T WAR fi ‘are ings. Many in the popular 300-400 
ministration Certifying Office serving aah Ampere size. bs 
area and then to purchase the material offered ee ed 
I rs os 
Exporters: Your business is solicited. If sal Westinghouse. Portable models avail- 
are conducted a at various levels, you will be able in limited quantities. Electrodes 
considered as a wholesaler. Any inquiries re- and Weldi Rods. Milli f 

, — should: referred to pte Song vagy oon et 
Bitice eth nal Trade, Department of pounds available in all types and 

"Washington, D. C. sizes. 






War Asseré Apa NISTRATION 


Offices located at: Atlenta « Birming- |, GOVERNMENT 4 Louisville « Minneapolis » Nashv’ 
Charlotte \ 


ham «+ Boston « é [} New Orleans + New York =. 

Chacianatt _OWNED / ladelphia + P + Rich- 

Denver + Detroit « Fert Worth Helena y mond «+ St. Lovis SaltLoke City 

Houston Sen Antonio + Sen co 

City, Me. « Little Reck . los Angeles Spokane + Tui Py 
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, ay AYVTINGS and F LANape 
S Ow (ced eOR ALL INDUSTRY 


Fittings and Flanges—'/2” to 24” in size. 
Pressure ratings from 150 Ibs. p.s.i. to 6000 Ibs. p.s.i. 





| te 8 
uv if ue 





WAA has a huge inventory of Steel Pipe Fittings and 
Flanges which must be sold. This material must be sold 
quickly—it is priced low—considerably under current 


Principal inventories are located in: market prices. Don’t let these distress prices lead you 
Cincinnati Portland into believing this is distress merchandise. Actually, these 
Los Angeles Richmond aoe 
New Grisens San Prancicce Fittings and Flanges (and Valves, too) were made to 
New York Seattle strict specifications and are characteristic of the high 


standards common to American industry. WAA has 
made it easy to buy—deliveries are quick—your costs are 
All Flanges and Fittings are sold under existing prior- at a minimum. Visit, phone or write your nearest WAA 


ity regulations. VETERANS OF WORLD WAR II inf - 
are invited to be certified at the War Assets Adminis- ional Offi tod rtinent information 
tration Certifying Office serving their area, and then Regio ond ay to secure = 

to purchese the materials offered herein. concerning your requirements. 


EXPORTERS: ‘Your business is solicited. If sales are con- 
ducted at various levels, you will be considered as a 
wholesaler. Any inquiries regarding export control 


should be referred to Office of International Trade, 
Department of Commerce, Washington, D, C. War Ass 






DYNISTRATION 


4 GOVERNMENT / 
é OWNED J apolis + Nashville » New 


Chicago 7 . oN fj New York « Omahe « he 

Dallas - aaaee + Detrolt + Fort SURPLUS 4 Petana . « Richmond « St. Levis 
Worth « Helena - Houston. Jeckson- ee Salt Lake City « Sen Antonie » San 
ville « Kenses City, Me. « Little Reck SS ee ee 
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‘Wholesalers - Retailers - Exporters 
Hardware and Mill Supply Houses 
Ship Chandlers and Maritime Suppliers 







YA 
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U. S. GOVERNMENT-OWNED SURPLUS 
Built to Rigid Quality Standards 





Here’s your opportunity to fill your 
customer requirements or replenish 
long depleted stocks of turnbuckles in 
a wide range of sizes, finishes, types 
and prices. 

There is insufficient space to list all 
sizes and prices. But you can depend 
on unparalleled choice and ‘“‘below- 
cost”’ prices made possible only by 
huge Government-owned Surplus In- 
ventory F.O.B. 21 convenient loca- 
tions. 


Types illustrated are offered in a wide 
range of sizes and finishes. Samples 
available for inspection at any of the 
WAA Regional Offices listed in the 
box at the right. 











7 Types (Steel or Iron) as illustrated. 
57 Sizes (from 3/16" x 3" to 2Y2" x 48") 


Contact the nearest W.A.A. Regional Office listed below for 
full details regarding sizes, prices, quantities—or send for 





folder. 
EXPORTERS: Your business is solicited. Ifsales wey eer bea chectone Neth Gontne 
are conducted at various levels you will be con- 70 Pine . P.O ae 4129 
sidered as a wholesaler. Any inquiries regarding Stree tie 
export control should be referred to OFFICE New York 5, New York Jacksonville, Florida 
OF INTERNATIONAL TRADE, DEPART- Lafayette Building 535 Griswold Street 
MENT OF COMMERCE, WASHINGTON Fifth and Chestnu. Streets Detroit 26, Michigan 
25,D.C Philadelphia, Pa. Consolidated-Vultee Building 
704 Race Street Nashville, Tennessee 
Cincinnati, Ohio 504 Metropolitan Life Building 
209 South La Salle Street Minneapolis, Mi 
Chicago, Illinois 505 North Seventh Street 
P. O. Box 1037 St. Lovis, Missouri 
Kansas City, Missouri 601 WCW 
728 Fifteenth Street Omaha 2, 
Denver, Colorado 7700 Wallisville Road 
1409 Second Avenve Houston, Texas 
Seattle 1, Washington 500 Welch Building 
East End Fourth Street Spokane, Washington 
Richmond 24, Virginia P. O. Box 4062 
7020 Frenklin Avenve Perfiend, Gregen 
P. ©. Station D 135 West aeeaneten Sent. 
New Orleans, Loutsiane Les Angeles 15, be 





Price Range from .05 to $50.40 each. 
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Single Sheave 





Wood Tackle Block 
For Manila Rope 


Double Sheave 





Steel Tackle Block 
For Wire Rope 





Wood Tackle Block 










Large inventory consisting of wide 
variety of sizes of both wood and 
steel tackle and snatch blocks, some 
for use with manila and some for use 
with wire rope. Most types in single, 
double or triple sheave. 

Offered at attractive fixed prices 
by the following WAA Regional Of- 
fices: Boston, New York, Philadel- 
phia, Cincinnati, Chicago, Atlanta, 
Kansas City, Denver, Seattle, 
Richmond, Jacksonville, Cleveland, 
Louisville, Nashville, New Orleans, 
St. Louis, Dallas, San Antonio, Salt 
Lake City, Spokane and Los Angeles. 

This is a concurrent and continu- 
ous sale. 10 percent of the total in- 
ventory will be reserved to fill orders 





GOVERNMENT-OWNED SURPLUS 





received from Federal Agencies by 
5 p.m. on March 7, 1947. All 
other orders received by 5 p.m. on 
this date will be filled in the follow- 
ing sequence: (1) Certified Veterans 
of World War II; (2) Subsequent 
priority claimants; (3) Non-priority 
purchasers. All orders received after 
this date will be filled without regard 
to priorities. 

EXPORTERS: Your business is 
solicited. Exporters are considered 
as wholesalers in the purchase of 
surplus property. Any question on 
export control should be referred to 
Office of International Trade, De- 
partment of Commerce, Washington 
25, D. C. 


Folder giving complete listing of available types, sizes and prices 


Kensas City, Mo, © Little Rock + Los Angeles 


can be obtained from any of these offices. 
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NISTRATION 


Louisville * Minneapolis ¢ Nashville 
New Orleans * New York *« Omaha 
Philadelphia + Portland, Ore. » Richmond , 
St.Louis + Saltleke City + San Antonio 
Sen Francisco + Seatties SpokanesTulse 977 






















CAR 
MOVERS 











Freight car shortage 
is still acute... 


Shippers and receivers of freight still do not 
have proper facilities to handle their shipping. 
They need the help of these tried and true 
“tools"—-BADGER Car Movers. They are low- 
cost—light, heavy, and medium types—easy to 
handle—require little or no maintenance AND 
the Distributor is the important link between 
manufacturer and users who need BADGER Car 
Movers .. . be ready to supply them. 





We urge our users to buy thru our Distributors. 


ADVANCE CAR MOVER COMPANY 


APPLETON+> WISCONSIK 




















SAFETY BELT HOOKS 
All the best features of any Belt Lacing. 


In sales and performance features Safety Belt 
Lacing offers the most. : 
Only Safety Belt Hooks have the patented binder bars that 
rigidly hold hook alignment and lap over belt ends to prevent 
fraying, are suitable for all types of belting. 
Safety Belt Lacing can be applied with any standard lacer, 
a lacing machine—and.by using the inexpensive Safety Tu-Way 


Lacer, can also be applied with a ham- 





mer—is suitable for all belt lacing 
markets. 

For the universal, all-purpose, all- 
market, superior belt lacing, recom- 


mend as ged Belt Hooks for volume 
sales and profits. 


5388 N. Menard Ave. Chicago 30, 
suisse?” ek: 
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troduced. Designed for fast driving of 
small screws, these pneumatic drivers 
are especially suited for production 
work such as assembly of radio parts, 
electrical appliances, alarm clocks, tele- 
phones, toys and novelties. One model 
has a free speed of 2500 rpm and will 
drive screws up to size No. 3; the other 
has a free speed of 10,000 rpm and ac- 
commodates screws in the No. 3 to No 
6 range. A feature is pneumatic pickup 
which enables the operator to pick up 
screws with the air suction finder and 
drive them directly into the work.— 
Keller Tool Co., Grand Haven, Mich.— 
Mitt Suppiies, February 1947. 


Power Tool 
Shockproof Plastic 





<> 


A NEW ELECTRIC POWER TOOL, sold with 
36 accessories—abrasive wheels, drills, 
buffing wheels, brushes, etc.—has been 
introduced. The Tenite plastic housing 
is molded in two halves, and assembled 
over a die-cast aluminum frame which 
encloses the motor. Designed to fit 
comfortably into the palm of the hand, 
the tool is balanced for “pencil grip” 
operation. The tough plastic is shat- 
ter-proof under heavy blows, stays cool 
in operation, and is unmarred by per- 
spiration or oil, according to the manu- 
facturer. The tool with interchangeable 
bits comes in a metal kit—Casco Prod- 
ucts Corp., Bridgeport, Conn.—MIL. 
Supp.ies, February 1947. 


Tool Steel 
Ready-To-Use 


A NEW “PREFABRICATED” CARBON TOOL 
STEEL has three time-consuming opera- 
tions performed on it when it comes to 
tool and die makers, machinists and 
others users. The stages of buying raw 
steel, cutting to size, and shaping or 
planing and finshed grinding are elimi- 
nated for the user. Ranging in thick- 





Barn 
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Beal 
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INDEX TO ADVERTISERS 


This advertisers’ index is included as a 
convenience and is in no way a part of the 
advertising contract. Although every care has 
been taken to index accurately, some errors 
may have occurred and no allowance will be 
made for them. 
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Advance Car Mover Company........... 288 
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Air Express Division of Railway Express 
PA i ecnsccccccevecccccccccaccccces 242 
Aircraft Standard Parts Co., Inc.......... 276 
ET TE UL 5 is cada dnngd eeaduce'aineytss 60 
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American Chain & Cable Co., Inc. 
152, 245, Back Cover 


American Crayon Company, The...... 148 
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American Machine & Metals, Inc.— 

United States Gauge ...... ATA, 
American Marietta Company.............. 220 
American Mat Corporation.............. 272 
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American Saw & Mfg. Co................ 57 
American Screw Company............... 211 
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Appleton-Atias Car Mover Co........... 260 
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Armstrong-Bray & Co..............0..00e 63 
Armstrong Bros. Tool Co................. 9 
Aro Equipment Corporation, The......... 50 
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Asbestos-Textile & Packing Div. of Ray- 
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Automatic Motor Base Co ‘ves ae 


B. M. C. Manufacturing Corporation 235 
Baldwin-Duckworth Division of Chain Belt 
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Bassick Company, The .... etree ry 16l 
Bay State Abrasive Products Co........... 160 
Beall Tool Div. (Hubbard & Co.)....... 164 
Beaver Pipe Tools Inside Front Cover 
Behr-Manning Corp. hupateiewdsaee 214 
Black Manufacturing Co., The............ 175 
Black & Decker Mfg. Co., The........... 123 
Blackhawk Manufacturing Co............. 67 
Bonney Forge & Tool Works.. . +e 178-179 
Boston Woven Hose & Rubber Co........ 24 
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Bristol Company, The....... swe veces 199 
Brown & Sharpe Mfg. Co.. kyon uae a. ae 
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Buffalo Bolt Company.................... 227 
Buffalo Caster & Wheel Corp............ 278 
Buffalo Weaving & Belting Co........... 290 
Bunting Brass & Bronze Co., The........... 177 
Burdett Oxygen Co., The................. 265 
CO BOB as in iceckccecdesccese 282 
Canedy-Otto Mfg. Co................0005 295 
Cantol Wax Company.................... 198 
Carboloy Company, Inc. sae, 
Carborundum Company.............. . 124-125 
Carson-Newton Company................ 252 
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Cash Valve Mfg. Co., A. W............. 264 
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NA FILES 


ost 
THE ORIGINAL — YET THE M 


GROBET FILE CO. 


421 Canal Street 
IMPORTERS OF GROBET SWISS FILES 








SEND FOR 
THIS POCKET 
SIZE CATALOG— 


over 5000 
shapes and 
sizes 


Stock GROBET precision 
Swiss Files and give your 
customers the file they 
need for a specific purpose 
—we do not attempt to 
substitute or sell you “near 
as good." No one ever at- 
tempted to compile such a 
complete line — only 
GROBET has the record of 
well over a century of per- 
formance and leadership in 
designing precision Swiss 


MODERN files nationally advertised. 


of AMERICA 
New York, 13 N. ¥. 


MFRS. OF GROBET ROTARY FILES 





Plants: New York @ Chicago ® los Angeles 








UL ALLOY 





STEEL SCREWS 


insure smoother operation at 
POSITIVE levels with 
STRIPPER BOLTS! 


Mac-it Stripper Bolts or 
Shoulder Screws have greater 
holding power where you 
want it in die-assemblies. 
They are also used as stud 
bolts and in various machine 
assemblies. Easily tightened 
with Mac-it Key. Will not 
work loose. Ali Mac-it screws 
are heat-treated and accu- 
rately made with die-cut 
threads. Whatever your needs, 
let the complete Mac-it 
line serve you. Sold through 
recognized distributors from 
coast to coast and in Canada. 





STRONG. CARLISLE & HAMMOND COMPANY 


MAC-IT PARTS COMPANY 
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This Modern Miracle in Food Belting 


Can Solve Your 
Food Conveying Problem 














Here it is! A fully pliable plastic 
coated belting that is impervious to 
oils, greases, acids, alkalis and mois 
ture—Plas-Tex belting. Now you can 
convey hot or cold, wet or dry sub- 
stances of every nature—month after 
month on this remarkable belting—it 
won't pick up or give off odors—it 
will clean more easily—and last many 
times longer than uncovered belting. 


Famous "BUFFALO" Quality 


Beneath the protective plastic coating is time 
honored Buffalo solid woven cotton carcass, 
proved in use for over half a century. Join 
the hundreds of leading food processors 
already enjoying the benefits of Plas-Tex 
belting in their plants. 
Write for sample and the name of your nearest 
supplier. 
Dept. B 


BUFFALO WEAVING & BELTING COMPANY 


Chicago Buffalo 7, N. ¥ New York 


rving Industry for’ Over Fifty Years 








FOR 


Oviginality 


LOOK TO 


Quick to catch the buying 
eye and simple to demon- 
strate, the XCELITE “Com. 
bination - Detachable’’ 
Screwdriver changes from 
Phillips to standard screw- 
driving in a_ twinkling! 
The XCELITE line of 
screwdrivers and nut 
drivers features the genu- 
ine XCELITE handles, 
sturdy chrome vanadium 
shafts and fine craftsman- 
ship that mechanics re- 
spect. Feature XCELITE 
for EXTRA profits! For all 
details, simply write: 





Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 





<N 


PARK METALWARE CO.., INC. 
Dept. F, Orchard Park, New York 


Quality eile 


PREFERRED BY EXPERTS 
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nesses from #x to 144 in., and in widths 
from 14 to 10 in., the new tool steel is 
furnished in 18-in. lengths for ease in 
handling. Full annealing permits easy 
machining and chemical and physical 
properties are held to the highest 
standards.—Marshall Steel, Chicago.— 
Mixt Supp.ies, February 1947. 


Centrifugal Pump 
Self-Priming 





WITH AN INGOT IRON Bopy that affords 
substantial weight-saving over former 
cast body construction, a new self-prim- 
ing pump has been introduced. The 
press-formed body is resistant to corro- 
sion and resists cracking or shattering 
under heavy blows, or in freezing 
weather. Pumping efficiency has been 
improved, states the manufacturer, due 
partly to the smooth surface of the 
pump and press-formed volute. Also, 
faster priming is possible-—Chain Belt 
Co., Milwaukee, Wis.—Mtitt Supp ties, 
February 1947. 


Hole Locator 
Quick Aligning 





By MEANS OF A NEW HOLE LOCATOR, re- 
cently announced, several sheets of 
metal can be quickly aligned to posi- 
tion them for riveting, spot welding or 
drilling. The plier-like instrument has 
a toggle action which automatically 
locks upon the work held, leaving the 
operator’s hands free. An easy motion 
separates the handles to release the 
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JOHNSON XLO MUSIC WIRE comes to you at- 


tractively packaged 


for convenient handling in units 


of |/, lb., '/2 |b., and | Ib. Full range of sizes— 


003" to .200". 
answers the call for high carbon, 


JOHNSON XLO MUSIC WIRE 


smooth, round, 


spring steel wire. Ask us to recommend sizes. If 
your distributor cannot supply you immediately, 


please advise. 


JOHNSON STEEL & WIRE CO.INC 


WORCESTER * MASSACHUSETTS 


FW YORK AKRON TRO on: hom Wem) 


~-tLtOS ANGELES 





CAPITAL “RED CAPS” 
INDUSTRIAL 





BRUSHES 


Your selling oppor- 
tunities are as broad 
as the need for 
CAPITAL Brushes 
and Brooms. Fac- 
tories, railroads, 
mills, mines, ware- 
houses, public build- 
ings of all kinds ./. . 
just to name a very 
small number... are 
constant users of 
cleaning and maintenance equipment. The best of 
this type of equipment will wear out BUT if you sell 
CAPITAL your customers will get their money's worth 
—they outlast and outwear any like equipment. Get 
the whole story and prove our claims to yourself. 


CORNER BRUSH AND BROOM STS. 








WITH FINE PROFIT POSSIBILITIES . . . 


Beef Washing Brooms 

Hide Brooms 

General Industrial 

Fibre Brooms 

Whisk Brooms 

Textile Brooms 

Warehouse Brooms 

Ceach Brooms 

Janitor Brooms 

Parlor Brooms 

Push Brooms 

Street Sweeping Brooms 

Wire Brushes 

Floor Brushes 

Windew and Car 
Washer Brushes 

Counter Brushes 

Scrub Brushes 

Special Brushes 

Street Rolls 


BRUSH AND BROOM MANUFACTURING CO. 
Est. 1890 


INDIANAPOLIS 7, IND. 
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pliers. The pressure spindle can be ad- 
justed to admit work up to 1% in. 
thick, with locating pins available in all 
popular diameters. Weighing 22 ounces, 
it is capable of holding a maximum of 
500 pounds.—Knu-Vise, Inc., Detroit. 
~~Mitt Suppuies, February, 1947. 


Welders’ Goggles 
Speed Shift 





INTRODUCTION OF A NEW SPEED-SHIFT 
GOGGLE mounted on a plastic headgear 
is said by the manufacturer to solve a 
problem encountered by welders. That 
is the continual shifting of goggles from 
the eyes to the forehead for layout and 
inspection. With these new goggles, the 
welder simply pulls the goggles slightly 
forward, then releases them on the fore- 
head, the process requiring but one 
hand. Another advantage claimed is 
freedom from interference with per- 
sonal glasses. The goggle cups are at- 
tached to the headgear and controlled 
by coil springs, mild enough to elimi- 
nate pressure, yet strong enough to hold 
the goggles firmly in place.—Chicago 
Eye Shield Co., Chicago—Muu. Sur. 
PLIES, February 1947. 


Welding Electrode 
Shielded Arc 

DEVELOPED TO PRODUCE machinable 
welds on cast iron, a new electrode is 
especially suited for repairing broken 
or worn castings and for correcting ma- 
chining errors. It is claimed that the 
weld metal deposit closely matches the 
color of the cast iron parent metal after 
machining and grinding. The nickel 
core wire has a coating free of fluoride 
and other ingredients which generate 
injurious gases. The electrodes may be 
used with alternating current or with 
either polarity direct current. Packed 
in 10-lb. cartons, electrodes are avail- 
able in #2, 1%, #3, or *s-in. diameters.— 
Page Steel & Wire Div., American 
Chain & Cable Co., Inc., Monessen, 
Penna.—Mut Suppuies, February 1947. 
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Marsh Campaign 
. - « to help you sell 


Already up among the leaders in 
the instrument field, the position of 
Marsh equipment is being further 
heightened by a new and broader ad- 
vertising campaign straight-aimed at 
your customers in every field where 
pressure gauges, dial thermometers 
and heating specialties are used. 

It will pay you to tie in with this 
campaign. Marsh Gauges and Dial 
Thermometers are “The Standard of 
Accuracy”. Marsh. heating specialties 
cover all needs for steam traps, air 
vents, packless valves, for steam distri- 
bution systems, and a broad line of hot 
water heating specialties. Write for 
latest catalog oi auien data. 


JAS. P. a 2 
2041 Southport Ave., & a 14, Mm. 
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The Tools of 
Good Craftsmen 


Made of the finest steel obtainable .. . elec- 
trically tempered . . . diamond point tested for 
hardness ... well finished and individually num- 
bered for easy reference in re-ording. 


SOLD BY LEADING JOBBERS 


DASCO 
Forged Hand looks 


DAMASCUS STEEL PRODUCTS CORP., ROCKFORD, ILLINOIS 


MASTER COST- SAVING EQUIPMENT—FOR IMMEDIATE DELIVERY 











General 
Purpose 
Floodlights 





Portable Gas-Electric 
Generator Plonts. 
Sizes 500 to 17000 Watts 
(Catalog Number 594) 


BIG-3 for Generation, 
Too! Operation and 
Concrete Vibration 
(Catalog Number 687) 


g & 










**Power-Blow'’ Electric 
‘ Hammer and Spode 
(Catalog Number 688) 


Bg 


Catalog Number 683) Hand 
Gas or Electric Grinding Machines and Power Tools 





é = 


Tools for use with 
BIG-3 and Grindi 
Machines (Cat. No. 


SSE EB GRINVM SOOCTVAYS NOSHD—ANIWESILEZAGY SiIKA 4112 BSS SS 


@ @ 8 @ CLIP THIS ADVERTISEMENT—CHECK CATALOGS WANTED BB SS & 


Send for illustrated catalog on any item to 


MASTER VIBRATOR COMPANY 


DAYTON 1, OHIO 
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A top quality line, well 
merchandised, is a sure 
winner. And the CANEDY- 
OTTO Drill Press line is just that! 
“The World's Most Complete Drill 
Press Line,’’ is fast becoming the 
line that is best known among 
the most influential buyers across 
the country. Consistent, dominant 
advertisements in leading metal 
working papers is making the 
Canedy-Otto name and trade- 
mark familiar to more and more 
important prospects. 





A BETTER DRILL PRESS 
FOR EVERY NEED 





6-Spindle 21” Box 16” No. 5-10,000 B. V. 
Column Sliding Head 2-Spindle 
Fleer Dril Bench Drill 





21” Box Column 14” i, of a ¥. 
Sliding Head 1-Spi 
Fleer Drill Sensitive’ fleer Oritl 
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For the spot lifting 
over ev ty factor 
there’s no better iangwer > than a 
in Chain Block. 


ih 


It’s eaky to opendter—fast, too! 
Just takés one man it) handle it 
and, he gan carry itfrom job to 
job around the plant) ng it up 
by himself, positions or lifting, 
then lift the loady Safety features 
built inte a ‘Budgit’ Chain Block 
protect him from injury. The 
superiormechafijcal construction 
of a ‘Budgit’ Chain Block such as 
anti-friction beafings throughout, 
not juston theoad shaft alone; 
a load brake that operates in 
grease in a spaled housing; a 
roller type load chain; a hard- 
ened ste@l chain stripper and 
guide aresjustja few of the many 
featuré§ of hand-operated 
‘Budgit’ Chin Blocks that will 
make sales for you every time 
you recommend them. 





Tell these facts to your pros- 
pect, you'll convince him that a 
spur-geared, hand-operated 
‘Budgit’ Chain Block is the solu- 
tion to spot lifting in his plant. 


Write for copies of Bulletin Ne. 
367 to aid you in your selling. 


if ‘BUDGIT: 
Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges,, Hancock Valves. 

Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


=—_ 
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backfires 


The Publisher's Page . .. where the views expressed are his own 


‘EDUCATION WORKS BOTH WAYS 


T IS THE USUAL STUFF when a dog bites a man or a manu- 

| facturer talks at a distributor’s sales meeting. But, when 

a distributor talks before a manufacturer’s sales meeting 
—that’s news! 

At a recent district sales meeting of the American Chain 
& Cable Company, Miles Stray of J. Russell & Company— 
distributor—was the guest speaker. The New York dis- 
trict sales manager of ACCO evidently believes that the 
much discussed “salesmen education program” works both 
ways. That their salesmen can profitably learn from the 
distributor just as distributor salesmen can learn from 
them. If you stop to analyze the matter, doesn’t it seem 
strange that we find only isolated cases of a distributor 
being invited to talk at a manufacturer’s sales meeting? 
It would appear to be important that various executives 
and the entire sales personnel of the manufacturer know 
the operating and selling methods and problems of dis- 
tributors. And, if that is true, then why isn’t a distributor 
—the one person that can supply the information, included 
as an important part of a manufacturer’s sales meeting 
program? 

The Marketing Methods Committee of the Manufacturers’ 
Association is holding regional meetings in a number of 
cities. Already two have been held, one in Chicago and 
the other in Boston. In these meetings a lot of emphasis 
has been placed on this matter of salesmen education and 
distributor sales meetings. Those who have attended these 
meetings must have been impressed with the fact that some 
50% of the time was devoted to the subject of salesmen 
education. They must also have heen impressed with the 
fine presentation that was made by both distributor and 
manufacturer pane] members who handled this part of the 
program. However, it will be recalled that the emphasis 
was placed entirely on educating distributor salesmen, using 
the distributor sales meetings for education and having dis- 
tributor salesmen at manufacturers’ sales schools. 

Is education and particularly salesmen education, as be- 
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tween distributor and manufacturer, a one way street? 
Maybe the Marketing Methods Committee will want to 
study this point with a view of coming up with an answer. 

It is quite possible that if the suppliers’ salesmen, along 
with some of their executives, could take a course in the 
practical operations and selling methods of distributors, 
many problems of manufacturer-distributor relations would 
be dissolved automatically. It is reasonable to assume that 
manufacturers and their salesmen have a great deal that 
they could learn about distributors’ operations, that would 
assist them in developing more realistic educational pro- 
grams for distributors and their salesmen. 

There are a great many distributors well qualified, both by 
experience, and from the standpoint of expressing them- 
selves before sales gathering, who could conduct such a 
course at manufacturers annual or periodical sales meet- 
ings. We suggest that some of them are probably available 
to manufacturers who do believe that education works both 
ways. 





P. O. BOYLAND 


In the passing of Pete Boyland, the industry has lost a 
great champion and an unforgetable character. Not only 
did Pete enjoy the high esteem of all who knew him but, he 
had that greatest of all treasures—the love and respect of 
hundreds of friends. 

One never left Pete’s presence without that worthwhile 
feeling. His sparkling humor and the interested attention 
he always gave you made visits worthwhile. His letters were 
always masterpieces of directness with never a superfluous 
word. 

Yes, Pete Boyland was truly an unforgetable character 
beloved by all who knew him. He leaves us the better for 
having lived his life for all that this industry stands for 
and believes in. A. M. MORRIS 
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STARRETT 
SALES HELPS THAT HELP YOUR CUSTOMERS 
TO GET THE MOST OUT OF METAL CUTTING 
a The Starrett Hacksaw Booklet describes the complete line of Starrett 
ly Hacksaw Blades for hand frame and hacksaw machine and Starrett 
he Band Saws for cutting metal, wood and other materials. Starrett 
of Cutting Chart instantly gives complete information for cutting any 
material by hacksaw or band saw. Write for copies. 
le 





THE L. $. STARRETT CO. - ATHOL - MASSACHUSETTS - U.S.A. . 
World’s Greatest Toolmakers 














Subject: WRIGHT HOISTS -1947 


How Mr. H. Cheated the Wanebashel | 


Mr. H. is head of Acme Supply Company, dis-— 
tributors. (That's not their real name. ) 
Like most distributors, Acme sells a thou- 
sand and one different items. And gets 
advertising literature on most of them. 

Unlike many distributors, Mr. H. of Acme 
sat down and gave some serious thought to 
how he could best use this literature. He 
finally decided to use it to help sell more 
things to his regular customers — and here's 
how he did it. 

He included one or more pieces of adver— 
tising with every shipment of any kind that 
left his warehouse. So that every item he 
sold became an advertisement for something 
else. 

Was it effective? Probably. Because when 
Mr. H. had his salesmen check up they found 
that less than 40% of the literature had 
gone to the wastebasket. 

We're leading up to this booklet on Wright 
Hoists. Whether it's handed out by a sales-— 
man, sent out under its own power, tucked in 

a package of welding 
rods or tacked onto 
a reel of wire rope, 
it's a good piece of 
reminder advertising 
- for Wright Hoists 
and for you. Be— 
cause it will carry 
your name. 


You can get a sup— 
ply of these small 
booklets, imprinted 
with your name, by 
simple request. 
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York, Po., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. 





WRIGHT MANUFACTURING DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 











